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Silver Gilt Reliquary with Filigree Work and Gems—German Art of the 12th Century; Now Preserved at the 
Metropolitan Museum of Art, New York 
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Bouillon Spoon 


10 So. Wabash 


The New 


PATTERN 


SOLID SILVER 
STERLING 9235/1900 FINE 


A Pattern of 
French Design 
in 
Platinum Finish 


We wish to call your attention particu- 
larly to the very good values to be had 
the items of the Duquesne 


If our salesmen have not already 
shown you samples write in for illus- 
trations and price lists. 


Alvin Silver Co. 


New YorK SAN FRANCISCO 
Ave. .20 Maiden Lane 209 Post St. 
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| pein from the large numbet of es- 
tablishments devoted to its activities, 
the jeweler’s business all along the French 
Riviera must be in a flourishing condition. 
From St. Raphael to San Remo—in fact, 
from one end of the Cote D’Azur to the 
other—shops and stores given up exclusively 
to the sale of jewels and gems and trinkets 
abound. The best stocked of them are per- 
haps to be met with at Monte Carlo; but 
those at Cannes, Hyeres, Nice, and Menton, 
etc., are very little behind them. All these 
places are the accepted resort of wealthy 
and pleasure-loving hiverneurs, who can af- 
ford to indulge their taste for pretty things. 
They have the opportunity of acquiring 
them, too, for the leading London and 
Parisian firms have many of their clientele 
wintering in this pleasant part of the world; 
and names with which one is familiar in 
Bond St. and the Rue Royale are to be en- 
countered over shop front in nearly all the 
littoral towns. 
COSMOPOLITAN CLIENTELE 


The display of the average Riviera jeweler 
is of a first-class description. It has to be 
so, too, for nothing tawdry or inferior 
would be tolerated by, the people who 
patronize these establishments, Diamonds 
and pearls and rings and necklaces, in gold 
and platinum setting and sparkling with 
beautifully cut and mounted gems; cun- 
ningly wrought mesh bags and purses; cigar 
and cigarette cases, and wristlet watches, 
etc., that are veritable triumphs of the 
jeweler’s art are all obtainable. The cheap 
and worthless imitation jewelry which else- 
where brings discredit on the honored name 
of jewelers are, happily, not to be found 
anywhere along the Riviera. 

Before the war, the Russians—with their 
inherent love of precious stones, and the 
wealth which enabled them to gratify it— 
were much the best customers of the Riviera 
jeweler. This, however, is no longer the 
case, for—under the present Bolshevistic 
regime—it is as much as the average Rus- 
sian grand duke or grand duchess, or prince 
or princess can do to buy bread. Where 
jewels are concerned, they are sellers, not 
purchasers. Nor are the French—except a 
few of them—in an economic position to 
spend money on luxuries. For their prin- 
cipal clientele, accordingly, the Riviera 
jewelers have to depend on patrons from 
England and America. But they also do 
a good deal of business with Belgians, 
Italians, Spaniards and Swiss. 

Although the Riviera is a district where 


= 
money is spent freely—not to say lavishly 
—it is pleasant to record that “profiteering” 
has not raised its horrid head where the 
jewelry business is concerned. Articles of 
good quality and good workmanship cost 
no more there than they do in the haunts 
of the fashionable world elsewhere, As a 
matter of fact, many choice specimens can 
be bought more cheaply in Monte Carlo or 
Nice than they can in Paris or London or 
New York. At the end of the season (in 
May) prices come down considerably. This 
is because, rather than be saddled with the 
risk of taking valuable stock back to Paris 
or London, as the case may be, the custom 
is to sell off a proportion of it at a heavy 
discount. Watches and clocks and rings, 
etc., of the best quality can then be picked 
up at “bargain prices.’ The only trouble, 
however, is that by this time there are apt 
to be very few buyers. The Riviera sea- 
son is a short one, and most of the visitors 
are on their way home by the end of March, 
or the middle of April at the latest. Two- 
thirds of the shops and hotels are then 
closed down, to resume their activities in 
the following November. 

For his masculine customers, the Riviera 
jeweler has to depend chiefly on Frenchmen 
and Italians. The average Englishman or 
American is not given to being be-ringed 
and be-studded and be-chained. A _ signet 
ring, together with unobtrusive studs and 
links and watch chain—and possibly a quiet 
patterned tie pin in addition—are all he 
needs, If a man is seen in the Casino or 
at a hotel or restaurant with his shirt front 
blazing with diamonds and his fingers 
sparkling with gems, it is very improbable 
that his passport is an English or an Ameri- 
can one. No particular harm, of course, 
in appearing like Solomon in all his glory. 
Still, the practice is exotic. 


Where, however, women-folk are con- 
cerned, it is another matter entirely. Eng- 
lish and American visitors to the fashionable 
hotels and restaurants like to see their wives 
and daughters doing them credit. This is 
all to the advantage of the jeweler, since 
it means supplying choice specimens of his 
workmanship. The display of diamonds and 
gems in “the Rooms” at Monte Carlo, or 
the salons of Negresco’s and Ruhl’s at Nice, 
or the Carlton at Cannes, is probably 
unique, and the combined value of what is 
worn on an average evening would go quite 
a long way towards meeting a reparations 
bill. 

With reference to purely masculine needs, 


the 





a brisk business is done in watches, Gold 
cigarette cases (engine turned pattern) also 
have a good sale; and there is quite a de- 
mand for match boxes and pencil cases. 
When the value of the franc, as against the 
poynd or dollar, is taken into consideration, 
average prices" are extraordinarily, 
moderate. The Riviera jeweler is human 
enough to have his faults, but he is certainly 
not grasping. 


“THE JEWELERS’ TRAIN” 


Practically every jeweler’s establishment 
from one end of the Riviera to the other 
exhibits in its windows a placard inscribed, 
“Achat de Bijoux” (i. e. jewels bought).., 
Quite a big business, indeed, is done in the 
purchase of gems, etc., for which the owner 
has no further use, and for which he (or 
more generally she) prefers the cash value. 
The reason is simple. A spell of bad luck 
has been experienced, and money is wanted 
to meet a hotel bill, or something of the 
sort. It is the “tables,” however, or too: 
much patronage of the Casino, that are the 
responsible factor in nine cases out of ten. 
At such a juncture the jeweler proves a 
veritable friend in need, 


At nine o'clock every morning during the 
Riviera season what—so far as goes its pas- 
sengers—is probably the most curious train 
in Europe arrives at Monte Carlo. This is 
the “Jewelers’ Train,” which has started 
from Nice half an hour earlier. It gets 
its name from the fact that one of the first- 
class coaches is reserved exclusively for 
dealers in gold and silver and gems, who, 
after stopping a couple of hours in’ this 
haunt of fashion, return by the next train. 

The stranger is apt to be puzzled by the 
presence of these gentlemen in Monte Carlo. 
They do not look as if they belonged to 
the world of idlers. They have no luggage; 
they never enter “the Rooms”; and their 
talk (if one catches a chance word) is all 
of diamonds and precious stones and orna- 
ments and choice specimens of gold and sil- 


verware. It admits, however, of a very 
simple explanation. 
The occupants of the “jewelers’ train” 


have come to Monte Carlo to do business 
with those pleasure-seekers upon whom for- 
tune has not smiled at “the tables” on the 
previous evening. A persistent run of ill- 
luck, and the failure of the “red,” or the 
“black”—as the case may be—to turn up 
when wanted has depleted the financial re- 
sources of these butterflies and singed their 
wings. They must have cash, and hard- 
hearted bank managers and hotel proprietors 
look dubiously at their checks. 

It is then that the quiet-spoken, well- 
dressed contingent from Nice, sauntering 
along the world-renowned Terrace, prove 
veritable friends in need. 

They are sympathetic and suave and 
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simply aching to be of service to Beauty 
in distress. 

“Madame has had bad luck last night? 
Ouel dommage! But have courage. Pres- 
ently the fortune will turn. In the mean- 
time, that bracelet watch set with diamonds 
you are wearing? Is it permitted to ex- 
amine it? Of course, it is worth very little. 
Still, why not accept five hundred francs 
for it?” 

The trinket has probably cost a good 
deal more in Paris a month earlier. But the 
flutter of crisp bank notes is irresistible, 
and the gewgaw promptly changes hands. 
As a matter of fact, too, the offer is prob- 
ably quite a fair one, for, as all the world 
knows, there is a vast difference between 
buying and selling. 

“Monsieur must not despair. This eve- 
ning he is certain to be lucky, That ciga- 
rette case, now? Permit me. Yes, it is 
certainly gold, as you say. The quality, 
however, is not really good. Still, if you 
care to part with it, I can offer 150 francs.” 

Thus the process, carried on in quiet cor- 
ners of the smart hotels, or even in shady 
pathways of the Casino Gardens. There is 
no wordy warfare or drawn-out discussion. 
The dealer appraises the object, and men- 
tions his price. The owner accepts or re- 
fuses. In nine cases out of ten, the offer is 
accepted, for the lure of “the Rooms” is 
hypnotic, and ready moriey is the passport. 

It sounds, perhaps, like a get-rich-quick 
scheme for the jeweler, Still, it is not all 
profit. To begin with, croupiers and hotel 
porters and head waiters (who act as in- 
termediaries and bring the buyer and seller 
into contact) all want a handsome percent- 
age. Then, when the train returns to Nice, 
the goods thus purchased are pooled and 
disposed of by private auction among the 
members of the “ring.” 

Because one of them, taking advantage 
(legitimately enough) of the seller’s neces- 
sity, has bought an article considerably un- 
der its real value, it by no means follows 
that he will be able to do so when a brother 
expert is bidding against him. 

Still, judging from the style in which its 
leading practitioners live, traveling by the 
“jewelers’ train” is a profitable business. 








An Exhibition of Pendants 


“The Committee of Applied Arts of the 
region of Marseilles has organized a jewelry 
competition having as objects ‘metal pen- 
dants,’ with admission of stones or enamels,” 
says Le Moniteur, of Paris. “The competi- 
tion was closed on the 15 of March. 

“The exhibition will be open to the public, 
from the 29 of March till February 4 next, 
in the large salon of I’Ecole des Beaux- 
Arts, which the municipal administration 
has placed at the disposal of the committee.” 








Death of Dr. Alfred Eppler 

Through recent advices from Europe we 
learn with regret of the death of Dr. Alfred 
Eppler, of Crefeld, Germany, a well known 
writer on gems and gem minerals; transla- 
tions of several of whose articles have 
appeared in these columns. 

His Mineralogisches Institut fiir Schmuck 
und Edelsteine will be continued by his wife 
and son who formerly collaborated with 
him. 
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What Protection You Have Against Competition by 
Outside Concerns* 








By Elton J. Buckley 














I GET frequent inquiries from readers of 

these commercial law articles as to 
what protection a local merchant has against 
competition from concerns from other States 
which send in salesmen to solicit orders in 
competition with him, Some of these in- 
quiries are from retailers, some from job- 
bers, and I have gotten them even from 
manufacturers. They all have the same 
idea—“We pay taxes, we are part of the 
community, and help to support it and keep 
it going. It isn’t right that outside con- 
cerns, without paying taxes or doing any- 
thing whatever in the interest of the com- 
munity, should be allowed to come in here 
and take the trade. They ought at least to 
pay some kind of a special tax which would 
help to equalize matters between them and 
ws,” 


This sounds fair and logical and to carry 
it out many towns, cities and boroughs have 
passed ordinances requiring outside concerns 
who solicited local orders through salesmen 
to pay a tax or license, and very often it 
was purposely made so heavy that the 
municipality hoped nobody would pay it. 

If these ordinances were taken into court 
they were always declared unconstitutional, 
on the ground that no borough, town or city 
could tax interstate commerce. A report of 
such a case, just decided, is before me now. 
A certain borough passed an ordinance 
making it unlawful for anybody to sell, 
either by sample or otherwise, any kind of 
merchandise to private consumers, or to de- 
liver orders so sold, without first obtaining 
a license. A manufacturer of silk stock- 
ings, located in another State, sent a sales- 
man into this borough to take orders. The 
salesman got a dollar deposit on each of 
his orders, then mailed them to the firm, 
which filled them direct, collecting the bal- 
ance of the price through the postman. 
Thousands of such schemes, wholesale and 
retail, are going on in every line of business. 

The stocking salesman did not obtain a 
license and was arrested for violating the 
above ordinance, His house got an at- 
torney and the matter was resisted. Every- 
body agreed on the facts. The salesman 
merely got the orders and collected part 
of the price. The order was then sent into 
another State and filled from there. 

The court threw the case out and said 
the borough had no right to tax such sales- 
man for the reason that he wasn’t selling 
anything; he was merely taking orders 
which were filled from the seller in another 
State. The shipment therefore became in- 
terstate commerce. If the salesman had 
carried his stock with him and had sold and 
delivered then and there, it would have been 
a different thing. 


The court said this: 


“In the case of J. W. Brennan vs. 
City of Titusville, and which was 
carried to the United States Su- 
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preme Court, reported in 153 U. S. 
Supreme Court Reports, page 289, 
it was held that “A manufacturer 
of goods, which are legitimate sub- 
jects of commerce, who carries on 
his business of manufacturing in 
one State, can send an agent into 
another State to solicit orders for 
the products of his manufactory 
without paying to the latter State a 
tax for the privilege of thus trying 
to sell his goods.” A license tax 
required for the sale of goods is in 
effect a tax upon the goods them- 
selves. A license tax imposed by a 
State upon an agent of a citizen of 
another State for the privilege of 
selling his goods in the former 
State is a direct burden on 
interstate commerce, and, therefore, 
beyond the power of the State. 
“In the case just cited, the city 
of Titusville, pursuant to an ordi- 
nance, sought to impose a fine upon 
an agent soliciting orders for cer- 
tain merchandise which was manu- 
factured in the State of Illinois and 
shipped directly from its: manufac- 
tory or place of business in the said 
State of Illinois to the purchasers 
in other States. The State Court 
decided that a conviction for viola- 
tion of said ordinance and imposi- 
tion of a fine was legal and was 
within the police power of the 
State. The United States Supreme 
Court reversed and held as afore- 
said, that such power did not exist, 
for the reason that it was a direct 
burden on interstate commerce. 
What the State cannot do, a bor- 
ough within the said State cannot 
do, as it only acts by delegated au- 
thority from the State. That case 
and the law as therein declared 
rules and decides the present case.” 


So far as I know, there is no way in 
which a local business concern can protect 
itself from outside concerns, which come 
in after business through salesmen. No ex- 
traordinary burden can be placed on the 
latter in order to destroy their advantage 
over the local houses, for as soon as that 
is done, the court will hold it to be an effort 
to burden or restrict interstate commerce 
and throw it out. A State, city, town or 
borough can pass an occupation tax any 
time it likes, i. e., a tax on the privilege of 
doing business, but it must be uniform; 
that is, apply to local as well as outside 
concerns, and therefore nothing would be 
accomplished. 








S. Polsky & Son, jewelers, 49 S. Main 
St., Asbury Park, N. J., have leased for five 
years the store at 21 S. Main St., where 
alterations will be completed, May 15. The 
present store will be continued. 








THE JEWELERS’ CIRCULAR 














HEADQUARTERS 


for 


DIAMONDS 





Rea aT 







Precious and Imitation Stones 


xkkweKk* 


SY BY TT TY TTT Tey? 


Regent Pearl and Fancy Stone 
Necklaces 


TTT TT Ty Perr rrr rey 


ALBERT LORSCH 
O& CO 


Main Office INC ; Branch Office 
' Lorsch Building, 37 Maiden Lane 131 Washington Stree 
NEW YORK PROVIDENCE, R, I. 


Bead Department, 20-26 W. 36th St., New York 
Pacific Coast Representatives, LEE & KIERSKI, 704 Market St., San Francisco, Cal. 


SEU II I OS IT YY Perey ee rr reo rr 











> 
BSS 
’ ,, 
ip: 
Pi 
=> 
7= - 
Ls ~ 
3 
AAA AB IABALJAAB ALAA FECL FIT LITE re Te TET TT TET TT PTT TT TITY TOUT TTT ETT TIT yey Tye eey U UU Oe TUT ETET TYTN eter ye Ter ye Terr ee eT er erry ye Terry Ete ty TIT ety TTT ret ite. 









Dad lik LRA AR Rl ih end dal lll hale Dh aan hh Dll AE BARBARA hd ADR RASA RAR 














May 2, 1923. 


THE JEWELERS’ CIRCULAR 








The German Jewelry Trade 





Conditions of the Industry as Reflected in the Lines of Watches, Clocks, 
Silver and Jewelry Exhibited at the Leipzig Fair 




















Lerpzic, April 10.—The Leipzig Spring 
Fair was held this year from March 4 to 10. 
It was as largely attended as last year, the 
number of exhibitors being 13,330 (of whom 
more than 600 were foreigners) the total 
number of visitors being about 155,000. In 
spite of such figures and in spite of the 
crowds even on the first days, there was 
comparatively little business done in the 
Precious Metal, Clock and Jewelry Fair. 


here too we must reckon with still higher 
prices when the goods bought at this Fair 
come into the general market. “The selling 
prices corresponding to even the reduced 
wholesale prices are: Ordinary alarm clock 
M. 21,000, simple timepiece 140,000, plain 
hall clock M. 520,000, these are prices de- 
manded as yet by only a few retail dealers. 
Also, according to the manufacturers, the 
factory prices are at present being calcu- 
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THE STREET LIFE IN LEIPZIG DURING THE FAIR 


That is not to be wondered at in the case 
of a trade so dependent upon exchange 
fluctuations. The prevailing belief in the 
coming fall of prices is specially noticeable 
in this branch. For the time being the 
public buys practically no clocks, watches 
or jewels so that the retail trade is not in 
a position to give large orders, especially 
as it, too, is suffering from want of money. 

As to reduction of prices we may mention 
that the manufacturers’ union has reduced 
the key number twice, first from 3,500 to 
3,000 and then to 2,200. This reduction is 
not at once noticeable in the retail trade. 
The Minister of Trade explained lately 
that owing to the wholesale dealers and 
middle-men reduced prices would only come 
slowly and later in the retail trade but that 
is not the reason why the clock and jewelry 
trade cannot at once reflect the reduced key 
number mentioned above. Today the retail 
dealer is selling his goods cheaper than the 
price corresponding to the reduced whole- 
‘sale price. As in many other branches so 


lated very low, for, though the large 
factories have orders for months ahead, the 
smaller factories find practically no market 
for their goods. 

Owing to the present-day value of the Swiss 
franc it becomes more and more impossible 
to order watches from Switzerland which 
formerly supplied Germany. The German 
market is filled almost entirely with watches 
of German manufacture. If particular 
models are not yet made in Germany then 
the works are ordered from Switzerland 
and the cases are made in the German 
jewelry town of Pforzheim. For instance 
in the Fair stand of a well-known Swiss 
firm we saw a large selection of gold pocket 
and wristlet watches of which only the 
works came from the Swiss house. The 
cases, both for the German and foreign 
market, had been manufactured in Germany. 

A Glashiitte firm exhibited a man’s gold 
watch, sold already to America. It was 
fitted up with every conceivable modern 
intricate mechanism (striking works, double 


85 


chronograph, calendar, etc.) weighed about 
one-half pound and cost the small sum of 
$1,000. 

In the jewelry trade, we can also reckon 
with higher prices especially for cheaper 
lines, as there the wages determine the 
prices. The price of superior goods depends 
on the dollar though at. present the German 
price of gold is higher than the world 
price. For that there are several reasons. 
The public is partly to blame, for on the one 
hand people expect prices to fall, on the 
other hand, they sell no gold in the expecta- 
tion of the dollar rising again. Another 
reason for the high gold price is that the 
Reichsbank has bought up gold and so have 
other establishments in order to cover the 
value-stable loans which they have taken on. 

To suit existing conditions, the jewelry 
trade exhibited more and more articles of 
substitutional material, among which ivory 
and imitation gems predominated. There 
was a striking amount of new patterns in 
carved ivory’: pendants which are now 
painted in color and worn with silk ribbons. 

Silver’ table cutlery and silver useful 
articles were also much in evidence, for a 
time these were difficult to procure as the 
factories were overworked. If one com- 
pates the prices of such articles of value 
with food prices and considers the low mark 
one realizes that these articles are really 
extraordinarily cheap. 

Clocks, watches and jewelry still remain 
among the best investments of capital in 
this country. 








The World’s Diamonds iz 


oH] Ow many diamonds exist in the 

world, at least those that are found 
in trade and in the caskets of their pro- 
prietors? India, sole source before the 18th 
century, furnished 2,000 kilos (the kilo 
equals 2.204 pounds); Brazil, in the 18th 
and 19th centuries, 2,500 kilos; Africa, in 
about the last 40 years, 34,000 kilos. There 
exist, then, in the world something about 38 
tonnes (the French tonne equals about 
2204.62 pounds of diamonds! In the course 
of 1920 the rough diamond could be esti- 
mated at about 900 millions of francs per 
tonne. 

“According to the mean sale realized 
during 30 years, a tonne of diamonds would 
be even more than 1 milliard. We might 
say, taking into account the plus-value of 
worked diamonds, that humanity at present 
possesses 38 milliards of diamonds.”— 
Le Moniteur. 











Market Prices for Silver Bars 


The following are quotations for silver 
bars in London and New York reported for 
the past week: 

Domestic 
Silver Price Silver, 


London U.S.Gov't Standard 

Date Official Assay Bars Price 
ee oes 32% 69% 995% 
pS Ee 3244 70 99% 
pee ey 32% 69% 995% 
Agel Bocceccvenee 32% 695% 99% 
i ee ae 3248 70% 99% 
Pen Fs 66608. cenn 33 6 70% 99% 








The Raymond Jewelry Co. has opened a 
store at 417 Robert St., St. Paul, Minn. 
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Have You Seen These Advertisements in 
The Programs of Leading Theatres? 











She Heller Hope Sapphire 


HERE are two kinds of true sap- 

phires. One, nature-made, is found 
in the earth. The other, man-made, 
comes from the Heller Laboratories in 
Paris. They are the same chemically. 
Every test proves them identical. They 
are equally hard,* hence equally ever- 
lasting. Their varied shades of crystal 
clear blue are equally beautiful. But 
the Heller HOPE Sapphire is much less 


expensive. 
4 
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HOPE SAPPHIRE 
eee 


At your jeweler’s in rings, pins, lavaliers and other settings. 
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% Next to diamonds Sapphires are the hardest precious stones known 
































Millions of theatre programs, containing this business building mes- 
sage about Heller Hope Sapphires, are being distributed every 
week in New York, Chicago, Cincinnati, Boston, St. Louis, Kansas 
City, Dallas, Frisco, Philadelphia, Los Angeles and other cities. 


Your customers are learning that Heller Hope Sapphires are iden- 
tical with the natural stones in every respect; that they are obtainable 
in your store in fine jewelry of every description; that they are 
much less in price than the natural stones. @ Sapphires in platinum 
and white gold settings, often in combination with diamonds, are 
the jewelry vogue to-day. Display Hope Sapphire jewelry prom- 
inently and you will be well rewarded in sales. 


LHeller € Son, inc 


Paris PROVIDENCE GENEVA 


358 Fifth Avenue, New York 
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The News from England 








Tarnish Resisting Silver—Big Pearl Purchased by American Gem Dealer— 
Fewer Natives at Work in Rand Gold Mines—Pearls in Vogue. 

















Lonpon, April 17.—One of the most in- 
teresting announcements the jewelry and 
precious metals industry has received here 
for some time has come today from Sheffield 
in the form of a confirmatory statement that 
a tarnish-resisting silver has at last been 
produced under successfully commercial con- 
ditions. It is the nearest approach to stain- 
less silver yet achieved and marks a big 
stride forward. The inventor is Harold 
Turner, of William Turner & Co., gold and 
silver refiners of Sheffield, and he gives a 
share in the credit of discovery to W. G. N. 
Boyd, works chemist for the firm. One of 
the chief difficulties of finding an alloy that 
would prevent silver from tarnishing was 
the fact that to obtain the necessary hall 
mark the silver centent had to be not less 
than 924% per cent. This left the inventor 
on'y 7% per cent. to play with. But, despite 
the narrow margin, success was achieved. 
The next step obviously will be to produce 
a silver that will remain permanently un- 
tarnished. The present alloy will retain its 
original lustre for two years, according to 
Inventor Turner, who disclaims the use of 
the word “stainless” in connection with the 
new composition. “This alloy represents a 
valuable advance,” said Mr. Turner. “It is 
tarnish-resisting to a remarkable degree, 
and has an excellent color. If worked 
properly it retains its color and brilliance 
over long periods and when exposed to 
atmosphere under ordinary normal condi- 
tions will retain its factory polish for 
months and months.” The trade sees in 
this new silver a medium for splendid busi- 
ness. Jewelers say that silver purchases 
have fallen off a lot owing to the trouble 
involved in keeping the ware clean. The 
new silver, the jewelers think, will create a 
demand for it by a revival of the old custom 
of giving bridal gifts mostly in silverware. 
With the present acute servant shortage the 
housewife is bound to welcome this new 
silver just as she did stainless cutlery. 


* * * 


The $34,000 pearl purchased at Christie’s 
recently by Jerwood & Ward, of Holborn, 
from the owner who was mysteriously 
listed in the auction catalog as a “gentle- 
man” is reported to have been sold to an 
American firm of gem dealers and now on 
its way to New York. The pearl, which 
was described recently in THE JEWELERS’ 
Circuar, is the size of a pigeon’s egg and 
the only setting possible for it is in the form 
of a pendant. 

* * * 


The latest labor returns from the Rand 
show a small decline in the supply available 
on the gold mines the number of natives at 
the end of March having been 182,473 
against 182,983 a month earlier. Last 
month’s Transvaal gold output was not up 
to the previous average, the total being 
761,576 fine ounces against 704,970 ounces 
in February and 764,460 ounces in the 
month of January. 


Summers, Henderson & Co., assayers of 
Chancery Lane, W. C., are offering a re- 
ward of $1,250 for the recovery of two 
ropes of pearls, two diamond rings, and a 
diamond brooch, valued at $15,000, lost by 
Lady MacDonald, widow of Sir Claude M. 
MacDonald, British Ambassador to China 
from 1896 to 1900, and to Japan from 1900 
to 1912. One of the pearl necklaces is 
valued at $7,000. 

* * * 

The pearl as a decorative jewelry medium 
is having a vogue this Spring. This gem 
is quite conspicuous here in single stone 
ring form mounted in a plain setting. If 
very small the pearl is surrounded by dia- 
monds and encased in an elaborate platinum 
frame. Nothing but platinum matters these 
days, of course, and even the wedding ring 
must be in a plain platinum beveled band 
design, or else a flat one elaborately chased 
on the inside and set on the outer side with 
tiny diamonds. 

* * * 

Unsatisfactory position of the ore re- 
serves and the gold price decline are factors 
contributing to the uncertain outlook of the 
East Rand Proprietory Maines, Ltd., ac- 
cording to a report just issued by the 
directors. Working costs have been reduced 
but the position is critical, payable tonnage 
being insufficient to maintain ore reserves. 

* * * 


At the Mysore Gold Mining Co.’s meeting 
at the Cannon St. Hotel here the other day, 
figures given showed that the tonnage of ore 
crushed during the past year was 218,079 
tons against 202,289 tons in 1921 and that 
the salable value of gold extractions was 
lower for the past year than for the pre- 
vious year owing to the drop in the price 
of gold. Extractions of gold produced for 
sale totaled 128,251 ounces of fine—a reduc- 
tion of some 1,800 ounces compared with 
1921, but the gold realized only a _ net 
amount of $2,998,500 compared with $3,436,- 
035 in 1921—a drop of something like 
$437,000. The average price of gold per 
fine ounce was $23.42 for the year under 
review. For 1921 it was $26.40. Owing to 
its opportunities for making direct sales of 
gold in the Indian market the company 
stated that the price it obtained for refined 
gold was slightly in advance of world prices 
—as paid in London. The company compli- 
ments itself on having saved some $150,000 
during the year in production costs but it 
says there is now little room for further 
labor reductions since the figure already has 
been reduced since 1917 by some 1,500. It 
was announced that Mine Superintendent 
Bullen was resigning owing to ill health. 








Robert E. Harber’s jewelry store, Lees- 
burg, Fla. will be moved into the store 
formerly occupied by the Style Shop. 
Walter Dick will occupy one-half of the 
room vacated by the Harber concern with 
a line of jewelry. 


87 
The Rothschild Legacy to the Louvre 


THE following facts concerning the 

Rothschild legacy appear in a recent 
issue of Le Moniteuwr. The author is 
Georges Bailly. 

“As is known, Baroness Salomon de 
Rothschild, by will has left her rich collec- 
tion to the Louvre Museum. Two months 
ago the Société des Amis du Louvre in- 
augurated, M. Léon Bérard, Minister of 
Public Instruction presiding, the salon 
which contains the precious collections. In 
this private collector’s cabinet one can say 
there is everything, and this is what creates 
its value. The precious art and the indus- 
trial art hold the largest place, but there 
are all kinds of wonders that we cannot 
admire too much. The arts of luxury of 
the 18th century are represented by a splen- 
did and enchanting collection of snuff boxes 
and bonbonniéres in tortoiseshell, jade, and 
in onyx, embellished with enamels and 
precious stones, or decorated with lovely 
miniatures. 

“The beautiful Limoges enamels, those 
incomparable plaques that remain the most 
remarkable specimens of this wonderful art; 
the most lovely periods of ceramics which 
take an equal place there. The pieces of 
Persian faience, whose metallic lusters in 
their warm tones and designs of admirable 
decorative variety have also several repre- 
sentations. A very lovely collection of 
porcelains of Vincennes manufacture and 
from the Royal factory of Sévres is equally 
remarkable by the value of the pieces. 

“Among the Limoges enamels, of which 
we spoke above, we would cite as notable 
a remarkable triptych and ten panels of the 
adventures of A*neas executed in the 17th 
century at Limoges. Lastly there are arms 
and armor of the Italian Renaissance, 
chased and demascened; furniture of Louis 
XV and Leuis XVI, very graceful and 
elegant in form and ornament; a small por- 
trait of a man attributed to Rembrandt and 
a landscape of Theodore Rousseau. We 
would add that the installation of this 
admirable collection is only temporary and 
that it will be ultimately placed in the best 
possible position.” 











The Esthetics of Jewelry 





66" HERE is an esthetics of jewelry. It 

consists of having it in harmony with 
the person who wears it and considering it 
aside from the intrinsic value. There are 
very costly jewels that may be very gross; 
diamond pendants are not always of original 
and happy composition. Above all, a jewel 
should have originality. There are rings 
for brunettes, as there are rings for blondes. 
There are rings for young ladies and for 
aged ladies; there are necklaces brilliant 


and gay, and others which disclose a 
sparkling gravity. There are _ stones 
which harmonize themselves with our 


toilettes or oppose themselves wonderfully ; 
there are others. that give value to the 
complexion, as the pallor of opals that sets 
so well on blondes; and the blue turquoise 
that sets off the matt skin of brunettes. 
There is a mystery of voluptuousness, of 
tenderness, or of anguish in certain modern 
jewels."—Le Moniteur. 
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HE test of every business 
is its ability to retain its 
customers year after year. 


Our values and helpful co- 


operation have enabled us to 
do this. 
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New York - 170 Broadway 
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Providence Police Arrest Alleged “Pennyweighter” 





Man Believed by Authorities to Be Dangerous Gunman and Sneak Thief Taken 
Into Custody Through Alertness of a Clerk 




















Provipence, R. I., April 28—Through 
the alertness and strategy of Herbert I. 
Rodin, a salesman in the employ of the 
Quinn Jewelry Co., corner of Weybosset 
and Union Sts., the police were enabled to 
effect the capture of a man whom the au- 
thorities believe to be a_ professional 
“pennyweighter” or jewel thief, as well as 
a dangerous gunman. 

About the middle of the forenoon Tues- 
day the man, who claims to be Herman 
Monde, 42 years of age, went into the retail 
jewelry store and while haggling with the 
salesman over the value of a diamond weigh- 
ing about two carats which he desired to 
sell, his actions aroused the suspicions of 
Mr. Rodin. He passed a note to a fellow- 
salesman to call the police, in the meanwhile 
occupying the man’s attention until the 
police arrived and placed Monde under 
arrest. 

When taken Monde is said to have had an 
imitation diamond between his teeth and 
his cheek and carried a 32 calibre fully 
loaded revolver in his upper left vest pocket. 
Rodin’s ruse in calling the police to the 
scene without Monde’s knowledge probably 
saved the life of any uniformed policeman 
who attempted to enter the store after the 
man had made the exchange of stones which 
it is believed was his intention. 

In the Sixth District Court Wednesday 
morning, Monde pleaded guilty before 
Judge Gorham when arraigned on a charge 
of carrying a concealed weapon and was 
sentenced to serve 60 days in the Provi- 
dence County Jail. He took an appeal and 
surety of $500 was furnished by Carmele 
Russe, 14 Pelham St. Officials who ex- 
amined the revolver taken from Monde 
said it was one of the most wicked looking 
“shooting irons” they had ever taken away 
from a prisoner. 

The prisoner hailed himself as a World 
War hero and as “Kid Monday, middle- 
weight champion wrestler,” but was de- 
nounced by Chief Inspector Ahern as a 
“dirty coward, who carried a gun in his 
vest so he could reach it quick.” Chief 
Ahern later explained to the court that this 
was the method of gunmen who have shot 
down several policemen in other cities by 
the trick of grasping a revolver from their 
vest pocket as they are ordered to throw up 
their hands, 

Tuesday night Monde was identified as 
the alleged gunman who early last week, 
Friday morning, strolled into the lobby of 
the Berkshire Hotel, whipped out a revolver 
and, after muttering something about “get- 
ting’ somebody, walked out. The iden- 
tification was made by hotel employes and 
guests who were in the lobby during the 
gun-toting. 

The alleged “pennyweighter” was also 
identified as the individual who, early Fri- 
day morning, just previous to entering the 
Berkshire Hotel lobby, executed a little 
gunplay in a Clemence St. pool room. Here 
he inquired from several young men where 
the Berkshire Hotel was and when he re- 


ceived the information walked out with re- 
volver in his hand. A number of persons 
were taken to headquarters following his 
arrest and identification as a gunman, in an 
attempt to ascertain if he is the man who 
has figured in recent holdups and assaults 
in this city. 

Nearly 100 imitation diamonds and one 
real stone, estimated to have a possible sale 
value of $400 or $450, were found among 
Monde’s effects. Mr. Rodin said that the 
man was trying to sell him the real diamond 





“ Is, 


KID 


HERMAN, ALIAS MONDE, ARRESTED BY 


PROVIDENCE POLICE 


for $850 when he detected the second stone 
in his mouth and saw the handle of the re- 
volver under Monde’s coat as he leaned 
over the showcase. 

The salesman described his experience as 
a harrowing one. Someone else in the store 
had called the attention of Traffic Officer 
Skees nearly opposite the store to another 
man in the store who was acting suspi- 
ciously. Officer Skees started to go into 
the store and Mr, Rodin heard the man 
with whom he was negotiating say, looking 
out at the policeman: 

“Tf he comes in here I'll kill him!” 

Mr. Rodin motioned to Officer Skees to 
keep away. At the same time he noticed 
Police Inspectors Godfrey and Coffey pass- 
ing the store across the street, but was un- 
able to attract their attention. Finally he 
wrote a note to another clerk, who got the 
message through to police headquarters that 
“a gunman and pennyweighter was being 
held by a clerk in Quinn’s store.” 

Inspectors Thomas F. Rattigan and 
Charles R. Egan, who were in headquarters 
when the call came in, went at once to the 
store in the patrol wagon and upon their 
arrival accompanied by Patrolman Skees 
entered the Quinn store unexpectedly and 
before Monde could turn, grabbed him. He 
was disarmed and taken to headquarters, 
where he protested that he was “a good fel- 
low but had been drinking.” 


Chief Inspector Ahearn asked him if 
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“good fellows carry ‘man-killing size’ re- 
volvers and ‘phony’ diamonds to cheat clerks 
with.” “Pennyweighters,” the chief in- 
spector explained, carry imitations to insert 
in trays to replace gems or rings which 
have been “lifted” under pretense of pur- 
chasing. He accused Monde of having a 
stone in his mouth with the intention of 
substituting it for the real diamond if Mr. 
Rodin had decided to purchase it. Monde 
denied this but the imitation diamond was 
extracted from inside his cheek by the in- 
spectors. 

Several ball cartridges were found in the 
suit case which Monde carried. He said 
that he is a Swiss and objected to being 
booked as an Italian and for residence said 
he lived “in the White Cottage at Narra- 
gansett Pier in the Summer, and in Albany 
in the Winter.” In his possession was found 
a pawn ticket issued by the Hub Loan Co., 
77 Exchange PIl., this city, for a diamond 
and opal scarfpin on April 21 for $30 and 
one issued by the Shawmut Loan Co., Bos- 
ton, dated April 16, for an octagon watch 
pawned for $15. 

Concerning the revolver found in his 
possession, Monde told the police: “I have 
carried a gun for 10 years, and down in 
New York if you told them that I had a 
gun and took it away from me, the chief 
would give it back to me.” 

The police of New York, Bostoa, Phila- 
delphia, Cincinnati, Cleveland and other 
cities where gunmen and pennyweighters 
have operated in jewelry establishments 
during the past year were notified of the 
arrest and asked for information, Monde’s 
photograph and description being sent broad- 
cast among the departments. 








UPHOLDS AUCTION ORDINANCE 


Right of City of Akron, O., to Regulate 
Public Auction of Jewelry Under 
Local Law Held Valid 


Akron, O., April 28.—The city of Akron’s 
right to regulate the public auction of 
jewelry was upheld by Common Pleas Judge 
FE. D. Fitch this week in a decision handed 
down in which he sustains the validity of 
the city’s ordinance for the regulation of 
jewelry auctions. 

The new city ordinance recently was con- 
tested in the Common Pleas Courts through 
suit for injunction filed by J. L. Morgan- 
stein, jeweler, in which he sought to re- 
strain the city from enforcing its ordinance 
and interfering with his conducting a pub- 
lic jewelry auction in Akron. Judge Fitch 
this week sustained a demurrer to the 
petition. 

Under the ordinance which was fostered 
by the Better Business Commission here the 
city has a right to license every auctioneer 
of jewelry and to invoke restrictjons on 
jewelry auctions. 

According to Philip Baldwin, Commis- 
sioner of the Better Business Commission the 
ordinance was designed to curb fraudulent 
auction sales and the practice of having con- 
federates to make fictitious bids in order to 
stimulate the bidding on articles being 
auctioned off. 

The ordinance also provides for a daily 
license fee to be paid by the person conduct- 
ing the auction, the amount to be determined 
by the city’s safety director. 
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Our Mr. J. J. Loeb 


is shipping us 


MELEE 


every week 


If in the market for this 
class of merchandise get 
in touch with us 





James J. Loeb & Bro. 


68 Nassau Street, New York City 
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CONVENTION DATES CHANGED 





Annual Meeting of Wisconsin Retail 
Jewelers’ Association Will Be Held 
May 22 and 23 at Fond du Lac 


Mi_wAvuKeEg, Wis., April 28.—Final ar- 
rangements for the program of the 18th an- 
nual convention of the Wisconsin Retail 
Jewelers’ Association will be made during 
the coming week, when officers of the asso- 
ciation will meet at Fond du Lac with John 
P. Hess, vice-president of the association 
and chairman of the local committee in that 
city. John H. Stouthamer, president; Henry 
i’. Stecher, treasurer, of Milwaukee, and 
A. W. Anderson, Neenah, will go to Fond 
du Lac early next week for the meeting. 

Owing to a rearrangement becoming nec- 
essary the dates of the convention have been 
changed from Wednesday and Thursday, 
May 23 and 24, to Tuesday and Wednesday, 
May 22 and 23, according to ‘Treasurer 
Stecher. The annual meeting of the stock- 
holders and directors of the National Jewel- 
ers’ Mutual Fire Insurance Co. will conse- 
quently also be advanced one day. 

When the officers of the association meet 
at Fond du Lac next week, the program will 
be gone over, and with final details closed, 
copy will be given the printers for the 
elaborately printed booklet which Secretary 
Anderson has again prepared this year. As 
usual the prominent jewelry firms of the 
country have taken advertising space in the 
program. Details of the convention pro- 
gram, lists of officials, members, etc., in- 
formation regarding the State national as- 
sociations and other material of interest to 
the jewelers will be contained in the book. 

Reservations are now being made by 
jewelers at the Hotel Retlaw, where the con- 
vention headquarters will be maintained and 
the sessions held. The association has had 
splendid co-operation of the Fond du Lac 
Association of Commerce in arranging for 
the convention facilities and every indication 
points to a record-breaking attendance. 








WINDOW SMASHERS AT WORK 





Police of Oconomowoc, Wis., Pursue Thieves 
But Accident Prevents Them from 
Making Arrests 


Oconomowoc, Wis., April 21.—Valuable 
jewelry on display in the show window of 
R. G. Foss, prominent jeweler here, was 
removed by a burglar late Thursday night. 
While chasing a burglar who broke the 
windew of the Foss jewelry store, the car 
in which the pursuers were riding was hit 
by a fast train and completely wrecked. 
The value of the jewelry taken has not yet 
been ascertained. 

Immediately after the burglary occurred 
Albert Mueller, Deputy Sheriff Albert Mor- 
ris, and Chief of Police I. F. Poe pursued 
the fleeing thief in Mueller’s car. In cross- 
ing the tracks the wheel of the automobile 
became wedged between the planks of the 
railroad crossing and the occupants 
abandoned it. A speeding Milwaukee train 
bore down upon the car and wrecked it 
completely. 

A woman passing the store just previous 
to the robbery saw a man in the doorway 
with a gunny-sack. After she had gone 
down the street a short way she heard a 
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noise. Two men who were conversing 
together near the scene of the burglary also 
heard the breaking of glass and turned in an 
alarm. The burglar broke the section of the 
wiadow nearest the door and hurriedly took 
as much as he could of the window display. 
The thief was pursued across the tracks but 
after disappearing between two buildings no 
further trace of him could be found. Police 
have extended their dragnet for the burglar 
through the adjacent territory and police 
officials at Waterloo, Waukesha and Mil- 
waukee were notified to be on the lookout. 








NEW ASSOCIATION FORMED 





Manufacturers and Importers of Imitation 
Pearls Organize to Protect Public 
Against Misleading Advertising 


For the purpose of protecting the public 
against the misleading advertising of trade- 
marked pearls and to co-operate with the 
Federal Trade Commission and the different 
vigilant committees on stamping and adver- 
tising such products, a temporary organiza- 
tion was founded in New York on Monday, 
April 23, by manufacturers and importers of 
imitation pearls. The organization was 
originated in a Fifth Avenue New York 
hotel and is to be known as the American 
Trade Mark Pearls Association. 

The first meeting was attended by repre- 
sentatives from practically every trade- 
marked pearl concern in the industry, as 
well as department store men and retailers. 
The meeting was addressed by James B. 
Reynold, who has been appointed as advisor 
to the association. The plan of the new 
association is to promote truthfulness in ad- 
vertising pearls and to work for the elimina- 
tion of misleading terms in describing these 
products to the public. The association will 
also co-operate with the Federal Trade Com- 
mission for the purpose of settling upon 
some uniform phrase of describing imitation 
pearls, 

At the meeting, M. C. Meyer, of Jos. H. 
Meyer Bros., was elected chairman of the 
association, while Sam Heller of L. Heller 
& Son, was selected as treasurer, and J. J. 
May, of “Frederics,” Inc., was elected sec- 
retary. Before the meeting adjourned, 
Chairman Meyer appointed a committee con- 
sisting of five members to meet and devolve 
a plan whereby the purpose of the organiza- 
tion can be carried out successfully. This 
committee was to hold a meeting yesterday 
(Tuesday) after THe JEWELERS’ CIRCULAR 
went to press. The names of the members 
of this committee could not be learned. 








The Jeweler of India and Ceylon 





By A. H. Levers, in The Inside of the Case 


EWELERS’ stores in the East must be 
divided into two distinct classes, the 
European and native. 

The former are usually located in the best 
quarters of the town and are much the same 
as any jewelers’ stores in England. 

The native stores are down in the Bazar 
areas, which are so admirably described in 
many of Kipling’s books. Generally speak 
ing, the shops are, from our standpoint. poor 
in accommodation, many of them not being 
more than 6 ft. x 6 ft. The native pro- 
prietor will be found sitting on a chair or 
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reclining on a mattress alongside his small 
cases. The jewelry they sell is of a very 
ornate and at the same time, judged by the 
white man’s standard, of a very crude and 
gaudy character. Their methods of busi- 
ness, too, are quaint; they still retain the 
old Eastern characteristic of bartering and 
bargaining. 

All the native peoples love display and 
show, and, consequently, the more wealthy 
spend enormous sums of money on costly 
jewels for the adornment of themselves and 
their wives. Even the lower elements, such 
as coolie women, wear bands of solid silver, 
crudely fashioned, around their arms and 
legs; in fact, many of them carry their en- 
tire wealth around with them in this way. 

An interesting feature seen in some places 
is the method of ascertaining the value of 
silver articles by placing the article on a 
small pair of hand scales and balancing this 
with silver rupees (the currency of the coun- 
try). Apparently some mental gymnastics 
are then indulged in by adding to the value 
shown by the balance, a percentage for 
profit and cost of making. As is well known, 
India is quite a large silver-producing coun- 
try. 

Quantities of cheap Japanese jewelry are 
sold in the Bazars. 

In Ceylon a remarkable difference is noted 
in the general appearance of the native stores 
as compared with India. The specialty there 
is precious stones. Go into any reputable 
jewelers’ store and they will show you 
countless numbers of stones, both cut and 
uncut. Sapphires, rubies, emeralds, moon- 
stones and a whole host of others come out 
in glittering array. 








Chicago Jewelers Bowling League Ends 
Season Tournament and Awards Prizes 


Cuicaco, April 28—The Chicago Jewel- 
ers’ Bowling League closed its schedule for 
this year on last Thursday night and an- 
nounced the individual and team winners for 
the season. 

The prizes offered were all in cash, rang- 
ing from $1 for the 20th high score to $18 
for the first high score, and each team of 
five receiving $1 for each game won during 
the season. 

The standing of the teams at the close of 
Thursday night’s series was as follows: 


Won Lost 
C. Borchers & Son..... 72 12 
A. Quint & Co......... 56 28 
Norris, Alister-Ball .... 49 35 
A. C. Becken & Co..... 42 42 
Otto Young & Co....... 39s «45 
D. EB. Newtiadss... ces 29 55 
C. & E. Marshall Co.... 27 57 
Olsen & Ebann......... 22 62 


Rudolph Kriske, of C. Borchers & Son, 
closed with the highest indiyidual average, 
being a little more than 185. The second 
high scorer was Joe Helfer, and third prize 
was won by Edward Luebke. 

First, second and third prizes in the high 
team game was won by Borchers, 967; Quint, 
964: and Norris, Alister-Ball, 940. The 
three prizes for the high team series went 
to the same teams and in the same order. 








Eugene L. Ward has opened his new 
jewelry store and gift shop at 203 Main St., 
Oneonta, N. Y. 
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A Review of the Fight Against the Jewelry Tax 








Full Report of the Origin and Activities of the Jewelers’ War Revenue 
Tax Committee Submitted by Its Chairman 

















A meeting of the full membership of the 
Jewelers’ War Revenue Tax Committee was 
held yesterday morning, May 1, at 10.30 
A. M., in the rooms of the Jewelers’ 24-Karat 
Club, 15 Maiden Lane, New York, to take 
final action on the request of the American 
National Retail Jewelers’ Association to 
turn over the management of the tax fight 
to the Special Tax Elimination Committee 
of that body. Prior to calling the meeting, 
Chairman Rothschild had sent out to each 
member of the committee a full report on 
the origin and activities of the committee 
since its inception at the beginning of the 
war, a copy of which follows: 

The - meeting of the committee was still on 
when THe JEWELERS’ CIRCULAR went to 
press. 

The report on the work of the Jewelers’ 
War Revenue Tax Committee reads: 


To the Members of the Jewelers War Revenue Tax 

Committee 

Gentlemen—In January, 1917, Harry C. Larter, 
Lee Reichman, A. L. Brown, Robert B. Steele and 
other public spirited members of the trade, believ- 
ing that the then existing trade organizations were 
inadequately equipped to deal with violations of 
stamping acts, misbranding, false advertising and 
dishonest or doubtful trade practices, and believ- 
ing that some organization should be ready to de- 
fend the interests of our entire trade against un- 
fair attacks and unjust legislation, held a pre- 
liminary meeting, which finally culminated in the 
organization of the Jewelers Vigilance Committee 
on March 16, 1917, three weeks before we en- 
tered the war. The charter members of the com- 
mittee consisted of 30 jewelers appointed at the 
suggestion of various trade associations and trade 
interests, with the understanding, however, that 
these members should not thereafter represent 
their organizations, but act solely as individuals 
on the committee for the best interests of the entire 
trade and the public. 

This pledge, which is part of the preamble in 
the constitution of the Jewelers Vigilance Commit- 
tee, has always been faithfully and fully lived up 
to by the members of that committee. 

One of the main objects of the Vigilance Com- 
mittee was to educate the jewelers of the country; 
manufacturing, wholesale and retail, to a degree 
where absolute and exact standards of honesty 
would be the rule and where any deviation from 
straightforward, honorable merchandising would 
be the exception. 

The slogan of the committee from the very 
outset was: 

Vigilance to 
strong. 

Vigilance to spread the doctrine of absolute and 
uncompromising honesty. 

Vigilance to stand for the rights of the jeweler. 

Vigilance (if need arise) to protect the jeweler 
against himself by protecting the source from which 
he derives his living—the public. 

Regular sub-committees on finance, legislation, 
standards, complaints, etc., were appointed and the 
chairman of these sub-committees with the chair- 
man of the committee, formed the Executive Com- 
mittee to carry on the work. 

The Vigilance Committee was barely organized 
and not yet incorporated, when the platinum ques- 
tion came up, and for a while it looked as though 
the use of this important metal would be denied to 
our industry for the period of the war. 

The executive committee met within a few hours 
after the emergency developed; a platinum com- 
mittee, under the chairmanship of the chairman of 
the legislative sub-committee, was appointed, and 
a mass meeting of the trade was held. 

A large and representative committee, including 
manufacturers, retailers and dealers in platinum 
metal met the Secretary of Commerce and repre- 
sentatives of the Bureau of Standards, the Geologi- 
cal Survey, the Ordnance Department of the War 


protect the weak and curb the 


Department and the Council for National Defense. 

At this conference, which took place in Wash- 
ington, it developed that while there was then no 
shortage of platinum for war purposes, nevertheless 
there was a serious danger to the jeweler, because 
certain zealots who had obtained the ear of the 
government officials, might have succeeded in in- 
ducing adverse action or some damaging state- 
ment from the Government which would have been 
promptly used to induce patriotic women to abstain 
from buying platinum jewelry, on the ground, 
that all the platinum was essential for making 
munitions. Though proving that there was then 
no scarcity of platinum for war purposes, the 
Jewelers’ Platinum Committee pledged the trade to 
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cut out the use of platinum in heavy articles and 
in unnecessary parts and findings. 

Chemical interests had started this attack on our 
industry with the avowed and shameless purpose 
of “bearing” the price of platinum in order to 
buy it cheaper, and they, assisted by the U. S. 
Bureau of Mines, began a misleading press cam- 
paign, which the Jewelers Platinum Committee met 
from day to day, by sending denials and correct 
statements to the press and to our trade. 

This vicious campaign culminated in an attempt 
by Congressman Nicholas Longworth of Ohio, to 
place a war tax of 250 per cent on all platinum 
jewelry, but the platinum committee was on the job 
and at the proper moment presented a letter from 
the Secretary of Commerce, in which the facts 
were fully presented, and in which the jewelers 
were highly commended for their substantial and 
patriotic services in voluntarily reducing their con- 
sumption of platinum. 

The reading of this letter on the floor of the 
House defeated this effort to tax platinum jewelry 
out of existence. 

Charges were thereafter made on June 7, 1918, 
in the House of Representatives, by Congressman 
Rainey of Illinois, in which the jewelers were 
accused of profiteering, lack of patriotism and of 
failure to keep our pledges to the Government to 
conserve platinum. 

Mr. Rainey (the senior majority member of the 
Committee on Ways and Means) said. 


“The Jewelers Vigilance Committee was or- 
ganized about the time of our entry into the 
World War, for the avowed purpose of protect- 
ing jewelers of the country in the manufacture 
and sale of luxuries against war taxes that might 
be deemed by them to be excessive, and the first 
thing the Vigilance Committee did was to estab- 
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lish here in this Capitol the most forceful and 

most aggressive lobby I have ever seen in the 

City of Washington. * * * More than four 

years have elapsed since this awful World War 

started, but during that period of time no nation 
engaged in the war has produced profiteers, more 
unpatriotic, whose efforts have been more un- 
conscionable than the Jewelers Vigilance Com- 
mittee and the 400 jewelers’ establishments in 
the United States which have sustained them with 

funds, © * * 

“The promised efforts of the jewelers of the 
country through their Vigilance Committee failed 
miserably. Platinum continued to increase, in 
value, until today the Government has placed a 
value on it of $105 per ounce, and as it increased 
in value its use as jewelry increased. Those 
jewelers who held the large platinum stocks of 
the country and those dealers in platinum who 
had large stocks, without effort on their part, 
made enormous sums of money, and while pretend- 
ing to be discouraging the use of platinum, they 
compelled its use by discouraging the use of sub- 
stitutes.” 

These charges, made by the ranking majority 
member of the Committee on Ways and Means, were 
widely published and caused profound distress to 
our trade. 

We knew that each and every charge was untrue 
and that they could be readily and fully refuted, 
and this was done at a hearing of the Committee 
on Ways and Means, with Mr. Rainey in the chair. 

We challenged the production of a single bit of 
proof to show that there was a lobby established by 
the Jewelers Vigilance Committee in Washington, 
or that any agent, attorney or lobbyist was hired, or 
that a single penny was paid to anyone for any 
lobbying in connection with war revenue taxes, 
platinum or any other matter with which the Vigil- 
ance Committee has to do in Washington. 

Our treasurer was present with our committee 
and we offered to disclose our entire collections to 
that date. On the question of profiteering we 
showed conclusively by figures taken from the books 
of a prominent dealer in platinum, month by month, 
that the crude purchasing price was $100 an ounce 
in March, 1917, reaching $106 an ounce by Febru- 
ary, 1918, when this dealers’ entire stock was com- 
mandeered by the War Industries Board. 

The selling price for refined platinum during 
the same period ranged from $105 an ounce to $108 
an ounce. 

This led Mr. Fordney, ranking Republican mem- 
ber of the Committee on Ways and Means, to re- 
mark: 


“For instance, wheat was selling for 75 and 
80 cents a bushel before the war, and is now 
$2.20. Flour was selling for $11 and $12 a 
barrel, and now is $17 and $18. Cotton was 
selling for 10 cents a pound, and now is 30. 
Wool was selling for 25 and 30 cents a pound 
and now is 65.’ 


The proven fact that platinum had substantially 
remained at the price it was selling for when we 
entered the war, fully disproved the profiteering 
charges. 

Our good faith to the Government and our pa- 
triotism was fully sustained by the letters of the 
Secretary of Commerce and of Prof. James Lewis 
Howe, Special Committee on Platinum, Chemistry 
Committee of the National Research Council. 

If the Jewelers Vigilance Committee had per- 
formed no other service to our industry than this 
clearing of the good name of the jeweler before 
Congress and the American people, this committee 
would deserve the highest consideration and the 
lasting thanks of every member of our craft. 

This hearing lasted the greater part of the day, 
and resulted in the entire vindication of the jewel- 
ers, in fact, Mr. Rainey’s attitude thereafter gave 
every indication that he believed that the charges 
he made were all based on misinformation. 

These are only a few of the highest spots in a 
matter which called for untiring work, patience, 
courage and diplomacy and above all unselfish 
patriotism. 

While platinum was thus engrossing the attention 
of the Platinum Committee, the War Revenue Bill 
of 1917 was reported to the House of Representa- 
tives by the Committee on Ways and Means, impos 
ing a tax of 5 per cent on articles commonly or 
commercially known as jewelry when sold by the 
manufacturer, importer or producer thereof, and 
imposing in addition a floor tax of 5 per cent on 
the full value of all the stocks in the hands of 
the wholesalers and retailers as of the day when 
the War Revenue Act of 1917 became a law. Here 
was another emergency which was met by the Vigil- 
ance Committee calling a mass meeting of all 
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branches of our trade at which the chairman was 
authorized to appoint a committee to proceed to 
Washington and appear before the Senate Finance 
Committee. Appropriate resolutions were passed 
and a committee of 13 jewelers headed by Meyer 
D. Rothschild, chairman of the Legislative Commit- 
tee of the Jewelers Vigilance Committee appeared 
before the Senate Finance Committee early in May. 

This committee included Mr. Charles T. Evans, 
president of the American National Retail Jewelers’ 
Association; Harry M. Mays, former president of 
the New England Manufacturing Jewelers and Sil- 
versmiths’ Association; Mr. George A. Brock, Cali- 
fornia Gold and Silversmiths’ Association; Robert 
B. Steele, secretary, Platinumsmiths’ Association; 
Jonas Koch, president, New York Wholesale Jewel- 
ers Association; Louis Sickles, former president 
National Wholesale Jewelers Association; David 
Belais, president National Federation of Manufac- 
turing Jewelers Association of U. S. A., and Mr. 
Harry C. Larter, chairman, Jewelers Vigilance Com- 
mittee. 

Our Committee, representing practically every 
branch of the jewelry industry, unlike other indus- 
tries, did not ask for exemption from special tax- 
ation, but pledged the jewelers of the U. S. to 
willingly and cheerfully pay their equitable share of 
any taxes which might be necessary to bring the 
Great War to a speedy and succéssful termination. 

We asked, however, that the floor tax of 5 per 
cent be dropped from the bill, and that an amend- 
ment be inserted in the bill to prevent double 
taxation. 

From the facts afterwards brought to the com- 
mittee, it appeared that the jewelers had made an 
agreeable and strong impression in contradistinction 
to some other industries which had asked the Senate 
Finance Committee to be relieved from all taxation. 

We carried on a vigorous fight for the elimina- 
tion of the 5 per cent floor tax on the total stocks 
of the retailer and wholesaler, and as a final bit of 
campaigning, we asked a number of North Caro- 
lina retailers to get in touch with Mr. Kitchen, 
chairman of the Committee on Ways and Means, and 
Mr. Simmons, chairman of the Senate Finance Com- 
mittee (both of these gentlemen being from North 
Carolina) and the personal presentation of the seri- 
ous effect of the floor tax on so many North Caro- 
lina jewelers finally induced Mr. Kitchen to offer 
an amendment to the bill, relieving the retailer 
from the payment of the floor tax—unfortunately 
there were no wholesale jewelers in North Caro- 
lina, and we therefore did not succeed in having 
their proposed floor tax eliminated as well. 

When the bill was passed by the Senate, our 
excise tax was reduced to 3 per cent. The stocks 
of jewelry then in the hands of wholesalers paid 
3 per cent floor tax, and all future sales by the 
manufacturer, producer or importer were taxed 3 
per cent. . 


Much now remained to be done to make the new 
tax law workable, and the Tax Committee immedi- 
ately got in touch with Mr. Daniel C. Roper, Com- 
missioner of Internal Revenue, and offered its 
services in working out definitions and _ suitable 
regulations. 

Mr. Roper gladly accepted these offers of assist- 
ance, and many weeks of almost constant attendance 
in Washington by the taxation chairman, inter- 
spersed with the appearance of substantial delega- 
tions of committees of our trade, was the order of 
the day. 

Satisfactory definitions of taxable goods and regu- 
lations for the payment of taxes were finally worked 
out, though not without much worry and _ labor, 
and eventually a Jewelry Tax Primer was com- 
piled, semi-officially approved by Mr. Roper, and 
distributed to the trade and to every internal reve- 
nue collector. This primer saved our industry from 
many of the trials and tribulations which the other 
industries, having no such guide, were often sub- 
jected to. 

For a long time, however, our Tax Committee 
had to be in constant touch with the Internal Reve- 
nue Department, in order that overzealous Treas- 
ury field agents might be instructed to carry out the 
law, as it affected the jeweler, in a reasonable and 
uniform manner. 

Congress soon took up the revision of the Revenue 
Act of 1917, and we were shocked and alarmed at 
the recommendation of the Secretary of the Treas- 
ury that jewelry should be taxed 50 per cent. 

A statement was given out at Washington on 
May 29, 1918, to the effect that the Committee on 
Ways and Means would hold public hearings on the 
Proposed new tax measure, and contained a re- 
quest that persons having the same problems should 
agree upon one spokesman to present their views. 

The Jewelers Vigilance Committee thereupon 
called a mass meeting of the entire jewelry trade, 
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and on June 6, 1918, a large number of jewelers 
met at the rooms of the Merchants’ Association in 
New York City, and organized the Jewelers War 
Revenue Tax Committee. 

Meyer D. Rothschild was unanimously elected 
chairman, and he was directed to form a repre- 
sentative committee. At this meeting a suggestion 
was made that every jewelry organization in the 
country be represented on this committee, and the 
chairman carried out this democratic method of 
forming the committee. ’ 

The Jewelers War Revenue Tax Committee, as 
then constituted, was made up of 38 retail jewel- 
ers’ associations, 13 manufacturing jewelers’ asso- 
ciations, and 11 wholesale jewelers’ associations— 
besides these 62 trade organizations, which included 
the American National Retail Jewelers’ Association, 
the National Jewelers Board of Trade, the New 
England Manufacturing Jewelers and Silversmiths’ 
Association and the National Federation of Manu- 
facturing Jewelers’ Association; there were 15 in- 
dividual members; five manufacturers, six whole- 
salers and four retailers, making a total of 77 
representatives, of which the retailers had 42, the 
wholesalers 17, and the manufacturers 18. 

That committee is somewhat larger today, owing 
largely to the increase in State retail associations— 
the retailers having 54 representatives against 39 of 
all other branches of our industry. 

About this time the platinum charges had been 
made by Mr. Rainey, and we proceeded to Wash- 
ington with a representative committee of 17 mem- 
bers of our industry to refute the charges and make 
a plea for a fair excise taxation in the new act. 
We offered to do our full share in providing funds 
to prosecute the war, but protested most earnestly 
against any suggestion that the jewelry industry 
was a whit less essential than any other peace time 
industry. 


We pointed out to the committee that no great 
industry should be injured because of the war, but 
on the contrary every peace time industry should 
be carefully conserved in order that it might be 
ready to provide employment for the men who were 
fighting or engaged in the making of munitions, the 
moment the war ended. 

Attention was called to the attitude of our in- 
dustry in voluntarily taxing itself on the sale of 
unmounted diamonds and pearls, although under the 
Act of 1917, such goods were admittedly not 
taxed. 

The Committee on Ways and Means told us they 
had no intention of taxing our industry out of ex- 
istence, but asked that we help them frame a para- 
graph which would give the Government the maxi- 
mum revenue. ‘ 


We promised this, and a sub-committee consist- 
ing almost entirely of retail jewelers framed the 
tax paragraph in the form in which it was practi- 
cally written into the law; this committee also 
prepared a comprehensive list of articles to be 
covered by the definition “Jewelry.” 

We had many conferences thereafter with a sub- 
committee of the Ways and Means Committee, and 
later, a hearing before the Senate Finance Com- 
mittee. 

The bill, when it passed the House, carried a 10 
per cent tax, but the bill was finally agreed upon 
by the Conference Committee only taxed us 5 
per cent upon sales for consumption and use. 

We had made a strong fight to minimize the re- 
tailers’ tax burden by placing it on the final sale for 
consumption or use, as we felt (especially in view of 
the fact that the House bill carried a 10 per cent 
tax) that it would be a mistake to permit Congress 
to tax sales by manufacturer, producer or importer, 
and then have that tax, plus the gross profit of the 
manufacturer, producer or importer passed along 
to the retailer, who would have been obliged to 
pay this loaded tax. before he sold his goods. 

When the law was repealed (which we expected 
would be at the close of the war) the retailer would 
have had millions of dollars of stock on had, 
loaded with a tax of practically 13 per cent to 15 
per cent. 

Other industries did not fare as well as the 
jeweler, as the Act of 1918 taxed sporting goods, 
cameras and furs and works of art 10 per cent when 
sold by a manufacturer, producer or importer. 

Your Committee again worked with the Commis- 
sioner of Internal Revenue and compiled and is- 
sued a revised Jewelry Tax Primer. 

Among other things your committee fought 
against a ruling by the Deputy Commissioner, which 
placed spectacles and eyeglasses in the taxable list. 
We presented a brief to the Commissioner, who re- 
ferred the question to Mr. Hugh Satterlee, his per- 
sonal counsel. 

Mr. Satterlee accepted the view of our committee 
and prepared a Treasury Ruling, exempting specta- 
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cles and eyeglasses from the excise tax and sub- 
mitted a copy of the proposed ruling to your com- 
mittee. We suggested a few unimportant changes 
and thought the matter settled. 

Unfortunately, Mr. Satterlee, who had volun- 
teered for service at a great personal sacrifice, left 
the department, and his successor, who then had 
the matter in charge, refused to accept the pro- 
posed Treasury Ruling. 

There never was any reasonable cause for ruling 
that spectacles and eyeglasses were taxable under 
Section 905 of the Act of 1918, and it is certain 
that Congress did not intend to tax these articles. 

It was a foregone conclusion, therefore, that 
Congress would at the first revision of the Revenue 
Act specifically exclude spectacles and eyeglasses, 
which was done in 1921. 

There was work for your committee in connec- 


‘ tion with the interpretation of the 1918 Revenue 


Act, unexpected difficulties arising in different parts 
of the country, which kept your committee busy. 

Soon after the armistice was signed, President 
Wilson recommended to Congress the immediate re- 
vision of the tax laws so as to relieve business 
from irritating special war taxes and he repeated his 
request for an early reconsideration of federal 
taxes in his Message to Congress in May, 1919. 

As a matter of fact, there was no remedial legis- 
lation during 1919, and therefore most of the indus- 
tries affected by the special war excises were called 
into conference by the officers of the Jewelers War 
Revenue Tax Committee, and after several meet- 
ings the Business Men’s National Tax Committee 
was formed. On March 24, 1920, resolutions were 
adopted outlining the program of this new organiza- 
tion. 

One of the resolutions called for the prompt re- 
peal of all excise, special and stamp taxes of the 
Revenue Act of 1918. 

Your chairman was elected chairman of the Busi- 
ness Men’s National Tax Committee, and in that 
capacity he had constant opportunities to call the 
attention of Congress and of the business world 
to the injustice of continuing to levy special war 
excises on a few industries in times of peace. 

At that time there was a strong body of public 
opinion which was either in favor of continuing 
these special war excises, which were producing 
over eight hundred million dollars, or was entirely 
indifferent to the question. 

In fact, efforts were made by the Tax Commit- 
tee of the National Industrial Tax Conference to get 
an endorsement for the continuation of the special 
excises, increasing some of the rates and of adding 
additional articles such as sugar, coffee and tea. 

Your chairman was a delegate to this conference 
and aided by the members of the Business Men’s 
National Tax Committee and by many jewelers, 
we made a fight for a general turnover sales tax in 
place of the special discriminatory excise taxes 
such as the jeweler was paying, which so demoral- 
ized the advocates of special taxation that no final 
vote was taken, and the advocates of a general sales 
tax were practically sustained by the conference. 

Our next effort to enlist sound public opinion for 
the repeal of the special war excises was made be- 
fore the Taxation Committee of the United States 
Chamber of Commerce, 

This committee, upon which there were three 
professors of Political Economy, did not approve 
the repeal of the special war excises, but on the 
contrary, made a report advocating the retention 
of such taxes. 


This report was submitted to the membership of 
the Chamber of Commerce of the United States of 
America in Referendum No. 34, in December, 1920, 
and your Chairman, as chairman of the Business 
Men’s National Tax Committee, prepared a pam- 
phlet in criticism of the report. This pamphlet, other 
literature and a letter were sent to every member 
of the U. S. Chamber of Commerce. Notwithstand- 
ing all our efforts, a two-thirds vote of the Cham- 
ber approved the continuance of special excise taxes. 

This was a severe blow to our campaign for the 
elimination of the unjust war excises but we 
strengthened our lines and prepared to continue 
the fight at the next annual meeting of the Chamber. 

Assisted by the National Jewelers Board of Trade, 
which passed appropriate resolutions, asking for 
the repeal of the special war excises, and assisted 
by the delegates of the American National Retail 
Jewelers’ Association, under the leadership of Mr. 
E. H. Hufnagel, we made such a telling fight at 
the annual meeting of the Chamber in Atlantic 
City in April, 1921, that the directors of that august 
body compromised by offering to disregard the re- 
sult of Referendum No. 34 and agreeing in open 
convention to prepare a new referendum without 
recourse to their tax committee. 

This referendum, No. 36, went out in June, 1921, 
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and at the same time a letter of the Jewelers’ War 
Revenue Tax Committee went to our members in 
every part of the country, and a statement to our 
fellow business men who were members of the 
Chamber. 

We were indeed happy to learn as a result of that 
referendum that the Membership of the Chamber 
had voted 1,247 to 506 to repeal the special war 
excise. Here was a substantial triumph for the 
cause of equal taxation, especially in view of the 
fact that through our efforts the Chamber had com- 
pletely reversed its position. When the Revenue re- 
vision of 1921 was under consideration, a com- 
mittee of jewelers, consisting of Mr. Edward H. 
Hufnagel, vice-president American National Retail 
Jewelers’ Association; Mr. August A. Follmer, rep- 
resenting the Retail Jewelers’ Association of Greater 
New York; Mr. Walter J. Buffington of C. D. 
Peacock & Co., Chicago, member of the executive 
committee of the Jewelers’ War Revenue Tax Com- 
mittee; Mr. Jonas Koch, National Wholesale Jewel- 
ers’ Association; Mr. Harry C. Larter, chairman 
Jewelers’ Vigilance Committee; Mr. Arthur Lorsch, 
president National Jewelers Board of Trade; Mr. 
Frederick P. D. Jennings, president New York 
State Retail Jewelers’ Association; Mr. Lee Reich- 
man, president 24 Karat Club of New York; Mr. 
Alpheus L. Brown, treasurer Jewelers’ Vigilance 
Committee and your chairman appeared before the 
Senate Finance Committee early in May and pre- 
sented a formal statement and made a plea for the 
prompt elimination of our excise. 

The Senate Finance Committee gave us a long and 
patient hearing and the members of the committee 
were greatly interested in our suggestion, that if 
Congress needed money from a sales tax, the only 
equitable and proper way would be to tax all in- 
dustries alike. 

Your chairman was, on motion, permitted to in- 
sert in the record a lengthy and complete tax primer, 
consisting of 107 questions and answers which he 
had written as chairman of the Business Men’s Tax 
Committee. 

In July, 1921, your chairman started on a trip 
around the world, leaving the conduct of the tax 
elimination fight in the able hands of the vice-chair- 
man of the Jewelers’ War Revenue Tax Committee, 
Mr. Harry C. Larter. 

In touching briefly upon the efforts of the War 
Revenue Tax Committee to get relief under the act 
of 1921, I will quote Acting Chairman Larter’s 
statement to the Indiana Retail Jewelers’ Conven- 
tion at West Baden on June 22nd, 1922: 

“In making our fight for the elimination of the 
unjust taxation on jewelers when the present 
revenue law was under consideration in the halls 
of Congress, we appeared before the Committee on 
Ways and Means of the House, the Committee on 
Finance of the Senate, and even before the Presi- 
dent of the United States, and made as strong de- 
mands as we know of for the repeal of all those 
discriminatory taxes and for the adoption of a gen- 
eral sales or turnover tax, at a rate not exceeding 
one per cent, provided that additional revenue was 
necessary. * * * 

“Last September we were in Washington making 
a final appeal before the Senate Finance Committee 
for the elimination of all excise taxes, and urged 
at that time, as a substitute, the adoption of Sen- 
ator Smoot’s proposed plan of a 3 per cent tax on 
sales by manufacturers. This was quite different 
from our plan and did not meet with our entire 
approval, but we urged it solely for the reason that 
it was a step in the right direction and that its 
adoption would do away with special discriminatory 
taxes paid by a few industries only.” 

It was intimated to our Committee by Mr. 
Fordney and others that if we would accept the 
compromise of a repeal of our excise on watches, 
clocks, silverware and like articles and consent to 
letting the tax remain on jewelry, such an arrange- 
ment might be feasible. 

Mr. Larter and his committee sought counsel 
from members of the trade on this point, who con- 
firmed the opinion of the War Revenue Tax Com- 
mittee, that not the slightest concession should be 
made by the jeweler. 

We are fighting for the principle of “equal taxa- 
tion in times of peace’ and anything less than a 
total abolition of our unjust and discriminatory 
taxes cannot be thought of. 

We were keenly disappointed that Congress did 
not see fit to treat us justly and immediately began 
to lay our plans for another tax elimination cam- 
paign. 

After the Revenue Act of 1921 became a law, 
it was discovered that sections 900 and 904 were 
80 worded that double taxation was possible and in 
fact the Revenue Department started collecting a 
tax from the manufacturer and thereafter a tax 
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from the retailer when he sold the same article. 

Mr. Larter promptly took up the question with 
the Commissioner of Internal Revenue who, acting 
as usual, made every effort to rule in accordance 
with our fair requests. A way out was finally 
found and rulings were made which relieved us of 
double taxation. 

Early in the Summer of 1922 Mr. R. M. Shipley, 
president of the Kansas Retail Jewelers’ Association 
proposed a nation-wide movement among jewelers 
to obtain signatures to an admirable petition pre- 
pared by Kansas jewelers, with the purpose of 
getting relief from the unjust and discriminatory 
taxation under which the jeweler is suffering. 

This petition was to be signed by the customers 
and business friends of jewelers and was to be sent 
to their Senators and Representatives. 

The plan was an admirable’ one, but objections 
were raised on the ground that it would bring the 
tax too prominently before the customers of the 
jeweler and would therefore tend to greatly de- 
crease sales. The general policy of the trade since 
1918 has been to say nothing at all about the tax 
and a reversal of that policy did not seem wise at 
this late day. 

The War Revenue Tax Committee, however, was 
convinced that the time had arrived to begin a 
serious political tax elimination fight and the task 
of making the “keynote” speech or announcement 
of our policy for a nation-wide campaign fell upon 
the Acting Chairman, Mr. Harry C, Larter, who 
was scheduled to address the convention of the In- 
diana Retail Jewelers at West Baden, June 12, 1922. 

Mr. Larter said, in part: 

“Some States are now finding out where their 
congressional candidates stand by addressing to 
them a tax questionnaire and publishing their re- 
plies in the local press, thus putting them on record 
as to their tax views. Let me read from the ques- 
tionnaire: 

“*1, Do you believe that all legitimate business 
should be treated alike? 

“2. Do you believe it is American in principle 
to tax one business on its sales while other business 
is not so taxed? 

“*3. If you are elected to the Senate (or the 
House) will you make every effort to secure equal 
taxation for. all business through the prompt repeal 
of all discriminatory taxes on business? 

“4, If the government requirements make it 
necessary to place a levy on the sales of business, 
will you vote to place that levy on all business 
alike, without any discrimination whatsoever? 

“If each of you will try and find out where your 
candidate for Senate and the House stands by se- 
curing answers to these questions, no matter what 
party they represent, it will guide you in determin- 
ing how to vote. If you are sincere in wanting the 
elimination of these unjust taxes, this is one way to 
help in the fight. Vote for no man who will not 
come out and say that if elected he will do every- 
thing within his power to repeal the present unjust 
excise taxes and secure adoption of equal taxation. 

“This question of the elimination of all dis- 
criminatory excise taxes and the adoption of the 
principle of equal taxation is, and should always 
be considered, a nonpartisan one. We hold no brief 
for either the Democrat party or the Republican 
party, and are only interested in urging the support 
of Senatorial and Congressional candidates who are 
in favor of such a just programme.” 

(This questionnaire was thereafter slightly 
changed by our committee to meet some suggestions 
made by the chairman of the Tax Committee of the 
Automobile Chamber of Commerce.) 

As was to be expected of this active and efficient 
organization, the convention of Indiana Retail 
Jewelers pledged themselves to take up the work 
outlined by Mr. Larter. 

So here we entered into a new phase of our work, 
made necessary by the refusal of Congress to give 
our industry relief from unjust taxation. 

The organization of Indiana into Congressional 
districts was ably managed under the direction of 
Mr. Ralph Roessler of Marion, and as Mr. Roessler 
kept in constant touch with our committee, we were 
able to render such assistance and advice as he 
sought from time to time. 

Finally, at the suggestion of your chairman, and 
at the expense of the Jewelers’ War Revenue Tax 
Committee, the results of the Indiana Campaign 
were assembled and printed in pamphlet form. 
Several thousand of these pamphlets were made 
available for distribution at the annual convention 
of the American National Retail Jewelers’ Associa- 
tion and for use in our nation-wide campaign which 
we proposed to conduct through the various State 
Retail Jewelers’ Associations. 

Your chairman was scheduled to address the con- 
vention of the American National Retail Jewelers’ 
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Association on taxation on August 31st, 1922, and 
his address was prepared with the sole purpose of 
giving the retail jewelers of the United States the 
facts surrounding the imposition of our excise taxes 
and the reasons for their prompt repeal. 

Reference in this address was made to the ex- 
cellent work which Indiana had accomplished, as 
part of our plan, and the hope and wish was ex- 
pressed that the retail jewelers of the United States 
would make our work effective by following In- 
diana’s example and helping themselves. 

A thousand printed copies of your chairman’s 
address had been forwarded to President Hufnagel, 
to Cincinnati, for distribution to all the delegates 
at the convention and for use in the various States 
in carrying out our tax elimination plan. 

This convention reacted in the same fashion as 
the Indiana State Convention and as a result a 
Special Tax Elimination Committee, consisting of 
Ralph Roessler, chairman, Wm. H. Rindt, Robert 
H. Shipley, Armand Jessop and William Sellers was 
appointed. 

This committee performed its work with great 
vigor and intelligence and although some of the 
State Chairmen did not respond properly, in the 
main, the efforts of most of the State Chairmen are 
to be highly commended. 

While it is true that the retailer was carrying 
out our plans for his personal benefit, it must not 
be forgotten that the work he was doing came at 
a time of the year when he could ill afford to give 
any time to anything but his business. 

Mr. Roessler made constant reports to your chair- 
man and we gave him such assistance as he asked 
for from time to time. 

Some of the State Chairmen placed their problems 
before the Jewelers’ War Revenue Tax Committee 
and while we gave them advice, we invariably re- 
ferred them back to their chairman as he would, in 
the final analysis, be responsible to the Jewelers’ 
War Revenue Tax Committee for the proper con- 
duct of our retail jewelers’ campaign. 

There are about half a dozen States which are 
not represented in the A. N. R. J. A. and as to 
those States your committee addressed a letter to 
every individual jewelry firm, enclosing a ques- 
tionnaire and asking for direct reports. 

The results of our retail jewelers’ tax elimination 
fight to date January 27th, as reported by Mr. 
Roessler, is as follows: 


Answers received from all candidates...... .. 564 
Satisfactory, all candidates .........ccseceee 476 
SAS «iv eccccwedbne sed atlnemtedtur eee 44 
Unsatisfactory or opposed WainddiaWusdietaeedir 44 
In the 67th Congress we find 
OPO CO Ee EE ne ee ie 170 
NP oa radeneaddbuadwn endgengeweaneners 23 
PMNS Woks. oda aneeatebitva den eweod 15 
In the new or 68th Congress 
NI iidincekca thang cReawnne ds bemete o. 233 
NNR iid red eiyh aotte hee iad lee eeeaeetdee 
ECCT OT Cr re Ore ekaxette o ‘aH 
In the 68th Congress 
Democrats 
dere Tee Cheb Shea asatnerune 102 
5 kllend rhc R Ra Ud ao Oe hha CLA 2 
PNP c ive chavsaedtatwidiesietaedens se HE 
sine 
if Pe re Fee oo 
a errr Pe omer eT Be torte vedee Te 
ar er vbdnccieeaneanbe cohen 


Total favorable 233 out of a total of 435 repre- 
sentatives. 

While this is a little more than a majority of the 
House of Representatives, it would be rather op- 
timistic to assume that we can definitely count upon 
the redemption of each and every one of these 
pledges; however, in the long run we believe that 
most of the candidates who signed the questionnaire, 
without reservation, will stick. 

The Tax Elimination Committee of the A. N. R. 


' J. A. is, however, continuing its efforts to get def- 


inite responses to our questionnaire, from Congress- 
men and Senators-elect who have not answered yet, 
as well as from holdovers and as we have plenty 
of time before us it is probable that our list of 
friends in the 68th Congress can be materially in- 
creased before Congress convenes. 

In addition to our tax elimination campaign, we 
have taken up with the Commissioner of Internal 
Revenue, the question of tax evasion by industries 
selling some of the goods usually carried by the 
jewelers. 

This matter has been brought up from time to 
time and was very forcibly brought to the attention 
of our committee by Mr. R. M. Shipley, and later 
by Mr. Ralph Roessler. 

Your chairman decided that the time was ripe 
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The name Gyenta ‘has earned 


for itself, through long years of 
honorable dealing and faithful 
performance, a reputation of 
which we are justly proud. 


It stands for the best artificial 
pearl that science has been able 
to produce. Its outstanding 
qualities are perfection of 
shape, beauty of color, depth of 
orient and lasting lustre. 


The jeweler who sells Orientas 
holds the confidence of satisfied 
customers. 


Fully Guaranteed 


65 Nassau Street New York 
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for action when we started our tax elimination cam- 
paign as we had a threefold reason for pushing it 
then. 

These reasons were set forth in a letter, a copy of 
which went to Mr. Roessler, and to every one of 
the State Tax Elimination Chairmen. 

In this letter sent early in November, 1922, we 
said, in part: 

“Prepare a list of everybody in your city, jewel- 
ers, peddlers, department stores, druggists, hardware 
stores, gift shops, stationers, pawnbrokers, cigar 
stores, etc., etc., where any article under the jewelry 
schedule is offered for sale. The things to look for 
in these stores, other than jewelry stores, would be 

clocks, cheap watches, imitation pearl and other 
necklaces, fountain pens, whether ornamented on 
the outside with precious metal or imitation thereof, 
or plain fountain pens, not ornamented at all, but 
having a gold pen, gold and silver and plated gold 
and silver pencils, of the ‘Ever Sharp’ or like varie- 
ties—in fact all pencils and pens that are of gold 
or silver, or plated with gold or silver, safety razors 
plated with gold or silver, in fact all articles com- 
monly or commercially known as ‘jewelry’ and all 
other articles which are plated or ornamented with 
silver or gold, or imitation silver or gold, or pre- 
cious stones, or imitation precious stones, sold either 
set or unset. 

“Now this list when completed should simply con- 
tain the name and address of each dealer who may 
have any goods for sale which are subject to our 
5 per cent sales tax; it should also contain a state- 
ment that the dealer is a druggist, stationer, jeweler, 
department store, peddler, etc. .That is all. We do 
not want you act as an informer and do not care 
to have you express an opinioh as to whether any of 
the people whose names you submit are paying or 
evading taxes. 

“What we propose to do with your list and with 
a number of other Jists which we are getting from 
various parts of the country, is to submit those lists 
to the Commissioner of Internal Revenue with a re- 
quest that he make an investigation to ascertain 
whether or not the people mentioned on these lists 
are returning monthly reports and paying the tax. 

“Our reason for this is three-fold: in the first 
place it will turn up a substantial source of revenue 
to the Government; in the second place, it will re- 
lieve jewelers from unfair competition; and, lastly, 
if the Government should vigorously undertake to 
campaign against all the outside dealers in our 
wares who should pay taxes and who have not paid 
taxes, it might create a very strong body of opinion 
in favor of the prompt abolition of these taxes 
which, after all, is the thing for which we are 
aiming.” 

Twenty jewelers from eighteen States sent us the 
lists we asked for and they represented towns or 
cities from 1,000 to 275,000 inhabitants and con- 
tained over 1,200 names. : 

These names were submitted to the Commissioner 
of Internal Revenue at Washington, where they 
were all checked off with the complete records on 
file there. 

In January, 1923, the Deputy Commissioner in 
charge of the Sales Tax Division reported the re- 
sult of his investigation. 

This tentative report is as follows: 

Dealers in all lines making regular payments 
under the jewelry sections of the Revenue Acts of 
1918 and 1921, 30 per cent. 

Dealers making irregular payments, 11 per cent. 

Dealers making regular payments over a portion 
of the period only, indicating probable cessation of 
business, 9 per cent. 

Dealers making no payments at all from 1918 to 
date of investigation 50 per cent. P , 

Taking the “no payments” by industries the per- 
centage ran as high as 85 per cent. 

After discussing the report with the members of 
our Executive Committee and particularly with Mr, 
Hufnagel, I asked the Commissioner to take prompt 
action in bringing all tax evaders to book. 

While we were somewhat chagrined to learn that 
jewelers are among the tax evaders, we hope that 
they will all be caught and punished. The jeweler 
has been so thoroughly informed as to the excise 
tax that he can hardly have a valid excuse for fail- 
ing to make any returns whatever under the 
Revenue Acts of 1918 and 1921. 

Because of the severe punishment which may be 
meted out to tax evaders who have not made re- 
turns, your chairman caused a ‘‘Warning’’ state- 
ment to be published in all our trade papers in 
érder than any member of our trade who has igno- 
tantly failed to make his returns might do so 
Promptly and have his punishment mitigated. 

While we presented only about twenty lists to 
the Commissioner, our committee offered to procure 
as many as might be required from every State. 
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The Deputy Commissioner, however, advised 
against any more lists, as he stated, he was fully 
convinced that the lists we gave him showed a fair 
average of the tax evasion under our tax sections 
throughout the country. 

A belated list from a city of 675,000 inhabitants, 
containing about 1,000 names of people selling goods 
taxable under our section, reached your chairman 
a short time ago and has been forwarded to Wash- 
ington to be checked up. 

A very recent inquiry at the Treasury Depart- 
ment as to the present status of this tax evasion 
drive called forth the following response from Wash- 
ington: 


“My dear Mr. Rothschild: 


F “I am in receipt of your letter of March 22 
in which you inquire as to the progress the De- 
partment is making in checking up dealers who 
have failed to pay the proper tax under section 
905 of the Revenue Acts of 1918 and 1921. 

“This matter has been presented to the 
Deputy Commissioner in charge of the field 
force of the Bureau, and a thorough investiga- 
tion is in‘ progress. 

“While I have no information as to just what 
progress is being made, I can assure you that 
every possible effort will be made to see that 
all dealers in taxable articles are put on the 
same basis. I anticipate, however, that this 
will take some little time. 


Respectfully, 


A. C, Hovpen, 
Deputy Commissioner. 


We shall of course follow up this important drive 
with the Deputy Commissioner in charge of the 
field force. 

The preparatory work of the Jewelers’ War 
Revenue Tax Committee for complete tax elimina- 
tion is practically finished. We have educated public 
opinion and Congress as to the injustice of continu- 
ing special war excises in times of peace and noth- 
ing important remains but to try to gather the 
fruits of this work when the 68th Congress meets. 

Whether a special, separate bill, repealing our 
taxes only, should be presented to Congress and the 
proper time for the introduction of such a bill, is 
purely a question of tactics, and your committee 
must be advised when the time arrives as to the wis- 
dom or unwisdom of such a move. 

We have, however, one valuable asset in Wash- 
ington which we must conserve at all costs and that 
is our deserved reputation for straightforward deal- 
ing with Congress and with the Government officials 
with whom we have come in contact during the past 
six years, 

At no time has the Jewelers’ War Revenue’ Tax 
Committee paid a penny to any lawyer, legislative 
agent or lobbyist to further or hinder tax legislation 
and every service rendered by the officers and mem- 
bers of the Jewelers’ War Revenue Tax Commit- 
tee has been without compensation other than the 
satisfaction of working for the common good of our 
entire industry. 

From the very outset your committee has been 
relieved of all financial worries, because all monies 

_ needed for our work have always been promptly 
furnished by the Jewelers’ Vigilance Committee. 

This money has averaged under $6,500 annually 
for six years and has fully covered all expenditures 
for secretarial work, printing, postage, traveling and 
other like expense. 

Assuming that another year may elapse before 
we are entirely relieved of our excise tax burden, I 
believe that the same average expenditure will fully 
meet our requirements. 

Our committee was most fortunate in having had 
the services of Mrs, H. Abbott as executive secre- 
tary for a number of years, but your chairman is 
sorry to report that, broken health has compelled 
Mrs. Abbott to take an indefinite leave of absence 
in California, in the hope of recovering her health. 
We sincerely hope that she will soon be restored to 
complete health. 

In closing this report to the members of the 
Jewelers’ War Revenue Tax Committee, I wish to 
extend my thanks to every member of the com- 
mittee and to their predecessors for the uniform 
courtesy and cheerful assistance which have always 
been forthcoming. 

We have weathered some stiff storms together 
during the past six years and have scored some 
notable triumplis. 

Each and every success, however, has only been 
possible because the committee rightfully claimed 
to represent our entire industry; we always pre- 
sented a united front, and the final success, which 
we have every right to anticipate, may in a large 
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measure depend upon such continued close co-opera- 
tion of all branches of our trade. 
Respectfully submitted, 
Meyer D. Rotuscui.p. 
Chairman. 








DEATH OF AUGUST BAUMANN 





Veteran New Orleans Jeweler Passes Away 
at the Age of Eighty-seven Years 


New Organs, La. April 26.—August 
Baumann, one of the oldest and most suc- 
cessful jewelers in New Orleans, died last 
week. He came to New Orleans in 1853 
from his home in Steinech-Baden, Germany. 
He was then 17 years of age. 

Upon his arrival in this country, he opened 
a jewelry shop in Baton Rouge, La., but 
after the capture of the State capital in the 
Civil War, he settled in New Orleans, and 
has resided here ever since. Three years 
ago he retired from active business. 

He is survived by his widow, Caroline 
Ryan, of this city, and by one son and four 
daughters. Mr. Baumann was a Mason. 
He was 87 years of age at the time of his 
death. His children are August J. Bau- 
mann, Misses Victoria M. and Carrie A. 
Baumann, and Mrs. Andrew: Reinhardt. 








EXPORTS OF WATCHES 


Statistics of Shipments of Domestic Watches 
and Parts Sent to Foreign Coun- 
tries During February 


Wasuinoton, D. C., April 26—The Bu- 
reau of Foreign Commerce has just made 
public the statistics of domestic exports for 
the month of February, and included in these 
are the detailed figures of the watches and 
parts of watches sent out from the United 
States during the month. The total value 
of the watches sent out during the month 
amounted to $25,776, and the total value of 
parts of watches amounted to $26,821. 

As far as watches are concerned, our prin- 
cipal customers were England, Canada, Mex- 
ico and Australia. 

The full list of the countries to which we 
shipped these products is given as follows: 


DOMESTIC EXPORTS OF WATCHES BY COUNTRIES 
DURING FEBRUARY 


Complete watches Parts of 


watches 
Countries Number Value Value 

a i Saensadontoe cs 3 $135 $600 
RNIN a 56h. Sid Kaeaie ane 3 70 eee 
ME Perry Perr ore 8,700 10,815 1,398 
Quebec and Ontario...... 2,511 1,867 22,489 
Canada, Prairie Provinces 5 100 2,297 
British Columbia & Yukon 216 183 «eau 
Ce ced dieneen ens 5 230 aisle 
EE TO 279 415 ‘ae 
TT ere Tere 48 68 4 she 
i ee 1 ee ae 1 35 eae 
ee a Pe Lee 663 1,420 Py ok 
Other British West Indies 72 64 pene 
eS Se rere ere 78 398 ned 
Dominican Republic ...... 12 21 igi 
PEI ok 08006 cca t's 144 116 «baie 
Me ie red elec deen 100 528 smata 
SN en cn iccwdnteindee 27 535 Jape 
Po eer re 750 570 othe 
ON re cite a winlewiad 6 12 te 
Philippine Islands ....... 26 478 Per 
yO Se eee tee 8,313 7,065 37 
OW DO iss. 600 op 0 576 495 Py tee 
British South Africa..... 180 156 





cia wea ewienes ead 22,718 $25,776 $26,821 








H. H. Uhren, formerly located at Minne- 
waukon, N. Dak., has moved to Fargo. 
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REGULAR 
TRADE DISCOUNT 
a 


ASK YOUR JOBBER 
FOR OUR NEW 
CATALOGUE 
SHOWING TWENTY 
QUALITIES OF 
OMAR PEARLS, 
OR WRITE DIRECT. 


rose tint, 


satin lined. 
for $5.55 complete. 








TRADE MARK REG. U.S. PAT. OFF, 


INDRA PEARL COMPANY, INc. 


No. 652—Beautiful high lustre Omar Pearls in cream or 
24 inch length, 
Solid Gold Catch, in Velv 
Guaranteed Indestructible, retails 


Omar Pearls cAre Nationally Advertised | 


AN 


‘ 


(s\ 


“Omar the Great Lover of Beauty—Enchanted” 


The month of June, Pearls and June Brides all blend 
together and spell the magic word Omur Pearle, 
June, the month of the Bride and the Pearl, with a 
touch of Omar, the famous poet lover, brings about 
a complete and harmonious setting. 


Give her Omar Pearlyand make her happy. 








392 FIFTH AVENUE, NEW YORK 
"AT 36TH STREET) 








No. 642—Superbly lustrous Omar Pearls of lovely sheen 
in rose or cream tint, 24 inch length, mounted 
with 10K Solid Gold Catch, in Steel Velvet 
case No. 7, white silk lined. Guaranteed In- 
destructible, retails for $6.60 complete. 


mounted with 10K 


et case No. 4, white 





Mone Better Made-Look for Guarantee Nag 





Sa <p 
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CHAMPIONSHIP RINGS 
Presented to New York Giants at Open- 
ing Day Ceremonies 


For winning the title of World’s Cham- 
pions, each member of the New York Giants 
Baseball Team was presented last Thursday 
with a beautiful and specially designed solid 
gold ring mounted with a large diamond. 
The presentations were made by Baseball 
Commissioner Landis and were part of the 
“Giant’s” opening day ceremony. 

The accompanying photogpraph illustrates 
the ring on both sides and gives a view of 
the top. They were designed by Charles J. 
Dieges and executed by Dieges & Clust, 
manufacturing jewelers, 15 John St., New 

















York. The rings are solid and massive, 
each one containing approximately one and 
a half ounces of 14-karat’ gold. They are 
each lettered “Giant’s World’s Champions” 
on the sides in relief, and are also or- 
namented with crossed baseball bats, catch- 
er’s glove, a baseball, laurel wreath, etc. 

The background is in hammered gold. A 
unique feature of the rings is that the top 
of each one of them represents a miniature 
baseball diamond. In the center is mounted 
a diamond which is set in platinum. Each 
player on the championship team received 
one of these rings. 








BANKRUPTCY SCHEDULES 


Isadore Franklin, New York Jewelry Mannu- 
facturer Lists Assets of $15,802 with 
Liabilities of $57,426 


Isadore Franklin, manufacturing jeweler, 
106 Fulton St., New York, filed schedules 
in bankruptcy in the United States District 
Court last Friday. Involuntary bankruptcy 
proceedings were instituted against Mr. 
Franklin on March 7, last. The schedules 
list the liabilities at $57,426, which amount 
constitutes secured claims, $1,050; unsecured 
claims, $55,728, and notes and bills which 
ought to be paid by other parties thereto, 
$647. According to the schedules, the 
jeweler has assets amounting to $15,802, 
consisting of bills, promissory notes and se- 
curities, $292: stock in trade, $3,000; ma- 
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chinery, tools, etc., $3,000; other personal 
property, $1,800; debts due on open accounts, 
$7,685, and deposits of money in the bank 
and elsewhere, $25. 

Among the largest unsecured creditors are 
the Amsterdam Diamond Co., $2,390; Actina 
Watch Co., $265; Anchor Jewelry Co., $275; 
Anderson & Kroener, Inc,, $848; Apel Bros., 
$165; A. K. S. Jewelry Co., $1,038; Ameri- 
can Bracelet Corp. $939; L. Beitchman, 
$118; J. Birnbaum, $549; Barad & Hess, 
$374; I. Bornstein & Co., $369; J. Blitz, 
$497; Sigmund Cohn, $4,483; Cohen & Nis- 
senson, $351; W. Chalson, $234; Davidson 
Bros., $705; Delahay & Astor,.Inc., $1,007; 
Guiseppe D’Elia, $979; Famous Watch Case 
Co., $204; Folmer Prip, $970; Friedman 
Diamond Trading Co., $2,951; Goldsmith 
Bros., $4,818; M. & I. Goldstein, $872; R. 
Gsell, $193; Henry E. Hart, $3,296; J. Hor- 
owitz & Son, $579; Jovis Watch Co., $273; 
B. Herman, $212; S. Kaplan & Co., $1,465; 
G. Kaufman, $731; A. Kemron, $148; Koch 
& Shaw, $1,700; I. Levinson & Co., $3,356; 
Wm. L. Levy & Co., $1,274; J. J. Loeb, $4,- 
101; H. A. Muller, $356; Nordlinger’s Sons, 
Inc., $377; Henry Mandelbaum, $1,702; Nel- 
kin & Katznow, $100; Chas. F. Noyers Co., 
$101; S. Nathan & Co., $379; Prutinsky & 
Woolf, $855; Ross & Bernstein, $3,571; 
Schneider & London, $161; Silvermann 
Bros., $4,852; S. Steigrad, $2,053, and Harry 
Tropin, $185. 














Plans for Annual Convention of the Eastern 
Arts Association to Be Held at 
Providence, R. I., May 2, 3 and 4 


ProvivENceE, R. I., April 28.—One hundred 
and twenty-two competitors, representing 10 
different States, submitted designs in the 
poster contest for the 14th annual conven- 
tion of the Eastern Arts Association, which 
is to be held in this city on May 2, 3 and 4. 
Augustus F. Rose, director of the jewelry 
and silversmithing department of the Rhode 
Island School of Design, is chairman of the 
local committee arranging for the conven- 
tion, and Antonio Cirino, of the same de- 
partment, is secretary-treasurer. William H. 
Thurber, president of the Tilden-Thurber 
Corp., was chairman of the committee on 
awards. 

The poster winning first prize in Class A 
is rather unique, as it carries with it the 
idea of the progress and the growth of the 
Eastern Arts Association during the past 
few years, as well as the strides that it is 
making today. This poster is being repro- 
duced in color, postal-card size, and is to be 
distributed to the members during the con- 
vention. All the posters will be on exhibi- 
tion at the State Armory during the con- 
vention. 

The delegates and members will begin to 
assemble Wednesday afternoon, May 2, and 
in the evening there will be a get-together 
informal dinner at 6.30 o’clock, followed by 
a conference of industrial arts and voca- 
tional supervisors and teachers, with Dr. 
William T. Bawden, of the United States 
Bureau of Education, presiding. 

Thursday morning at 9.30 o’clock the first 
general session will be held at the State 
Armory, with the president, Miss Frances 
H. Bacheler, of Talcottville, Conn., presid- 
ing. There will be a short business session, 
with an address of welcome by Mayor Jo- 
seph H. Gainer, and an address, “Historic 
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Providence,” by H. Anthony Dyer. The:' 
afternoon will be devoted to luncheons of 
the various clubs and associations affiliated 

with the convention and a series of sectional 

meetings. The industrial arts section will 

meet at the assembly room of the Rhode 

Island College of Education, with William 

R. Ward, supervisor of industrial arts of 

Trenton, N. J., as the chairman. “Co-op- 

erative Courses in Technical High School” 

will be the subject of an address by Frederic 

W. Putnam, director of industrial education 

and drawing of Providence, and “The Use 

of Intelligence and Accomplishment Tests in 

Directing Pupils Into Practical Arts Courses 

in Junior and Senior High Schools,” by 

Richard D. Allen, director of Research and 
Guidance, Providence. There will also be 
sessions of the part time education section 
in the rooms of the Republican Club at But- 
ler’s Exchange and of the vocational section 
at the Engineering building, Brown Uni- 
versity. 

The convention banquet will be held in the 
ballroom of the Biltmore Hotel at 6.30 
o’clock at which there will be an address by 
His Excellency William S. Flynn, Governor 
of Rhode Island. 

A general session will be held at the State 
Armory, Friday morning at 9.30 o’clock at 
which the principal address will be made by 
Walter E. Ranger, Commissioner of Educa- 
tion of Rhode Island. This will be followed 


_ by a “What Cheer” luncheon at the Bilt- 


more. In the afternoon there will be tours 
of inspection to various parts of the city 
and points of interest, including the Gorham 
Mfg. Co., the Brown & Sharpe Mfg. Co., 
the Nicholson File Co., manufacturing jew- 
elry plants, Colonial houses of Providence, 
etc. 

Friday evening will be distinctively a 
Rhode Island School of Design night, when 
the scene of the convention activities will 
be transferred to that institution and special 
inspection of the new jewelry and° silver- 
smithing department, where special attention 
will be given the work-that is being done in 
vocational training under the Government re- 
habilitation program in teaching disabled vet- 
erans of the World War new industrial 
work. Addresses will be given by President 
W. H. P. Faunce, of Brown University; 
Mrs. Gustav Radeke, president of the School 
of Design, and L. Earle Rowe, director of 
the School of Design. At the close of the 
meeting a reception will be given by the 
president and trustees of the School of De- 
sign and a men’s smoker will be staged. 

The final business session of the conven- 
tion will be held Saturday morning at 9.30 
o’clock at the State Armory, at which re- 
ports of committees and an election of of- 
ficers will take place. After the adjourn- 
ment there will be a sail down Narragansett 
Bay for a shore dinner, the steamer leaving 
this city at 12.30 o'clock. 








The new Lippman’s Jewelry Shop, 2 N. 
Broad. St., Trenton, N. J., has been opened. 
This shop is the fifth in a chain of jewelry 
stores operated by the company, others being 
located at Newark, Harrisburg, Johnstown, 
and Altoona. The business has continually 
expanded during the past 34 years. In 
charge of the Trenton branch is Hugh Holz- 
man, at one time prominent in jewelry 
circles in Johnstown and Cumberland, Md. 
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Connecticut Jewelers Hold Successful Convention 








Retailers of Nutmeg State Meet at Bridgeport—Interesting and Instructive 
Addresses a Feature of the Gathering—Banquet Held and Officers Chosen 

















Bripceport, Conn., April 25.—Imbued with 
the association spirit and the determination 
to follow out many of the helpful sugges- 
tions made in this city during the past two 
days, jewelers from all over the State re- 
turned to their homes today after attend- 
ing the 10th annual convention of the Con- 
necticut Retail Jewelers’ Association which 
came to a close this morning. The con- 
clave opened yesterday morning in the Hotel 
Stratfield and after two busy business 
sessions, at which reports were read, 
speeches were delivered and officers were 
elected, the day’s activities were brought to 
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a close with a banquet. The curtain was 
finally dropped on the convention this morn- 
ing with the submitting of several resolu- 
tions a short address and a general open 
discussion. During the two days the con- 
vention was in session, 63 members and 
guests from Connecticut and other States 
signed the register. Excellent weather 
marked both days of the conclave which was 
considered one of the best in the history of 
the association. 
Tuesday 


The convention opened in the south sun 
parlor of the Hotel Stratfield. _ Although 
the attendance was not large when the con- 
vention was started at 11.15 a. m., by Presi- 
dent Frank M. Todd, jewelers from all over 
the State continued to arrive at the hotel 
until the meeting room was fairly well filled. 
When the opening session of the conclave 
closed at 12.45 pr. M., 54 jewelers and guests 
had registered at the booth in charge of 
Herbert C. Reid. 

After President Todd had officially 
opened the convention, David W. Price, 
secretary of the Bridgeport Business: Men’s 
Association, as the representative of Mayor 
Atwater, extended a cordial welcome to‘the 


visiting jewelers. Mr. Price told the visit- 
ing jewelers that Bridgeport was fortunate 
in having this city selected as the conven- 
tion center this year and expressed the hope 
that the jewelers’ stay here would be an 
enjoyable and profitable one. The jewelers’ 
aggressiveness and activities all over the 
country, Mr. Price stated, has been benefi- 
cial to merchants not only in the jewelry 
trade but to other industries as well. He 
called attention to the fact that through the 
initiative of Bridgeport jewelers a petition 
asking for an ordinance regulating auctions 
in this city was submitted at the last meeting 
of the Board of Aldermen. The ordinance 
to be introduced, Mr. Price told the jewelers, 
is similar to the one now in effect in New 
Haven and Hartford and is certain to get 
favorable consideration. 

The next speaker was President Todd 
who submitted his annual address. This 
was as follows: 


ADDRESS OF PRESIDENT TODD 


It is my privilege to address you on this the 10th 
annual convention of the Connecticut State Retail 
Jewelers’ Association, and to welcome you to our 
city and to these meetings. 

I trust that the anticipation has been pleasant, 
but I hope that far more pleasant will be the 
thoughts you take away with you, and that upon 
your return to the duties at home, the store, and 
the office, may they be the starting of some of you 
to higher aims in life, to better methods, and to 
greater success. Absorb the good things and the 
aims of the convention will be realized. Some 
have come with the thought that it will be a day’s 
outing, but anyone who attends this convention, 
and gives his attention to what is going on, is sure 
to be amply repaid for the cost and trouble. 

Men in this world are divided into two classes, 
believers and unbelievers, constructionists or de- 
structionists, boosters or knockers. It has been said 
that Jay Gould took large properties and by his 
methods they became almost worthless as income 
makers, but his heirs are still scattering his wealth. 
Surely we would class him as a destructionist. 
While J. P. Morgan took large properties, and by 
his methods recognized them and amassed a 
large fortune, and his followers are continuing in 
his footsteps. 

We hear a great deal about associations—let us 
consider the man who is against them—is he justi- 
fied in that attitude? 

Associations accomplish what an individual could 
not do. What one of us here could run an in- 
surance company? Yet if we accept the service 
of the Jewelers’ Mutual Fire Insurance Co. the 
saving between an old line company would be more 
than the annual dues in our association—on a 
$2,000 policy. 

Then there is the Jewelers’ Security Alliance, the 
Horological Institute of America, the National Pub- 
licity Bureau, the Harvard Bureau of Research, the 
work of the Tax Elimination Committee and others, 
to say nothing about the conferences that our na- 
tional officers have had with the different manufac- 
turers in order that a better understanding might 
exist between the retailer and the manufacturer. 

What one of us here can say that these things 
are not on the constructive side, and have not re- 
sulted from association work? 

The following is taken from the address of 
Ralph Roessler, chairman of the. Special Tax 
Elimination Committee. At this time it seems that 
it is most appropriate: 

“We have so many samples of direct, tangible 
service, that it seems incredible that every jeweler 
in the United States cannot feel them and recognize 
them and as a consequence accept them by support- 
ing most heartily the source from which they came. 
The jeweler who today is not taking advantage of 
the Jewelers’ Mutual Fire Insurance Co. is throwing 
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to the winds 40 per cent of the cost of his in- 
surance. How many times over will this direct 
service pay the small amount of dues necessary to 
obtain it?” 

In which group are we to cast our lot? the 
decision means more than a great many realize. 
Would not a higher plane in our trade by our 
predecessors have been a good thing for this genera- 
tion of jewelers? This is a point to which I would 
have you give thought. 

What stream of good fortune will start from the 
efforts made by the leaders in the trade today, and 
by the great army of association retailers, that 
subscribe to our association standards and methods, 
as, the Jewelers’ Code of Ethics? The larger we 
make this army the more weight we will carry as 
an organization, 

During 1921 and a good part of 1922 our trade 
was in the midst of depression, but we must be 
gratified by the recent improvement that has come 
to us. More people are employed and at better 
wages, all of which means continued prosperity in 
our midst. While these conditions are present let 
us avail ourselves to the utmost and by co-operation 
the results will be at least double. 

To those to whom misfortune has come we extend 
our sincere regrets; to those that have clean hands 
and honest motives we trust that good fortune and 
prosperity may once more cross their threshold. 
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Your suggestions are sure to make the future 
better. You certainly did not come here with a 
blank mind—or are conditions exactly as you want 
them in the place from whence you came? Let 
your mind lead you to just criticism; it’s what your 
officers welcome and your next year’s work de- 
mands. 

Subjects will be presented in which you may not 
be interested, but, possibly your neighbor may have 
come to enlighten himself on just that subject. 

Your attention is especially called to the question 
box. One of our members will be in charge of this 
question box meeting, and the success of it will 
depend on the number of questions which you will 
put on paper. During the various meetings put 
them down as they come to your mind. 

Your officers have endeavored to arrange this 
convention with the thought of making it as profit- 
able as possible, and with the least possible amount 
of expense. We trust that our efforts will meet 
with your approval, but the real success is in your 
hands. Let us show the world by our example that 
we as jewelers, who sell time, are living examples 
of being on time, and by your co-operation make 
the various meetings as beneficial as possible. 

Attention is called to the splendid work of your 
secretary and the effort he has made to the _ up- 
building of our association. Personally I wish to 
express my appreciation for his assistance to me 
during my term as your president. During this 
convention the ground work for the following year’s 
work should be laid, that my successor will make 
better progress than past administrations have. 
Much depends on what you do while here. 

To the executive committee and the various com- 
mittees and to everybody who has assisted me dur- 
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inc the last election, and at the time that Mr. 
Mellor was in our State, I take this opportuniy 
to express my appreciation. I trust that you did 
it in a spirit of loyalty in the effort to further the 
intcrests of our trade, for those who are association 
workers and those who are responsible for their 
several businesses, and to make our business a 
better one for us all and for those who will take 
up the work in the future. 

Mention should be made of the assistance that 
our trade papers are to associations and jewelers— 
I hope that we as individuals make use of them to 
our best advantage. 

What jewelers need is co-operation and with it 
they will give service and succeed. Competition is 
antagonism, strife and war in business. It is life 
to the winner and death to the loser, while the 
innocent bystander pays for the entertainment. 
There is another kind of competition, however. It 
is self competition, the striving to outdo the best 
previous performance, to have each piece of work 
executed stand as the best of its class anywhere. 
This is competition of idealism; it stimulates and 
invigorates and inspires to greater, broader and 
better efforts. It’s the kind of competition that is 
bringing about a better spirit in the world of busi- 
ness. 

Competition is war—war is hell—co-operation is 
sustenance, and sustenance is life. 

The keynote of this convention can be covered 
by two words—co-operation and service. To give 
service and to receive it you must have co-operation. 

Our efforts have been to have with us at this 
time speakers who can assist those who want en- 
lightment, raise the standard of jewelers as a body, 
make better business men of us, closer confidants 
of each as regards things which beset our trade, 
tending to the final accounting, that of co-operation, 
will give as well as receive service to the end that 
it will prove more profitable to us all in the in- 
dustry. 


Following this address, Secretary-Treas- 
urer George P. Spaar, read the minutes of 
the last annual meeting and after these were 
approved Mr. Spaar submitted his annual 
report as follows: 


REPORT OF SECRETARY SPAAR 


To the members of the Connecticut State Retail 
Jewelers’ Association: 

I will briefly review the work of your association 
during the past 12 months. 

George H. Dyson ably represented our association 
as delegate to the national convention held in Cin- 
cinnati, August, 1922. 

During the months of September and October, 
both Republican and Democrat, candidates for 
House and Congress were asked to submit their 
opinions on the five per cent Excise Tax. Of the 
replies received, with the exception of one, they all 
favored repealing same. Copies of all this corre- 
spondence were forwarded to Ralph Roessler, Chair- 
man of the Special Excise Tax Elimination Com- 
mittee, Marion, Ind. The concerted action of all 
the State associations as outlined under the able 
leadership of Mr. Roessler will without question 
bring results. 

A series of meetings were arranged for Nov. 9, 
10, and 13 at New Haven, Bridgeport, and Hart- 
ford, respectively. The purpose of these meetings 
was to increase memberships. 

At our first meeting in New Haven, we had as 
our guests E. H. Hufnagel, president of our na- 
tional body and Walter Mellor, field secretary. 

During these sessions we had the able assistance 
of Mr. Mellor. Through his efforts, with the aid 
of President Todd, our membership has been in- 
creased by 60 members—45 of these are in good 
standing for 1923. 


We have 134 active members and five associate 
members. We have 42 paid 1922 memberships, 75 
are paid for 1923. 

Death has taken two of our esteemed and well- 
known members, Charles Davis of Bridgeport— 
former president of this association—and George 
E. Shaw of Putnam. Flowers were provided. 

At an executive meeting held in Hartford, Feb. 
8, 1923, your committees heartily endorsed the 
Better Homes Exposition which was held in the 
State Armory, Hartford, the earlier part of the 
Present month, with such wonderful results. 
Through the endorsements and co-operation of our 
association, silverware and other leading manufac- 
turers allied to the jewelry interests, made unique 
and educational exhibits. 

From October until the present time, approxi- 
Mately 2,00@ pieces of mailing matter in the form 
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of circulars, notices, etc., have been sent out from 
the Secretary’s office. 

I wish at this time to thank all the members of 
this association for their splendid co-operation, es- 
pecially our president, Mr. Todd, and members of 
the executive committee who responded so cheer- 
fully whenever their counsel and assistance was 
required. 


The treasurer’s report, which showed the 
association in a good financial condition, was 
also submitted by Mr. Spaar, As this re- 
port had not been audited it was ordered 
laid on the table until a committee of 
auditors had an opportunity to examine it. 
Those appointed by the president to serve 
as auditors included Harry Oliphant, Harry 
Fairchild and Merton W. Bassett. This 
committee later submitted a favorable audit. 

A letter from National Secretary Ander- 
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son, asking indorsement of the national asso- 
ciation’s plan to conduct the retailers’ fight 
against the excise tax and for financial and 
moral support, was next read by Secretary 
Spaar. A suggestion was made by one of 
the members that the Connecticut State 
Association contribute financially to the 
national organization’s fund’ to conduct this 
tax fight. No action was taken on this 
question as it was thought that Edward H. 
Hufnagel, president of the American Na- 
tional Retail Jewelers’ Association, would 
be at one of the convention sessions to speak 
on tax matters. 


The next order of business was the 
appointment of a nominating committee con- 
sisting of Fred Weber, George L. Lux and 
Ralph J. Atwell. While this committee was 
conferring a short recess was given. 

In a few minutes the committee returned 
with the recommendation that all of last 
year’s officers be re-elected. Mr. Todd 
strenuously opposed his renomination stat- 
ing that he had plans for 1924 which would 
take him away from Connecticut just about 
the time of the next convention. After con- 
siderable discussion Mr. Todd’s name was 
withdrawn and in his place first vice-presi- 
dent, Anthony W. Hull, of Wallingford, was 
nominated for the office of president, while 
Samuel H. Havens, Hartford, was recom- 
mended for vice-president. George A. Fair- 
child, of Bridgeport, was nominated as 
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second vice-president while George P. 
Spaar, Torrington, was renominated for 
secretary and treasurer. On one vote cast 
by Fred Weber, chairman of the nominating 
committee the above named were elected. 
The entire executive committee was re- 
elected and consists of: J. C. Tracy, 
Willimantic; Fred Weber, Meriden; Lee 
Roberts, Bristol; L. L. Gregory, Derby; G. 
H. Dyson, New Britain; Frederick Crabb, 
New Haven; J. C. Whittelsey, Rockville; 
C. C. Costello, New London; G. W. True, 
Middletown, and G. L. Lux, Hartford. 


George L. Lux, reporting for the qualities 
committee, told the jewelers that the bone 
of contention just now seems to be “What 
Is Platinum?” Jewelers, he stated, have a 
great deal of difficulty in correctly inform- 
ing their customers as to just how much 
platinum and how much white gold is con- 
tained in any article. For this reason Mr. 
Lux said that it is up to each individual 
and clerk to tell the customer the truth 
about any article being offered for sale. 
“Just follow out the ideas contained in the 
jewelers’ code of ethics and you will be 
doing the right thing,” concluded Mr. 
Lux. 

While awaiting the completion of several 
reports President Todd called on Alfred O. 
Bald, secretary of the New York State 
Retail Jewelers’ Association to address the 
convention. Mr. Bald merely expressed his 
pleasure at being present and also at finding 
that so many of the representative jewelers 
in the State have joined the association. In 
conclusion Mr. Bald extended an invitation 
to all of the Connecticut jewelers to attend 
the Empire State convention the latter part 
of the month, 


While Mr. Bald was speaking Harry N. 
Clark, president of the New York State 
Association, arrived and a few minutes later 
was asked to address the assemblage. He 
gave a brief, interesting talk, saying that he 
was glad to be in attendance and to partici- 
pate in their discussions. Mr. Clark told 
the jewelers that their vocation is an honor- 
able calling and is looked up to by the public 
as one requiring integrity and honesty. The 
platinum question, the speaker stated, is a 
vital one in the industry and one which is 
causing a great deal of discussion. In con- 
clusion Mr. Clark urged his listeners to 
adhere to the ideas outlined in the code of 
ethics adopted by the retailers at the national 
convention in 1922, 


At this point in the meeting Anthony W. 
Hull, chairman of the membership com- 
mittee, was called upon to submit a report. 
He said that the activities of his committee 
were contained in Secretary Spaar’s report, 
read earlier in the session. 


Just before the morning session adjourned 
for luncheon, O. W. Snow, Ansonia, was 
elected a member of the association. At 
12.45 p. M. the first session of the conven- 
tion came to a close and the members. 
adjourned to a private dining room in the: 
hotel. During the luncheon Alfred ©; Bald, 
secretary of the New York Retail Jewelers” 
Association, led in singing a number off 
popular airs. 

At the conclusion of the luncheon: Presi-- 
dent Todd introduced Edmund S. Wolfe, 
president of the First National’ Bank of 
Bridgeport. Mr. Wolfe delivered: an: inter- 
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esting talk “On Credits,” which is sum- 
marized as follows: 


ADDRESS OF EDMUND S. WOLFE 


Mr. Wolfe told his audience that every 
person is a prospective customer of the 
jewelers so for this reason they have an 
unlimited field from which to draw their 
trade. The jewelry business he said, shows 
a smaller turnover than any other investi- 
gated by the American Bankers Association, 
sometimes only once in 15 months, while 
the biggest he was able to find was three 
times in any one year. Mr. Wolfe also 
stated that he was surprised to learn that 
the net profit in the jewelry business is 
less than in any other specialized line. 

According to the speaker, there are many 
inclinations pointing toward a mild or big 
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business boom. This he remarked is indi- 
cated by the fact that it was never more 
dificult!’ than now to secure good em- 
ployees, which means that everyone is work- 
ing and has more money to spend. The 
bank deposits, he pointed out, are on the in- 
crease and that in March the railroad load- 
ings were the largest in many years. 

While this shortage of labor the speaker 
said is a good factor, it often causes unrest 
in industries and demands for increased 
wages, which naturally lead to rising prices. 

He said that the fact that this country 
has 90 per cent. of the world’s gold supply 
should interest jewelers. It is true that most 
of it has come from abroad and that some 
of it will return, but the bulk, Mr. Wolfe 
remarked, will remain in the United States. 

With these factors in mind everyone, the 
speaker concluded, must look forward to 
cutting down their overhead and should also 
be careful how they buy and sell their mer- 
chandise. 

AFTERNOON SESSION 

At 2.30 o’clock this session of the conclave 
opened with the making of several an- 
nouncements by President Todd. Through 
the courtesy of several manufacturing con- 
cerns invitations were extended to visiting 
jewelers to inspect the factories in Bridge- 
port. 
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The first speaker of the afternoon was 
Ralph L. Wood, of the International Cor- 
respondence School at Scranton, Pa. This 
talk was on “Salesmanship,” and proved 
deeply interesting and enjoyable. A sum- 
mary of this speech will appear in a future 
issue of THE JEWELERS’ CIRCULAR. 

A printed report compiled by George H. 
Dyson as delegate from the Connecticut 
association to the national convention last 
year in Cincinnati was given to each 
member at this session, so far this season 
Mr. Dyson was excused from reading it. 
Instead, Mr. Dyson submitted an interesting 
report as chairman of the trade interests 
committee. This report dealt with a number 
of subjects of interest to jewelers and is 
as follows: 


REPORT OF TRADE INTERESTS COM MITTEE 


Your committee on trade interests beg to make 
the following report, and after considerable thought 
we wish to submit the following for your considera- 
tion and action. 

The trade conditions are very wide and varied, 
and in order to touch upon all conditions of trade 
that are of vital interest to the retail jeweler, it 
would take considerably more time than is at the 
disposal of your committee. 

There are quite a number of things that this 
association should consider with much thought and 
action. It is time that a great many of the abuses 
that are being practised today by unscrupulous 
people, who are posing as jewelers and are bring- 
ing disrepute and lack of confidence to the legiti- 
mate jeweler should cease. 

The man who conducts his business honestly, 
aboveboard, without having to use misleading 
phrases or terms, is the man that is going to win 
out in the long run, and put the unscrupulous 
fellow out of business. 

In this connection your committee wishes to call 
your attention to the fact that there are altogether 
too many jewelers today using phrases and trade 
names which are used for no other purpose than 
to deceive the trading public, for instance, the 
word “Ivory” of different kinds is used in con- 
nection with celluloid. All sorts of names are 
given to imitation pearls, from Persian to Oriental. 
Metals, such as quadruple plate, Sheffield plate, par 
plate, German silver and other such phrases are 
used in connection with a silver plated article, and 
are used in a great many instances to convey a 
different impression to the purchaser than should 
be allowed, as the purchasers go away with the 
impression that they have got an article entirely 
different than what they really have paid their 
money for. 

The word “guarantee” should be eliminated as 
far as possible. No time limit should be given 
aS a guarantee on any article put out by the 
jeweler. He should say to his customer that “‘we 
guarantee this article to give you perfect satisfac- 
tion,” but time limit should be eliminated, either 
five, 10, 15, 20 or 50 years. It is simply done 
to mislead the customer. 

Your committee recommends for your adoption 
the following paragraphs which have been adopted 
by the ‘‘Better Business Commission of Boston,” 
an organization which is composed of the leading 
jewelers of that city, and it is their aim and 
object to eliminate from the jewelry business all 
misleading trade names. 


The report quotes the paragraphs referred 
to which were published in THe Jewexers’ 
CircuLar, Feb. 7, 1923. 


There are other abuses which every legitimate 
and honest jeweler should endeavor to stamp out 
as soon as it is brought to his notice and he has 
proof to do so. At the present time there are a 
great many “‘coat pocket jewelers’ going about the 
country, and in our own cities and towns, selling 
articles of jewelry, such as watches, pearls, dia- 
monds and other things relating to the jewelry busi- 
ness, These fellows are not paying the Govern- 
ment 5 per cent tax which is an unjust competi- 
tion in every way, particularly regarding this 5 per 
cent tax. When this becomes known to the jeweler 
he should immediately notify the Internal Revenue 
Office, wherever the office is located, particularly 
the one in Hartford. The question has been asked, 


“Do these manufacturers of class pins and class 
rings, who are coming to your town and selling 
direct to the school, pay the federal tax?” 
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It’s up to you jewelers to see that they do. 

Another class of men that are very detrimental 
to the jeweler, and that is the “trade shop,” par- 
ticularly the alleged watchmaker. There are too 
many of these fakers in business at the present 
time, and if a stop isn’t put to them there will 
be more instead of less. It would be much better 
not to take a watch from your customer than to 
send it to these fakers and have your customer’s 
enmity for the rest of your days. 

These are matters that have vital importance to 
the jewelry trade, and your committee trusts that 
you will see to the elimination of these existing 
abuses. 

Respectfully submitted, 

Gro. H. Dyson, 
Frep WEBER, 


H. W. Hutt. 
Although practically every member of the 
association had undoubtedly read _ the 


Jewelers’ Code of Ethics, President Todd 
took advantage of the opportunity at the 
convention to have a brief resumé of this 
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code placed before the jewelers. This 
resumé was read by Judge C. C. Costello, 
of New London, who urged every jeweler 
to abide by it. President Todd made the 
suggestion that every jeweler joining the 
State association should sign the code and 
to subscribe to its ideals. This suggestion 
National President Hufnagel promised to 
pass along to the other State associations. 

The next talk was given by Malcolm P. 
McNair, of the Harvard Research Bureau, 
on “How Harvard Is Helping the Retail 
Jewelers.” This discourse proved exceed- 
ingly helpful and enlightening to the 
jewelers and illustrated just how much it 
costs the average jeweler to conduct his 
business in 1920 and 1921. The speaker 
dealt principally with figures which have 
appeared in a previous issue of this Jour- 
NAL. 

James T. Noyes, secretary of the Jewelers 
Security Alliance, was the next speaker 
presented. He told of the methods of 
crooks operating in the jewelry industry 
and offered some helpful suggestions on 
how to combat this evil. 

The concluding speaker of the afternoon 
was Edward H. Hufnagel, president of the 
American National Retail Jewelers’ Asso- 
tion. Mr. Hufnagel covered a number of 
subjects interesting and vital to retail 
jewelers, but dealt principally on what the 
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national association is doing to eliminate 

the war tax. 

ADDRESS OF EDWARD H, HUFNAGEL, PRESIDENT 
OF THE A. N. R, J. A. 


The speaker in opening outlined the fight 
put up at Washington by the Vigilance 
Committee and the Jewelers’ War Revenue 
Tax Committee at the outset of the war 
against unjust taxation. He told of how 30 
North Carolina jewelers succeeded in hav- 
ing a five per cent. floor tax eliminated from 
the original bill and of how the bill imposing 
the present excise tax on the jewelry indus- 
try was passed. He said that since the end 
of the war the national president and the 
two above named committees have been 
fighting to have this tax removed inasmuch 
as it was believed to be only an emergency 
measure in time of strife. In view of the 
fact, however, that the retailers are paying 
the tax, Mr. Hufnagel told the jewelers it 
is up to the retailers to fight for its elimina- 
tion, so it is for this reason that a national 
concerted effort is being made by the A. N. 
R. J. A. and that the campaign was started 
last Fall. The speaker outlined this cam- 
paign to have the various candidates for 
Senate and Congress last Fall pledge them- 
selves in favor of the elimination of the tax. 
He stated that of the 475 candidates running 
260 had committed themselves for the tax 
repeal and expressed the hope that by the 
time Congress convenes in December 350 
promises will have been secured. Mr, 
Hufnagel told the jewelers that the cam- 
paign will be vigorously continued and 
asked for the co-operation and moral and 
financial support of every Connecticut 
jeweler. 

Mr. Hufnagel called attention to the fact 
that the 1922 year book of the A. N. R. J. A. 
had just been issued and also briefly 
touched upon the platinum situation and the 
proper marking of jewelry. He also re- 
minded the jewelers of “Sterling Silver 
Week” which will be observed all over the 
country next month and ‘asked the members 
to co-operate with the manufacturers in 
making it a success. Among other subjects 
touched upon by Mr. Hufnagel was the 
observance of a national watch week; the 
coming national convention of retailers in 
Providence and the intention of introducing 
a national auction ordinance. 

At the conclusion of Mr. Hufnagel’s 
remarks the first day’s business session 
closed at 6.15 Pr. M. 


MEETING OF CLERKS 

While the Tuesday afternoon session of 
the convention was still in progress, about 
70 clerks employed in Bridgeport jewelry 
stores, which were closed at 5 P. M., at- 
tended another meeting presided over by 
Judge C. C. Costello, of New London. The 
salespeople enjoyed an interesting and in- 
structive address on “Salesmanship,” by 
Ralph L. Wood, of the International Cor- 
respondence School, Scranton, Pa. who 
spoke earlier in the afternoon to the 
jewelers. In the evening most of the clerks 
attended the banquet. 

The Banquet 

The banquet held Tuesday night in the 
large private dining room of the Stratfield 
was attended by about 135 jewelers and 


their guests. 
The menu served was an excellent one 
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while the singing led by Alfred O. Bald and 
the speeches of several prominent men 
proved highly enjoyable. Activities started 
at 7.15 e. M. and were concluded at 10 
o’clock after which dancing was enjoyed. 
When the end of the menu was reached 
about 8 o’clock President Todd, who acted 
as toastmaster, introduced George E. Craw- 
ford, president of the Bridgeport Chamber 
of Commerce. He offered a few words of 
welcome and urged everyone to co-operate. 
The next speaker introduced was the Hon. 
John Q. Tilson, New Haven, Congressman 
from the Third Congressional district. He 
told the jewelers that class legislation is 
repulsive to our form of government and 
shows a tendency to get away from the true 
spirit of the founders of this country. He 


' said that it seems to be the popular practice 
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HARRY 


to class the people according to their wealth, 
and consequently some members of Congress 
get the idea that some industries are luxury 
industries and should be taxed more than 
others. This method, the speaker told his 
audience, is not following the line of justice 
but is discriminatory and is basing taxation 
on a wrong principle. 

While Congressman Tilson would not 
promise to vote on any particular bill which 
he had not studied, he did go on record as 
opposed to taxing any particular industry 
because it is classed by some as a luxury, 
but instead favors equal taxation for all. 
This declaration was loudly applauded by 
the audience. Congressman Tilson followed 
up this remark by stating that he advocates 
what he says and also assured the jewelers 
that if the tax question comes up again in 
Congress he will take the same stand that 
every industry should be treated alike. “It 
will be a sad day,” the speaker concluded, 
“when we depart from this principle of 
fairness, justice and the same treatment to 
all.” 

All jewelers were urged to get behind the 
campaign to observe “National Sterling 


Silver Week” by Harry N. Clark, president 
of the New York Retail Jewelers’ Associa- 
introduced. Mr. 


speaker 


the next 


tion, 
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Clark told of the preparations to be made 
for the week and how in Syracuse, about 
5,000 high school pupils will be addressed 
by Frederick Taggart, secretary of the 
Sterling Silverware Manufacturers’ Asso- 
ciation, on the history and some of the 
romance of this product. 

Edward H. Hufnagel, president of the 
A. N. R. J. A. was next presented by 
Toastmaster Todd. Mr. Hufnagel told of 
his recent trip through the south and west 
in the interest of the association and of the 
many interesting things he saw and learned. 

ADDRESS OF HARRY COLLINS SPELLMAN’ 


The concluding speaker of the evening 
proved to be Harry Collins Spellman, of the 
Remington Typewriter Co. Mr. Spellman 
delivered a forceful and intensely interesting 
talk, lasting almost an hour. 

The problem of the day he told the 
jewelers, is to adjust ourselves to the new 
era of business. He said that the last 100 
years has been a mechanical age, and that 
during the past 40 years the world has been 
made over as the result of mechanical 
progress. “So much time has been spent 
by the business man in making his product 
better, that he has neglected his own ad- 
vancement and as a result, man has become 
about 10 per cent. efficient while he has 
been developing machinery about 90 per 
cent. efficient. Man power is the greatest 
power in the world but unfortunately is 
most neglected,” he added. 

Mr. Spellman then outlined the three 
cardinal faults of mankind as follows: 
Failure to think right; failure to talk right 
and failure to act right. Each fault was 
analyzed and gone into deeply by the 
speaker, much to the enlightenment of his 
audience. 

At the conclusion of his remarks Mr. 
Spellman was loudly applauded after which 
Toastmaster Todd informed the diners that 
the post prandial exercises were concluded. 
Dancing followed until a late hour. 

Wednesday 

Only a few jewelers were present when 
the closing session of the meeting convened 
on Wednesday morning at 9.45 o’clock with 
retiring President Todd in the chair. The 
morning was devoted to the adoption of 
several resolutions, the conducting of a, 
question box and to a general discussion on, 
subjects of interest to the members. 

As, National President Hufnagel was 
scheduled to leave the city early he was 
allowed to present several resolutions which 
were unanimously adopted. 

It was stated that J. C. Tracy, Willi- 
mantic, is withdrawing from the jewelry 
business and. so for this reason his name 
was stricken off as a member of the execu- 
tive committee and in his place retiring 
president Frank M. Todd, of Bridgeport, 
was elected. 

The interesting feature of this session 
was the question box which was presided 
over by Mr. Todd. Some of the questions 
presented and discussed included: free en- 
graving, which most of the members 
opposed; setting a time limit to allow cus- 
tomers to exchange merchandise and estab- 
lished prices set by some manufacturers. 

For the purpose of establishing a uniform 
method in reference to engraving Mr. Todd: 
appointed a committee to compile a chart 
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showing the various styles of engraving and 
the cost of such work. This committee 
consists of George L. Lux, chairman; 
Merton Bassett and E. J. Brown, all of 
Hartford. 

The concluding event of the convention 
was a short talk by Malcolm P. McNair, of 
the Harvard Research Bureau. He told the 
jewelers what the Bureau had learned about 
the cost of doing business in the various 
industries in 1920 and 1921 and how this 
organization is trying to stop leaks in the 
jewelry business. The figures for 1922 as 
applying to the jewelry trade will be avail- 
able at the national convention, according 
to Mr. McNair. 

After the association passed a vote of 
thanks to retiring President Todd and one 
to Secretary-Treasurer Spaar for their 
endeavors during the year, the convention 
came to a close. 

Resolutions 

WuereEAs: The Connecticut State Retail Jewel- 
ers Association, assembled in annual convention 
this 25th day of April, 1923, appreciating and 
valuing the able assistance, untiring and intelligent 
services of Mr. Ralph Roessler, chairman of the 
Special Excise Tax Committee, in his endeavors, 
through great sacrifice toward the furthering the 
removal of the Jewelers’ Excise Tax, the resolu- 
tion committee suggests that a motion be passed 
by the convention that a vote of thanks, on behalf 
of the convention, be tendered to Mr. Roessler, 
and that this association and all members of the 
association pledge themselves to the support of 
his efforts toward securing the removal of said 
Jewelers Excise Tax. 

* * * 

Wuereas: The Connecticut State Retail Jewel- 
ers’ Association, assembled in annual convention 
this 25th day of April, 1923, realizing the necessity 
for maintaining a high standard for platinum, the 
resolutions committee suggests that a motion be 
passed by this convention that the convention ap- 
proves of the adoption of a national stamping law 
with a definite standard for iridio-platinum, namely, 
950/1,000 per cent platinum. 


* * * 


Resotvep: That this State reindorses the slogans 
“Gifts that last,’”’ and “Gift counsellors,” and urges 
the incorporation of these slogans into the adver- 
tising of its members, newspaper and circular 
copies, bills, letterheads and other printed forms. 

* * 

Wuereas: The Connecticut State Retail Jewel- 
ers Association, assembled in annual convention 
this 25th day of April, 1923, realizing the necessity 
for the removal of the present unfair and unequal 
jewelers’ excise tax law as vital and necessary to 
the jewelry industry, and further realizing and 
appreciating the energetic and progressive efforts 
of the Special Excise Tax Committee toward the 
repeal of the said jewelers’ excise tax law, the 
resolution committee suggests that a motion be 
passed by this convention that the convention does 
heartily approve of, and endorses the plans of 
said Special Excise Tax Committee, to continue 
their prosecution of the said jewelers’ excise tax 
law until such time as the said tax is removed. 

* . * 


Resotvep: That the Connecticut State Retail 
Jewelers’ Association recommends that the American 
National. Retail. Jewelers’ Association has as one 
of the qualifications on each card that an applicant 
signs, the following: “I have read the Jewelers’ 
Code of Ethics and I cheerfully subscribe to the 
same,” 

* * * 

Resotvep: That the Connecticut State Retail 
Jewelers’ Association accept the entire report and 
recommendations submitted to the convention as- 
sembled on April 24, by the Trade Interests Com- 
mittee. 








A five-year lease on the storeroom at 
1524 Main St., Dallas, Tex., has been 
obtained by the Shaw Jewelry Co. The 
building is occupied by the jewelry com- 
pany which has been established in Dallas 
for about five years. Improvements to the 
property are being planned. 
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Imports and Exports of Gold and Silver 
During March 

Wasurncrton, D. C., April 25.—Statistics 
just made public by the Bureau of Foreign 
and Domestic Commerce show the imports 
of gold from this country in March totalled 
$15,951,357, while the exports during the 
same month amounted to $10,392,100. The 
silver coming into this country in the same 
month was valued at $4,626,376, as against 
$4,731,705 worth sent out in March. 

Netherlands sent us the’ largest consign- 
ment of gold, with Canada ranking second 
and France coming next. Of the silver 
brought into this country Mexico sent us 
more than half of the amount imported in 
March, with Peru coming next, Our best 
customer for gold was British India, with 
France ranking second. The biggest con- 
signment of silver was sent to China, while 
British India was our next best customer. 

The value of the gold and silver imported 
into and exported from the United States, 
by countries, for March is shown in the 
following table: 
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Program for the Convention of the Mary- 
land and Delaware Retail Jewelers Assn. 


Witmincton, Del., May 1.—The entire 
jewelry trade of this city is: looking for- 
ward to the convention of the Maryland & 
Delaware Retail Jewelers’ Association 
which will commence in this city at 10 a, M. 
on Thursday with a reception to the mem- 
bers and the ladies who accompany, them. 
Half an hour later it is planned to start 
on an auto trip to points of interest, which 
will include the Marine Terminal, ending 
up at 12.45 at the Hotel Dupont, where a 
luncheon will be served. 

The business session of the convention 
will be called to order at 2 Pp. M., at which 
time the members will get down to the 
routine work and the ladies will start on 
an auto trip to Longwood. Several reports 
will be submitted at the convention by the 
various officers and committees. — 

It is hoped that the work of the conven- 
tion will be over before 6 and at 7 P. M. a 
banquet will be held, at which the principal 
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Clock and watch hands were moved for- 
ward one hour Sunday morning at 2 o’clock 
and daylight saving is in effect in Pitts- 
burgh, much to the delight of the jewelers 
of that community. Railroads, as far as sub- 
urban schedules are concerned, also are run- 
ning on daylight saving time. The Derrick 
bill, which was passed by the House, is not 
yet signed by the governor, or was not when 
daylight saving took effect here, so that no 
law has been violated. General business, 
including the banks, are operating on the 
new time, which will continue here until the 
last of September. It was not until the last 
minute almost that it was definite that day- 
light saving would be a reality for another 
year. 


speakers will be Edward H. Hufnagel, presi- 
dent of the American National Retail Jewel- 
ers’ Association, and Dr. Francis Harvey 
Green, head of the Pennington Seminary, 
who made such a sensation as a speaker at 
the banquet of the Philadelphia Jewelers’ 
Club last February. In addition to the 
speakers there will be an excellent musical 
program interspersed with entertainment. 
Among the stars of the evening are to be 
Sascha Jacobinoff, violinist, and Miss Bea- 
trice Kendall Eaton, soprano, formerly with 
the San Carlo Opera Co. The string music 
of the occasion will be rendered by Stause- 
bach’s Orchestra. 

Friday, May 4, will be a general visiting 
day among the local jewelers. 
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Audit of the Harris-Kober Diamond Importing Co. 





Authentic Information as to Condition of St. Louis Firm Not Obtained— 
Merchandise Liabilities Placed at $737,504—Creditors Agree to Settle 
at 33 Per Cent. 














St. Louis, Mo., April 28.—The written 
report of the auditing firm employed to 


examine the books of the Harris-Kober | 


Diamond Importing Co. of this city is in 
the hands of the receiver and the court, as 
well as the Referee in Bankruptcy. 

It is said that the accounts of the com- 
pany were found to be very incomplete and 
lacked essential information regarding as- 
sets and liabilities. This was not helped 
any in the examination of officers and em- 
ployes of the company at the hearings be- 
fore the Referee or in the course of ques- 
tions from the auditors. 

Owing to the lack of information from 
members of the organization efforts were 
made to get the essential data from the 
creditors but many of them failed to even 
notice the correspondence sent them and 
thus the efforts to get certain items straight- 
ened out were not entirely successful. 


There are a number of possibilities as to. 


the cause of certain claims made to certain 
creditors and the books of the company 
which can be explained in the words of the 
report as follows: } 


1. That the inventory of merchan- 
dise on hand at Dec. 31, 1921, was 
grossly overstated, or 

2. That merchandise was being sold 
at considerably less than cost, or 

3. That sales were being made and 
‘not recorded in the books, or 
| 4. That diamonds and other mer- 
chandise were being lost, or 

5. That all the merchandise that was 
owned by the company, Feb, 28, 1923, 
was not inventoried, or 

6. That there had been a heavy de- 
cline in the market value of diamonds 
and other jewelry between Dec. 31, 1921, 
and Feb. 28, 1923. 


Another outstanding item in the profit 
and loss account for the period from Jan. 
1, 1922, to Feb. 28, 1923, is the heavy loss 
from bad and doubtful accounts receivable 
which amounted to $128,469.68. Interest 
charges during the same period were 
$90,226.19, 

The merchandise indebtedness is placed 
at $737,504. List of merchandise creditors 
and the amounts due them were shown to 
be as follows: 

Abraham & Roman, $594; S. & I. Ber- 
man, $2,768; I. Bornstein & Co., $6,517; 
Mack Burnstine, $2,394; Charak & Rinder, 
$40,623; Morris Davidson, $9,326; B. F. 
Dufries, $9,355; Finkelstine Bros., $23,172; 
M. Fine, $5,342; J. Frackman Co., $1,789; 
E. Freres, $5,581; Freudenheim Bros. & 
Levy, $40,261; S. Fuchs & Co., $3,967; A. 
Goldsmith & Son, $15,340; Goldsmith & 
Salter, $6,028; Goldmuntz Bros., $18,689; 
Max Goldstein, $11,469; Goudvis Bros., 
$16,932; H. Gross, $2,466; H. E. Hart, 
$2,074; Helbein-Stone Co., $10,148; Veit 
Hirsch & Co., $3,583; A. S. Hirshberg, 
$53,531; I. Hochberger & Son, $41,093; 
M. Hochberger, $4,439; Holland Dia. Ctg. 


Co., $22,917; Ingomar Goldsmith, $1,608; 
S. B. Kantor, $1,067; L. & J. Katz, $3,055; 
D. Kleinbard, $1,200; I. Kleinburg, $3,717; 
Kloville & Bernstein, $9,598; Knox & Bern- 
heim, $7,223; W. Kuntsler, $6,387; Landau 
& Bush, $5,457; S. Lenkowsky & Son, 
$28,093; Moe Lenkowsky, $7,977; I. Levin- 
son & Co., $4,240; J. J. Loeb & Bro., $5,914; 
N. Mandaag, $12,389; M. H. Mann & Co.,, 
$3,000; H. D. Mantell, $6,858; Chas. Marx, 
$1,146; I. Nebenzahl, $2,500; Oppenheim & 
Strauss, $88,753; H. A. Platt, $820; LeRoy 
Present, $24,170; Phillip Present, $17,306; 
Pressel & Ledeberg, $4,068; David Prob- 
stein, $11,682; M. & A. Rosenberg, $4,913; 
Wm. I. Rosenfeld, $6,033; S, Rothblum, 
$2,814; Rothschild & Loopuit, $17,872; H. 
Schafer, $976; J. Schoen, $1,617; L. J. 
Schoolhouse, $1,311; J. Silverfield, $788; 
Son & Prins, $4,233; S. Steingard, $4,250; 
Stern Bros. & Co., $1,638; Tancer & Was- 
serstrom, $4,853; I. H. Theise, $13,128; E. 
VanDam, $8,295; M. Weinberg, $2,169; 
Whitelaw Bros., $39,513; A. Wolfson, 
$4,547; total, $737,504. 

The creditors have agreed to accept a 
settlement of 20 per cent cash and 1314 per 
cent secured notes and time was extended 
by the court to May 8, so Harris & Kober 
can have the cash and securities ready for 
the approval of the court and creditors. 
Just what action will be taken in this mat- 
ter will depend upon the outcome of the 
hearing on May 8. 





Death of Thomas Hero 


ProvipeNnce, R. I., April 28—Thomas 
Hero, for a number of years associated with 
the local office of Albert Lorsch & Co., 
stone dealers, 131 Washington St., died at 
the Homeopathic Hospital last Wednesday 
following the amputation of a leg last 
Saturday. He served as a Corporal with 
the 112th Field Signal Battalion overseas 
during the World War. He was gassed 
during the manceuvres in France and re- 
cently complications developed which con- 
fined him to his bed at home for several 
weeks. His condition became such that it 
was found necessary to remove him to the 
Homeopathic Hospital, where the operation 
of amputation was decided upon. He failed 
to rally, however. 

Mr. Hero was born in the Olneyville sec- 
tion of this city 34 years ago, where he al- 
ways resided, and after completing his pub- 
lic school education entered the employ of 
the Lorsch concern, with which he was as- 
sociated when he responded to the call to 
colors as this country engaged in the World 
War. Upon his return he resumed his posi- 
tion with the company and remained until 
his health confined him to the house. He 
is survived by his parents, his wife, a son, 
three brothers and a sister, 

Funeral services were conducted from the 
Funeral Chapel, 85 Plainfield St., military 
honors being paid. Manufacturers Lodge 
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of Odd Fellows, of which he was a mem- 
ber, conducted the committal services at 
Pocasset Cemetery, Rev. George C. S. Mac- 
Kay, of the Broadway Baptist Church, 
officiating at the other services. 








PLEADS GUILTY 


William Wachtel Admits Charge of Petit 
Larceny and Will Be Sentenced 
on Friday 


William Wachtel, of S. 2nd St., Brooklyn, 
who several weeks ago pleaded not guilty 
to a charge of petty larceny lodged against 
him by Frank Clemenko, dealer in mount- 
ings, cameo goods and jewelry, 420 Grand 
St., was arraigned last Thursday in the 
Court of Special Sessions on the same charge 
at which time he changed his plea to one of 
guilty. Wachtel will be sentenced on Fri- 
day, May 4. 

The defendant was arrested last March, 
after, it is claimed, he passed a worthless 
check on Clemenko, When Wachtel was to 
be arraigned shortly after his arrest, it was 
found that he was confined to his home 
with an attack of influenza. The following 
week he was brought to the Magistrate’s 
Court, and after pleading not guilty to the 
Clemenko charge was held for the Court of 
Special Sessions. 

At that time there were a number of other 
alleged victims of the defendant’s in court, 
and after they told Magistrate Sweetzer that 
they had been victimized by Wachtel, he 
recalled the prisoner and raised his bail to 
$5,000. Wachtel, it is claimed, passed a 
number of fraudulent checks on jewelers in 
New York. 





— 
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New Jersey Jewelers to Hold Annual Con- 
vention at Asbury Park June 17 and 18 


Newark, N. J,, April 28.—At the regular 
meeting at Achtel-Stetter’s it was decided to 
hold the annual convention of the New Jer- 
sey Retail Jewelers’ Association at the Cole- 
man House, Asbury Park, on June 17 and 
18, and several committees were appointed 
to take care of the details. 

President Jean R. Tack was very much 
pleased with the attendance and the enthu- 
siasm displayed by the members present. 
Never before in the history of the organiza- 
tion were so many activities under way. 
Progress was reported from all quarters and 
a broader feeling towards each other was 
displayed by all present. 

Some of the questions that have been 
aimed at the jewelers have begun to make 
them appreciate the value of co-operative 
effort. 

Manufacturers, wholesalers and retailers 
have all been invited to the convention, and 
speakers of national reputation have been 
engaged to give their views on the jewelry 
industry from all angles. 

The question box will again be used, and 
all may ask questions, which will be an- 
swered by men whose knowledge of the 
jewelry: business cannot be surpassed. 

It is planned to make this convention go 
down in history as being the biggest and 
best, and to make each person the recipient 
of some real good to take back to his fac- 
tory or store. 











Jacob A. Brasley, Dayton, O., has been 
succeeded in business by A. Ellman. 
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Fight Smuggling and Undervalution 





American Jewelers’. Protective Association Urges Members to Send Infor- 
mation Whenever Possible—Government Rewards Will Be Turned 
Over to Informants 














As already predicted in Ture JEWELERS’ 
CIRCULAR, an important movement is under 
way to make more intensive the fight against 
the smugglers and those who undervalue 
merchandise, and in this connection the 
American Jewelers’ Protective Association, 
which has had charge of the detection of 
smuggling in the jewelry trade, has just sent 
out a letter to all of its members urging 
their co-operation in the work. The letter 
explains how the individual jeweler, and 
even his clerks and employes, may at times 
be able to get information that would indi- 
cate that goods have been smuggled, either 
by professional smugglers or tourists, and 
this letter urges that such information be 
immediately sent to the association so that 
the association be in a position to work upon 
It. 

The informant, it is explained, will not be 
brought into the matter in any way, but if 
the smuggled merchandise is confiscated as 
the result, the Government, under the stat- 
utes, can pay a reward, amounting to 25 per 
cent. of the net sum recovered, the amount 
in no case to exceed $50,000. In instances 
where the information has resulted in such 
recovery, the American Jewelers’ Protective 
Association will collect the reward and pay 
it to the informant. 

The letter sent out by the American 
Jewelers’ Protective Association reads: 


Smuggling and Undervaluation 


“Dear SIR: 

“Tt is the belief of our association that 
commercial smuggling in our line has in- 
creased during the past few years. 

“We are now co-operating more closely 
than ever with the Government in trying to 
check that menace to the prosperity of our 
industry. 

“Smuggling of diamonds, other precious 
stones and jewelry has a two-fold evil aspect. 
In the first place, the Government is cheated 
of its just dues, and in the second place, the 
commercial smuggler is guilty of the mean- 
est kind of unfair competition—he robs the 
Government and, because he has not paid 
duty, he is in a position to undersell his 
honest competitors. 

“This association is now bending every ef- 
fort to help detect and bring some of these 
offenders to justice. 

“In order to get definite results, it is high- 
ly necessary that every member of the 
American Jewelers’ Protective Association, 
through his own efforts, through the efforts 
‘of his employes, and particularly through the 
efforts of the people from whom he buys 
goods abroad, should furnish our association 
with information which may lead to the de- 
tection of smuggling or undervaluation. 

“Our members, of course, do not require 
any special incentive to fully co-operate with 
us in stamping out smuggling and under- 
valuation, and for all others there is now a 
very attractive inducement offered under the 
Tariff Act of 1922 for any ‘information 
which leads to a recovery of any duties with- 





held or of any fine, penalty or forfeiture 
incurred.’ 


“The text of this law is as follows: 

“‘Any person not an officer of the 
United States * * * who furnishes 
to a district attorney, to the Secretary 
of the Treasury, or to any customs of- 
ficer original information concerning any 
fraud upon the customs revenue, or a 
violation of the customs laws perpe- 
trated or contemplated, which detection 
and seizure or information leads to a 
recovery of any duties withheld, or of 
any fine, penalty or forfeiture incurred, 
may be awarded and paid by the Secre- 
tary of the Treasury a compensation of 
25 per centum of the net amount re- 
covered, but not to exceed $50,000 in 
any case, which shall be paid out of 
moneys appropriated for that purpose. 
For the purposes of this section, an 
amount recovered under a bail bond 
shall be deemed a recovery of a fine in- 
curred.’ 


“Here is an opportunity for anyone to get 
a reward which may reach the sum of $50,- 
000. 

“Nothing further is required than original 
information, which may be brought to the 
undersigned, or to any of our officers, by 
word of mouth, telephone, telegraph, letter, 
wireless or cable. 

“Such information will be held as strictly 
confidential, to be transmitted only to the 
proper United States officials, and in -the 
event of any duties withheld, or of a fine, 
penalty or forfeiture, the claim for the re- 
ward will (if requested) be made in the 
name of the American Jewelers’ Protective 
Association and the full amount received by 
the association will be turned over to the in- 
formant. 

“Any information, especially that sent 
from abroad, should be as explicit as possi- 
ble, as to the full name of the suspect, the 
steamer upon which he is sailing and, when 
possible, a description of the goods. 

“Apart from commercial smuggling, it is 
a well-known fact that wealthy American 
tourists purchase pearls, necklaces and dia- 
monds and other jewelry abroad, and we 
have good reason to believe that many of 
these costly jewels are then brought into 
the United States without the payment of 
duty. 

“Here is another evil which affects the 
welfare of the American jeweler. This kind 
of smuggling is much easier of detection than 
commercial smuggling, and the hearty and 
thorough-going co-operation, especially of 
the retail jeweler, will do much to lessen it. 

“In the case of private smuggling, infor- 
mation received after the goods have been 
smuggled into this country can often be used 
to good effect. 

“Please give this letter as much publicity 
as possible among your associates and em- 
ployes. 

“We will gladly furnish copies of this let- 
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ter for transmission abroad to your various 
correspondents, and especially to those houses 
from which you buy goods. 

“Counting on your wholehearted support 
in our efforts to ferret out smuggling and 
undervaluation, I am, 

“Very truly yours, 
(Signed) “Meyer D. RoruscuHIzp, 
“President, American Jewelers’ 

“Protective Association.” 


STAMPING LAW CASES 











Two Convictions Obtained Last Week in 
Fight Against Fraudulent Marking 
of Jewelry 


Two more convictions were obtained last 
week in the campaign being conducted by 
the Good and Welfare Committee of the 
National Jewelers Board of Trade and other 
organizations to wipe out false stamping in 
the jewelry industry. The two defendants 
convicted last Friday in the Court of Special 
Sessions were Isaac Rosenbaum, 71 Nassau 
St., New York, and Samuel Posner, 135 
Bristol ‘St., Brooklyn, N. Y. Sentence will 
be passed on these defendants on Friday, 
May 4. 

The Rosenbaum case was the first to be 
tried last Friday, when the defendants were 
brought up before Judges ‘Frischi, Murphy 
and O’Keefe. This defendant was charged 
with selling a signet ring marked “14k.” 
which, when assayed, it was claimed, showed 
less than 12 karats fineness. Posner, the 
other defendant, was charged with selling 
the ring to Rosenbaum, and when his case 
came up, he pleaded guilty. 

The first witness to take the stand against 
Rosenbaum was Inspector Morgan, of the 
Bureau of Weights and Measures, who testi- 
fied that he had purchased a ring from this 
defendant at his store and paid $9.75 for it. 
It was marked “14k.,” and he told the court 
that he had turned the ring over to Mr. 
Shields, of the United States Assay Office. 
Mr. Shields took the stand and testified that 
he had assayed the ring in question and that 
he found that it contained less than 12 karats 
of gold. Mr. Rosenbaum, in his own defense, 
took the stand and testified that he had pur- 
chased the ring from Mr. Posner, 135 Bris- 
tol St., Brooklyn, and was under the im- 
pression that the ring was 14-karat gold. 

The case was presented to the court by 
Assistant District Attorney Hogan, who has 
constantly co-operated with the jewelry trade 
in the handling of these cases. Morris L, 
Ernst, of Greenbaum, Wolff & Ernst, was 
also in court assisting in the matter. 

After the defendant rested his case, the 
judges promptly found him guilty. The de- 
fendant’s attorney made a plea that his client 
had no knowledge of the violation. The 
court deferred sentence in this case until 
Mr. Posner had been heard. 

Immediately after Rosenbaum’s convic- 
tion, Mr. Posner pleaded guilty without go- 
ing to trial, but in a statement made to the 
court by his attorney it was intimated that 
the mark in question was not placed there 
by his client ‘Mr. Posner. The  sen- 
tences in both cases were put over to May 4 
and the entire situation was referred to Chief 
Probation Officer O’Connor, who took all 
of the witnesses to his office and conducted 
a lengthy examination. 
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BLACK SPIN ELLE 


(Known to the Trade as Black Sapphire) 
ze 











A Genuine Stone of Great Beauty 


Has a brilliancy far exceeding that of Onyx. It has been used thus far only in the creations of . 
exclusive shops, but we have made it available for all manufacturing purposes and carry a com- a 
plete stock of CALIBRE shapes and sizes. | 

® 


Watch this space for further announcements 


H. NORDLINGER’S SONS, Inc. 


Importers and Dealers in Precious and Semi-Precious and Imitation Stones 


New York City, 70 West 40th Street 
Paris, 32 Rue Beaurepaire Gablonz, a/N., Jaegergasse 3 Providence, 63 Washington St. 
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Samuel Lenkowsky & Son 


Importers of 


DIAMONDS 


Announce that they are now located at 


170 Broadway 


Telephone NEW YORK Suite 
Cort. 1955 306-307 





























THE LATEST CREATIONS 
REAL STONE BEAD 


CrHOKERS 





ROlkESE CRYSTAL SWISS LAPIS — CHALCEDONY (BI parepairsespcponmla anand 
ui 

EGYPTIAN CARNELIAN SIBERIAN LAPIS TOPAZ seed CARNELIAN (Red) 

AMAZONITE AMETHYST TURQUOISE AVENZURINE © 


ALSO EARRINGS TO MATCH 


A. SCHORR & CO. = Serpe Precious and 15 Maiden Lane 
A. &S. ESPOSITER == EXPERT LAPIDARIES [i ~ GEM 
Ss ISELL 


























NEW YORK We are always in the market for fine rough 
Tele. Bryant 4787 gem material. 
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Notorious Check Forger Sentenced 








Walter H. Kratz, alias “Dr. Goehle,” Sent to Prison for from Ten to Twenty- 
Five Years by Ohio Judge 

















CreveLannD, O., April 28—Walter H. 
Kratz, brought here from Baltimore to an- 
swer a charge of forgery, was found guilty 
and on last Tuesday was sentenced to serve 
from 10 to 25 years in the Ohio State Pen- 
itentiary on a charge of forgery. Kratz 
was alleged to have forged a check for 
$1,025 on a Cleveland jewelry concern under 
the name of “Dr. Goehle.” He told the 
court that he graduated from two eastern 
colleges of medicine. He passed the check 
on the Bowler & Burdick Co., on Nov. 13, 
1920. 

Before sentencing Kratz, Judge Bernon 
said that he was wanted in other large 








arrested by the Baltimore police and given a 
suspended sentence it was felt that a strong 
case could be pressed against him by the 
Cleveland authorities. : 








Isidore Wolinsky, New York, Files Schedules 
in Bankruptcy Showing Liabilities of 
$20,889 and Assets of $5,749 


Schedules in bankruptcy were filed in the 
United States District Court, New York, 
last Friday, by Isidore Wolinsky, retail 
jeweler, 47 Chrystie St. The liabilities are 
placed at $20,889 and constitute secured 
claims, $4,650, and unsecured claims, $16,- 





WALTER H. KRATZ, CLEVER FORGER, SENT TO PENITENTIARY 


cities on similar charges and that he had 
swindled jewelers all over the country out 
of about $200,000. Kratz, it was charged, 
studied the habits and handwriting of Dr. 
Otto Goehle, 15703 Detroit Ave., whose 
name, it was charged, he forged on the 
check. When sentence was passed, Kratz 
said to the judge, “You might as well send 
me up for life.” 

According to the circulars sent out to the 
jewelry trade, Kratz operated in the same 
manner wherever he went. He would pass 
as a wealthy doctor, look at expensive jew- 
elry and after haggling about the price, pay 
for it with a forged check. Kratz had pre- 
viously received an 18 months’ sentence in 
Pittsburgh and a suspended sentence in 
Baltimore, Md.,-on similar offences. The 
fact that he operated for two years before 
being caught stamps him as being one of the 
cleverest crooks in his line who has ever 
operated in the jewelry trade. 

A long report about Kratz and a list of 
his victims appeared in THe Jeweters’ Crr- 
CULAR on Dec. 7, 1921. This report told 
how Kratz had visited jewelers in different 
cities and how he had succeeded in carrying 
on his check swindling game. He has pre- 
viously been unusually successful in getting 
out of trouble and this sentence of 10 to 25 
years is the first real severe one he has re- 
ceived so far as is known. When he was 


239. The assets amount to $5,749 and con- 
sist of stock in trade, $2,000; household 
goods, machinery, tools, etc., $500; debts due 
on open accounts, $149, and policies of in- 
surance, $3,000. Involuntary bankruptcy 
proceedings were instituted against Mr. 
Wolinsky on Oct. 23, 1922. 

Among the largest unsecured creditors are: 
Bellmark Jewelry Mfg. Co., $192; Crescent 
Chain Co., $106; Cohen & Perlmuter, $330; 
M. Fabrikant, $448; Gemart Jewelry Mfg. 
Co., $263; A. Goldman, $456; Joseph Klein, 
$186; M. Kroog, $205; M. Levy, $121; J. 
Lippman, $443; Metropolitan News Co., 
$600; Providence Stock Co., $362; Sagar & 
Samitt, $114; B. Sherer, $375; A. Suderov, 
$325; Philip Simbovsky, $326; M. Marko- 
witz, $500; Schneider & London, $198; 
Stein & Koslow, $123; Selinger & Langer, 
$170; Triangle Jewélry Co., $203; Vulcan & 
Reiter, $244; M. Wallack, $319; D. Kadan, 
$180; I. Kadan, $410; H. Baum, $400; Jo- 
seph Klugman, $204; Isidor Lowenfeld, 
$385; H. Perlman, $141; J. Peyser, $152; 
Bank of United States, $1,250; Dubinsky & 
Indorsky, $177; M. Schorr, $114; Louis 
Diamond, $1,557; Isidor Diamond, $250; B. 
Charak, $221; Frank Linko, $178; H. Gold- 
berg, $268; Philip Goldberg, $291; I. Mar- 
golies, $140; Jacob Rinder, $190; S. Sigman, 
$196; Morris Herman, $2,000, and J. Klein, 
$170. 
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IMPORTANT LITIGATION 


Actions Brought Against United States Gov- 
ernment to Recover for Property Stolen 
While in Custody of Customs Agents 


Two suits of great importance to im- 
porters, especially those who have suffered 
losses of merchandise through pilfering 
while the merchandise was in the custody of 
the Government, were ‘instituted in the 
United States District Court, New York, 
recently by the Mark Cross Co. and Geo. I. 
Fox, Inc. The actions are brought for the 
purpose of compelling the Government to 
pay the value of the goods which these de- 
fendants claim were lost while in the pos- 
session of the plaintiff. 

The Cross concern claims that it suffered 
the loss of a large quantity of high-class 
gloves while in the custody of the Customs 
authorities, while Geo. I. Fox, Inc., alleges 
that it lost a valuable shipment of raw fur 
skins. Both concerns are represented by 
the law firm of Walden & Webster, 17 Bat- 
tery Place, New York. 

These suits will undoubtedly be of great 
interest to the jewelry trade in view of the 
fact that many members of the industry 
have suffered similar losses of merchandise 
while shipments were in the hands of the 
Government. It has been the general opin- 
ion of importers and lawyers that the Gov- 
ernment was morally responsible but that a 
suit could not be maintained to recover the 
loss. The Board of General Appraisers and 
the Court of Customs Appeals have decided 
that duties on stolen goods where the ap- 
praiser discovered the shortage on examina- 
tion of the change in public storehouses 
must be refunded. 

The law concern representing the de- 
fendants express the opinion that the Gov- 
ernment having taken private property and 
not having returned it, must pay its value 
to the owner. They are also of the opinion 
that the United States District Court has 
full jurisdiction over such a case under the 
acts of Congress and decisions of the Su- 
preme Court. They contend that much of 
the stealing that has been going on not only 
on the docks and on the trucks of official 
truckmen but in the appraisers’ stores as 
well, could be stopped and should be 
stopped. Their position is that if the Gov- 
ernment takes possession of the citizen’s 
property for its own purposes, to check up 
and ascertain the correct amount of duty and 
to secure the collection of same and fails to 
guard the property against the theft, it 
should stand the loss. It is pointed out 
that the merchandise is not taken into public 
store for the benefit of the importer but 
solely to enable the Government to ascertain 
the proper duty. 





Siena 
—— 


The Fynestone Mfg. Co., Lansdale, Pa., 
exhibited its line of solid mahogany special- 
ties at the Pennsylvania Hotel, New York, 
a short time ago. Candlesticks, smokers’ 
articles, clocks, lamps, colonial globe sticks, 
flower vases, electroliers, etc., were shown 
in many designs and patterns. Included in 
this exhibit was also shown the line of A. 
H. Bien, of Philadelphia. This line was 
composed of fiber composition console sets 
in polychrome, dull and antique finishes; 
also, silk tailored lamp shades and torchieres 
in many colors and designs. 





mene are 











414 THE JEWELERS’ CIRCULAR May 2, 1923. 
THE WASHBURN 


SECURITY MAGIC NUT 
Automatic Holder for ear studs, scarf-pins, 


for all sizes of scarf- ote. 
pin wire. Guaranteed. 


L 8} 


for unpierced ears, 


SAFETY CATCH 
for Brooches, etc. 
Can be applied to any 
work — pin tongue: 

=) used 


Closed. “= = 
 aetines Circular on Application. 
Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN, 108 Fulton Street, N.Y. 
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FROM MINES TO MARKET 


Jobbing Stones 


Get the habit of mailing your 

E jobs to us, for quick and effi- 

cient ser’ ice, at right prices, 

also stone seal engraving, en- 
crusting, and lapidary work. 











. FINE QUALITIES Medical 

= Ophthalmology 

= By Arnold Knapp, M.D. 510 

~ pages, with 32 illustrations. 

2 x Chapter I, comprising 80 

° = pages, is devoted to the anat- 
Me omy of the eye and especially 

S| American Gem & Pearl Compan |. 

e om = ice, $5: 

= —_— “ P y ~ The Optical Publishing Co. 

~ 6 West 48th Street, NEW YORK CITY ~ 11 John St. New York 

> LONDON PARIS @ 

a 26 Holborn Viaduct “4 Rue Lafayette 5 
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ONYX RING STONES 


Diamond 
EARRING STONES 
ONYX and AMBER BEADS 


THE DOUBRAVA CO. 
61 Beekman St. New York 


Pearl Stringing 


Expert Workmanship 
Precious and Semi-Precious Necklaces 
Strung with Knot Between Pearls—Fancy Mesh 


7 W ad st. Anna G.Page New York 

SEED PE ARL Seed Pearls Twisted. 

Repairing 

ne FRANK C. OSMERS 
2 West 47th Street, New York City 


Suggestions and estimates on request. 








The Jewelers’ Circular Publishing Co 
11 John Street, New York 




















Established 1886 


CHARLES KOHLBUSCH 


Manufacturer of 


Fine ie Balances and Weights 


215 Sot ?- N. J. 
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Reports from the European Diamond Markets 





Conditions in the Diamond Centers of London, Paris and Amsterdam as 
Reported by Correspondents of The Jewelers’ Circular 























Lonpon, April 19.—Business is quiet in 
this center at the present time both among 
wholesale and manufacturing jewelry con- 
cerns. There is, however, some business 
being done with the colonies which pro- 
vides trade for some of the diamond 
brokers here. At the present time, the de- 
mand seems to be limited to small gems 
which have advanced in price and are meet- 
ing with a ready market providing they are 
of good color and quality. It is difficult to 
find large stones as they have been used for 
recutting into smaller gems and are not 
plentiful in the market at the present time. 
So far as other branches of the diamond 
trade are concerned, it can be reported that 
some business has been done of late by pearl 
dealers. Trade in this branch of the in- 
dustry was increased on the occasion of the 
wedding celebration of his Royal Highness 
the Duke of York. By presenting a sap- 
phire engagement ring to his bride, the 
Duke directed attention to these gems which 
have been selling more freely of late. This 
same condition existed last year when the 
emerald was a wedding present for Princess 
Mary. The rough material market is very 
firm. There have been many buyers from 
both Amsterdam and Antwerp. The Bult- 
fontain consignment as well as outside offer- 
ings were quickly taken. During the past 
fortnight there have been a number of 
auctions where high prices had been paid 
for articles. Among the offerings sold at 
Christies of late, was a single row pearl 
necklace of 39 large pearls which realized 
£8,000, while one pearl of extraordinary 
quality weighing 100 grains sold for £6,400. 


* * * 


AMSTERDAM, April 20.—Business in this 
market has been fairly good during the past 
month. There have been a large number of 
foreign merchants here and a considerable 
amount of business has been transacted 
both in medium and good quality diamonds. 
There has also been a demand for small 
brilliants and other gems. At the present 
time there is a strong demand for small 
sizes. Manufacturers, however, have been 
complaining because of the small margin of 
profit due to the sharp competition. There 
is every reason for an optimistic outlook so 
far as trade conditions are concerned. The 
American and Canadian markets are buying 
rapidly and there is a good demand for in- 
dustrial diamonds which has resulted in a 
further increase of prices. “Rough” of 
good quality are not as active as formerly 
although some orders are coming in for 
parcels in medium qualities. Employment 
among diamond workers remains steady, 
about 5,000 men being at work at the 
Present time. Many of the small manufac- 
turers which temporarily suspended business 
have resumed operations or are making 
plans for opening their factories within a 
short time. 

x * * 

Paris, April 20.—Reports from the dif- 

ferent centers in the diamond trade indicate 





an optimistic mood is prevailing among 
jewelers as a result of the Spring season 
sales which are said to have been very satis- 
factory so far. It is at this season of the 
year that foreign buyers and tourists visit 
this market and the health resorts and they 
have a beneficial effect upon trade here. 
Wholesale firms are fairly well satisfied 
with the result of the business of the first 
quarter of the year. Some orders have been 
coming forward from the Indian and 
colonial markets and representatives of the 
concerns from these sections have been in 
the market. A strong demand has been 
noted for medium qualities of méleé and 
small eight-cut gems. A few firms have 
made fair purchases of large size stones of 
good qualities. Judging from the inquiries 
which have been made during the last few 
months, it is fair to assume that so far as 
large stones are concerned, the higher 
grade of these gems are meeting with a 
better market than previously. It has been 
learned that during the past fortnight a con- 
signment of old cut diamonds exported 
from the Russian market, confiscated by the 
Bolshevik regime, were purchased in this 
market and in Amsterdam. It is quite 
obvious that these gems can be sold at a 
price below that which manufacturers can 
produce gems and consequently this may 
slightly hamper the course of regular trade 
but such gems are quickly taken from the 
market and do not have any effect upon the 
general market prices. The cost of rough 
material is higher than for the past few 
months and it can also be reported that 
there is an increase in the number of men 
employed in the diamond cutting industry. 








Colorado Jewelers Ready for Convention to 
Be Held at Colorado Springs, 
May 7 and 8 


CoLoraDo Sprincs, Colo., April 27.— 
Preparations for the annual meeting of the 
Colorado Retail Jewelers’ Association to be 
held at the Antlers Hotel, May 7 and 8, 
have been completed. An attendance of 100, 
the largest since the organization has been 
formed, is expected at the sessions. 

Mayor Ira Harris will formally open the 
convention at 10 o’clock May 7, at the 
Antlers Hotel with an address of welcome. 
A response will be given by Max Strosberg, 
Trinidad, who will be followed on the pro- 
gram by J. W. Mahan, Colorado Springs, 
State president. The morning session will 
close the business meeting. 

“Semi-Precious Stones,” is the subject on 
which William Kley, of Denver, will speak 
at the opening of the afternoon meeting. 
G. E. Hemenway, of this city, will talk on 
advertising and Fred F. Syman, of Denver, 
will speak on the repeal of the luxury tax 
on jewelry. Both of these will be followed 
by discussion, as both subjects are of vital 
interest to jewelers. 

The following day, Jess Hanson, of 
Denver, will read a paper on “Watch Re- 
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pairing,” Frank P. Allen, of Denver, on 
“The Diamond Situation,” and W. T. Hil- 
ton, of Pueblo, on “Salesmanship.” Each 
of these talks will be followed by discussion. 
The meeting will be concluded with reports 
of various committees and election and 
installation of officers. 

A banquet and special program. is being 
arranged for the evening at the Antlers 
Hotel. 








PARIS PEARL MARKET 


Activity Affected by Rate of Exchange— 
Jewelers in Southern Cities Helped 
by Trade of Tourists 


Parts, April 20—The pearl market of 
this city is in a fairly satisfactory condition. 
The last month of 1922 showed an extraor- 
dinary activity and a number of very im- 
portant transactions were recorded and many 
sales made to a large number of foreign 
buyers whose presence here was co-extensive 
with the activity of the market. But the 
good condition was not to remain for long. 
Suddenly the situation changed as the rate 
of exchange on London began to rise. Im- 
mediately those dealers who bought for 
speculation stopped purchasing and raised 
all their prices, as many of them found they 
could not replace articles at the prices at 
which they were selling them. This caused 
a decided modification in the activity of the 
market. 

But for several months American buyers 
have been prominent in the market and many 
are still here, their purchases being notable 
along the lines of very fine goods and it 
looks now as if in these lines stocks will 
soon be cleared out. The consignments ar- 
riving from India appear very high in price 
in consequence of the high exchange rate 
and this has made business quiet as no spec- 
ulation is going on. There have been some 
Arabians here who came directly from the 
Persian Gulf and who sold their products to 
the principal dealers of the country. 

Business in the south of France has been 
fairly lively from January until date. This 
is due to the fact that the towns where the 
sun shines were full of American and En- 
glish visitors who found their money had 
large purchasing power and consequently 
bought to a large extent. The jewelers of 
this section of France expect a very good 
Spring and Summer season as a result of 
the tourist trade. 

The jewelry trade of France has suffered 
much more from burglars and thieves re- 
cently than ever before and in fact the op- 
eration of these men has been on a much 
larger scale than usual as well as much 
more daring in the way they were carried 
out. A short time ago two Parisian shops 
were robbed during the night. St. Mar- 
seille, one of the principal jewelers on one 
of the busiest streets (La Cannebiere) also 
was robbed in the daytime between 1 and 2 
o’clock when masked thieves armed with 
revolvers held up his son and clerk and got 
away with jewelry worth 200,000 francs. 
The proprietors were threatened with instant 
death if they called out. The thieves had a 
motor car waiting for them on the street 
in which they escaped. They were caught 
by the police, however, some time afterward, 
but no trace of the stolen goods has yet 
been found. 
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California Jewelers Hold Thirteenth Convention 





Hoodoo Number Had No Effect on Big Gathering of Golden Gate State 
Jewelers—New Officers Elected, Interesting Addresses Delivered 
and Question Box Featured 














San Francisco, Cal., April 25.—Officers 
were elected, a number of interesting ad- 
dresses delivered, a banquet enjoyed and 
much business of importance to the associa- 
tion transacted at the 13th annual convention 
of the California Gold and Silversmiths’ 
Association, which was held here April 12, 
13 and 14. Delegates were in attendance 
from points as far as 600 miles away. 


Thursday 

The first day of the convention was de- 
voted to registration of members and guests 
and a general get acquainted meeting fol- 
lowed by a short session which was featured 
by an address of welcome by Constant J. 
Auger, the reading of the minutes of the last 
convention, reports of officers, appointment 
of convention committees, the reading of 
questions and answers from the 1922 ques- 
tion box and an address by President 
Godfrey Eacret. His address was as follows: 


ADDRESS BY PRESIDENT EACRET 


The improvement in general business conditions, 
reflected naturally in a steadily increasing volume 
for the retail jeweler, should bring us together at 
this time, in a frame of mind conducive to good 
fellowship; full of “pep”; ready and eager for 
discussion and argument; determined to attend the 
convention sessions regularly, and particularly to 
be on time and here in force when we are to have 
the opportunity of hearing from our invited guests. 

These three days should be productive of pro- 
ceedings tending to broaden your vision, and you 
should leave for home after the adjournment of 
this convention better jewelers, and better men and 
women, if you contribute during the sessions, your 
share toward this end. 

Addresses from your presiding officer, as well 
as reports of all officers, are necessarily for the 
most part tiresome, dealing as they must with nu- 
merous details. 

Consequently I shall restrict my remarks to a 
few minutes only, and head them as follows: 


1. What your association is to you. 
2. A few dont’s. 
3. A few of your duties. 


WMAT YOUR ASSOCIATION IS TO YOU 

Assurance of organized resistance against unjust 
attacks of all kinds. 

Opportunity to discuss, through your executive 
committee during the year, and personally with 
your fellow jewelers in convention assembled once 
each year, your problems, on the correct solution 
of which rests your future prosperity. 

An agency for successfully combating fraud and 
dishonesty, whether directed at our association, or 
at cur membership as individuals. 

Opportunity, if you wish to embrace it, of se- 
curing up to $18,000 of insurance at a saving in 
premium of from 30 per cent. to 40 per cent. 

Your one organization continually working to- 
ward elimination of trade abuses, such as free en- 
graving—free delivery to distant points—loaning of 
watches—time guarantees—and, fellow jewelers, 
the to my mind, most serious menace today, next 
te the unjust sales tax, the no price retailer mas- 
querading upstairs as a wholesaler. 

Concentrated efforts, sanely and continuously di- 
rected, can and will ultimately correct all of 
these abuses, just as surely as the unceasing drop 
of water finally wears away the toughest rock. 

DON’T 

Don’t relax your efforts to promote every com- 
mendable action tending toward the uplifting of 
our craft. 

Don’t overlook meriting the full confidence of 
the general public; without which we cannot be 
successful. 

Don’t give free service, which you are entitled 


to sell and make of yourself a profit burner—not 
a business man. 

Don’t get discouraged—remember the great Lin- 
coln—*“Failed as a business man—and spent 17 
years squaring debts of a worthless partner—was 
defeated for Legislature cf his State—defeated 
when candidate for U. S. Senate—defeated for 
Vice-Presidency iu 1856—again defeated in 1858— 
and finally became one of our greatest Statesmen 
and grandest American.” 

Don’t hesitate to send during the year to the 
executive committee any question on which you 
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desire their advice. Your committee is willing and 
anxious to be a live asset. 

Don’t forget to tell us what you think of our 
modern engraving chart. 

Den’t forget, “if you wish to receive from your 
employees, their best services, you cannot nag, 
scold, hound and find fault with them—for while, 
occasionally you find one conscientious person who 
does his best under all circumstances there are a 
thousand who return what they receive, and pay 


back kindness and censideration with increased 
effort; ingratitude with contempt, and_ scornful 
scolding with hate.” 

Here are some of your duties: 

Bring up for discussion from the floor, or 


through the Question Bex, every subject, the cor- 
rect sclving of which, will aid in making this con- 
vention one of accomplishment. 

Urge the adoption of standards that will reflect 
only credit on our craft; represent ideals of which 
we may feel 100 per cent. pride; and safeguard 
the quality of our merchandise, 

Conduct your asscciatiin as a business proposi- 
tion. 

Elect for your officers and executive committee, 


those who can provide experience and expert 
knowledge to cope with all situations that may 
arise. 
Thank you. 
Friday 


During the morning session on the second 
day questions were placed in the question 
box and then followed an address by 
Armand Jessop on “The Elimination of the 
Five Per Cent. Excise Tax on Jewelry.” 
His address follows: 


May 2, 1923. 


ADDRESS OF ARMAND JESSOP 


It will not be necessary for me to explain to you 
what this sales tax is. Most of you know too 
much about it already, and if we can arrange mat- 
ters so that we can forget it entirely, it will be a 
source of great personal pleasure to me—and in 
addition to that, it will help to justify the exist. 
ence of National, State and local associations, with. 
out which great works of this kind cannot be ac 
complished, and would not be accomplished with- 
out organized effort. 

I am inclined to believe that some other man 
might have carried more weight on this committee, 
but I assure you it is a pleasure to me to add my 
bit to the general welfare and I have had every 
assistance from many prominent members of our 
craft whenever I have called on them for help 
and advice. 

You know all about the injustice, the wrongs 
that are thus hung about an honest man’s neck, 
until sometimes the choice is dishonesty or failure, 
You will remember that this tax started during 
the war, as a tax at the source. Only desperate 
effort on the part of Meyer D. Rothchild, Harry 
Larter, Mr. Steele and others kept this from be 
ing a 10 per cent. tax, with an additional 5 per 
cent. floor tax on our present stock on hand, pay- 
able at once. The bill was before the House, and 
only when southern jewelers wired to Claude 
Kitchin, at the suggestion of Mr. Rothchild, would 
Mr. Kitchin amend his own bill. The work he 
has done for us is prodigious; and the jewelers 
owe to him a great debt of gratitude. After fight 
ing for its elimination for years, he conceived the 
plan of appreaching each candidate for office and 
getting his promise before election. This was tried 
out in Indiana under the direction of Ralph Roes- 
sler and became known as the Indiana plan. It 
was so successful that the plan was adopted at 
the last American National Retail Jewelers’ con- 
vention and Mr. Roessler was made chairman of 
a committee appointed by Mr. Hufnagel. The 
committee appointed bas worked hard, and the re- 
sults have been highly gratifying, so much so that 
we have a gocd majority pledged to help us when 
the time comes. Out of 435 representatives, we 
have 241 favorable—37 opposed—157 not heard 
from. These men not heard from are mostly in 
the south and Mr. Hufnagel has just made a trip 
through that section, and favorable reports are 
coming in very nicely. So that we hope to have 
not less than 350 votes out of a possible 435. 

The work in our State was comparatively easy, 
After receiving the appointment and finding that 
I could not pass the job to the broad shoulders of 
our genial president, I went after it. Mr. Eacret 
sent down Mr. Marliave and we mapped out a 
plan. I found that Mr. Eacret had written, in 
the name of our association to every Senator and 
Representative with many favorable answers. 

To reach the rest, we sent out a circular to 
every jeweler in California—450 of them—urging 
them to write to their own Representative, using 
Meyer D. Rothchild’s argument that a Congress 
man will pay more attention to the smallest of his 
constitvents than to the largest man who is not his 
constituent. Hundreds of letters were sent and 
scores of telegrams. The wholesalers were ap- 
pealed to and they helped us wonderfully, getting 
replies from several that we had been unable to 
influence. The total result was fine and puts us 
up in the front rank for results obtained. How- 
ever, we are not yet 100 per cent. Senator John- 
son is very non-ccommital. 

taker, of Alturas, and Curry, of Sacramento, to 
date will not answer. These and Mrs. Nolan, of 
San Francisco, are still being worked with. Phil 
Swing, my own Congressman, is opposed, and re 
cently I made a trip to the Imperial Valley, his 
own home, and visited every town and every 
jeweler in cvery town. They all promised they 
would gg after him and educate him—individualy 
and coMcctively—and I believe when he knows and 
realizes the truth, he will be with us. 

Who is Ralph Roessler? He is a young dynamo 
who is putting over the most vigorous trade cam 
paign that has ever been put over in this country. 
Mr. Hufnagle made no mistake in appointing him 
to the job. I wish you could all read his letters 
to me; they are fine—full of good sense and im 
spiration. He recently made a fine speech at 
Nebraska, and I have a few copies of it that I 
want you to read. 

Mr. Hufnagel, Mr. Roessler and the committee 
have assumed the responsibility of carrying on this 
fight, along the lines they have laid out, until it 
is won. To do this they felt it advisable to et 
gage an expert to draft the bill, and to advise them 
from time to time. They found such a man if 
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Mr. Mullholland and have engaged his services. 
Mr. Mullholland is a past-president of International 
Rotary. He is intimate with most influential men 
in Washington. He has made eight trips to Eu- 
rope on Government private business during and 
since the war. He was the originator and or- 
ganizer of the three-minute speeches during the 
war. I have met him and have every confidence 
in him. 

The financing of this campaign will cost con- 
siderable—Mr. Roessler estimates $10,000—and to 
raise these funds has suggested that the Nebraska 
plan be adopted—each jeweler give 5 per cent. of 
his last annual total tax, sending in as a start, 1 
per cent, and the rest later if, or as needed, and 
I will ask this convention to take that matter up 
later on. 

The next point to win is the assistance of Secre- 
tary Mellon. This is being worked on now. Then 
will come the Ways and Means Committee’s rec- 
ommendation, and we have strong friends in that 
committee. Then will come the final drive; you 
will be notified in time when to act, and if you 
will act vigorously—writing and wiring to your 
Representative to be sure to attend to that bill of 
yours—we shall win. And when we have won, 
don’t give it away. Remember that it was months 
after the tax was imposed before we began to col- 
lect it. Now is your chance to recoup. Perhaps 
our State president will give us the word when, 
so that we may all act in unison—and this is the 
way we should do’everything—in unison. 


Herbert Jackson was another speaker at 
this session. He chose as his topic “How 
to Handle Special Order Jewelry Work.” 
He spoke as follows: 


ADDRESS OF HERBERT JACKSON 


I have been asked to tell you the way in which 
we get our orders. 

We believe cur method to be somewhat different 
from the average jeweler, inasmuch as we make a 
sketch in the presence of our customers instead 
of submitting a design to them at a later date, 
thereby losing without a doubt a large percentage 
of perspective orders, Many people go into a 
jewelry store merely. to get ideas, planning a little 
later to have the work made up for them. 

Our way in many cases gets the order right at 
the time, our customer often remarking afterward, 
“Well! I didn’t intend to leave the order now at 
all.” 

Our method is as follows: 

A woman comes into our store, say with 15 
diamonds. She wishes to get an idea as to the 
way to set her stones up to the best advantage. 

In most cases she hasn’t any ideas of her own. 
In talking with her, we ‘find that a dinner ring 
made in platinum wowld please her. We submit 
to her some of our own rings from stock to see if 
the style and general appearance appeals to her. 
If such is the case then it is a very simple mat- 
ner to conclude the order. We explain the posi- 
tion her diamonds will occupy in relation to the 
diamonds in our ring. 

If, however, we are unable to please her by our 
stock, or, maybe, designs of rings which we have 
on hand, we sketch before her designs, until we 
find one which meets with her approval. After 
reaching this stage, we sometimes go a little further 
into detail if we think it necessary, so as to be 
sure that the finished ring will be all that she ex- 
pected. Especially is this necessary if your cus- 
tomer has decided ideas cf her own. During the 
procedure cf said sketch, we talk to her as the 
pencil moves over the paper, that we can help her 
visualize the finished ring, so that the sketch and 
explanation gives the impression we wish tc con. 
vey. 

A great deal of time is saved in this way from 
not having people to cail back and also, as the 
old Latin poet said, “Seize the day,” in other 
words, we are more sure of orders if we can show 
a sketch right at the time. 

We find this method very successful with us, we 
rarely losing an order. 

The price we leave until the last—unless it 
seems advisable to tcll her before hand, or if we 
are asked to give an idea first as to cost. 

The time consumed on an average is from 10 to 
30 minutes. 

I am pleased to state the completed order goes 
over big—the finished article always being more 
beautiful to our customer than anticipated. 

We believe if more jewelers would use this idea, 
it would help eliminate a certain amount of shop- 
ping. 

In a great deal of work taken over the counter, 
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even in repair work, we use our pencil constantly, 
and yet our sketches are quite rough as they are 
made quickly. 

I believe the success of this plan with us, is 
partly due to the fact, that there is an active pic- 
ture before the customer’s mind constantly and it 
holds their interest. 

After our order is taken we then give our 
jeweler a more detailed sketch so that to be sure 
that the finished article will be in accordance to 
cur customer’s idea. 

However, there is still another element which 
is very important and that is the customer who 
has decided ideas as to what they like, even goes 
into great detail as to the exact design of the 
pierced work, etc. 

I have a case in mind that happened about two 
months ago. 

A certain woman was sent us by one of our 
customers atid a stranger to us. She was living in 
San Francisco and came to Oakland to see us 
about two rings and a bar pin. Out of three 
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stones to be made up, two were unusual in shape 
and color, one an odd shape opal matrix, the other 
a star sapphire. The third just an oval tour- 
maline. The first two I drew a sketch for each 
explaining in the manner already described as 
to the design, etc. In five minutes the two orders 
for rings were forthcoming as I had only to draw 
one design for each and seemed to just strike her 
right—but the bar pin! I crew at least 15 ideas 
as to the kind of open work that should go into it. 
The general shape and size I got very quickly. I 
finally succeeded in giving her just the design she 
liked. Another thing this customer was most par- 
ticular as to the finish of the articles and I carried 
out her wishes to the letter. After these articles 
were finished she was very well pleased with 
them; and gave an crder for two more rings, 
which was easily and quickly taken and she went 
away very well pleased. Her home is up north 
and said she was going to give us all her work, 
in fact, had several things in mind which she 
would send down. 

This case required a great deal of patience and 
tact, but we feel that the result finally attained 
was worth the effort. 

In fact, we believe that every effort should be 
made by all jewelers to create and keep the pub 
lic’s confidence by trying their utmost to please 
their customers, giving them a good quality of 
merchandise that will stand up so that we all can 
truly say that we sell “Gifts that Last.” 


John C. Meindress addressed the conven- 
tion on the works of the Jewelers Security 
Alliance. 

At the afternoon session a talk was given 
by Albert C. McMahon on “How to Sell 
Merchandise,” followed by Albert H. Elliot 
on “Keeping Within the Law”; George A. 
Brock on “The Cost of Doing Business” and 
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the discussion of questions from the question 
box. 
Saturday 

The Saturday morning session was opened 
with an address on “The Better Business 
Bureau and Its Work.” Next came an 
address by James A. Montgomery on 
“How to Succeed in the Jewelry Business” 
and one by C. W. Ernsting on “How San 
Diego Solved the Engraving Problem.” 

An interesting feature of the afternoon 
session was a talk by George Kocher on 
“Co-operative Advertising and How to 
Make It Pay.” This was followed by the 
reports of committees, the adoption of reso- 
lutions and the election of officers. The 
election of officers resulted in the following 
choice: President, James A. Montgomery, of 
Montgomery Bros., Los Angeles; vice-presi- 
dents, Constant J. Auger, San Francisco, 
John R. Kocher, of R. Kocher’s Sons, San 
Jose, and Armand Jessop, of J. Jessop & 
Sons, San Diego; secretary, M. A. Hirsch- 
man, of Hirschman & Co., San Francisco; 
treasurer, James A. Sorensen, of Sorensen 
& Co., San Francisco. The executive board 
consists of these officers with the addition 
of James V. Donavan, L. S. Nordlinger and 
Godfrey Eacret. E. C. Marliave continues 
as field secretary, a position he has filled 
since the organization of the association. 

The annual banquet was held at the Palace 
Hotel on the evening of April 14, and was 
featured by entertainment of a high order. 
The following morning delegates were en- 
tertained at a breakfast at the Claremont 
Hotel in an east-bay suburb, following which 
visitors were taken on an auto trip to points 
of interest in Greater San Francisco. 

The convention committees were as fol- 
lows: Arrangement, Constant J. Auger, 
John R. Kocher and James A. Sorensen; 
reception, Julius A. Young, E. J. Lawler 
and John R. Jenkel; outing, A. F. Edwards, 
Jr., and L. H. Service, Jr.; entertainment, 
A. V. Davidson and Constant J. Auger. 








Association Notes. 





Plans are now well under way for the 
annual convention of the New York State 
Retail Jewelers’ Association, which is to be 
held at Utica, N. Y., May 28 and 29, 
Many of the jewelers. will make the trip 
by automobile. 

* * * 


Among the first retail jewelers’ associa- 
tions to take up the question of revision of 
the wedding anniversaries was the Merrimac 
Valley Retail Jewelers’ Association and the 
Lowell Retail Jewelers’ Association, both in 
Massachusetts. These organizations passed 
resolutions embodying a tentative list of 
wedding anniversaries which was forwarded 
to the convention of the Massachusetts 
Retail Jewelers’ Association at Springfield 
on March 27 and 28, where they were 
thoroughly discussed and sent on by that 
association to the National Jewelers’ Pub- 
licity Association with a recommendation 
that the latter body get what ideas possible 
from this list and others and lay the same 
before the trade. The association also sent 
a resolution suggesting a change of date for 
the State convention which was referred to 
the executive committee for action. 
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Cincinnati, O., April 28.—Co-operation 
was the keynote of the 16th annual conven- 
tion of the National Wholesale Jewelers’ As- 
sociation, which was brought to a close to- 
day, after one of the most successful gather- 
ings ever held by the organization. The 
theme of co-operation started the business 
sessions and its reiteration and repetition 
was so successive that al] attending mem- 
bers talked about the word in their sleep. 
Co-operation and co-ordination, most every 
speaker said, was the one thing that would 
produce results in the jewelry trade, as with 
manufacturers, wholesalers and_ retailers 
working hand in hand there could not be 
anything else but success for every one in- 
terested in the industry. The subject of 
working together was probably dwelt upon 
more during the course of the convention 
than any other topic and it should produce 
the desired result, as delegates left here feel- 
ing that with team work on all sides there 
should be the dawn of a new era for jewel- 
ers. That a great deal of thought had been 
given some of the problems of the trade was 
brought out by new ideas which bubbled 
forth during discussions. As one delegate 
pointed out, however, there were too many 
good things jammed into the all too short 
sessions of the association, as some of the 
papers that were read should have been 
given at least a day for that single subject 
rather than be crowded into a few minutes. 

Some of the discussions were of a very 
animated character and showed that men in 
the trade today are thinking, not only of 
their individual cases but of the things that 
affect the whole line of the industry. They 
showed, also, that what might affect one 
element of the jewelry trade would be re- 
flected in other branches along the line, and 
with everyone forming little cogs in a ma- 
chine this trouble could be more easily ab- 
sorbed by the whole system, functioning with 
perfect co-ordination. 

Next in importance to co-operation was 
the subject of “Turnover,” which, it was de- 
clared, was the life-blood of the trade. 
Without the usual turnover, things would 
not be kept moving, and this is the all-essen- 
tial matter in the jewelry industry. 

The general spirit of the convention was 
a mighty good one. Everyone was inclined 
to do anything possible to assist in the mat- 
ter of national publicity. All members 
heartily endorsed the work of the Jewelers’ 
National Publicity Committee, and the as- 
sociation is facing its problems with the 
greatest of confidence in the future and with 
the hope of bettering its condition. 

The convention was brought to a close 
Saturday by David J. Gutmann, of Cincin- 
nati, presenting H. W. Burdick, of Cleve- 
land, the retiring president, with an elabo- 


rate silver service. Mr. Gutmann said it 
was merely an expression of the apprecia- 
tion and sincere love which members held 
for the recipient. 

In his response Mr. Burdick, with a voice 
that was choked with emotion, thanked the 
members, and the new president, W. R. 
Cooper, rapped his gavel for a motion to 
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adjourn. This occurred just as the clock 
reached the hour of 12 noon. 

Previously the convention gave a rising 
vote of thanks to the Wholesale Jewelers’ 
and Manufacturers’ Association of Cincin- 
nati for the manner in which the conven- 
tion was arranged, and also to the special 
committee that supervised the entertainment 
accorded visitors. This committee was made 
up of Arno A. Dorst, chairman; Fli and 
David J. Gutmann, Clarence Loeb, Julian 
G. Schwab, Harry Stegeman and J. Charles 
Becker. Not only a rising vote was ac- 
corded both but also resolutions were passed 
doing the same thing. Discussions Saturday 
morning were limited to five minutes, and 
the three-day gathering broke up promptly 
at noontime. Delegates left Cincinnati Sat- 
urday feeling that they attended something 
which was full of good ideas, and it is like- 
ly that the executive committee of the or- 
ganization will hold more meetings during 
the ensuing year. 

The following officers were elected: 
President, W. R. Cooper, S. H. Clausin & 
Co., Minneapolis, Minn.; first vice-president, 
Charles H. Spencer. Norris, Alister-Ball 
Co., Chicago; second vice-president, Henry 


R. Arnold, D. C. Percival Co., Boston; 
treasurer, L. P. White, Philadelphia; secre- 
tary, Thomas A. Fernley, Philadelphia; ad- 
visory secretary, T. James Fernley, Phila- 
delphia. 

The executive committee is now as fol- 
lows: Jonas Koch, New York city; R. H. 
Shuttles, Shuttles Bros. & Lewis, Dallas, 
Tex.; M. T. Fuller, the E. & J. Swigart Co., 
Cincinnati; E. A. Kiger, C. A. Kiger Co., 
Kansas City; Jacob Engel, J. Engel & Co., 
Baltimore; Walter Mayer, Wallenstein, 
Mayer & Co., Cincinnati; W. F. Hoffman, 
Herren Bros., Pittsburgh; Theodore Hug- 
gins, A. I. Hall & Son, San Francisco; 
Charles Gustafson, C. H. Knights-Thearle 
Co., Chicago; Louis Aisenstein, Aisenstein 
& Woronock, New York city; S. H. Clau- 
sin, S. H. Clausin & Co., Minneapolis, Minn. ; 
G. L. Sigler, the Sigler Bros. Co., Cleve- 
land, O.; Edward Lehman, the Edward Leh- 
man Jewelry Co., Denver, Colo.; R. J. Pe- 
tersen, Petersen, Max & Co., Buffalo, N. Y.; 
Joseph B. Bechtel, Joseph B. Bechtel & Co., 
Philadelphia, Pa.; P. T. White, Otto Young 
& Co., Chicago; Julian G. Schwab, A. G. 
Schwab & Sons, Cincinnati, O. 

The advisory board of the wholesalers’ 
association is composed of the ex-presidents 
of the organization. 

Providence was chosen as the 1924 con- 
vention city. 


Thursday 


The convention opened with a whirl as 
the preliminary festivities were marked by 
the festive greeting, hearty handshake and 
welcoming smile that greeted every new- 
comer not only in the lobby of the Hotel 
Gibson but also in the ballroom where the 
convention assembled. Considered from 
every standpoint the local committee saw to 
it that promises made by Cincinnatians were 
carried out to the letter and it was not until 
after each delegate and visitor had reached 
his chair in the convention hall that he 
was left alone. - The lobby of the hotel sang 
early Thursday morning with the buzzing 
of the assembled groups and not until 
President H. W. Burdick pounded his gavel 
on the presiding table did the rabble cease. 
However, when the business sessions started 
those attending forgot everything but the 
business at hand and each session was 
marked by the celerity with which questions 
and talks were disposed of. The greatest 
number of delegates ever attending a conven- 
tion was marked up at the registration table 
where two pretty girls presided and took 


each name. The young women were repre- 
sentatives of the Cincinnati Chamber of 
Commerce. 


A little after 10 o’clock President H. W. 
Burdick sounded the call and the convention 
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was opened. He then read the president’s 
annual report: 


ADDRESS OF PRESIDENT BURDICK 


In many ways, I shall be pleased to pass on to 
my successor the official duties of this office with 
which you have so graciously honored me, yet in 
retiring, I must confess to a very genuine feeling 
of regret. I shall be pleased to know that the 
affairs of this association, which have always been 
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its members. The suggestion covers two lines of 
endeavor; one bearing upon the relationship be- 
tween the wholesale merchant and the manu- 
facturer and the other upon the relationship pe 
tween the wholesale merchant and the retail 
merchant. 

Eighteen years ago, the wholesale jewelers of 
the United States had a call to organize, to form 
an asscciation for the purpose of closer fellowship, 
to get better acquointed, to form some plan whereby 
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SKETCHES OF PROMINENT FIGURES AT THE CONVENTION MADE BY THE CARTOONIST OF THE 
“CINCINNATI POST” 


close to my heart, may have a pilot of greater 
wisdom than my own and I shall regret that the 
years have passed with so little done and so much 
to be accomplished. 

The message I would leave with you I would 
put in the form of a suggestion with the hope 
that it may be helpful in bringing about an even 
greater usefulness of this association for each of 


all those engaged in the wholesale jewelry business 
could be brought together in good fellowship for 
the better understanding of the principles that 
would tend to elevate our industry, to build a 
foundation on which, by closer co-operation and 
by the exchange of confidence, we could improve 
and make easier the conduct of our business by 
eliminating petty jealousies and unfair competition 
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and suppressing detrimental reports that could not 
be proven of neighbors and competitors. 

Without question a great deal of good has been 
accomplished, but as I reflect upon the activities 
of the association in the past, I am impressed with 
the fact that our efforts have been largely in line 
of defense or protection, all of which, is, of course, 
essential and desirable, but, for the future, I 
should like to urge that we enlarge the scope. of 
our activities and direct the influence of this as- 
sociation toward establishing before the manu- 
facturing interests as a whole the fact that the 
most economical and satisfactory manner of dis- 
tributing their goods is through the medium of the 
reliable wholesale dealers. We have the facts and 
figures to prove it from the experience of many 
of the oldest and most reliable manufacturing 
concerns. We know too of the experience of 
those manufacturers who have tried various means 
of distribution and finally come to depend entirely 
upon the wholesale distribution. In short we have 
the services which the manufacturer needs and 
our association may, through proper effort, sell 
this service to the manufacturing interests as a 
whole. The aggressive side of our activities have, 
for too long a time, been neglected and intelligent 
effort now should produce results much to be 
desired. 

Now the carrying out of that other part of the 
suggestion which I should like to leave with you 
will call for even greater amount of thought and 
enterprise. Of course, each house has its own 
methods of caring for the requirements of its 
customers, but, as an association, we may deal 
with the relationship between the wholesaler and 
the retailer in a broad sense and much may be 
accomplished in establishing sounder business 
relations. 

The Code of Ethics, as endorsed by this as- 
sociation prescribing sound and fair business 
practice it may be well to always keep before us. 
To follow it is to build good will, not only for 
each one of us as a firm but for the wholesale 
jewelry business at large. There is nothing new 
or striking about this suggestion, but the point 
I want to make is this:—That the matter of ethics 
and sound and fair trade practice should be em- 
phasized more and more by this association 
through its officers, its committees and its 
members, 

Retail dealers have, in some instances, organized 
buying syndicates. These syndicates have been 
promoted through various sources and for various 
reasons and but few, if any of them, have proven 
satisfactory. The reasons why they cannot ac- 
complish what it is they set out to do are so 
obvious as to need no comment here and the 
fact that they exist need not be deplored. 

But, I would direct your attention to them only 
for the purpose of determining whether or not 
there is anything in the motive behind them which 
would suggest to the wholesaler any shortcomings 
which, if overcome, would add strength to our posi- 
tion in the general plan of distributing mer- 
chandise. 

It would be difficult for instance for any pro- 
moter to organize a “Buying Syndicate” including 
the better grade of retail jewelers, in a territory 
served by conscientieus wholesale houses who 
thoughtfully and honestly endevored to serve the 
requirements of their trade in every manner con- 
sistent with sound business practice. 

Briefly then the suggestion is that more emphasis 
be placed by the association on matters of ethics 
and business practices to the end that each mem- 
ber may feel the benefit of an even stronger and 
more indispensable position of the wholesaler in 
the general plan of distri 

I want to take this opportunity to thank all 
of the members of your committees who have so 
splendidly shown a genuine spirit of co-opera- 
tion in all of the work which has been under- 
taken during the year. 

It has been a great pleasure and an honor to 
me to have served you as president and the re- 
membrance of your cordial recognition will always 
be to me a source of great satisfaction. 


ADDRESS OF WELCOME BY JOSEPH T. HOMAN 


Then President Burdick introduced Joseph 
T. Homan, president of the Cincinnati 
Wholesale Jewelers’ and Manufacturers’ 
Association, who naturally delivered the ad- 
dress of welcome. The head of the Homan 
Manufacturing Co. said he was not attempt- 
ing to make a speech but stood there talk- 
ing to a lot of old friends. He dwelt on 
the success of conventions held in Cincin- 
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nati in 1910 and 1917 and predicted that the 
16th annual convention would surpass any- 
thing yet attempted by the association. Mr. 
Homan made the assertion that the present 
year would achieve great things in a busi- 
ness way despite the general tendency of 
federal and State statutes to hamper busi- 
ness by too many laws. 

The welcome was followed by Secretary 
Thomas A. Fernley’s report. 


REPORT OF SECRETARY THOS, A. FERNLEY 


Our report of secretary to the 16th annual 
convention is hereby presented. 

The association has pursued its work actively 
during the year in every possible direction. Our 
principal objects have always been kept in mind, 
viz.—to do everything possible for the betterment 
of conditions in the wholesale distribution of 
jewelry, watches, clocks, silverware, cut glass and 
kindred lines. 

Whatever has affected the efficiency of the whole- 
saler and wherever it has been possible to point 
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out the value of the wholesaler’s services, we 
have been most active. 


MENNEN CASE 


Shortly after our last convention, the Mennen 
Co., (manufacturers of toilet articles) appealed 
from an order of the Federal Trade Commission, 
whereby they were directed to extend the same 
prices on the same quantities of their articles to 
all buyers of the same quantities. 

The Mennen Co. employed the services of whole- 
sale distributors in conection with the distribution 
of their products and they desired to continue to 
enjoy their services instead of losing them under a 
Government order which would place retailers buy- 
ing collectively on the same price basis as the 
wholesalers. 

After consulting with your officers, advisory 
Board and executive committee, the association was 
authorized to join with others in the employment 
of counsel to file a brief as a friend of the court, 
presenting to that body the reasons why we felt 
the Federal Trade Commission order was destruc- 
tive to the legitimate interests of the wholesaler 
and laying before the court other arguments for 
the reversal of the order referred to. 

Felix H. Levy, Esq., New York city was en- 
gaged and duly filed a brief, copy of which has 
been sent to you. 

On March 7, 1923, the decision of the court 
was rendered, favoring our side of the case and 
copy of the decision has likewise been sent to 
you. 

The court has made clear to manufacturers, the 
distinction between retailers, buying collectively 
and service wholesalers engaged in the distribution 
of merchandise to retail distributors who buy to 
sell again. 

The theory has been held by manufacturers that 
the principal test of whether or not a buyer was 
entitled to prices usually accorded wholesalers was 
merely that of quantity. 
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It has, however, always been contended by our 
association that the wholesalers who carried a 
stock of mefchandise constantly available to all 
retail merchants and whose salesmen promoted the 
sale of the goods were entitled to consideration 
because of this valuable service to the manu- 
facturers, many of whom have advertised nationally 
and who desire their goods to be available to the 
consumers who patronize their local retail store. 

The Court held that “whether a buyer is a 
wholesaler or not, does not depend on the quantity 
he buys. It is not the character of his buying, 
but the character of his selling which marks him 
as a wholesaler.” 

Therefore, the system of distribution which in- 
volves the wholesaler is given great additional sup- 
port and definite recognition is accorded to the 
propriety of compensation for the services rendered. 

COST OF DOING BUSINESS 


Members have had placed in their hands a list 
of items.of expense of doing business so that 
they might, at this convention, interchange ex- 
perience’ on this important subject. 

If every member meeting with us could learn 
of somé economies which would result in sub- 
stantial reduction in his cost of distribution, it 
would well repay every one for attendance and 
further strengthen our claim for wider patronage. 

It is fully’ recognized that there are some items 
of cost’ which cannot be reduced, such as rent, 
traveling ses and a few other items, but it 
is believed by many of our members that there are 
economies Which we can put into effect to lessen 
our expense and to render better service to both 
retailer and «manufacturer. 

NATIONAL STAMPING ACT 

Your association has kept in close touch with 
the consideration of the National Stamping Act. 

The consideration of the various provisions of 
this act havé shown its great necessity and the 
need of exceptional care in drafting the act. 

The platinum sections especially need considera- 
tion so that while honesty in marking may be 
assured, no legitimate interest applying goods of 
the platinum group to the trade shall be harmed. 

The distributors also face the need for greatest 
thought in the proper period for the effective date 
of the bill after its passage so that obsolescence 
may not be accelerated with accompanying great 
loss. 

Thought will doubtless be given to the ad- 
vantages of new entrants in the business who 
will have no. stock of old goods accumulated prior 
to the passage of the act and which will, there- 
fore, have quite a considerable selling advantage 
over old established houses. 


EMBLEM MATTERS 


Your association has declared in recent con- 
ventions_its belief that the emblematic jewelry of 
fraternal orders should not ‘be subject to exclusive 
manufacture and sale by certain favored houses, 
but that it should be open to manufacture and dis- 
tribution under restrictions by those houses en- 
gaged in the business. 

The last emblem which was the subject of our 
attention was that of the. Order of Demolay for 
Boys. It was very pleasing for us to report that 
this embleni would hereafter be released for manu- 
facture bY some of the regular emblem manu- 
facturers who distribute their goods through the 
trade. 

REDUCED MILEAGE BOOKS 


Your association actively participated in co- 
operation with other associations in promoting the 
passage of legislation authorizing the issuance of 
interchange mileage books at reduced rates. 

This legislation. was followed through both houses 
of Congress dnd later with the Interstate Com- 
merce Commission. Orders for the issuance of 
the mileagé “books have been made by the Interstate 
Commere¢- Commission and after several protests 
by the«<gaifroads have been confirmed with an 
effective date of May 15th. (Ed. Note—An in- 
junctio&®’ Has now been obtained by eastern rail- 
roads.) “f 

Efforts ate being made to induce the elimination 
of the strtax ‘on jpullman fares, 


EXCISE TAX MATTERS 


Your association’.is prepared to co-operate in 
work calculated. to eliminate the excise tax on 
jewelry and mahy jewelry products feeling that 
the considerable* discrimination is involved be- 
cause of the othér items from which the tax has 
been removed and which would seem to have far 
less claim for relief than items in our business. 


OVERSTOCK AND GOODS WANTED 


The association has listed a number of items 
which have been reported by the members as 
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overstock and also made inquiry for items under 
head of “Goods Wanted.” 

This system has been followed with a view to 
relieving overstocks in the hands of one member 
where the goods may be wanted by another or for 
locating wanted goods which may not be selling 
fast in the stock of some member. 

The members have used the department of the 
association work in a limited way, but still further 
advantage can be taken of it from time to time 
by a larger number of members. 

WATCH MATERIAL GROUP 

The watch material group of the association 
would doubtless find its great measure of benefit to 
come from the adoption of schedules covering 
prices at which material must be sold in order to 
yield a living profit. 

Such action, however, would be contrary to law 
and, therefore, has not been taken and cannot be 
favorably considered. 

There has been an interchange of opinion con- 
cerning the cost of watch material distribution so 
that members may know under what expense ma- 
terial is being sold. 

Watch companies have appreciated the helpful- 
ness of the service work of material wholesalers 
and seem willing to do their best toward adequate 
remuneration. 

The problem of the watch material section will 
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be given renewed consideration at this meeting 
and your organization is willing and anxious to 
place its facilities at the disposal of this group 
of our members. 

QUESTIONNAIRES 


The association has issued a number of question- 
naires concerning subjects on which the members 
have felt an interchange of opinion would be of 
benefit to every one. ; 

Such questionnaires have dealt with the cost of 
doing business, average percentage of rent paid 
by the wholesale commissions or salaries paid to 
traveling salesmen, use of automobiles by traveling 
men, average turnover of merchandise by whole- 
salers and other related subjects. 

TRAVEL 


Your secretaries have visited members in various 
sections of the country—kept in touch with mat- 
ters which they suggested for the active considera- 
tion of the members. 

The organization finds that the element of per- 
sonal contact brings to the surface many important 
matters involving possibility of loss which could 
be avoided. 

Officers, members of the executive committee 
and Advisory Board have constantly directed the 
policies of the organization and the association has 
had the benefit of their wisdom in the many mat- 
ters which have been brought to its attention. 

President Burdick has, as usual, been closely in 
touch with the work of the association, instructing 
the Secretary’s office in the numerous matters 
which have been taken up. 

Our thanks are extended to the officers, mem- 
bers of the executive committee and advisory 
board, whose personal attention has served to 
maintain the work along constructive lines. 

Your association is always eager that its work 
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A5S765F—5'~ ligne, rectangular movement, NC gold, rectangular, engraved, cut corner 
16 jewels, cut balance, in 18 karat white ‘AC 4 shaped case, with invisible and flexible crown. 














What Does Small Size Avail If 
the Watch Won’t Stand Up? 


UALITY counts heavily in the page is anexample. In spite 
small watches. of its novelty, in spite of its tiny 
size, it will stand up. It will be 
a credit to you. And we are 
certain that if you order this 
newest of small watches you will 
come back for more. It is 
priced for you to sell it for 


Before we ever put our name 
on a tiny 5% ligne watch, we 
made deadly sure we could make 
a 5% ligne watch that was ac- 
curate and dependable. 


The tiny watch at the top of 


A5765—18 kt. white gold, A5765B—18 kt. white gold, 
rectangular, engraved, cut A5775B—All platinum square corner case, set with 14 rectangular; engraved, 
corner shaped case, com- diamonds and 12 sapphires, complete with ribbon and square corner shaped case, 


plete with ribbon and Hafis leather box . complete with ribbon and 





Keystone Discount. 


R. GSELL & CO,, Inc. 


15 WEST 37th STREET 
NEW YORK CITY 


HAFIS WATCHES 


Awarded Highest Honors at Bienne Observatory 
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may be along the lines where it can be of most 
en nt. 

4 {The wholesaler with his complete stock at the 
senosel of the retail trade, collecting under one 
management merchandise produced in several 
hundred factories, is experiencing growing recogni- 
tion on the part of the retail trade, particularly 
those who have found their profits to be increased 
by an active turnover of merchandise. 

It is necessary for our members to maintain 
their organization on a low-cost-good-service basis, 
and in assisting toward their object your organi- 
zation secures its greatest activities. 


A general discussion followed on a paper 
brought in by William A. Inskeep, Colum- 
bus, of the Ohio Retail Jewelers’ Associa- 
tion on “Retailers’ View of the Wholesaler.” 
His address was as follows: 


ADDRESS OF W. A. INSKEEP 


I feel greatly honored in being permitted 
to come before your organization and speak 
a few words to you. 


Representing the retail 
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jewelers of the Ohio State’ Retail Jewelers’ 
Association. I want to take advantage of 
this opportunity to thank the wholesale and 
manufacturing jewelers for the wonderful 
support that members of your organizations 
have given the retail jewelers’ association 
by sending representatives of your organi- 
zations and individual concerns to give 
instructive talks and promote the general 
welfare of jewelers attending these meetings 
—also the substantial material assistance 
contributed in various ways to provide for 
the necessary instructive and educational 
program and entertainment features which 
have much to do to make our meetings suc- 
cessful. Our last State meeting which was 
combined with the national association 
meeting held here in Cincinnati was one 
of our most successful conventions. 

When your kind president sent me an 
invitation to be present at your convention 
and give a brief talk and asked upon what 
subject I would talk the subject of “The 
Retailers’ View of the Wholesaler” came 
into my mind and after I had sent my 
acceptance to be present. I began to realize 
my predicament about talking on the sub- 
ject given and nearly got cold feet. I had 
a feeling like a boy might have if he was 
asked to tell his daddy what he thought of 

The nice things he would say might 
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be taken all right and he might be taken 
to the woodshed for some criticism he 
might make. I believe a great many of the 
average retail jewelers in business today 
started as I did in a very small way and 
largely through the kindly assistance of a 
wholesale jeweler, who was willing as most 
of you are, to give assistance. This is 
where the wholesale jeweler assumes the 
character of both mother and father and 
teaches the boy to crawl, toddle and finally 
walk in the jewelry business. Then the 
jeweler is sometimes like the boy. When he 
finds he is able to stand and walk alone he 
begins to run away and buys from other 
wholesalers, This is, of course, to be ex- 
pected, but he often extends his buying to 
too many concerns, has too many accounts 
to pay. 

I heard a very instructive talk several 
years ago by a representative of your organi- 
zation along this line of buying from too 
many concerns, especially trying to buy from 
manufacturers in quantity lots to get a 
seemingly lower price and resulting in hav- 
ing too large a stock of some kinds of mer- 
chandise and no real good assortments 
generally. As a large merchandise concern 
has put it: “The store with the biggest 
overstock is the store with the most outs 
of desirable merchandise.” There were 
some exceptions taken by other wholesalers 
and representatives who were present to the 
advice given in a talk mentioned. I have 
found, however, from personal experience, 
that this advice is very sound and have tried 
it out. The years that I stick closest to this 
system have ended up with more cash surplus 
than when I slipped and extended my buy- 
ing. It is harder to put this system into 
effect than might be supposed. There is not 
much question but the wholesalers and 
manufacturers who are selected are better 
off since their sales will increase with less 
expense and the retailer should benefit by 
getting the utmost consideration and service 
in return from the wholesaler selected. It 
is quite likely that worth while wholesalers 
would get an even shake down if retail 
jewelers generally adopted this idea. . . 

Great strides are being made by credit 
jewelers, selling on the weekly payment 
plan. The jewelers who are trying to do a 
strictly cash or cash and conservative credit 
business have a big contender to meet in the 
credit jewelry concerns. If selling watches 
and jewelry on the time payment plan is to 
become general, and I believe it will, I think 
it would be a good idea for the wholesalers 
to gather information and formulate plans 
for the successful handling of time payment 
selling of watches and jewelry, some plan 
that would be workable for the average 
jeweler, who sees a great deal of his busi- 
ness going to the credit jewelers 

I notice in the trade journals that in one 
of the western States 4 wholesalers associa- 
tion has raised a fund to do advertising to 
promote sales of jewelry in their locality. 
This ought to help. Jewelry does not get 
the publicity it should compared to other 
lines. The manufacturers, wholesalers and 
retail jewelers should advertise co-opera- 
tively to bring jewelry to the attention of 
the buying public. . . . 

It seems that manufacturers and whole- 
salers should be in a better position than 
retailers to get news items giving national 
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publicity to jewelry as ornaments. Then 
retailers that have advertising contracts with 
newspapers could hook up with this pub- 
licity and get better results from their ad- 
vertising. . 

There is one thing to be deplored in con- 
nection with the national advertising of 
standard merchandise and that is the way 
credit jewelry houses that are springing up. 
They follow up this national advertising 
by offering the articles advertised at a price, 
often cost price, to get customers into the 
store and then sell an inferior article at a 
much higher price than the advertised 
article. ‘ 

Your organization is to be congratulated 
on its victory through a recent decision of 
the Circuit Court of Appeals which estab- 
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lished the status of the wholesaler in that 
it is not so much the quantity he buys but 
the character of his selling that entitles him 
to wholesale discounts. It seems that the 
strictly wholesale jeweler according to his 
status could more reasonably ask the manu- 
facturer of our goods to consider this when 
selling to wholesaler and especially the so- 
called and much talked of retailing jobber. 

If the so-called retailing jobber cannot 
show that the wholesaler’s distribution is 
the principal part of his business, he should 
not receive the discounts from manufacturers 
allowed to strictly wholesale jewelers. 

It is too bad that there are some retailers 
who do not take a broader view of this re- 
tailing jobber situation and not class every 
wholesaler in their vicinity with a few that 
are doing this kind of business. 

There should be a joint grievance com- 
mittee of not too large size composed of 
manufacturers, wholesalers and retailers to 
handle and correct if possible some of the 
irregularities that are brought to the atten- 
tion of the various trade associations and 
thus bring about a more harmonious feeling 
to the entire trade with the manufacturer, 
wholesaler and retailer forming a triangle of 
strength to promote the best interests of the 
trade. 

Next in line was a paper by Maurice J. 
Karpeles, Providence, R. I., on “A Study of 
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Jewelry Distribution.” Mr. Karpeles closed 
his talk with the suggestion that a com- 
mittee be appointed to secure all possible in- 
formation on the amount of jewelry manu- 
factured, kindred lines and method of dis- 
tribution. The suggestion was approved and 
is to be turned over to the new administra- 
tion which will appoint the committee to do 
the work. This was an important address. 
It will be published in full in a future issue 
of THE JEWELERS’ CIRCULAR. 

A long discussion resulted on the “Pro- 
posed New Stamping Act,” which was 
brought out by Marcel M. Mirabeau of New 
York City. 


ADDRESS OF MARCEL MIRABEAU 


“At the time the secretary of our asso- 
ciation sent out the program for the annual 
convention, we were under the impression 
that we would be able to submit a draft 
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of the proposed new National Stamping Act 
in pretty concise form. However, within 
the last few weeks some controversies 
sprang up, and although there have been 
meetings right along between the different 
branches in our line, they have not come to 
definite conclusions on some of the most 
important points. 

“Unfortunately, very little is known of 
the proposed Stamping Act outside of New 
York, Providence, the Attleboros and New- 
ark, I will therefore bring to your atten- 
tion some of the important changes from 
the old law to the new law and also later 
on would like to discuss with you the ef- 
fect the new law will have on the merchan- 
dise which we wholesalers now have on 
hand, or will have on hand when the new 
act becomes a law. 

“I wish to emphasize the fact that the 
whole stamping law question is of the ut- 
most importance to us all. The leading ob- 
ject of the new law is of course the pro- 
tection of the public and then the elimina- 
tion of unfair or fraudulent competition 
amongst producers. 

“The Vigilance Committee of New York 
has taken an active part in formulating the 
draft for the new law and has been acting 
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as a central body or clearing house for the 
different branches and organizations in our 
line, receiving the reports from the different 
committees; arranging meetings at which 
reports were submitted, the different ideas 
and opinions discussed so that some final 
decisions could be reached.” 

Before going further, just a few words 
about the Vigilance Committee. The 
speaker then told how every branch of the 
industry is represented on the Vigilance 
Committee. 

“In order to give you an idea of the 
proposed law, I will point out a few im- 
portant paragraphs which vitally interest 
us. 

“The new bill covers gold, silver and 
platinum. 

“It covers not only stamping on merchan- 
dise, but marking on any descriptive device 
such as tag, bill, advertisement, etc. 

“The bill covers interstate commerce and 
importations, but excludes exportations. 

“All marks must be equally legible and 
clear. 

“The trade mark of the manufacturer, 
wholesaler or retailer must be put on every 
article that has a quality mark on it. 

“No one is compelled to put on any 
quality mark, but if they do, it must be in 
accordance with the provisions of the Act 

“The Act takes effect nine months after 
its passage, 

“The existing stocks are protected in that 
it shall always be a defense to any action 
brought under the Act to prove that the 
article in question was made and marked 
previous to the date of the Act. 

“The word ‘Gold’ may only be used if 
accompanied by the correct karat mark. 

“If there is no solder in a gold article, 
there is no tolerance or leeway. 

“If there is solder in a gold article, there 
is 1/4 karat leeway when assaying the en- 
tire article, inclusive of solder, but no part 
of the article separated from the- solder 
shall have a leeway. 

“If any two metals which look alike are 
used together in the same article, a com- 
bination mark may be used setting forth 
the correct fineness of each of the metals, 
stating the metal which preponderates in 
weight first, and in between the two metals 
stating, by the use of a fraction, the im- 
portation proportion in weight of the lesser 
metal to the weight of the entire article. 
A tolerance must be provided. 

“The last paragraph needs some explana- 
tion which I will give you later on. 

“No definite conclusions have as yet been 
reached in regard to the stamping of plati- 


num. There has been a_ controversy 
amongst the manufacturers of platinum 
goods. We hope that at an early date they 


will bring some kind of a unanimous report 
so that this matter can be settled. 

“The stamping of articles made of com- 
bination of platinum and white gold has 
also not been finally settled; but it seems 
that some leading manufacturers, some of 
them selling to the wholesale trade, settled 
the matter for themselves by simply stamp- 
ing the articles with the quality mark of 
the white gold and not mentioning anything 
about platinum at all. This is perhaps the 
best solution in the matter. 

“A very important point of the new law 
effects the gold clause. No doubt you 
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know that under the present law goods with 
solder can have 1 karat leeway, in other 
words, goods stamped 14 karat must not 
assay less than 13 karat. Goods without 
solder have a leeway of % karat. This 
leeway has been considered by all branches 
as entirely too big and it seems the uni- 
form opinion that in the proposed new law 
the quality of the gold must come as near as 
possible to the quality mark of the article; 
in other words, goods without solder should 
be made of plump 10 karat, 14 karat, or 18 
karat stock, and goods with solder should 
be made of this same stock with a small 
allowance for the solder, not more than 14 
karat. 

“A very important paragraph for the 
wholesaler is the one regarding the stamp- 
ing of trademarks. I repeat, a trademark of 
the manufacturer, wholesaler or retailer 
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must be put on every article that has a 
quality mark on it. Now mind you, no one 
is compelled to put any quality mark on 
an article, but if it is done, it must be in 
accordance with the provision that quality 
mark must be accompanied by the trade- 
mark. There is quite some difference of 
opinion in regard to this paragraph, how it 
will affect the wholesale and retail trade, 
and I am very anxious to hear you express 
your opinions about it. 

“According to one of the provisions of the 
new Act, nine months will be allowed be- 
fore the new law will be enforced. How- 
ever, no final decision has been reached on 
this point and some other allowance may 
be arranged. 

“I would like to invite you to ask me 
any questions about points which are not 
clear to you, or which you would like to 
discuss and I will answer same as far 
as I am able to. I expect Mr. Niemeyer, 
the president of the National Jewelers 
Board of Trade, to be with us tomorrow, 
Mr. Niemeyer has taken a very active part 
in the conferences about the new law and 
surely will be able to enlighten you on 
whatever points are not clear to you. 

“I wish to bring before you two points 
which are more or less a personal opinion 





THE JEWELERS’ CIRCULAR 











A Diamond Product Unexcelled 
The “GEBHARDT  (Pat’d) 


—_ 


Patented April 12, 1910 
Patent No. 954568 sustained by U. S. District Court 


DIAMONDS 


Loose and Mounted in Platinum Jewelry 
of Taste and Refinement 


To produce handiwork of the highest 
quality has been the aim of our factory for 
many years. Discriminating jewelers have 
used our service to their satisfaction and 
profit. The “Gebhardt (pat’d) Solitaire 
Diamond Cluster” satisfies the demand of 
the most exacting customer. Let us supply 
you. 


Diamond Importers and Cutters—Manufacturers of Diamond Platinum Jewelry 


THE GEBHARDT BROS. co. 


Cincinnati, Ohio 



































May 2, 1923. 


in regard to the new law, but which I would 
ask you to kindly give your consideration. 
I must add that I have discussed these 
points with several leading men in the trade 
and they urged me to bring the matters to 
your attention. I have been wondering 
what effect this new law will have on the 
wholesale trade and especially on the profits 
which can be realized if all goods stamped 
with quality mark also must have the trade- 
mark of the manufacturer, wholesaler or 
retailer. 

“The other point is whether there will 
not be, after the new law has been passed, 
an enormous lot of dumping of all kinds 
of merchandise. I believe that although a 
year’s time may be allowed to adjust our 
stocks, large amounts of merchandise will 
be left on hand which, in spite of not being 
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outlawed and could still be sold, the buyers 
will insist on getting as early as possible, 
merchandise which is made up according to 
the new law in regard to quality and stamp- 
ing, I personally feel that it will again cre- 
ate an economic disturbance in our line and 
some losses will have to be taken by those 
who carry a good-sized stock; especially 
will this be the case for the wholesaler and 
also the manufacturer who carries merchan- 
dise, and to some extent the retailer. 

“The wholesaler who sells goods from 
samples only and carries a small or no 
stock, will have, in my opinion, a big ad- 
vantage over the wholesaler who carries a 
large stock of merchandise. The dealer 
without merchandise could at once start an 
advertising campaign stating that from now 
on he will have only goods made up in ac- 
cordance with the latest regulations of the 
new stamping law. I am also convinced 
that the retailer will not replenish his stock 
made up according to the old law, although 
I say again, that these older goods are not 
outlawed and could be sold any time under 
the new law. I invite your discussion on 
this point. 

“Time does not allow me to go into the 
proposed law as thoroughly as you may 
expect. However, I wish to state that there 
will be strict definitions in the new law as to 
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the meaning of such terms as ‘Gold Filled,’ 
‘Gold Plated,’ ‘Gold Front,’ ‘Gold Top,’ etc. 
These matters will have to be left to com- 
mittees of the eastern manufacturers and 
they have formulated a proposition defining 
exactly what each of these expressions 
should mean and even eliminating some of 
these trade names which are either confus- 
ing or actually do not mean anything. As 
regards ‘filled’ cases, this was also left to 
the manufacturers of these goods and I am 
not positive whether a final report has been 
handed in. The same holds good in regard 
to silver and silver-plated ware. The manu- 
facturers of these goods had individual and 
joint conferences and I believe they have 
come to definite conclusions. 

“You certainly cannot imagine what an 
amount of work has been done by the dif- 
ferent committees to formulate a law which 
is not only a protection to the public, but 
just to the producers, wholesalers and re- 
tailers. The work of formulating a new 
law was started, I believe, ten years ago, 
was interrupted through the war and was 
taken up again two years ago and since that 
time. We have tried to have the proposi- 
tion ready so it can, by unanimous vote, be 
sent to Washington by Dec. 1, when Con- 
gress will begin its session again, 

“T have been asked to submit to you a 
request that three of our members be ap- 
pointed to represent the National Whole- 
sale Jewelers’ Association at all the con- 
ferences, not only of the Vigilance Com- 
mittee but at all the discussions and con- 
ferences of the different branches of our 
industry. I think the next meeting of the 
committee on ‘gold’ will meet within a few 
days and we ought to be represented at this 
meeting. 

“At the last meeting of the platinum 
manufacturers, to which several groups were 
invited, the following program seems to 
have met with the most favor: Platinum 
and iridium platinum 950/1000th’s fine 
should be stamped ‘platinum.’ The plati- 
num and paladium composition, however, 
also 950/1000th’s fine, should be stamped 
‘paladium platinum.’ 

“Before closing, I wish to impress on you 
that nothing has been definitely arranged or 
decided in regard to this law. Every point 
is still open for discussion. Nobody and no 
organization is trying to get the best of 
anybody else. There have been and there 
still are, differences of opinion which will 
have to be argued and some compromise 
will have to be arranged, and it is in this 
spirit that I hope you will take up this im- 
portant question for our organization.” 

While waiting for John J. Rowe, vice- 
president of the First National Bank, Presi- 
dent Burdick called upon G. V. Dickinson, 
of the Elgin Watch Co., who submitted the 
suggestion that every line of the jewelry 
trade should be represented on the commit- 
tee mentioned by Mr. Karpeles in the study 
of jewelry distribution. He advocated more 
co-operative advertising declaring that ad- 
vertising at present is all too individual and 
that the tendency is to try to get the other 
fellows’ business instead of creating a new 
field. He commended the work of the Na- 
tional Jewelers’ Publicity Committee and 
urged every branch of the jewelry trade to 
co-operate, including manufacturers, whole- 
salers, retailers and consumers. A talk on 








business conditions followed, it being made 


by Mr. Rowe. He said: 


ADDRESS OF JOHN J. ROWE 


Opinions about the business outlook have been 
fairly unanimous as to the first half of the year 
1923 while considerable uncertainty is expressed as 
to what is apt to happen to the business after that 
time, and certainly the banking viewpoint cannot be 
considered as being a uniform one, as some banks 
are in closer touch with retailers, others with manu- 
facturers, etc. 

We have just passed through five months of an 
extremely high rate of volume of manufacture in 
this country, and concurrent with this there has been 
full employment of labor, and generally advancing 
wages. This has brought with it increased pur- 
chasing power, which is in turn reflected by the 
present volume of retail buying. 

We have just set a new high mark in weekly pig 
iron production, automobile output is at its greatest 
point, and many other lines are also making new 
high production records. This is in the face of 
severe immigration restriction and speaks well for 
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the general efficiency of labor, despite the popular 
conception to the contrary. 

The Harvard Economic Service has just made the 
following comment—The great improvement in labor 
efficiency and the increased output per man was 
strikingly apparent in the iron and steel industry, 
which is now operating at a higher rate than ever 
before, thus the same actual output as in 1920 is 
now being obtained from a labor force diminished 
by 20 per cent. 

And still further evidence of the present state 
of business is shown by the fact as recited by this 
same service, that the volume of newspapers pro- 
duced, as represented by news print consumed, 
registered a high mark in February. Newspaper 
advertising, circulation and the number of pages 
printed are constantly expanding. 

All of the above factors indicate a continued 
purchasing power in this country. 

We have heard many warnings against the danger 
of a second inflation, and the memories of inventory 
shrinkage in 1920 are vivid in most minds. In 1920 
high commodity prices were reached at about the 
same time that money was tightest—almost coinci- 
dent with the peak of the borrowing from the 
Federal Reserve Banks. We now have a different 
situation in money. While money rates have 
stiffened materially since last October, the total 
amount borrowed from the 12 Federal Reserve Banks 
by the member banks all over the country is only 
about one-third of what it was at the peak. It is 
generally felt that credit was stretched too tautly 
then and that any great expansion in borrowing by 
the banks of the country now would be unwise, 
hence the discussion of higher rediscount rates and 
warnings against inflation. 

* * * 

The combined savings deposits in this country 
were about $9,700,000,000 in 1917. During the 
period of the war with the Liberty Bond financing 
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savings deposits only held their own; the total in 
1920 being $10,000,000,000; at the beginning of 1923 
there were reported as being $13,300,000,000, almost 
the identical percentage in increase as in the number 
of telephones used. These figures demonstrate 
present prosperity. They also demonstrate the in- 
creased purchasing power in this country, and also 
an increased average standard of living. We are 
able to manufacture and distribute a telephone and 
an automobile for every thirteen people out of one 
hundred or less with the other countless things 
which could be named, which the numberless people 
now enjoy, which they formerly did not. 

Public interviews with many prominent manufac- 
tures and bankers often express fear, that while 
rising prices for labor increase purchasing power, 
nevertheless, there is a point at which, if the cost 
of production is too great, the margin for the manu- 
facturer will become too small, and possibly may 
suddenly stop—a killing of the golden goose. There- 
fore, any prognostication of the future at any time 
should be influenced by the query as to whether or 
not labor prices are out of line. 

One other highly important factor is that while 
the public buying power is greatly influenced by 
wage rates, in addition to this there has been a 
distribution of investment holdings among the 
population of this country which is similar to the 
distribution of automobiles, telephones, phonographs, 
etc. The Liberty Bond campaigns made investors 
literally out of millions who had never owned a 
bond before. In addition to this, where, a few 
years ago there were thousands of stockholders in 
the American Telephone & Telegraph Co. and its 
subsidiaries, there are now hundreds of thousands, 
and similar distributions of many classes of invest- 
ments, industrial stocks, bonds, public utilities, and 
municipal bonds have gone on at a tremendous pace, 
giving the owners an income, which again represents 
purchasing power. 

The sum total of the above strikes me as being 
conclusive evidence that domestic business in this 
country as a whole will continue to expand, not 
necessarily uninterruptedly, and undoubtedly with 
periodic interferences and set backs, but I can see 
no reason to believe that in the long run, we will 
not see a continuation of a distribution of the good 
things in life to an ever increasing percentage of our 
population, which spells good business. 

This country has accomplished what it has through 
recognition of the laws of property, the laws of 
supply and demand, and the laws of competition. 

Our railroads have been hampered by excessive 
regulation, which has doubtless interfered with our 
progress. We hope that they will be restricted less 
in the future, but the net result, namely, the average 
individual standard of living in this country as com- 
pared to that in other countries, is proof of what 
our commercial structure can, and has, accomplished, 
and based upon it I cannot help but believe that 
we can face the future with confidence, bearing in 
mind, however, that gales succeed fair weather, and 
further that such gales may be of short or long 
duration, but that they are again always succeeded 
by a calm sea and sunny skies, when all is right 
with the world. 


This talk ended the morning session. 
THURSDAY AFTERNOON 


At the afternoon session Jonas Koch, of 
New York, moved that a committee of five 
active members be appointed with privilege 
to increase this, to confer with the commit- 
tee appointed on the Stamping Act and re- 
port to the executive committee of the asso- 


ciation with recommendations. At this period - 


a number of applications for membership 
were voted on and accepted. 

Theodore Huggins was then introduced to 
the gathering as traveling the greatest dis- 
tance to attend, as he started from San 
Francisco and traveled three fourths of the 
distance of the country to get here. 


ADDRESS OF THEODORE HUGGINS 


_In asking me to address the convention, Mr. 
Fernley did not realize that I belonged in the novice 
class, but there is one compensation—they say it 
is hard to teach old dogs new tricks—so maybe I 
am in a better position to discourse on the subject 
Shall We Modernize Our Business?” 

First of all, I will say, yes! We surely should 

Some modernizing. It is the case of survive or 
Perish or the survival of the fittest. If we do not 
podefnize our business we won’t have any business 
eft prétty soon, as most of the other industries 


‘days, is something frightful. 
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which are striving for a portion of the public’s 
money, have, in the last few years, been revamped 
from top to bottom. We all think we employ 
modern methods; perhaps we do to a certain de- 
gree, but I venture to state that each and every one 
of us, if we could get behind the scenes in a 
modern metropolitan department store, would find 
our own business was years and years behind the 
times. 

Merchandising is a science. We, as wholesalers 
in the jewelry line, have been inclined to believe 
that merchandising is merely buying and selling. 
It would seem we pay more attention to volume 
than we do to profits. Sometimes when the profit 
and loss account is made up at the end of the 
year, there is a rude awakening. 

There is one word that has been given a great 
deal of emphasis of late. Even Babson referred 
to it several times in his recent bulletin. The word 
I have in mind is “Turn-over.” I do not need 
to tell you gentlemen that the firm that turns its 
stock four times a year is making a great deal 
more money than the firm that turns its stock only 
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twice a year, provided the same net profit is main- 
tained on each turn-over. 

Advertising is a great factor in speeding up turn- 
over. Therefore, I hope that you will all do your 
part to increase the scope of the National Jewelers’ 
Publicity Association. Advertising by the manufac- 
turer has proven to be both profitable to the manu- 
facturer and wholesaler, also the retailer. * * * 

Out where J live, we have a city of about three- 
fourths of a million inhabitants, which is located on 
a peninsula. Exit and entrance to the city by auto- 
mobile is limited practically to one highway 18 feet 
in width. You can imagine that the congestion 
which exists on this highway, especially on Sun- 
For months there has 
been an agitation which was started by the motor 
car dealers to improve the situation. They realize 
that unless the trouble is corrected, their sales of 
motor cars, especially those for pleasure purposes, 
will have a decided tendency to decrease. There- 
fore, they started a campaign which has the slogan: 
“Break the Neck of the Bottle.”” The neck of the 
bottle being the 18 foot highway, as you will have 
surmised. In the jewelry business there is also a 
neck of a bottle. 

We wholesalers, I think, are either above or be- 
low the neck, and I believe it is our duty to break 
the neck. Not that I mean we should break the 
necks of our customers. I mean we should teach 
retail jewelers, who are the key men in the scheme 
of distribution, to be merchants. Although my ex- 
perience in the game is somewhat limited, I believe 
the greater percentage of those engaged in the retail 
jewelry business today are really overgrown watch- 
makers, men who have been brought up at the 
bench, who are mechanics and have mechanical in- 
stead of merchandising ideas. 

Why, I know many a small town jeweler who 
would much rather put a mainspring in a watch 
and be uninterrupted while he is doing it, than he 
would to have three or four or half dozen cus- 
tomers come into his store and buy merchandise 


129 


from him on which he made 10 times the profit 
that he possibly could make on his labor of putting 
a mainspring in a watch. 

How are we to modernize the retailers’ methods? 
I think our point of contact is through our sales- 
men. In my own organization we conduct a weekly 
sales conference, which is more or less of a school 
for salesmen in which we endeavor to instruct our 
men so that they can in a non-overbearing way, 
assist the retailers in overcoming their faults, thus 
paving the way for the sale of a greater volume 
of merchandise to the consumer through each 
jeweler. 

These conferences of our salesmen are held every 
Saturday morning, and of course it is impossible 
to assemble all the entire sales force, because quite 
a few men are far away from headquarters, so in 
addition to these conferences we have three or four 
sales conventions, so that all men can get together 
and discuss ways and means to help the retailers 
to help themselves. 

We find that the average jeweler does not capital- 
ize the sales possibilities of his show windows. 
We have proven this by putting in special window 
displays, with the result that more merchandise has 
been sold. We find that the jewelers have not 
learned the lesson that the druggists mastered years 
ago—that of displaying merchandise in the store. 
Some’ jewelers hide all their stock in safes or 
drawers. They do not realize that customers will 
buy more if the merchandise is displayed; they 
do not realize that people who come in to have a 
watch repaired or a pin fixed may tarry there and 
buy a piece of silverware or something if their 
attention is called to an article new and useful. 

Another assistance which the wholesalers can 
render the retailer is in that of advertising. A 
great many manufacturers supply advertising ma- 
terial through the wholesalers. The tendency of 
the salesmen is to devote their entire time to sell- 
ing merchandise, with the result that the advertis- 
ing helps are overlooked. Teach your salesmen 
that advertising is really a silent salesman. It is 
to their interest as well as the customer to give 
the dealer advertising material and persuade him 
to use it in his store, and also to use all electros 
and special write-ups he can in his local newspapers. 

So much for sales and advertising suggestions. 
Let’s take another phase of modernization. The 
automobile business which has grown like a weed 
within the last few years, will be used by us as 
a splendid example of an industry in which modern 
methods are used. The automobile is a high priced 
article, that is, it is a product which is, as a rule, 
not sold to the consumer for cash. I suppose, if 
old methods were used, the automobile manufacturer 
would be in the same rut as manufacturers and 
wholesalers seem to be in our industry at the present 
time. That is, the manufacturer would have to 
grant terms and long time to the wholesaler, be- 
cause the wholesaler would have to grant long 
terms, the retailer would sell on terms to the con- 
sumer, or because he would not have enough capital 
or because he did not turn in his stock often 
enough to get his money, or for some other reason. 

But the automobile manufacturer sells his prod- 
uct to the retailer for cash and the auto retailer 
appears to sell the cars to the consumer on time 
payments, but in the majority of cases, the retailer 
gets 100 per cent of his money within a few hours 
after the sale is made. The difference between the 
financing of the various stages of the automobile 
industry and that of ours could be summed up in 
more or less familiar with, a word that as yet has 
not been standardized and religiously adhered to in 
our trade. That word, gentlemen, is Acceptance. 

When the manufacturer ships a car load of auto- 
mobiles to a retailer, upon receipt of the shipment 
the retailer signs a trade acceptance for the entire 
amount or for the unpaid balance, a portion of 
which may have been covered by check. The Gen- 
eral Motor Company, the large automobile concern, 
has established what is called ‘““The General Motors 
Acceptance Company.” I am informed that this 
company functions more or less like a bank, in 
that it discounts the “‘paper’’ of these dealers, and 
thus the General Motors Co. receives almost im- 
mediately cash for its merchandise. 

I believe this Acceptance Company functions satis- 
factorily on a margin of about 1 per cent, that is, 
the Acceptance Company receives 1 per cent more 
from the retail automobile dealer on his paper 
than it is forced to pay for the money that it turns 
over to the General Motors Co. I am a little 
hazy on this point, so please do not take this in- 
formation as being authentic. 

In every city of importance in this country there 
are one or more automobile paper concerns that 
discount for the automobile dealers the notes which 
are signed by buyers who use the partial payment 
plan, _ These notes .are cleverly arranged to cover 
not only the cost of the car, but the matter of 
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war tax, brokerage, insurance, as well as interest, 
so that the average buyer does not pay much at- 
tention as to whether he is paying 6 per cent or 
& per cent interest on deferred payments, and he 
guesses in the majority of cases he is paying a 
higher figure. 

These paper companies can probably obtain all 
the money they need at 5 per cent, so they are 
making a nice little margin if the motorist pays 
them 8 per cent. 

I therefore propose that we do not continue in 
the old way any further, that this convention ap- 
point a committee of leading financial men of our 
industry to investigate; take any necessary action 
on the problem of forming a Jewelers’ Acceptance 
Co., which will be of sufficient magnitude to take 
care of the discount business to the entire indus- 
try from manufacturer to retailer. This is not 
a convention of retail jewelers, but there will be 
a convention, I believe, in August, and if we, as 
wholesalers, can, prior to that time, show the 
retailers a cut and dried plan whereby they can, 
in a high grade way, similar to that which is used 
in marketing automobiles, sell to the 90 or more 
per cent of the public which is in the market for 
jewelry at the present time, we will have done a 
good deed. We must do something to counteract 
the present tendency of buying furniture, automo- 
biles and furs, because of the easy payment plan 
which is in vogue in those lines. * * * 

As a further illustration, a foreigner who waits 
on my table at the San Francisco Commercial Club, 
told me that he buys jewelry from the man who 
sells him on the installment plan, and that in the 
past 20 months his purchases have amounted to 
$600. I know that this waiter would not have 
spent over one-tenth of that amount were it not 
for the fact that jewelry and watches are sold on 
the installment plan. 

If we can show all retailers a way in which 
they can do a high grade deferred payment busi- 
ness—let’s not call it an installment business, be- 
cause that name is not dignified—I think we will 
really modernize our industry. From expressions 
which I have received from others, I think the 
Jewelers’ Acceptance Co. will be the means of this 
modernization. 

When you come to San Francisco, gentlemen, I 
will be more than pleased to greet you personally. 


Emanuel Graffner, Graffner Bros., Pitts- 
burgh, Pa., declared that fraudulent adver- 
tising was more prevalent in the jewelry 
trade than any other and its great abuse was 
a heavy detriment to it. Newspapers, he 
said, accepted some advertising without 
questioning the reputation of jewelers. He 
felt that reputable houses should work in 
closer harmony with the Vigilance Com- 
mittee of the jewelry trade and through that 
eliminate those who don’t belong. Not only 
co-operation but financial aid should be 
given the Vigilance committee as to weed 
out the undesirables would only assist in 
real houses enjoying greater confidence of 
‘ the buying public. Mr. Graffner talked on 
“Fraudulent or Misleading Advertising.” His 
address in full was as follows: 


ADDRESS OF EMANUEL GRAFNER 


To attempt to do justice to the subject 
“Fraudulent or misleading advertising,” would re- 
quire almost unlimited time and could be made to 
cover at least a volume. It is not my purpose to 
take the time or write the volume, but only to 
bring to the notice of this convention and if possi- 
ble awaken them to one of the greatest ills that 
the jewelry business suffers from and has been 
suffering from. 

Perhaps in‘ no other line of merchandise or 
business is the matter of advertising more abused 
or misused than in the jewelry business, and why 
is it or why should it be allowed to be continued? 
We have only ourselves to blame for allowing what 
we know is wrong and what we know works to 
the injury of the many, both in our trade and 
the public in general. We have never as much as 
even raised a warning finger, and in consequence, 
those that abuse truth in advertising, have been 
allowed to run rampant, to their own particular 
greed and gain, and to the great detriment of the 
honest merchant. 

You might ask why the subject should be dis- 
cussed by a wholesalers’ convention, when the 
average wholesaler’s advertising is so very limited, 
and I answer because your customers are the 
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greatest sufferers from the misleading and false 
statements which are being made daily by local 
as well as nation-wide advertisers throughout these 


United States. Magazines of high repute and 
character accept the ads of these advertisers with- 
cut a question, the truth of their ads has never 
been questioned, they find they are concerns that 
have thrived and take it that their ads as well 
as their business must be legitimate. 

I ask you when a concern will advertise the 
weight of a diamond as %—3/32, 1/64, using an 
obsolete method of weight which permits of great 
deception, if that is legitimate, or if when they 
use the descriptive blue white, perfectly cut, 
weighing 1-% 3/32 for $177, whether that is not 
misleading if not fraudulent. You and I have 
seen worse examples than what I quote and know 
that in the regular order of business that these 
statements are false, and yet we sit idly by and 
allow it to go on. Little wonder that our customers 
complain, that they are at a disadvantage in the 
face of these ads, that their clientele drawn to 
the cities either direct or by mail by these mis- 
leading ads that they have to quote a price which 
is all out of proportion if compared to the quality 
as advertised by dealers whose unscrupulous 
methods are allowed to go on unmolested and our 
customers become discouraged. I am not going to 
tell you of the many untrue, deceptive and mis- 
leading statements that many advertisers use, you 
are all familiar with them. They obtain in 
diamonds, watches, silverware and almost every 
item handled by a wholesale jeweler, but the ques- 
tion is: What are we going to do about it? We 
are a body with some resources at our command 
and I am going to suggest if we cannot do some 
constructive work for the welfare of the business, 
let us at least try to use some preventive measures 
from allowing the business to fall into disrepute. 

Why not have the National Wholesale Jewelers’ 
Association work in closer touch with the Jewelers’ 
Vigilance Committee, to whom we are so largely 
indebted for defending and protecting the entire 
jewelry industry, and give them financial support 
from the treasury of this association, regardless 
of what we might want to do or be called upon 
to do, to the end that this assoication in giving 
this financial aid to the Vigilance Committee, in 
that this money be spent towards the suppression 
of fraudulent, untrue, deceptive or misleading ad- 
vertising. 

Whether the Vigilance Committee would want 
to do this work themselves, or in co-operation with 
Associated Advertising Clubs of the World or 
the Better Business Bureaus throughout the 
country is not for me to say, but I would suggest 
to the incoming administrators of this association 
that something along the line which I have out- 
lined above, be done so that we can feel at least 
we are making some effort and that our money is 
doing some good towards alleviating the jewelry 
industry of one of its many ills, 

The Printers Ink model statute is the advertis- 
ing law in 22 States and while other States have 
their own laws, they are weakened, as the National 
Vigilance Committee states, by the term ‘“Know- 
ingly” or with “Fraudulent Intent.” If you are 
not familiar with these statutes, I would advise 
your investigating them to the end that we may 
help in the fight for truth and honesty in adver- 
tising. The jewelry business needs it. 


W. F. Hoffman, of Herren Bros. Co., 
Pittsburgh, Pa., spoke on relationship of the 
jobber, pointing out the impossibility of the 
retailer being able to make a good selection 
if the goods were bought direct from the 
manufacturer. By buying through a jobber, 
he declared, the retailer was able to have a 
wider choice of selection at a smaller in- 
vestment. The important thing for a retailer 
was to have a large selection and greater 
variety and this would be possible by buying 
through jobbers who get the selected assort- 
ment of all manufacturers. This brought 
the business sessions to a close and about an 
hour later delegates, officials and visitors 
broke bread in an informal dinner and 
smoker in the ballroom. An _ orchestra, 
which was not heavily laden with operatic 
numbers livened things up so much at the 
outset that a stag dance started before the 
first course was served. After several 
numbers and the first two or three courses 
a quartette of young women musicians 


CIRCULAR 


May 2, 1923. 





helped in the festivities. It brought a joy- 
ful ending to a heavy business day. 


Friday 

As his opening for business sessions Fri- 
day, President Burdick read several mes- 
sages of regret from Mr. Carr, of the Ostby 
& Barton Co. Providence, and Edwin 
Massa, of Bauman, Massa & Co., of St. 
Louis. They expressed deep regret because 
of their inability to be in attendance. The 
speech of Edward H. Hufnagel, president 
of the A. N. R. J. A., was accorded a warm 
reception and heartily applauded. It fol- 
lows: 
ADDRESS OF EDWARD H, HUFNAGEL, PRESIDENT 

OF THE A. N. R. J. A. 


During the past four years there has been evinced 
throughout the civilized world, a spirit of restless- 
ness and discontent that, while as yet unappeased by 
any practical and satisfying remedy, has, I believe, 
been a cause of the progress rather than the retro- 
gression of mankind. Nations once independent and 
proud, are cautiously sounding the note of public 
opinion abroad for a definite policy of guidance 
toward a mutual understanding that will not only be 
a preventative for future wars, but will enable 
each to co-operate with the other in amicability 
and satisfaction. Until this policy has been uni- 
versally adopted, there will be but small opportunity 
for governments to comprehend the difficulties of 
other governments, and the same conditions that 
existed just prior to the World War will again 
predominate. 

Within the United States this spirit of restless 
ness has been shown, particularly in the business 
world, by a desire upon the part of individuals 
and corporations to gain the trust and confidence 
of the general public, in order to maintain them- 
selves and their projects upon the highest plane of 
honesty and integrity. This desire, while undoubt- 
edly the underlying principle of many forms of 
business, has become more acute during the time 
to which I have referred, chiefly because it has 
been thoroughly and positively demonstrated that 
nothing which is sown in barren ground can pro- 
duce good fruit. 

The Federal Reserve Act is one which was en- 
acted for the purpose of enabling citizens, through 
their own individual banks, to realize the advisa- 
bility and necessity of preserving the finances of 
the country in such a wise and prudent manner that 
today our currency maintains its undisputéd stand- 
ard throughout the world, and we are solvent, 
rather than bankrupt. Businesses of all natures 
have formed associations and boards for. the bet- 
terment of their futures, with a view to gaining 
the confidence of the public, thus enabling them to 
render services of the highest type and value. And 
even our great fraternal organizations as a whole, 
embody high ideals and sound reasoning for their 
members, as well as for the community, and, even- 
tually, the nation. 

Through the endeavors of these and countless 
other organizations, I believe we will see finally 
the repeal of the last ambiguous and impractical 
laws, and the substitution of practical, demonstrable 
and beneficial ones. Because each organization has 
as its necessary basis a necessary requisite: ‘First 
understand, then serve.” 

The Code of Ethics of our organization has been 
formed and adopted on that basis. With the assist 
ance of jewelers in almost every State, it has 
been possible for us to forge ahead in a manner 
that has already made us powerful as well as 
helpful in bringing the ideals of the jewelers’ craft 
to the point where the consumer is placing a greatef 
trust in the jeweler’s keeping, and without ques 
tion. Also our voice is being heard within the 
walls of Legislature, so that the solving of our 
many problems is becoming easier and smoother. 

Fraudulent and dishonest practices relating to 
the branding of merchandise, together with their 
instigators, are being prosecuted in the New York 
courts, and convictions are obtained without diff- 
culty, due to the present laws of that State. The 
knowledge of this fact, as it spreads through the 
country tends to eliminate evil conditions as wel 
as to raise the morale of the conscientious mef- 
chant who has had to compete with those whose 
desire is only for monetary gain. 

Our association is gaining each day, and is a& 
suming the proportions we have so ardently 
for. But it requires infinite labor and infinite 
operation, to bring it up to those ideals. I have 
said, “First understand, then serve.” Rather than 
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become a court of arbitration for the settlement 
of arguments and disputes, we have chosen as 
much as possible, to first understand, by eliminat- 
ing the argument before it has become a dispute, 
and then to serve, keeping in mind the actuating 
principles that are woven into the warp and woof 
of the association. 

Not many years ago, the number of jewelers in 
the United States were comparatively few. As new 
territories were discovered and settled, trade sprang 
up in places never before known to have existed. 
Naturally we find, in this great network, that busi- 
ness conditions applicable to one community do 
not correspond with those in another. Problems 
which appear to be peculiar and harrassing to one 
person, however, have been found to affect others, 
either directly or indirectly, to a greater or lesser 
degree. The jeweler in one State finds that he is 
not so well protected against unscrupulous competi- 
tion as his neighbor in a nearby State, and no mat- 
ter how earnest or persevering his attempt may be 
to correct the situation, he is at a loss to wage his 
battle alone. 

Therefore, our great and interesting task is the 
one of understanding the difficulties of each crafts- 
man wherever he may be, and to work out a sane 
and proper remedy that will in turn benefit the 
majority. 

In order to accomplish this end it is first neces- 
sary to create a fair policy that will result in 
satisfaction to all concerned, and which can be 
demonstrated in such a way that when enforced, 
its presence will not be irksome to anyone. The 
relationship between the wholesale house, the retail 
jeweler and the consumer should be inspired by 
a mutual confidence, thus profiting each one. Poli- 
cies as a rule are easily formulated, but unless 
competent foresight is exercised, they may not be 
clear or practical when viewed by those for whose 
benefit they are drawn. Policies are founded upon 
the inspiration for the betterment of existing con- 
ditions, and it is unwise to permit what should be 
a perfect creation to become simply a useless idea 
which obstructs and defeats the end for which it 
was intended. Therefore, it is our desire to com- 
prehend and consider as much as possible the poli- 
cies of all the organizations composing the jewelry 
craft, and to assist at the time of their forma- 
tion in presenting all sides of each question, so 
that the policies will be workable, practical and 
consistent with the interest of every branch of the 
trade. 


There are one or two problems upon which it 
may be well to illustrate for the purpose of en- 
lightenment, showing the viewpoint of the retail 
jeweler. One of these is the present practice upon 
the parts of some wholesale concerns of selling 
their commodities direct to the consumer. The 
effect of this short-cut transaction is not only dis- 
astrous financially to the retail jeweler, but is ex- 
ceedingly disheartening morally. In every sense 
of the word this is an unethical practice, as the 
consumer, who takes advantage of what he con- 
siders to be an opportunity, is, in the end, defeating 
the very reason why the retail jeweler is in busi- 
ness, namely, the distributing the manufacturers’ 
goods through the numerous jewelry establishments. 
This problem also is inimical to the interests of 
the realization of a satisfactory profit. It does 
not require an extraordinary mind to foresee the 
worst results ensuing from the manufacturer-to- 
consumer sale. We can attempt to visualize the 
thoughts of the customer who sees his desired arti- 
cle marked with different prices in several stores 
within his immediate vicinity, and the final result 
when price-cutting has reduced the article to a 
point where, if sold at all, it bears no profit. 

Another problem along a somewhat similar line, 
is that of promiscuous distribution. Does a cus- 
tomer desiring an automobile go into a meat market 
to purchase it? Or does he select an automobile 
salesroom? He chooses the latter because during 
all the phases connected with the purchase of his 
car he instinctively relies upon the statements of 
the man that has been trained to know the automo- 
bile business, and the responsibility that is under- 
taken by the firm selling that commodity. The 
customer knows that in order for the distributor to 
maintain his business he must conduct his sale 
in such a manner that, if there is dissatisfaction 
upon the customer’s part, the seller will have to 
bear the burden of the complaint. The butcher 
may sell the customer any make of car, but he is 
unable to afford any guarantee of its service; there- 
fore, if the customer purchases from him he does 
80 at a considerable risk. Upon whom does the 
brunt of dissatisfaction fall in this case? The 
butcher? Possibly. The manufacturer? Decidedly. 
The retail salesman? Inevitably, for it is the re- 
tail salesman upon whom the mantfacturer leans 
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and depends for an accurate representation of his 
products. And in turn the retail seller cannot do 
business with a manufacturer who allows his goods 
to be sold by individuals or firms unversed in the 
knowledge of that particular business. Trade, in 
order to be flourishing, must be carried on by 
competent people. 

And so, for the protection of all jewelers, both 
wholesale and retail, it hardly seems reasonable 
that clothing stores should sell articles of jewelry; 
furniture stores keep stocks of clocks; department 
stores disburse nearly all forms of the jewelers’ 
wares. For upon whom is the discredit cast in the 
case of dissatisfied patron? Upon the retail jeweler, 
of course, who deals in similar articles. The 
elothier cannot mend the broken cuff-link; the 
furniture store supports no horologist, and the 
department store proprietor is only indirectly to 
blame if manufactured goods in his jewelry cases 
contain flaws. Eventually, of course, the wholesale 
manufacturer suffers, because one fine day he sud- 
denly discovers that the tabulations of his credit 
sheet are less than those of the debit column, 

These are but two problems confronting us to- 
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day, the remedy for which lies within the power of 
our organizations. I believe that every wholesale 
manufacturer is more content to deal with relia- 
ble retail jewelers than with those whose reputa- 
tion is questionable. The support thus gained is 
the means of greater distribution to a confident 
public, and keeps the wheels of industry moving. 

Let us work together for a mutual understand- 
ing and for the formulation of progressive policies 
that will remove any misunderstandings that now 
exist, and that will lift our craft to such a heighth 
that it will be immune from the attacks of those 
who today seek to lower it to the level of sordid- 
ness and petty greed. Let us, as a body, live up 
to our expectations and hopes by giving of our 
co-operation in order to demonstrate that our 
services are of the highest nature. Thus may we 
enjoy not only profit, but-the keen, sense of a 
work well done. 


At the conclusion and when the applause 
had died down President Burdick thanked 
the speaker and promised him full co-opera- 
tion. 

The chair then called upon B. J. Doyle, 
of Philadelphia, Pa., who said he only 
missed one convention in 12 years and then 
only because he was ill and could not make 
the grade. Doyle dwelt on business condi- 
tions in general and led his remarks up to 
the point where he embraced the necessity 
of the creation of new business which would 
accrue from keen co-operation between the 
wholesaler, manufacturer and retailer. 


A number of suggestions were made by 
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Julian G. Schwab, chairman of the member- 
ship committee, in his report that came after 
Doyle’s talk. He pointed out a number of 
reasons why the association was not growing 
as fast as it should which apparently was 
due to the fact that those who were on the 
outside of the fence could not be made to 
realize the benefits and accomplishments of 
the association. In advocating more con- 
structive work to do away with this situa- 
tion Mr. Schwab suggested more meetings 
of the executive committee, that of getting 
together once a month or once every three 
months instead of simply meeting during the 
sessions of the convention. He also 
thought it would be a good idea for the 
National Secretary to keep in closer touch 
with the members and make this touch as 
personal as possible. 

Further criticism was added by Joseph 
Stein of Chicago, who in a very frank talk 
said while some good had been accomplished 
it was not apparent enough to the members 
of the trade. Personal business conduct of 
some of the members, Mr. Stein declared, 
often breught condemnation upon the asso- 
ciation which caused the creation of mis-used 
confidence among those who might be in- 
clined to join them in the association. 

There was a big demonstration when G. 
H. Niemeyer, New York city, president of 
the National Jewelers Board of Trade, was 
introduced. He spoke as follows: 


ADDRESS OF G. H. NIEMEYER 


I am very much pleased to be with you today 
and am glad of the opportunity you have given me 
to address you briefly on the general subject of 
credit in our trade. 

For some time past, business conditions through- 
out our country have been improving until we 
are now in a period of prosperity. There is some- 
what of a lull at the moment, but fundamental 
conditions indicate a further expansion of business 
with increasing output and advancing prices. 
While some branches of our industry have perhaps 
not yet felt the fullest effect of the activity and 
prosperity, there is no reason to believe that our 
trade as a whole will not share in the general 
improvement. 

It may be interesting to mention here a few 
of the essential factors evidencing the extent to 
which business in general has expanded. Among 
these are the production of pig iron during March 
which totaled 3,512,902 tons, and that of steel] 
ingots which broke all previous records with an 
output of 3,402,000 tons. Steel orders on the 
books of the United States Steel Corporation at 
the end of March amounted to 107,403,322 tons, 
the largest since January, 1921. During the first 
week of April the petroleum output went up to 
1,942,150 barrels a day. Other indications of 
prosperity are the large increase in the number 
of building permits issued, the record car loadings 
which are greater than ever before for this period 
of the year. Wages are advancing and labor is 
scarce. Many wage increases have already been 
announced, especially in the metal and textile in- 
dustries and others are in prospect in various 
trades, General conditions in our own business 
are much improved and skilled jewelry workers 
demand high wages and are difficult to obtain. 

Even in Europe, where political conditions are 
still in a highly unsettled state, late advices from 
England, the Scandinavian countries and Central 
Europe indicate that there has been a slow but 
steady improvement in economic conditions. The 
situation in Europe has a most important bearing 
upon the future of our own industries. Favorable 
conditions abroad will have the effect of pro- 
longing the period of prosperity in this country, 
and it will be well for us to watch closely the 
progress of industrial development on the other 
side. 

A period of prosperity will continue only so 
long as consumption exceeds or equals supply. If 
producers and distributors become carried away 
by enthusiasm and overestimate the probable future 
demand on the part of the consumer, or if labor 
and other costs cause prices to rise to a point 
which the buying public regards as too high, another 
period of depression will ultimately result and 
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merchandise on the shelves of distributors origin- 
ally regarded as sufficient for consumption in 60 
or 90 days, will be transformed in a very short 
time into a supply large enough to last two or 
three times as long. 

Credit has an important bearing upon business 
development as it is upon credit, to a large de- 
gree, that the producer depends to finance pro- 
duction, the distributor to finance distribution and 
the buyer to finance consumption. Credit then is 
the keystone of the arch which supports our com- 
mercial structure. The careful use of credit is 
executed in all lines of industry but especially so 
in ours, where there is a decided tendency to 
abuse it. 

Let us consider for a moment whether we 
exercise proper precaution in the granting of credit 
in our business. It is commonly said that credit is 
based upon the character, capacity and capital of 
an applicant. It has come to my attention that 
many men in the trade are dependent solely upon 
the information given in the statements issued by 
the National Jewelers Board of Trade, and quite 
a few of our members have told me with a great 
deal of pride that they have never made a mistake 
in the granting of credit except when they acted 
upon their own information instead of that given 
out by the Board. While statements like this are 
very gratifying and special trade agencies such as 
our National Jewelers Board,of Trade are un- 
doubtedly most important sources of information, 
nevertheless until a member has had _ sufficient 
credit experience with a debtor he should check 
up, through various other sources, the information 
supplied him by the Board. One way to obtain 
valuable data is through the co-operation of your 
salesmen and the opinions expressed by these men 
should enable you to form conclusions regarding 
the business ability of a debtor. They can many 
times size up the stock, give some information 
regarding his personal habits, determine whether 
he is a careless buyer or not, making illuminating 
comments concerning the purchasing power of the 
community and impress upon the debtor the ad- 
visability of sending a statement of his affairs to 
the National Jewelers Board of Trade, as well as 
to other leading agencies. 


Banks as a rule do not appear to be in complete 
sympathy with the efforts of merchandise creditors 
to get full information regarding their customers. 
While they usually answer inquiries, their reports 
are frequently not specific. There does not seem 
to be any good reason why a bank should hesitate 
to tell whether an applicant for credit keeps a 
satisfactory balance, whether he meets his obliga- 
tions to the bank when they are due, whether the 
bank extends credit to him on his own name or 
discounts receivables only, and whether he takes 
care of his outside obligations which pass through 
the bank. 


Your own experience with a debtor is undoubted- 
ly the most valuable barometer of his responsi- 
bility. One of the most serious tendencies we have 
to combat is the creditor’s unwillingness to appre- 
ciate the true condition of an account even in the 
face of repeated warnings because of some senti- 
mental reason, or for fear of losing the account. 
In many instances a rigid insistence that terms 
be adhered to would be to the ultimate advantage 
of all concerned. 

The National Jewelers Board of Trade is com- 
posed of over 1,400 wholesalers and manufacturers. 
It employs a competent and experienced staff in 
New York, Providence, Cincinnati, Chicago and 
San Francisco. The function of this staff is 
Principally to collect and disseminate credit 
information through the efforts of our reporters 
and such other means as may be necessary. We 
gather all the information obtained concerning those 
whose credit standing we are asked to report upon, 
and after this information is carefully assembled 
and analyzed, it is distributed to those making a 
request. Upon numerous occasions the Board has 
been criticised for establishing a rating or for 
giving information regarding a firm’s standing 
when there was grave doubt as to whether the 
Statement given reflected the true state of affairs. 
It must be borne in mind that our staff can pass 
only upon such information as it receives and that 
the Board really is but a vehicle for the distribu- 
tion of information obtained. The distinction I 
should like to make in this connection is that if the 
reports of the Board do not always contain all the 
information they should it is not necessarily the 
fault of our staff but that the responsibility 
tests upon the members of the Board and the trade 
at large, 

One of the most difficult conditions to contend 
with in organization work is that arising when the 
interest of the individual is considered by him to 

Paramount to the interest of the whole. This 
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position is fallacious in many instances because the 
very act which prompts a creditor to safeguard 
what he considers to be his best personal interests 
frequently results in his own undoing. For ex- 
ample, a seller of merchandise extends a line of 
credit perhaps beyond that to which the debtor is 
entitled and in addition may give specific considera- 
tion in the matter of extension of payments. He 
hides this information, the debtor is dishonest and 
wishes to take advantage of the situation. He pur- 
chases merchandise on credit to an amount far in 
excess of that to which he is entitled. If the 
creditor has made a frank statement of his relations 
with the debtor, he probably would have made it 
difficult for the debtor to extend his credit lines 
and incidentally save himself part, at least, of the 
loss resulting from the bankruptcy proceedings 
which follow. 
I ask your 
lines:— 
Feeling that no effort should be spared to 
induce those with whom we are doing business 


cooperation along the following 














G. H. NIEMEYER, PRESIDENT OF THE NATIONAL 
JEWELERS BOARD OF TRADE 


to send financial statements to those who are 
called upon to pass on their credit standing. 

I ask the cooperation of all the members of 
the Board in giving information to its repre- 
sentatives, 

I feel that the best interests of all can best 
be served if your claims could all be sent to 
the attorneys for the Board in the event of 
financial embarrassments. 

I ask you to stand together in the best in- 
terests of the trade by insisting that a dishonest 
merchant be brought before the bar of justice 
and prosecuted to the full extent of the law. 


In closing I should like to say that as we enter 
upon this period of prosperity it will be weil if we 
profit from past experience. The recollection of 
1921 must still be clear in the minds of all of us 
and it is needless to say we ought to use every 
endeavor to avoid the excesses which resulted in 
the depression of that year, the effects of which 
are still felt in our trade. 


The conclusion of Mr. Niemeyer’s talk 
brought adjournment for lunch. Some of 
the best discussions of the convention de- 
veloped. 


FRIDAY AFTERNOON 


Friday afternoon members spoke freely 
about some of the subjects they had 
on their mind. Clifford B. Poage devoted his 
time to the topic of “Turnover” which was 
one of the big subjects of the meeting, this 
apparently being the thing uppermost in the 
minds of jewelry men in all branches of the 
trade. 

At this point P. J. Coffey, newly elected 
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chairman of the National Jewelers’ Publicity 
Association, addressed the convention. His 
address was to the point and dwelt upon 
the work of the association and its future 
plans. He also quoted figures to show how 
the money is used to help the jewelry trade 
and urged co-operation from all branches of 
the industry. 

Joseph Regan, of Indianapolis, at this 
point made a motion that the association 
endorse the work being done by the Ameri- 
can National Retail Jewelers’ Association 
on the elimination of the excise tax and 
that a committee of five be appointed by 
the Wholesale Jewelers’ Association to co- 
operate with the retail committee on this 
work, 

President Burdick then read a telegram 
from the Chamber of Commerce of Provi- 
dence, R. I., inviting the association to hold 
its 1924 convention in that city. E. W. 
Docherty, president of the New England 
Manufacturing Jewelers’ and Silversmiths’ 
Association, also extended the same invi- 
tation. These were turned over to the 
executive committee for consideration. 

Talks by A. D. Caddell of the North 
American Watch Co., Mansfield, O.,. was 
followed by Granville S. Standish, who 
spoke as follows: 


ADDRESS OF GRANVILLE STANDISH 


The internal Revenue Bureau reports for 1921 
total sales in the jewelry business as $470,000,000, 
roughly divided as follows: Precious stones and 
pearls imported, $36,500,000; watches, $32,100,000; 
clocks, $23,380,000; silverware and silversmithing, 
$35,000,000; plated ware, $50,000,000; lapidary 
work, $30,056,000; optical goods, $53,718,000; 
jewelry $203,898,000. This averages about $4.25 
per person, or $21.25 per family for the entire 
United States. 

Comparing the jewelry with some of our other 
national industries we find: Chemical industry, 
$12,000,000,000; dry goods, $7,150,000,000; textiles, 
$4,178,738,000; women’s garments, $1,184,099,000; 
men’s and boys’ clothing, $1,158,000,000; shoes, 
$1,152,000,000; rubber tires, $1,138,216,000; tobacco, 
$1,000,000,000; candy, $1,000,000,000; Ford cars, 
$450,000,000, Ford accessories, $135,000,000— 
$585,000,000; coffee, $400,000,000; ice cream, $200,- 
000,000; jewelry, $470,000,000. 

Of this total of $470,000,000, small as it is in 
comparison with other business, it is only a little 
in excess of the sales of coffee alone. For some rea- 
son that we will try to determine, 48 per cent. is 
sold by manufacturers direct to retailers and 52 
per cent, through jewelry jobbers, as follows: 


To Retailer To Jobbers 


Percent. Per cent. 
| Teer 27.7 71.6 
CN td abedcawanneeden sees 46.2 53.8 
WER Lc teévencdenednceee 16.4 77.9 
(0 Be eer Te 34.3 61.1 
SS a ee 82.7 15.3 
Plated silverware .....2.0. 71.2 25.5 
rere 69.4 30.0 
PN Gb 655 Se edsndcleene ts 39.7 57.7 


Bulletin 27—Bureau of Business Research. 


Surely there is cause here to pause and inquire 
why so large a per cent of your business has 
been lost. Every retailer is called on several 
times a year by several jobbers. There is a big 
loss here in needless duplication of effort and ex- 
pense. Manufacturers would never voluntarily 
have assumed the burden and cost of selling 
direct, with the credit risks involved and increase 
in clerical work and overhead, unless they were 
forced to do so. Surely there must be a very 
strong reason to make them take so drastic a step. 

These figures show that practically 50 per cent. 
of the jewelry jobbing business has been lost to 
you wholesalers. Is it not time to inquire why? 
If a retailer loses half his business, and the 
jewelry business of his towns shows an increase, 
we would not hesitate to ask him what he has 
done to drive it away. May we not ask the same 
question of you, our jobbing friends. The manu- 
facturer and the jobber represent two phases of 
the same selling problem, the problem of moving 
merchandise from the factory to the retailer and 
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on to the consumer. Here we find a conflict. The 
manufacturer has assumed his own jobbing, dupli- 
cating the sales expense at big cost to you whole- 
salers in your loss of volume of sales, at the same 
time increasing your cost of doing business. 

In this contest each has attained a certain meas- 
ure of success, but as a matter of fact neither has 
been really successful. They have divided a mar- 
ket which might have been held together for the 
profit of both. 

Manufacturers necessarily compete among them- 
selves to divide a market, and jobbers also of 
necessity compete among themselves in the divi- 
sion of a market. To be sure, the result of this 
contest may be the development of the market so 
that there is an increased volume to divide, but 
nevertheless the contest between the manufac- 
turers or between jobbers is inevitably a contest 
for the division of a market, be it stationary or 
growing. But between manufacturers and jobbers 
no such contest is essential; for each handles in 
turn the same merchandise and each may secure 
the whole; that is, manufacturers selling and job- 
bers selling are fundamentally not antagonistic, 
but are simply two steps in the same selling prob- 
lem. There may be some selling rivalry over the 
division of the profits, but over the market there 
should be no contest, for the interests of both de- 
mand that the market be held together. * * * 

There are two ways to establish a jobbing busi- 
ness. One is to found it on unbranded goods and 
sell on the reputation of the house. The develop- 
ment of a business in this way is at best slow, 
involving hard and persistent effort, if, indeed, the 
day is not already past when a new jobbing busi- 
ness can be founded on unidentified, unbranded 
jewelry and attain leadership. The other method 
is to found a jobbing business on selling trade- 
marked jewelry of known quality. This leads more 
quickly to volume and to a profitable business. 

If the quickest way to establish a business today 
is with advertised lines, evidently the quickest 
way to expand an existing business is also in 
pushing nationally branded merchandise, and the 
surest way to hold existing volume against the at- 
tacks of competitors is also in vigorously selling 
of these lines. For the jobber that wants to be- 
come big and for the jobber that is determined 
to remain big, nationally advertised merchandise 
offers the best foundation for success. * * * 

I have already asked if a jobber’s cost were 30 
per cent, how many times an article bearing a 
gross of 30 per cent must get in order to make 
any net profit whatever, The answer is that if 
the jobber can get enough turns, there may be 
considerable profit, net profit in handling a line at 
no more than his average cost of doing business. 
‘The wholesale grocer is perhaps the clearest exam- 
ple of this merchandising phenomenon. Let us 
take a wholesale grocer with an average cost of 
seven per cent. Suppose he is selling sugar at 
five per cent and tea at 12 per cent. If he were 
to apply his average cost of doing business to 
these lines, he might call his salesmen together 
and say, “Do not take any more orders for sugar 
than you can help. We lose two cents on all 
sugar which you sell. But push tea. That is 
where we make our profits. We make five per 
cent on all the tea you sell.” 

The first problem of the jobber to determine, 
then, is not what brand bears the largest margin 
over his costs of doing business, but, rather, what 
line, considering its rapidity of turn and ease of 
sale, bears the largest net margin over its own 
sales expense. 

The average jobber is in the position of a certain 
mill that manufactured four products and made no 
money. Upon analysis it was found that on one 
product of large volume this mill made money, on 
the other three, of smaller volume, but apparently 
higher price, it lost money. So the jobber, if he 
will make a close analysis of his business, will 
find that he is making most of his money on lines 
which give him larger volume, quick turns and 
ease of sales, and in turn is dissipating these 
profits by trying to sell lines that have large mar- 
gins, but which have small volumes, slow turns 
and require strong sales effort to move. 

The second problem is volume. Volume is just 
as important as margin. Net profits are obtained 
by multiplying margin by volume and in any 
multiplication the two factors are equally im- 
portant. Three times five and five times three 
give the same result, and it is so in merchandis- 
ing. 

To illustrate: In handling one line a jobber 
gets a net margin of 20 per cent on $1,000 of 
business, or a total of $200. On another line he 
gets a net margin of 15 per cent on a volume of 
$2,000, or a net profit of $300. That is, the loss 
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of five per cent in margin is more than offset by 
the increased vclume. That the jobber gets 15 per 
cent, instead of 20 per cent is a matter of no 
consequence. The important fact is that he gets 
$100 more in real cash. The thing the jobber 
wants is net profits; not profits in percentage fig- 
ures to look at, but profits in real dollars in the 
bank. And the amount that each article contributes 
to the bank account is determined by the margin 
over its own selling cost multiplied by its volume. 

If the 48 per cent of the business now sold retail- 
ers direct by manufacturers was transferred to you 
jobbers, your expenses of selling (or overhead) 
would show a hardly perceptible increase. You can 
undoubtedly do this business for a fraction of 
what it costs the manufacturers. Without it your 
costs of doing business automatically double. 

In addition to this problem, you have another 
equally as serious. Since volume or turnover is 
as important as per cent of profit, we face the 
condition in the retail jewelry trade where those 
retailers who have shown the greatest turnover 
and are the most aggressive and successful mer- 
chandisers, are the very dealers that the manufac- 
turers have taken from you, leaving you the bulk 
of smaller, less aggressive retailers to serve. This 
operates to slow down your turnover to that of 
your customers, 

The Harvard Bureau of Business Research give 
the common figure for stock turnover in 1920 as 
0.9 times a year. The jewelry department in large 
city department stores average 3.45 times a year, 
almost four times as fast. 

This slow turnover results in excessive costs to 
retailer as shown by average gross profits of 40 
per cent of selling prices or a mark up of 70 per 
cent to the costs. 

The department store jeweler could sell at a 
mark up of 20 per cent and net as much as the 
average small jeweler makes on a 70 per cent 
mark up. 

To add to the difficulty, the sales in 
stores averages from 27 to 36 per cent for De- 
cember and for 11 months of the year about 6% 
per cent per month. 

I believe you jobbers will have to give grave 
consideration to this problem, for it is responsible 
fir a great part of your difficulties. 

The industry cannot prosper on one month’s 
business in 12, The jewelry store in the depart- 
ment store has led the way to a solution. If jew- 
elry in paying volume can only be sold in De 
cember, other lines must be added that will at- 
tract buyers into the store. The extra large 
profit customary in jewelry cannot be had on 
other lines. The retailer has become accustomed 
to these and will be hard to convince. If he 
can’t make money on a 70 per cent markup, he 
will ask how can he expect to pay expenses on 
a 25 or 33.1/3 per cent markup. His expenses 
are fixed now and any additional business is net 
profit. 

I will not suggest what lines the retailer should 
add, but emphasize the thought that a few can 
profitably operate a store a year for one month’s 
sales. A good merchant will not be satisfied with 
less than 12 months’ sales every year. If the 
retailer is shown how to make profits, he will pay 
you promptly, and you will prosper. If you will 
win back the 48 per cent of the manufacturers 
who go direct to retailers by selling their mer- 
chandise at less cost than they can sell it direct, 
you can cut your costs, increase your turnover 
and increase your net profits. Educate the small 
retailer to extend his business by adding quick- 
moving, nationally advertised merchandise of allied 
lines that will attract people to his store, increase 
his jewelry sales by keeping people coming to his 
store, lower his overhead, increase his profits and 
make him prompt pay, and his prosperity will add 
to your success and profits. 


retail 


A general discussion brought the meeting 
to a close. 


The Banquet 


Two hours later or shortly after 7 o’clock 
the ballroom of the Hotel Gibson hummed 
with the buzz of those who had thrown 
aside the cares and worries of business and 
who were foregathering for the purpose of 
enjoying themselves. As an opening for the 
banquet a little refreshment that tasted just 
a trifle dry was served in one of the ante- 
rooms and the crush that developed in there 
was overpowering for a few minutes. 

Maitre-d’Hotel Joe Oberle then signaled 
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to Arno Dorst who clapped his hands and 
the men found their way into the ballroom. 
This place soon gave out the proclamation 
that prohibition has come and gone and the 
merriment that abounded for four solid 
hours vastly repaid those who were respon- 
sible for the occasion. 

The entrance march was followed by the 
“Diamond March” which was written and 
dedicated to the National Wholesale Jewel- 
ers’ Association by Mrs. Sig Strauss of Cin- 
cinnati. The applause that followed its first 
rendition was deafening and during the 
many encores that followed members forced 
themselves to take part by pounding china 
with their silverware. 

Entertainment was provided also by the 
Dixie Entertainers, a group of darkies, who 
sang Southern and current songs. The 


menu : 

MENU 
Hors d’Oeuvre 
Ripe Olives 
Petite Marmite 
Cheese Crusts 
Shad Roe a la Mariniere 
Potatoes Persillade 
Roast Jumbo Squab, Stuffed 
Compote of Fruit Fond Artichaud, Dubarry 
Salade Gastroncme 
Mousse of Fresh Strawberries, - 
Chantilly 


Stuffed Celery Salted Almonds 


Small Eclairs Mignardises 


Cafe Noir 


Convention Notes 

Although there is more silverware in general use 
throughout the United States than ever before in 
history, silver craftsmanship is fast becoming a lost 
art, according to L. P. White of Philadelphia, 
treasurer of the National Wholesale Jewelers’ As- 
sociation. Mr. White, with the ever present cigar 
pitched at an angle in his mouth, was buttonholed 
in the lobby of the Hotel Gibson Thursday morning, 
not only by his many friends, but by newspapermen, 
and during a talk with the latter, Mr. White made 
the foregoing assertion. “The art of the silver- 
smith is fast disappearing. This is true, despite 
the fact that there never was a time when the use of 
silverware was so general. Twenty years ago silver- 
ware on the table usually denoted affluence, but now 
anyone can use silver cutlery and even some of the 
lowly families have a few silver dishes. This is 
due to causes, viz: An increase in the standard of 
living and a decrease in the cost of silverware. 
However, the increasing use of silverware has been 
accomplished by a gradual loss of originality in de 
signing and the development of art in the production 
of silverware. But this is not true of jewelry, par- 
ticularly in the employment of platinum. Silver is 
devoted mainly to table ware,” he said. 

* . a 

President H. W. Burdick of Cleveland, O., as- 
serted that the general jewelry business is at the 
high tide of prosperity at the present time and that 
the tariff against foreign jewels is enabling Ameri- 
can manufacturers to build up a great jewelry, 
watch and clock business. ‘‘The demand for jewelry 
is greater than normal. People have money and 
they are spending it on the higher grades of jewelry. 
In the old days a man was not so particular whether 
he bought a seven or 17 jewel watch—today he 
buys the 17 jewel timepiece.”” Mr. Burdick claimed 
that the present tariff of 60 to 80 per cent is provid- 
ing American manufacturers strong protection in 
developing American industry. ‘‘American watches, 
clocks, fine gold and platinum jewelry are unequaled 
by any in the World. We are also making some 
cheap jewelry by automatic machines at such a low 
cost that shipments are being made to the old 
country.” The president further declared that our 
styles are so superior to those of Europe that the 
latter seemed antiquated by comparison. 

* * * 


Delegates to the convention told local newspaper 
men that the aim of the gathering was to show 
manufacturers that the most economical method of 
selling their gocds was through the jobber. 

* oe * 


Friday morning when members started gathering 
for the morning business sessions, they were 
talking about the informal dinner and smoker that 
had been tendered them by the special entertain: 
ment committee appointed by the Cincinnati Whole 
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sale Jewelers’ and Manufacturers’ Association, 
made up of Arno A. Dorst, Clarence Loeb, Eli and 
David J. Gutmann, Harry Stegeman, Julian G. 
Schwab and J. Charles Becker. To say that the 
committee succeeded in its endeavor to entertain 
would be putting the matter mildly as the visitors 
cat down in the ballroom a little after six o'clock 
Thursday evening and remained until nearly mid- 
night. The greatest jollity of the evening was 
caused by George Mann of Cincinnati, who was 
all primed by the committee and the jokes he 
sprang at the expense of the visitors left some of 
the audience in a state of utter fatigue. Mann 
was not sparing with some of his puns, and if 
anyone gave the slightest inclination of showing 
any restramt under the leash so much more was 
added to the next one. Members of the committee 
were complimented for the entertainment. 
* * * 


Suitable resolutions were drawn by the associa- 
tio in memory of Fred G. Thearle of Chicago 
and Sam Weinhaus of Pittsburgh. Motions for 
the resolutions were made by Jonas Koch of New 
York city and Emanuel Grafner of Pittsburgh. 

* * * 


At opportune moments during the convention 
the executive committee would meet, but spent 
most of its time in discussing the president’s speech 
and secretary’s report. These naturally were con- 
curred in and then the commitfee took up plans 
to carry out recommendations made by each. 

* * * 


One member of the women’s party was given 
especial attention, chiefly because she was a bride, 
being Mrs. A. C. Becken, Jr., of Chicago. The 
story told at the convention was that Becken 
motored from Chicago to Lafayette, Ind., where 
they were married and then came on to Cincinnati 
combining a honeymoon and business trip in one. 


H. K. Sturdy, Jr., one of the owners of the 
J. F. Sturdy Sons’ Co., and L.. J. Walsh, adver- 
tising manager of the firm, Attleboro Falls, were 
taken on a tour of the city by Jerome Thoma, and 
both visitors were deeply impressed by the new 
East High School in Cincinnati. Mr. Walsh said 
he had never seen anything like it in the United 
States. 

* ” * 

Max Jacoby of the Sterling Silver Manufactur- 
ing Co. was taken in charge by C. E. Richter, of 
Richter & Phillips, just the minute he reached 
Cincinnati. Mr. Jaccby was taken on a personally 
conducted tour throughout Cincinnati and_ its 
environs by Mr. Richter, and both stopped to call 
on I. A. Biddle, jeweler of Lawrenceburg, Ind., 
who was reported to have been quite ill. Mr. 
Biddle was materially cheered by the visit. 

* * . 


While delegates were holding their business 
sessions on both Thursday and Friday women vis- 
itors were being well taken care of by the local 
delegaticn of women who were appointed to lcok 
after them. The party included Mrs. A. C. 
Recken, Jr., of Chicago; Mrs. H. W. Burdick of 
Cleveland, Mrs. D. J. Gleeson cf Louisville, Mrs. 
B. F. Hoffman of Pittsburgh, Mrs. E. E. Marshall 
of Chicage, Mrs. F. A. Ryder of Attleboro, Mrs. 
D. Woronock of New York City, and Mrs. B. 
Staufenberger of Newark. This group was taken 
in tow by Mrs. Julian Schwab, Mrs. Sig Strauss, 
Mrs. Harry Saunders, representing the local 
Wholesale Jewelers’ and Manufacturers’ Associa- 
tion, and the Misses Amy Pace and Bessie Schilds, 
representing the Chamber of Commerce. Thursday 
afternoon the women were entertained at Keith’s 
theatre, this being followed by a dinner at the 
Hotel Gibson, where Joe Oberle, the maitre d’hotel, 
spread himself to make a good impression upon 
the visitors. He did. On Friday afternoon, which 
was perfect for the cccasion, the women were 
taken on a sightseeing tour which revealed some 
of the natural beauty of the Queen City. All of 
the women expressed wonder and surprise at some 
of the more interesting points of the city, declaring 
they never knew that Cincinnati enjoyed such 
Pictorial wealth. 








Edgar Hoefer, Arkansas and Louisiana 
salesman for the C. A. Kiger Co., and Mr. 
Jeffords, a retail jeweler of Texarkana, Ark., 
recently had a very narrow escape when an 
automobile in which they were riding got 
beyond control and struck a tree. The car 


was quite badly damaged, but fortunately 
neither Mr. Hoefer nor Mr. Jeffords was in- 
jJured, 
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WATCH FIRM IN TROUBLE 


Maritz Watch & Mfg. Co., St. Louis, Mo., in 
Financial Difficulties Though Assets 
Are Reported in Excess of Liabilities 


St. Louis, Mo., April 28.—As a result of 
notice sent to the creditors of the Maritz 
Watch & Manutacturing Co., in Columbia 
building here, it was learned this week that 
the concern is in financial difficulties al- 
though the assets are nominally in excess 
of the liabilities, the former being placed at 
$181,480 and the latter $134,612. ‘Lhe no- 
tice was sent out by Krauss, Goldman & 
Allshouse, attorneys of Chicago, who rep- 
resent jewelry creditors in that city and 
other places and who have investigated the 
status of the company’s affairs. 

According to this notice, an attempt will 
be made with the creditors to obtain either 
a general extension covering a long period 
of time, a settlement or a liquidation of the 
concern. It is believed that full co-operation 
on the part of the creditors will enable the 
estate to realize the largest amount in divi- 
dends and therefore every effort is being 
made to avoid bankruptcy if possible. 

According to the notice the assets include 
accounts receivable of $66,709; merchandise 
that cost $107,812; fixtures, $6,329, and 
notes, $629. But of the accounts receivable, 
$20,000 has been assigned to the Manufac- 
turers’ Kinance Co., by which they were 
discounted and merchandise of a cost of 
$20,000 in possession of one of the banks. 
Practically all of the merchandise consists 
of imported Swiss watches and American 
watch cases and it is said that the line is 
badly unbalanced at the present time. Of 
the liabilities $36,182 is due to merchandise 
creditors and $75,300 to the banks for bor- 
rowed money. There are local advertising 
accounts of $6,473 and a debt to the Manu- 
facturers’ Finance Co. of $16,656. 

The company is a Missouri corporation 
with a capital of $100,000 all paid in. Dur- 
ing the last year it is said it operated at a 
loss of approximately $41,000, a great part 
of which is accounted for first, by the ex- 
tensive advertising and second, by the large 
amounts paid for discount and interest. 








St. Louis, Mo., April 30.—Involuntary 
bankruptcy proceedings were started today 
in the United States District Court here 
against the Maritz Watch & Mfg. Co. 








Court Refuses to Entertain Complaint Under 
Silver Stamping Law Against Provi- 
dence Man or His Concern 
On the claim of Mr. Rosenberg, of Rosen- 
berg Bros., 105 Canal St., New York, that 
his concern had purchased silver belt 
buckles marked “sterling” from a certain 
Providence manufacturer and which the 
Bureau of Weights & Measures charges, con- 
tained less than 700/1000 parts of pure 
silver, this manufacturer was summoned to 
the Second District Magistrate Court last 
Friday. After it was shown that the trans- 
action took place in Providence, three years 
ago, and that the defendant was only an 
employe of the concern at that time, the 
court refused to entertain a complaint 
against the Providence man or his concern. 
As previously reported in THE JEWELERS’ 
CircuLar, last December, a complaint was 
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filed against Mr. Rosenberg charging viola- 
tion of the New York Stamping Act, in 
that he sold belt buckles marked “sterling” 
which it is claimed, assayed less than the 


lawful content of silver. After the de- 


fendant pleaded not guilty, he was held for 
trial in the Court of Special Sessions and 
this case, it is expected, will come up for 
trial some time this month. 











James Flatau, representing Charles Keller 
& Co., was calling on the jobbers the past 
week, 

G. E. Finley, jeweler of Cottonwood Falls, 
Kans., was in this market last week buying 
merchandise. 

C. M. Kiger, vice-president of the C. A. 
Kiger Co., has been confined to his bed for 
the past week with a severe case of the 
“flu.” He is getting along nicely, however, 
and expects to be down at the office within 
the next few days. E. A. Kiger, president 
of the company, is now in the east. 

Retailers are preparing to put forward 
items particularly suitable to Mothers’ Day; 
and the day is now being exploited by flor- 
ists. ‘Candy is being looked upon by drug- 
gists, cigar retailers, as well as confection- 
ers, as the leading item for the day; and no 
doubt merchants in every line will discover 
reasons for buying their wares to give to 
mothers. 

Missouri retail jewelers who so short a 
time ago heard Ralph Roessler and ex- 
pressed their eager support of his program 
against the excise tax, have reasserted this 
position since the convention. President 
Woodbury, of the State association, re- 
marked recently that the association was 
perfecting its plans to proceed in line with 
convention resolutions to give substantial 
support to Mr. Roessler’s campaign. 

The Women’s Commercial Club of Kansas 
City, Kans., held an exposition in the Cham- 
ber of Commerce rooms, April 24 to 26, of 
products and services which the members 
provide for the community. There were 44 
displays, ranging from insurance to furni- 
ture, and including jewelry. Mrs. Bertha 
Nelson and Mrs. Maura Duby, of the A. 
Fuhrman Jewelry Co., active in the manage- 
ment of the store since their father’s death, 
are members of the club, and made a hand- 
some display of silver and cut glass. At- 
tendance at the exposition was 1,000 to 1,500 
each evening. Among the visitors were 
many women from surrounding towns. 

Glenn Leslie Walker, the young man who 
smashed the Jaccard Jewelry Co.’s window 
last Winter, has escaped from the insane 
aslyum at St. Joseph, Mo. The boy, it will 
be remembered, with a brick, smashed the 
plate glass window of the jewelry store, 
grabbed two rings, and ran. The boy eluded 
the men in the crowd, but was found within 
a few minutes, standing at a soda fountain 
in a drug store less than two blocks away. 
He was brought back to the store by a 
policeman. All the goods missing from the 
window were found on him. His relatives, 
immediately upon his being taken to the 
police station, secured a sanity commission 
in the probate court, and he was declared of 
unsound mind. 
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Texas Retail Jewelers Hold Successful Convention 











“Lone Star” State Delegates Meet at Dallas, April 25 and 26—Resolutions 
Adopted and Officers Elected—Many Social Features 














Datias, Tex., April 27.—Closing the 17th 
annual convention here Thursday afternoon, 
the Texas Retail Jewelers’ Association se- 
lected Dallas as the next meeting place and 
elected Marcus Baerwald, of Dallas, presi- 
dent. Jerry Harbour, of Coleman, was se- 
lected first vice-president; A. E. Neiman, of 


Waco, second vice-president, and Myron 
Everts, of Dallas, secretary. I. L. Kramer, 
of Dallas, was re-elected treasurer. Arthur 


A. Everts, of Dallas, and George Mellinger, 
of Houston, were named new directors. W. 
D. Armstrong, of Brownwood, retiring presi- 
dent, was selected as delegate to the annual 
convention of the American National Retail 
Jewelers’ Association. 

Invocation was pronounced Wednesday 
morning by Dr. C. E. Snowden. The wel- 
come was delivered by City Attorney J. J. 
Collins, and the response by I. Kramer, of 
Pike & Kramer. 

At noon the jewelers had luncheon at the 
Adolphus, the guests of the wholesalers. 

Wednesday there was a theater party at 
the Majestic. 

One of the principal addresses of the con- 
vention was by Nels Darling, a national 
lecturer and entertainer. 

Ralph Roessler, chairman of the excise 
tax elimination committee of the national 
jewelers, here, organized the Texas jewel- 
ers to join in the fight. 

“The excise tax on jewelry is unjust,” 
said Roessler. “The jeweler’s stock cannot 
escape the tax, yet the department store, the 
5 and 10 cent store, the hardware store all 
sell some of the same articles the jeweler 
does which are not subject to the tax. There 
is no more justice, for example, in placing a 
five per cent. tax on a clock than there is 
on any piece of furniture which goes into a 
home. The law classes all the jeweler’s 
wares as luxuries when as a matter of fact 
much of the stock consists of necessities.” 

Arthur A. Everts, past president of the 
American National Retail Jewelers’ Associa- 
tion, Thursday afternoon spoke on the new 
spirit in business, and F. F. Florence, of 
Dallas, first vice-president of the Republic 
National Bank, discussed the excise tax and 
importance of the jewelry business. 


Resolutions 


Resolutions adopted at the closing session 
thanked the Adolphus Hotel, where the two- 
day convention was held, for courtesies ex- 
tended; the newspapers of Dallas for help- 
ful publicity ; indorsed the movement by the 
national association to seek removal of the 
five per cent. war tax; indorsed the national 
association’s tax elimination program; con- 
demned fake auctioneering, falsehoods in ad- 
vertising ; indorsed jewelers’ clubs for every 
town; indorsed jewelers’ code of ethics and 
the policy of advertising only one price, not 
quoting an article reduced from one price to 
another. Arthur A. Everts is chairman of 
the resolutions committee. 

In an amended resolution, the convention 
voted to promote the move to have people 
celebrate wedding anniversaries, not as 25, 


50 and 75 years, but every year, and that 
some article of jewelry be especially urged 
as a fitting token. 

The auditing committee made its report 
Thursday afternoon, showing that the or- 
ganization has a cash balance on hand of 
$453.29, and also what disposition has been 
made of other funds of the treasury, includ- 
ing $711.49 received for advertisements in 
the annual program. 

Mr. Florence urged that the jewelers start 
immediately an educational campaign to in- 





ARTHUR A. EVERTS, EX-PRESIDENT OF THE 
A. N. R. J. A.. WHO ADDRESSED THE 
TEXAS JEWELERS 


form the people that the jewelry business is 
not only to provide some of the luxuries of 
life, but also some of the necessities. He 
said most of the people thought the jewelry 
business unessential and that they ought to 
be corrected in this; that some thought the 
jewelry business netted huge profits and that 
jewelry stores were becoming richer and 
richer, but that the bankers knew better, 
knew that most of the jewelers sell close to 
the line and that only small profits are made. 
He said that a quick turnover on merchan- 
dise would help the jewelry business. He 
took a stand against the excise tax. He 
said the reason most of such bills were made 
laws were because the people did not express 
their wants to the legislators who made the 
laws. 

Mr. Everts spoke on service above self, de- 
claring that the association should be united 
on that fact, that it is the new spirit in busi- 
ness and without it all business must lag be- 
hind. If jewelers don’t follow the lead of 
this new spirit they might as well prepare to 
go back to the farm, he said. He referred to 
one jeweler who lost his business and said 
that only ignorant merchants would lie about 
their merchandise. He pointed out the fal- 
lacy of advertising plated jewelry as solid 
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gold or silver. He also urged that every 
jeweler advertise extensively in newspapers. 

He elaborated on the department store 
having taken some of the trade from the 
jewelers, that the department stores handled 
jewelry and the reason they were patronized 
in preference to the jewelry stores by some 
people was because the people thought the 
department stores sold cheaper, or on credit: 
that the bills would not come to the husband 
until the end of the month, and he would 
have, by that time, forgotten what it was his 
wife bought. He urged advertising as a 
medium of educating the people to a better 
appreciation of the jewelry business. 

“The best policy is to give to your cus- 
tomer the best you have,” Mr. Everts said. 
“Make all guarantees good.” 

Upon his election as president, Mr. Baer- 
wald was asked to address the convention. 
He said he was conscious of a new responsi- 
bility since his elevation from secretary to 
president of the organization. He asked for 
the continued co-operation and support in 
the work of the organization that he had 
received from the members when secretary. 

Mr. Harbour, elected first vice-president, 
made a brief talk on the future work of the 
jewelers and urged frequent conferences 
relative to plans. 

Samuel Fowlks, representing the Dallas 
Chamber of Commerce, invited to address 
the jewelers, said that Dallas will always be 
glad to receive the jewelers and that the 
facilities of the Chamber of Commerce are 
at the disposal of the members, whether in 
convention or at their out-of-Dallas homes. 

The convention opened Wednesday morn- 
ing. In addition to two business sessions 
during the two days, there were entertain- 
ment features. A breakfast for the delegates 
was given Thursday morning. Wednesday 
night they were entertained with a Majestic 
Theater party. Mayor-elect Louis Blaylock 
welcomed the convention delegates to Dallas 
Wednesday morning. 








FIFTY YEARS IN BUSINESS 


R. J. Satterthwait, Charleston, W. Va., cele- 
brates Half Century of His Start in 
the Jewelry Business in that City 





CHARLESTON-KANAWHA, W. Va., April 
28.—R. J. Satterthwait, jeweler and optician 
at 26 Capitol St., is receiving the congratu- 
lations of his friends, customers and business 
associates on the fact that to-day he cele- 
brated the 50th anniversary of his starting 
in the jewelry business in this city. His 
store is doing business to-day under the 
same management under which it started, 
which can hardly be said of any other retail 
business of that age in Charleston. 

Mr. Satterthwait started April 28, 1872, 
in lower Kanawha St., then in the center 
of the retail shopping district. After 13 
years he moved to 25 Capital St., where he 
remained for three years. Then Mr. Sat- 
terthwait bought the building where he is 
now located at 26 Capitol St., in which he 
has been located for the last 11 years. Mr. 
Satterthwait has made steady progress since 
he started and for a while his brother, 
Thomas Satterthwait, was associated with 
him until the latter died in 1903. To-day, 
his daughter, Miss Pearl Satterthwait, helps 
him in conducting the business. 








The uptown movement started several 
years ago by the jewelry trade of New 
York and which was so marked last year, 
has shown a tendency to slow up, and as a 
result most of the moving activities this year 
have been confined to the Maiden Lane and 
east side districts of the city. Those con- 
cerns that have gone to the uptown section 
of the city are confining themselves to Fifth 
Ave., in the vicinity of 45th St., also to W. 
37th St., near Fifth Ave., and upper Broad- 
way in the proximity of 51st St. Removals 
downtown, however, have been more numer- 
ous this year than for some time past. This 
condition is probably caused by the fact that 
the building at 7 Maiden Lane is to be torn 
down and because of the destruction by fire 
of the building at 41 Maiden Lane. Most 
of those concerns which are leaving Maiden 
Lane are either going to John St., or Fulton 
St., while a number of them are also locat- 
ing on Nassau St. A number of the east 
side merchants have also changed quarters 
recently and a few of these have settled in 
the Maiden Lane district. 


A 


Actina Watch Co., wholesaler, from 9 Maiden 
Lane to 198 Broadway. 

Alexander, M., importer and jobber in jewelry, 
watches and diamonds, from 35 E. 19th St. to 12 
John St. . 

Altman, Roman & Co., manufacturers of chains 
and bracelets, from 41 Maiden Lane to 5 Cortlandt 
St. 

Amerman, L. W., dealer in jewelry and silver- 
ware, from 7 Maiden Lane to 9 Maiden Lane. 

Anchor Jewelry Co., manufacturer of platinum 
mountings, 71 Nassau St., from room 1102 to room 
603, same building. ; 

Apex Watch Case Mfg. Co., from 82 Nassau St. 
to 112 Fulton St. 

Arbie Watch Co., importers and jobbers, from 
180 Broadway to 198 Broadway. 

Arrow Emblem Co., manufacturer, from 7 Maiden 
Lane to 21 Maiden Lane. 

Atlesberg & Kleinman, diamond importers, from 
147 Fulton St. to 12 John St. 


B 


Baden, Robert, manufacturing jeweler, from 41 
Maiden Lane to 70 Fulton St. 

Baer & Wilde, jewelry manufacturers, from 9 
Maiden Lane to 15 Maiden Lane. 

Ball, Edward Co., silversmith, from 47 W. 34th 
St. to 36 W. 44th St. 

Ballou Mfg. Co., manufacturing jeweler, from 7 
Maiden Lane to 21 Maiden Lane. 

Barmache, Dubrowin, Inc., manufacturing jewel- 
ers, from 741 Lexington Ave. to 7 W. 45th St. 

Barnett & Co., L., jewelers, from 9 Maiden 
Lane to 9 E. 46th St. : 

Bellin, E. J., jewelry manufacturer and jobber, 
from 82 Nassau St. to 1 Maiden Lane. 

Benjamin, David M., dealer in watches and jewel- 
ty, from 8 Maiden Lane to 21 Maiden Lane. 

Berg-Leitner, George, watchmaker, from room 63 
at 12 John St. to room 1302 in the same building. 

Bernet Co., wholesale jewelry, from 13 Maiden 
Lane to 15 W. 37th St. 

Bernstein, DeFrece, importer and manufacturer 
of watches, from 106 Fulton St. to 15 W. 37th St. 

Better, Fred, wholesale dealer in watches from 11 
John St. to 198 Broadway. 

Bikoff & Co., Jacob, dealers in diamonds and 
watches, from 60 Graham Ave., Brooklyn, to room 
304 at 116 Nassau St. 

Billings, Henry B., diamond dealer, 
Broadway to 452 Fifth Ave. 

Blancard & Co., manufacturers of settings and 
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galleries, from 161 Maiden Lane to 51 Maiden Lane. 

Bolotin & Co., R., manufacturing jewelers, from 
41 Maiden Lane to 49 Maiden Lane. 

Bornstein & Co., I., diamond importers, from 93 
Nassau St. to 87 Nassau St. 

Brassler, Hans, jewelry manufacturer, from 33 W. 
38th St. to 1650 Broadway. 

Brennan, H. D., jeweler, from 7 Maiden Lane to 
170 Broadway. 

Bruner, H. S., maker of watchcases, from 64 
Fulton St. to 154 W. 14th St. 

Bryant & Co., M. B., ring manufacturers, from 
7 Maiden Lane to rooms 501-502 at 15 Maiden 
Lane. 

Cc 


Capouillez, Arthur C., dealer in jewelry, from 7 
Maiden Lane to 15 Maiden Lane. 

Carlone & Vitiello, wholesalers in corals and 
cameos from 5 Maiden Lane to 21 Maiden Lane. 

Carrington & Co., jewelry manufacturers, from 
7 Maiden Lane to 1 Maiden Lane. 

Cohen, Morris, watch wholesaler, 
Chrystie St. to 122 Hester St. 

Coral Importing Co., (formerly C. Rivieccio) from 
44 Johnson St., Brooklyn to 110 Nassau St. 

Creshkoff, James, dealer in diamonds and precious 
stones, from 7 Maiden Lane to room 1309 at 2 
Maiden Lane. 

D 


Dawson, Samuel R., wholesaler in watches and 
diamonds, from 65 Nassau St. to 170 Broadway. 

D’Elia, Guiseppe, dealer in precious and semi- 
precious stones, from 302 Broadway to 43 W. 34th 
SE 

Dembitz., J., diamond setter, from 87 Nassau St. 
to 64 Fulton St. 

Draisin, S. H., precious stones, from 23 Maiden 
Lane to room 810 at 170 Broadway. 

Draper Co., O. M., jewelry manufacturer, from 
9 Maiden Lane to 15 Maiden Lane. 

Duneier & Cohen, wholesale jeweler, 
Eldridge St. to 24 Eldridge St. 

Durfey, William J., wholesale dealer in diamonds, 
from 7 Maiden Lane to room 507 at 170 Broadway. 
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E 

Elder Co., maker of watch cases, from 21 Maiden 
Lane to 15 Maiden Lane. 

Elgee Watch Co., wholesaler, from 65 Nassau St. 
to 17 John St. 

Esh Co., manufacturing jeweler, from 16 W. 45th 
St. to 110 W. 40th St. 

Esner & Friedman, wholesale dealers in watch 
materials, jewelers’ supplies and optical goods, from 
78 Chrystie St. to 67 Chrystie St. 


F 

Farber, Julius, dealer in watches and jewelry, 
from 258 E. 3rd St. to 21 Ave. C. 

Farber, Kraysler & Bro., manufacturing jewelers, 
from 106 Fulton St. to 1650 Broadway. 

Fera & Kadison, diamond cutters, from 45 John 
St. to 1650 Broadway. 

Finkelstein Bros., wholesale diamond dealers, 
from 87 Nassau St. to 15 Maiden Lane. 

Finver, David, wholesale jeweler, from 79 Clinton 
St. to 15 Maiden Lane. 

Fisher & Co., manufacturing jeweler, 
Maiden Lane to 21 Maiden Lane. 

Flauto Bros., mounting manufacturers, from 82 
Nassau St. to 100 W. 21st St. 

Fliashnick, Peter P., manufacturing jeweler, from 
82 Nassau St., to 64 Fulton St. 

Franklin, Jules, dealer in diamonds and precious 
stones, from 170 Broadway to 452 Fifth Ave. 

Freudenberg, M., wholesale jeweler, from 699 
Broadway to 71 W. 35th St. 

Freund, Bernhard, wholesale diamond dealer, from 
7 Maiden Lane to 21 Maiden Lane. 

Fried & Co., R., dealers in watches, 9 Maiden 
Lane to 13th floor in same building. 

Friedman, Joseph, Metal Ware, Inc., silversmiths, 
from 79 Crosby St. to 1226 Flushing Ave., Brook- 
lyn, N. Y. 

Froehlich Co., William, manufacturing jeweler, 
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from 12 John St. to room 1315 at 170 Broadway. 


G 

F. H. Galaway, dealer in diamonds, 
Maiden Lane to 21 Maiden Lane. 

Galaway, J. H., engraver, from 7 Maiden Lane 
to 21 Maiden Lane. 

Geneva Watch Co., importer, from 46 Cortland 
St. to 170 Broadway. 

Gersavny, David W., wholesale jeweler, from 630 
E. 170 the St. to 12 John St. 

Gilbert, Charles H., manufacturing jeweler and 
— dealer, from 41 Maiden Lane to 66 Nassau 

t. 

Gilbert & Flannery, manufacturing jewelers and 
dealers in diamonds from 41 Maiden Lane to 66 
Nassau St. 

Girdany, M. L., Inc., mounting manufacturer, 
from 28 E. 38th St. to 2 W. 47 St. 

Gismond, L. Co., wholesale diamond dealer, from 
7 Maiden Lane to 180 Broadway. 

Globe Watch Mfg. Co., from 12 John St. to 116 
Nassau St. 

Goldenberg, William, (now Goldenberg & Wechs- 
ler) ring manufacturs, from 49 Maiden Lane to 
102 Fulton St. 

Goldsmith & Co., Ingomar, importers and cutters 
of diamonds, from 180 Broadway to 2 W. 45th St. 

Goldstein, M. & I., wholesaler dealers in diamonds 
and jewelry, from 71 Nassau St. to 21 Maiden Lane. 

Goldstein, Nathan, repairer to the trade, from 107 
Rivington St., to 110 Chrystie St. 

Goldstein Bros., wholesale diamond dealer, from 
110 Chrystie St., to 99 Nassau St. 

Gordon, Sol, importer of precious and _ semi- 
precious stones, from 41 Maiden Lane to 66 Nassau 
St 


from 7 


Gottlieb, L. wholesale dealer in watches and silver- 
ware, from 49 Maiden Lane to 40 John St. 

Graver, Max J., Co., wholesale jeweler, from 1123 
Broadway to 334 Fifth Ave. 

Groenman, Art., dealer in diamonds, from 12 
John St. to 71 Nassau St., room 802. 

Groothuis & Frankfort, wholesale diamond dealers, 
from 49 Maiden Lane to 95 Nassau St. 

Gsell & Co., R., watch manufacturers and im- 
porters, from 15 Maiden Lane to 15 W. 37th St. 

Guntzburger & Son, I., dealers in precious and 
semi-precious stones, from 11 John St. to 565 Fifth 


Ave. 
H 


Haldimann & Co., wholesale clock dealers, from 
41 Maiden Lane to 11 John St. 

Hansen, Charles L., & Son., jewelers, from 530 
Third Ave. to 1046 Madison Ave. 

Haskell, Joseph, diamond dealer, from 17 John 
St. to 198 Broadway. 

Hebald, Henry, dealer in watches and jewelry, 
from 264 Bowery to 295 Grand St. 

Henshel Co., wholesale dealer in pearls, from 392 
Fifth Ave. to 8 E. 34th St. 

Hirsch & Flashner, manufacturing jewelers and 
importers of. watches, from 29 Gold St. to 15 W. 
36th St. 

Hirschberg, Sig., importer of diamonds, from 65 
Nassau St. to 542 Fifth Ave. 

Huber, Anthony Di C., diamond setter, 49 Maiden 
Lane to room 1005 in same building. 


I 
Ibex Watch Co., manufacturer and distributor, 
from 9 Maiden Lane to 15 W. 37th St. 
Iskoe, Samuel, dealer in watches and jewelry 
from 140 W. 34th St. to 116 W. 34th St. 


J 


Jacobs & Feldhuhn, dealers in diamonds, watches 
and jewelry, from 41 Maiden Lane to 116 Nassau 
St 

Jovis Watch Co., watches, from 12 John St. to 
198 Broadway. 

K 


Kahn & Co., L. & M., diamond importers, from 
170 Broadway to 6 W. 48th St. 

Katz, Charles I., diamond merchant, from 87 
Nassau St., to room 1010 at 170 Broadway. 

Kavan & Bernhard (now Henry Kavan), 
lapidaries, from 194 William St. to 102 Fulton St. 

Keller, George H., wholesaler in diamonds, pearls 
and precious stones, from 170 Broadway to 452 
Fifth Ave. 

Klass, M., manufacturer of watch cases and 
jewelry, from 15 John St. to 15 W. 36th St. 

Klein, Ben, wholesaler dealer in watches, from 
7 Maiden Lane to 20 Maiden Lane. 

Klipper & Klipper, Inc., wholesale jewelers and 
diamond dealers, from 62 Maiden Lane to 35 
Maiden Lane. 
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Klein, H. & Fils, dealers in diamonds, from 93 
Nassau St. to 170 Broadway. 

Kloville Bros., wholesale dealers in diamonds, 
from 87 Nassau St. to 170 Broadway. 

Kraut & Co., M., wholesale jewelers, from 119 
W. 33rd St., to 58 Chrystie St. 


L 


Lamont & Son, John, importers and cutters of 
precious stones, from 65 Nassau St., to 542 Fifth 
Ave. 

Lampl, Walter, manufacturer of chains and cord 
sautoirs, from room 1003 at 9 Maiden Lane to 
rooms 1001 and 1002 in same building. 

LaVie Pearl Co., from same 52 to room 98 at 65 
Nassau St. 

Leikind & Pearlman, jewelry manufacturers and 
diamond importers, from 41 Eldridge St. to 78 
Canal St. 

Leiman Bros., dealers in jewelers’ machinery, 
from 81 Walker St., to 60 Lispenard St. 

Lenkowsky & Son, Samuel, importers of dia- 
monds, from 71 Nassau to 170 Broadway. 

Levine Silversmith Co,, manufacturer, from 219 
Rider Ave. to 459 E. 133rd St. 

Levitan-Crawford Co., Inc., setters, lapidaries, 
etc., from 71 Nassau St. to 129 Fulton St. 

Lindroth, The A. L., Co., manufacturing jeweler, 
from 7 Maiden Lane to 21 Maiden Lane. 

Lippman, Jacob, wholesale diamond and jewelry 
dealer, from 94 Canal St. to 99 Canal St. 

Luria & Son, L., silverware dealers, from 100 E. 
Broadway to 625 Broadway. 


M 

Edward B. McGlynn, dealer in precious stones, 
etc., from 9 Maiden Lane to 95 Nassau St. 

Mandell, M. L., diamond setter, from 1493 Broad- 
way to 77 Nassau St. 

Mandel, Sigmond & Co., manufacturers of mount- 
ings, from 25 Maiden Lane to 112 Fulton St. 

Mansfield, J. F., wholesale distributor of watches 
and clocks, from 9 Maiden Lane to 11 John St. 

Marathon Co., jewelry manufacturer, from 9 
Maiden Lane to 15 Maiden Lane. 

Marie Antoinette Perle Co., wholesaler, from 392 
Fifth Ave. to 500 Fifth Ave. 

May & Lungershousen, manufacturers of platinum 
mountings, from 46 Gold St. to 29 Eldridge St. 

Mayers Co., L. & C., importer and wholesaler of 
diamonds, watches, jewelry, etc., from 46 Cortlandt 
St. to 170 Broadway. 

Mears & Co., jewelers and diamond merchants, 
from 46 Cortlandt St. to 170 Broadway. 

Mercer & Co., William A., importers and cutters 
of diamonds and precious stones, from 34 W. 35th 
St. to 62 W. 45th St. 

Meyer, Henry, dealer and broker in diamonds, 
pearls and precious stones, from 170 Broadway to 
527 Fifth Ave. 

Miller Bros., jewelry importers, from 230 Fifth 
Ave. to 316 Fifth Ave. 

Morris, Joseph, dealer in watches and jewelry, 
from 1003 E. 163rd St. to 991 Southern Boulevard. 

Moshy Bros., wholesale fancy goods dealer, from 
102 Greenwich St. to 25 W. Broadway. 

Munchnick, M., (now Payton & Munchnick) man- 
ufacturing jewelers, from 80 Eldridge St. to 94 
Canal St. 

Muney, William A., wholesale jeweler, from 124 
Hester St. to 49 Chrystie St. 


N 


National Gold Chain Co., manufacturer, from 5 
New Chamber St. to 98 Canal St. 

Nauheimer, Frank J., dealer in diamonds, from 7 
Maiden Lane to 21 Maiden Lane. 

Nauman, F. N., dealer in watches, from 7 Maiden 
Lane to 21 Maiden Lane. 

New Diamond Pen Point Co., manufacturer of 
ame pens, from 44 E. 23rd St. to 129 Lafayette 

t. 

Newman, Samuel, wholesaler dealer in watches, 
from 180 Broadway to 198 Broadway. 

New York Jewelry Co., importer and manufac- 
turer of watch cases, from 171 Broadway to 9 
Church St. 

Nisonoff & Orenstein, wholesale dealers in silver- 
ware, clocks and ivory, from 94 E. Broadway to 
132 E. Broadway. 

Normal Trading Co., watch importer and jobber, 
from 119 W. 33rd St., to 64 Nassau St. : 


oO 
Ostrin & Bros., S., jewelry and watch case manu- 
facturers, from 106 Fulton St., to 74 Lafayette St. 


P 


Papazian, K., diamond setter, from 3 W. 29th St. 
to 87 Nassau St. 


THE 


Papilk & Shantzer, manufacturing jewelers, from 
41 Maiden Lane to 49 Maiden Lane. 

Payton, L., (now Payton & Munchnick) manufac- 
turing jewelers, from 98 Canal St. to 94 Canal St. 

Peerless Watch Case Co., manufacturer, from 41 
Maiden Lane to 161 Maiden Lane. 

Pitzele & Hamburger, importers and cutters of 
diamonds, 170 Broadway, from third floor to 14th 
floor, same building. 

Providence Jewelry Co., wholesale jeweler, from 
27 Eldridge St. to 1255 Broadway. 


R 

Rabinovitch, Morris S., jeweler, from 551 Eighth 
Ave. to 557 Eight Ave. 

Radus, Isadore, dealer in precious and semi-pre- 
cious stones, from 59 Maiden Lane to 180 Broad- 
way. 

Rees, Hugo R., diamond importer, from 180 
Brodaway to 198 Broadway. 

Reibstein, Harry, jeweler, from 662 Morris Park 
Ave. to 678 Morris Park Ave. 

Rivieccio, C., (now Coral Importing Co.) importer 
of coral and cameos, from 44 Johnson St., Brooklyn, 
to 110 Nassau St. 

Robinson, Barnett, importer and cutter, from 15 
Maiden Lane to 542 Fifth Ave. 

Rosenberg Bros., wholesale jewelers, from 103 
Canal St. to 36 Forsyth St. 

Rosselet, J. V., watch repairer, from 7 Maiden 
Lane to 20 Maiden Lane. 

Royal Diamond & Watch Co., instalment and 
mail order, from 35 Maiden Lane to 170 Broadway. 

Rutzky, R., (succeeding Lowenstein & Rutzky) 
importers of diamonds, from 49 Maiden Lane to 93 
Nassau St. 

Ss 

Sachs, Leo M., wholesaler, from 9 Maiden Lane 
to 21 Maiden Lane. 

Saril, Otto, diamond importer, from 14 John St. 
to 170 Broadway. 

Scherer, R., diamond, pearl and precious stone 
merchant, from 9 Maiden Lane to 527 Fifth Ave. 

Scheuer Co., I., wholesale jeweler, from 5 Cort- 
landt St. to 180 Broadway. 

Schick, Inc., Harry C., clasp manufacturer, from 
12 John St. to 170 Broadway. 

Schiff, H. N., wholesale dealer in watches, from 
65 Nassau St. to 15 Maiden Lane. 

Schiff, M., manufacturer of mountings, from 82 
Nassau St. to 198 Broadway. 

Schmidt, William V. Co., wholesaler in precious 
and imitation stones, from 13 Maiden Lane to 21 
Maiden Lane. 

Schweitzer, Joseph, manufacturing jeweler, from 
128 E. 23rd St. to 114 W. 44th St. 

Scofield, Melcher & Scofield, jewelry manufac- 
turers, from 7 Maiden Lane to 180 Broadway. 

Sessions Clock Co., manufacturer, from 37 Maiden 
Lane to 233 Broadway, room 1750. 

Shiman, M. H. & Co., wholesale jewelers, from 2 
Maiden Lane to 130 William St. 

Silverblatt, S., manufacturing jeweler, from 41 
Maiden Lane to 60 Nassau St. 

Spiro, D. D., wholesale dealer in cameos jewelry 
and watches, from 116 Nassau St. to 87 Nassau St. 

Standard Diamond Co., dealer, from 137 Hester 
St. to 67 Chrystie St. 

Stein, Joseph A., wholesale supplies, from 41 
Maiden Lane to 147 Fulton St. 

Stein, Max Z., manufacturers’ agent, from 7 
Maiden Lane to 21 Maiden Lane. 

Steker & Fickler, diamond setters, from 106 Ful- 
ton St. to 64 Fulton. 

Stern & Co., L., diamonds importers and cutters, 
and manufacturing jewelers, from 45 John St. to 
65 Nassau St. 

Steratt Jewelry Mfg. Co., rings, from 64 Fulton 
St. to 41 Fulton St. 

Stoll, Siegel, Conrad, Inc., manufacturers, from 
66 Beekman St., to 70 Fulton St. 


T 

Traub Mfg. Co., ring manufacturer, from room 
805 to room 802 at 576 Fifth Ave. 

Taylor, Henry, Co., manufacturer, from 105 W. 
40th St. to 60 W. 46th St. 

Toledano Exporting Co., commission exporter, 
from 18 Broadway to 35 S. William St. 

Tushnett & Lohak Bros., Inc., manufacturing 
jewelers, from 41 Maiden Lane to 147 Fulton St. 

Tuller & Levitan, wholesale jewelers, from 24 
Eldridge St. to 55 Chrystie St. 


U 
Unique Jewelry Co., mounting manufacturer and 
repairer, from 125 Canal St. to 70 Fulton St. 
U. S. Agency Omega Watch Co., watch importers, 
from 21 Maiden Lane to 15 W. 37th St. 
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United States Radium Corp., from 58 Pine St, 
to 30 Church St. 


Vv 


Veeck, Emil C., dealer in diamonds, pearls and 
precious stones, from 68 Nassau St. to 505 Fifth 
Ave. 

Victor, Frederick, diamond merchant, from 87 
Nassau St. to 170 Broadway. 


W 


W. & P. Jewelry Co., manufacturer of flexible 
bracelets, from 25 Maiden Lane to 147 Fulton 
Street. 

Waite, Thresher Co., manufacturer, from 7 
Maiden Lane to 21 Maiden Lane. 

Wolfson & Co., Inc., manufacturers and im 
porters, from 447 Broadway to 295 Fifth Ave. 

Wax, Jacob, manufacturing jeweler, from 6] 
Beekman St. to 76 Fulton St. 


, 4 
Yeblon & Co., B., wholesale dealers in jewelry 
and silverware, from 303 Fifth Ave. to 9 Maiden 
Lane. 
Z 


Zackheim, I., jewelry case maker, from 730 
Broadway, Brooklyn, to 129 Fulton St. 

Zwygart, H., Inc., importer and Swiss watch man- 
ufacturers’ agent, from 71 Nassau St., to 68 Nassau 
St. 


Brooklyn 

Giardini, E., & Son, retail jewelers, from 455 
Graham Ave, to 445 Graham Ave. 

Katzwein, Louis, retail jeweler, from 1744 Pitkin 
Ave. to 503 Sutter Ave. 

Muchnick, Louis, retail jeweler, from 4716 Third 
Ave. to 4704 Third Ave. 

Ramras, Osias, retail jeweler, from 221 Throop 
Ave. to 77 Sumner Ave. 

Remes, Boris, retail jeweler, from 723 Fulton St. 
to 7 Green Ave. 


Removals in Chicago 


A 


Cuicaco, April 30.—Removals in the Chicago 
trade since Jan. 1 include the following: 

The Arrow Belt & Leather Goods Co., from 910 
W. Jackson Blvd. to 620 W. Lake St. 

James R. Akinson, watchmaker, from 802 Colum. 
bus Memorial building to 607 Columbus Memorial 
building. 

W. R. Anderson Co., manufacturers, from 914 
Reliance building to 1003 Reliance building. 

Arts & Craft Shop, fraternity goods, from 31 N. 
State St. to 58 E. Washington St. 

Atz Bros., jobbers, from 1116 Heyworth building 
to 800 Heyworth building. 

D. Auld Co., fraternity goods, from Tower build- 
ing to 31 N. State St. 


B 


Baer & Wilde Co., Chicago office, Ralph Seiffe, 
manager, from 327 So. LaSalle St. to 1102 Hey- 
worth building. 

Blacher Bros., Mark Cohen, manager Chicago of- 
fice, from 302 Heyworth building to 36 S. State St 

Bredel & Co., jobbers, from the 5th floor to the 
6th floor, 337 W. Madison St. 

S. Buchsbaum, manufacturers (office only), from 
403 Capital building to 420 Capital building. 


Cc 

Chicago Buckle Co., mfrs., from 909 Mallers 
building to 811 Mallers building. 

Chicago Jewelers’ Association, from 1205 Mallers 
building to 1405 Mallers building. 

Chicago Jewelers’ Tool Works, from 177 N. State 
St. to 422 Silversmith building. 

Chicago Lapidary Co., from 1204 Heyworth build 
ing to 904 Heyworth building. 

Chicago Watch Repair Co., from 505 Columbus 
Memorial building to 504 Columbus Memorial build: 
ing. 

Mark Cohen, representative, from 302 Heyworth 
building to 36 S. State St. 

Crane & Purdy, manufacturers, from 1716 Hey 
worth building to 1801 Heyworth building. 

Charles P. Crane, from 1716 Heyworth building 
to 1801 Heyworth building. 


D 
Thos. N. Donnelly & Co., retail, from 20 N. Deat 
born St. to 36 N. Dearborn St. 
Henry C. Drumm, jobber, from 1211 Heyworth 
building to 502 Heyworth building. 
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Hipp Didisbeim, watches, from 116 S. Michigan 
Ave. to 504 Heyworth building. 


E 


Eagle Watch Co., watchmakers, from 
Dearborn St. to 37 S. Wabash Ave. 

Elgin American Co., manufacturers, from 29 E, 
Madison St., to 31 N. State St. 


F 


Harry Farquharson, representative, from 1716 
Heyworth building to 1602 Heyworth building. 

Samuel Flower, jobber, from 908 Reliance build- 
‘ne to 902 Reliance building. 

Fort Dearborn Watch & Clock Co., from 504 
Powers building to 1203 Powers building. 

D. J. Fried, manufacturer, from 702 Columbus 
Memorial building to 703 Columbus Memorial build- 


ing. 
G 

Hugo F. Giehm, engraver, from 1502 Heyworth 
building to 502 Heyworth building. 

S. Glickaut & Co., jobber, from 1005 Mallers 
building to 611 Mallers building. 

Louis H. Green, Chicago manager, Chas, E. Han- 
cock Co., from 1102 Heyworth building to 1602 Hey- 
worth building. 

C. J. Grossman, manufacturer, from 114 Mentor 
building to Y. M. C. A. building. 

Glastonbury Silver Co., Chicago office, from 501 
LeMoyne building to 510 LeMoyne building. 


H 


Hamilton & Hamilton, Jr., Chicago office, Harry 
Rosenshield, manager, from 302 Heyworth building 
to 1501 Heyworth building. 

Helbein-Stone Co., Inc., Arthur J. Lewin, Chicago 
manager, from 1302 Heyworth building to 1116 
Heyworth building. 

E. S. Heller, representative, from 1105 Heyworth 
building to 702 Heyworth building. 

L. Heller & Son, jobbers, from 223 W. Jackson 
Blvd. to 412 S. Wells St. 

Ben Hirsch, representative, from 1202 Heyworth 
building to 1116 Heyworth building. 

David Holtz, diamond broker, from 601 Mallers 
building to 607 Mallers building. 

Howard-Sailes Co., mail order, from 30 N. Dear- 
born St. to 208 N. Wells St. 


I 


Ingersol Co., watches, from 37 S. Wabash Ave., 
to 6th floor Clock building. 

Illinois Watch Case Co., from 29 E. Madison St. 
to 31 N. State St. 

Sidney Israel, representative, from 710 Columbus 
Memorial building to 1202 Heyworth building. 


J 
F, W. Jansen Clock Co., clock jobbers, from 6th 
to 3r¢ floor Clock building. 


K 


Albert Kahn, representative, from 505 Columbus 
Memorial building to 504 Columbus Memorial build- 
ing. 

Hugh E. King, representative, from 702 Hey- 
worth building to 1104 Heyworth building . 

E. Klabo, watchmaker, from 1314 Heyworth build- 
ing to 1514 Heyworth building. 

Roman Kosinski, retail, from 1019 Milwaukee 
Ave. to 1039 Milwaukee Ave. 

Krauss-Goldman & Allshouse, attorneys, from 
1204 Mallers building to 1404 Mallers building. 


127 N. 


L 
Lester Lawrence, diamond broker, from 505 
Columbus Memorial building to 504 Columbus 
Memorial building. 
Benj. J. LeVine, jobber, from 610 Columbus 


Memorial building to 1004 Mallers building. 

K, L. Lookabaugh, retail, from 6962 Glenwood 
Ave. ta 1414 Morse St. 

Loftis Bros. Co., retail, from 62 W. Madison St. 
to 211 W. Randolph St. 


M 


M. Marcovitz, jobber, from 1001 Heyworth build- 
ing to 502 Heyworth building. 

May & Malone, athletic goods department only, 
from 143 N. Wabash Ave. to 37 S. Wabash Ave. 
_ Emanuel Maltz, jobber, from 1004 Mallers build- 
img to 1005 Mallers building. 

C. E, Marshall Co., (with exception of City of- 
fice) from 5 S. Wabash Ave. to Laflin & Jackson 
building. City office remains at 5 S. Wabash Ave. 
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A. W. Mason, setter, from 1716 Heyworth build- 
ing to 1602 Heyworth building. 

Metropolitan Watch Repair Co., watchmakers, 
from 909 Mallers building to 811 Mallers building. 

Harry Miller, representative, from 503 Columbus 
Memorial building to 512 Columbus Memorial build- 
ing. 

Jos. Miller, Inc., Mark Cohen, Chicago manager, 
from 302 Heyworth Bldg. to 36 S. State St. 

Alfred J. Moss, representative, from 1202 Hey- 
worth building to 1116 Heyworth building. 


N 

National Specialty Cvu., watchmakers, from 127 
N. Dearborn St. to 37 S. Wabash Ave. 

Nelson-Spencer Co., jobbers, from 609 Columbus 
Memorial building to 501 Columbus Memorial build- 
ing. 

L. Newhouse, from 610 Columbus Memorial build- 
ing to 1004 Mallers building. 

Nicholls-Lund Co., engravers, from 6 W. Ran- 
dolph St., to 32 N. State St. 

Rud Noel, diamonds, from 505 Columbus Mem- 
orial building to 504 Columbus Memorial building. 


Oo 


Charles L. Otto, representative, from 505 Col- 
umbus Memorial building to 504 Columbus Mem- 
orial building. 

P 


Parker Pen Co., from 1001 Majestic building to 
entire 2nd floor Majestic building. 

P. Piening, plater, from 6 Randolph St., to 32 N. 
State St. 


Queen City Silver Co., Hugh FE. King, Chicago 
manager, from 702 Heyworth to 1104 Heyworth 
building. 

R 


I. S. Richter, representative, from 1104 Heyworth 
building to 702 Heyworth building. 

Joe Ritter, diamonds, from 505 Columbus Mem- 
orial building to 504 Columbus Memorial building. 

Rogers, Lunt & Bowlen, M. Kelly, Chicago man- 
ager, from 506 Kesner building to 1705 Kesner 
building. 

Louis N. Rose, representative from 29 E. Madison 
St. to 122 S. Michigan St. 

J. H. Ruttan, ivory jobber, from 800 Heyworth 
building to 808 Heyworth building. 


Saart Mfg. Co., Oliver B. Rystrom, Chicago 
manager, from 10 S. Wabash Ave. to 1502 Hey- 
worth building. > , 

Schrader & Wittstein Co., manufacturers, from 
501 Columbus Memorial building to 802 Columbus 
Memorial building. 

Senn Watch Co., watchmakers, from 620 Stew- 
art building to 518 Stewart building. 

Max L. Silverburg, diamonds, from 502 Colum- 
bus Memorial building to 605 Columbus Memorial 
building. 

Simmons & Zawolkow, manufacturers, from 1306 
Columbus Memorial building to 1308 Columbus 
Memorial building. ‘ 

Hyman Sohn, diamonds, from 909 Mallers build- 
ing to 913 Mallers building. 

Son & Prins, diamonds, from 702 Columbus 
Memorial building to 801 Columbus Memorial build- 
ing. 

Louis Stein, manufacturer, from 32 N State St. 
to 1535 Capital building. 

Sterling Glass Co., Hugh E. King, Chicago man- 
ager, from 702 Heyworth building to 1104 Hey- 
worth building. 

Arthur Strauss Co., jobbers, from 407 Mallers 
building to 411 Mallers building. 

Swartz & Ciske, platers, from 179 N. State St. to 
10 S. Wabash Ave. 

Swift & Hammerberg, retail, from 506 Consumers 
building to 312 State-Lake building. 


T 
Temple Jewelry Co., manufacturers, from 308 Re- 
liance building to 302 Reliance building. 


K. Lucius Taylor, representative, from 31 N. 
State St. to 1104 Heyworth building. 


W 


Warneke & Hay, Dayid G. Hay, Chicago manager, 
from Masonic Vaults to 31 N. State St. 

Waterbury Clock Co., from 3rd to 6th floor of 
Clock building. 

M. L. Werner, watchmaker, from 1420 Reliance 
building to 1017 Reliance building. 
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Whiting & Devis Co., mesh bags, from 711 


Columbus Memorial building to 506 Columbus. 
Memorial building. 

M. F. Williams Co., Ed. Brooks, Chicago man- 
ager, from 327 LaSalle St. to 1102 Heyworth 
building. 

Winters School of Engraving, 
Road to 343 W. North Ave. 


Z 
Zaslow Watch Co., watchmakers, from 6338 Cot- 
tage Grove Ave. to E. 55th St. 
M. Zable, watchmaker, from 511 Mallers build- 
ing to 1312 Heyworth building. 


from Sheridan 


New Offices and Businesses Since Jan. 1 

Archer Jewelers, retail, 4217 Archer Ave. 

Auburn Jewelers, retail, 804 W. 79th St. 

Jos Andrewski, representative, 1502 Heyworth 
building. 

Butcher & Forline, representatives, 302 Heyworth 
building. 

Jos. Brick, mfgr, 32 N. State St. 

M. Beiman, retail, 1527 Howard St. 

Fureka Jewelry Mfg. Co., mfrs., 910 Reliance 
building. ; 

C. J. Grossman, diamonds, 114 Mentor: building. 

Max Hirsch, watch jobber, 502 Columbus Mem- 
orial building. 

Hirsch & Elliott, retail, 7507 Cottage Grove Ave. 

Walter C. Krauss, engraver, 1620 Capital build- 
ing. 

Klein & Greenhill, jobbers, 807 Kesner building. 
, Laubinger Bros., enameling, 1018 Reliance build- 
ing. 

M. Krause & Co., Jobbers, 1711 Kesner building. 

L. H. Lowenthal, engraver, 607 Columbus 
Memorial building. 
aay & Co., wholesale pearls, 122 S. Michigan 
Ave. 

McCabe-Morris Co., Inc., mfrs. 190 N. State St. 

John H. Nickell, & Sons, retail, 3317 N. Clark St. 

Frank D. Newburgerm, representative, 301 Hey- 
worth building. 

Einar Nelson, retail, 4938 W. Irving Park Blvd. 

Samuel Nagelberg, retail 425 S. Kedzie Ave. 

Robinson & Sachs, auctioneers, 5 S. Wabash Ave. 

Frank J. Ruggles, Chicago manager for W. E. 
Richards Co., 812 Kesner building. 

E, Shahen Co., jobbers, 337 W. Madison St. 

The Great Western Importing Co., importers, 549 
W. Washington St. 

Robt. C. Wassman, 
building. 

Edgar Wilks, engraver, 1301 Columbus Memorial 
building. 

H. Zelmans, engraver, 39 S. State St. 

Rudolph Zerfahs, plater, 1016 Reliance building. 


wholesale, 812 Heyworth 








Injunction Issued Against Interstate Com- 
merce Commission Prevents Railroads 
from Issuing New Mileage Books 


An injunction restraining the Interstate 
Commerce Commission from enforcing its 
order compelling eastern railroads to issue 
interchangeable script coupon mileage books 
at a 20 per cent. discount was handed down 
in Boston, Mass., on Monday, April 23. 
The order of the commission, which was 
designed to compel the railroads to place 
on sale interchangeable mileage tickets at a 
face value of $90 and good for 2,500 miles 
for $72, and which was to go into effect on 
May 1, was consequently rescinded. 

The decision was handed down by Judges 
Mack, Brewster and Morris, who on April 
12 heard the case. Forty-seven railroads 
joined in the petition for an injunction and 
contended that the commission erred in its 
interpretation of a recent amendment to 
the Transportation Act and had no power 
to require the issuance of interchangeable 
mileage books. Commercial travelers have 
been especially interested in the interchange- 
able mileage privilege which under the re- 
cent amendment of the Transportation Act 
the Interstate Commerce Commission be- 
lieved it was authorized and required to put 
into effect on May 1. 
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Leo Henle, of Sussfeld, Lorsch & Schim- 
mel, visited this city last week. 

N, S. Hoffecker, jeweler of Clayton, Del., 
is reported to be recovering from an opera- 
tion for appendicitis. 

Thomas A, Fernley, secretary, headed the 
Philadelphia delegation of wholesale jewel- 
ers who attended the convention of the 
National Wholesale Jewelers’ Association 
at the Hotel Gibson, Cincinnati, last Thurs- 
day, Friday and Saturday. 

George A. Moore, member of the firm 
of J. E. Caldwell & Co., Chestnut and 
Juniper Sts., sailed on the Aguitania May 
1. Mr. Moore’s errand abroad includes a 
visit to his firm’s European sources of sup- 
ply of the finer pearls and jewels. Mrs. 
Moore accompanied him. 

A beautiful silver cup was presented as 
a wedding gift to the Duke of York last 
week by Col. W. E. Wood in behalf of 
Rodman Wanamaker, of this city and New 
York. The cup is massive, of sterling sil- 
ver and wonderfully engraved and deco- 
rated. It stands 35 inches in height. 

The Sansom St, Business Men’s Associa- 
tion will hold its 12th annual meeting and 
banquet on Tuesday evening, May 15, at the 
Hotel Vendig, 13th and Filbert Sts. The 
meeting will be held at 6 o’clock and the 
banquet will follow at 6.30 o’clock. The 
invitations are being sent by J. F. Neill, 
secretary. 

Peter Siegler, Doylestown, Pa.; Mrs. F. 
B. Righter, Conshohocken, Pa.; A. E. 
Bailey, Bristol, Pa.; Mrs. N. B. Myers, 
Ambler, Pa.; A. H. Landis, Lansdale, Pa. ; 
M. K. Laudenslager, Souderton, Pa. and 
C. Earl Buckwalter, West Chester, Pa, 
were among the out-of-town jewelers who 
visited R. M. Cooper & Son last week. 

After hurling a brick through the plate 
glass window of the jewelry store of Ernest 
Watkins at 112 S. 40th St., thieves stole 
two trays of pens and pencils valued at $50. 
They escaped in a motor car before neigh- 
bors could notify police. The same rob- 
bers are also believed to have smashed the 
window in the store of M. Mendelson at 
1lth and Bainbridge Sts., a few minutes 
later. 

Several of the jewelry organizations in 
this city and elsewhere are arranging to 
secure moving pictures of diamond mining 
taken in the De Beers diamond mines at 
Kimberley, South Africa. Only one pro- 
ducer has ever been permitted to go into 
the mines to take pictures and arrange- 
ments are being made to get the prints from 
him, both as a matter of record for the 
jewelry industry and so that they can tell 
the diamond salesmen more about the fas- 
cinating romance of diamond hunting. The 
interesting point here is that these pictures 
of the world’s biggest diamond industry tell 
what the diamond merchants have long 
wished to know but have been unable to 
secure. The De Beers Co. mine and com- 
pound is about the most strongly guarded 
place in the world. The enclosure of the 
property is many miles in extent, ingress 
and egress being prevented by armed guards 
and highly electrified barbed wire fence. 





THE JEWELERS’ 





The pictures appeared in THe JEwELERs’ 
Circucar, March 7 and March 14. 

A most important announcement to the 
wholesale jewelry trade this week was to 
the effect that Louis Sickles, who for the 
past 38 years has been connected with the 
firm of M. Sickles & Son, wholesale jewel- 
ers of this city, as salesman, buyer, credit 
man, general manager and partner, had re- 
tired from this concern, May 1, and started 
in business for himself. Mr. Sickles’ of- 
fices, after June 1, will be at 503-9 Jefferson 
building, 1015 Chestnut St., this city. As 
recently noted in these columns, Mr. Sickles 
a short time ago purchased the entire stock 
of the old firm of C. G. Alford & Co., New 
York, who have gone into liquidation, and 
this stock has now been brought to Phila- 
delphia. Mr. Sickles has been for 40 years 
in the jewelry business and is widely known. 
When 20 years old he joined the house of 
M. Sickles & Son, to whose success he did 
much to contribute. He has been president 
of the Philadelphia Wholesale Jewelers’ As- 
sociation since its formation, was for two 
terms president of the National Wholesale 
Jewelers’ Association, and is chairman of 
the advisory board of that organization at 
the present time. Mr. Sickles has strong 
ideas on the duty of the wholesaler not to 
usurp or infringe on the field of the retailer, 
and also has been a firm believer in co-op- 
eration between the two. He has now in- 
stituted a wholesale watch service, embody- 
ing certain new and definite plans in which 
he has put into practice his ideas of proper 
co-operation between jobber and retailer. 











The affairs 
St. Louis, have been straightened out by 
the Bankruptcy Court and the store is 
again in operation with Mr. Liberstein in 
charge. It will be remembered that the 
Harris-Kober Co., of this city, had accom- 
modation paper from Mr. Liberstein for 
quite a large sum and that this obligation 
forced the bankruptcy action on Liberstein. 
The sale of the property was held here last 
week. 

Wednesday morning, April 25, the auc- 
tioneers took charge of the bankrupt jewelry 
stock and fixtures belonging to Henry 
J. Kirchhoff, at 1902 N. Grand Ave., and 
in a few hours the stock was sold and only 
the fixtures remained of what was a few 
weeks ago thought to be a prosperous busi- 
ness. The fixtures were purchased by Wm. 
Shoulders, of this city, and a sign announces 
that the store will be reopened as a jewelry 
store on May 5. The principal creditors 
were private individuals who held notes 
against Kirchhoff, There was some indebt- 
edness due the wholesale trade, but these 
were a minor part of the obligations which 
forced the receivership and subsequent sale. 
During the 12 years of business on Grand 
Ave., Mr. Kirchhoff was the victim of hold- 
ups on two occasions, in one of these both 
the repairman and Mr. Kirchhoff were 
bound with ropes and they were later re- 
leased by the mail carrier on his regular 
rounds. Just what Mr. Kirchhoff expects 
to do has not been decided at this time. 
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Birmingham, Ala. 


Julius Jaffe, head of the Jaffe Jewelry 
Co., corner of Second Ave. and 19th St., is 
spending a few days’ vacation on a fishing 
trip at Orlando and other places in Florida. 
Mr. Jaffe is one of the oldest and leading 
jewelers of Birmingham. 

The Rotary Club of Tuscaloosa will pre- 
sent to the one adjudged the best athlete 
a handsome loving cup. The cup will be 
warmly contested for, it is stated. The 
award is made May 4. The cup was made 
especially for this purpose by a New York 
manufacturing jeweler. 

A magnificent eight-piece silver service, 
presented to Judson College by the gradu- 
ates and students of the Judson Female In- 
stitute in 1855, reposes in the home of the 
president. It is one of the most beautiful 
services in silver ever seen here. Each com- 
mencement the service is viewed by many 
people. Each piece of the silver is inscribed: 
“Milo Parker Jewett, from the graduates 
and pupils of the Judson Female Institute, 
a farewell offering, July 5, 1855.” Each 
piece of the silver is stamped “John Ball 
and Company, Boston, Mass., pure silver 
coin.” 

Two of the leading retail jewelry stores 
of Birmingham are selling out their stock 
of goods at auction sale. But in each in- 
stance the head of the firm has recently 
died, leaving the business to his widow. 
One of these stores is that of the late 
Frank M. Lynch, located in the First Na- 
tional Bank building on 20th St. Mr. Lynch 
was in business in Birmingham for a num- 
ber of years. The other stock of goods 
being sold at auction is that of the late 
Isador R. Rubenstein, located on Third 
Ave. Mr. Rubenstein had also been in 
business here for many years and died sud- 
denly some few weeks ago. He made a 
specialty of diamonds, but did a general 
jewelry business. He was among the oldest 
jewelers of Birmingham. 











Atlanta, Ga. 


Mr. Maier, of the Maier & Berkele Co., 
has just returned from a business trip to 
New York. 

This week being the 13th annual season 
of Metropolitan Grand Opera in Atlanta, 
jewelers throughout the city are displaying 
their best wares for the benefit of opera 
visitors. Platinum and diamonds form the 
bulk of the jewelry being shown, and sev- 
eral firms are reporting good sales during 
the week. 

Latham & Atkinson have on display in 
their window an exact reproduction of the 
Grand Mogul diamond, one of the largest 
and most famous stones in the world. It is 
borne by a miniature elephant, and is sur- 
rounded by other stones found in India, 
thus playing up India as a source of gems 
and precious stones.. The display is unique 
in many respects, and is attracting a great 
deal of attention, 











J. R. Landon & Son, Woodburn, Ore. 
have dissolved, and George A. Landon will 
continue the business. 

















Harry Deutsch, representing Henry Zim- 
merman, of New York, is in the city. 

E. C. Mounce, prominent jeweler of Alex- 
andria, La., is in the city to take the 32nd 
Masonic degree, and also to lay in a stock 
of jewelry, etc. 

W. E. Taylor, of W. E. Taylor Co., Inc.. 


attended the convention of the National 
Wholesale Jewelers’ Association, in Cincin- 
nati, O., leaving here Wednesday. 

‘Gabe Hausmann, club stockholder and 
personal friend of Larry Gilbert, of the 
Catholic Order of Foresters, designed and 
manufactured a handsome green and gold 
watch fob, which was recently presented to 
Mr, Gilbert by the order. 

J. T. Williams, of Cincinnati, who has 
been in the city for several days endeavor- 
ing to get a stand at which to conduct his 
business, has returned to his old home, hav- 
ing obtained the promise of a building in 
every way satisfactory, on which he will 
take a lease upon his return to New Or- 
leans this week. Mr. Williams has been 
in business for many years in Cincinnati. 

W. A. Lamb, representing George H. 
Fuller & Son Co., Chicago, is here to help 
his friend, W. E. Taylor, in the pleasant 
occupation, or sport, of exterminating all 
varieties of game in this section, These two 
experts are now disturbing the hitherto quiet 
waters in the vicinity of the Crescent Gun 
& Rod Club, on Lake Pontchartrain, of 
which Mr. Taylor is a member. Mr. Lamb 
has thrice met his Waterloo at the hands 
of Mr. Taylor, but has come this time full 
of enthusiasm, convinced that the record 
of victory, for both angling and shooting, 
will perch upon his banner to the complete 
discomfiture of his friend, who on these 
particular occasions happens to be his un- 
relenting enemy. 











C. A. Shinneman, jeweler of Chambers- 
burg, Pa., visited Lancaster on business last 
week, 

W. W. Appel & Son furnished the gold 
watch which will be awarded as a prize by 
the Indian Baseball Club. 

The congregation of the Duke St. Tem- 
ple has elected William Pirash a member of 
the board of trustees and its vice-president. 

Frank B. Fondersmith, in charge of the 
silverware department of the store of Louis 
Weber & Son, and wife, spent last week in 
Washington. 

F, A. Wheeler, of the traveling sales force 
of the Non-Retailing Co., who returned a 
week ago from a two weeks’ southern trip, 
started on April 25 for a month’s tour of 
their western trade. 

Thomas L. Gray, proprietor of the Conlyn 
jewelry store, which was established 50 years 
ago in Carlisle, is erecting a fine new store 
building on the main business street, which 
he expects to occupy in July. 

The J. F. Apple Co. furnished the silver 
cup presented by Boy Scouts Troop No. 22, 
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of St. Peter’s Reformed Church, to Scout- 
master Charles E. Robb. They have orders 
for gold footballs for the team of the High 
School of Jersey Shore, Pa. 

Word has been received here of the recent 
death of Frank Gerkins, a watchmaker for 
G. W. Loar & Co., Grafton, W. Va., after 
a two days’ illness. He leaves a widow and 
seven children. Deceased was a student of 
the Bowman School some years ago. 

Kenneth May, son of Jeweler Archie K. 
May, York, has entered the Bowman Tech- 
nical School as a student. The senior May 
was a student there 20 years ago. William 
Bailey, of Sunbury, Pa., has also enrolled as 
a student. The baseball team of the school 
was defeated in a recent game by the Frank- 
lin and Marshall Academy team, by a 22 to 
17 score. 

The “Show” recently held under the aus- 
pices of the Kiwanis Club, in which nearly 
60 local firms had booths, and other firms 
not exhibiting offered prizes, was by all odds 
the biggest and most successful affair of its 
kind ever held here, and is considered to 
have proved a boom for business. The dia- 
mond platinum barpin contributed by W. W. 
Appel & Son was awarded to Mrs. R. 
Brathton. 








Notes from Ohio 





The new Rogers jewelry store,. Tuscarawas. 


St., Canton, O., was formerly opened last 
week, It is one of the most complete shops 
in the Tuscarawas St. district. The store 
will handle a complete jewelry line and will 
go in extensively for gifts. 

Ear] Palmer, 132 S. High St., New Phila- 
delphia, O., has just concluded a successful 
jewelry auction, which was ably handled by 
J. Eugene Barnes. At the conclusion of 
each session, Mr. Palmer presented the ladies 
in attendance with favors. Several thousand 
dollars’ worth of merchandise was moved at 
this sale. 

The trade will no doubt be grieved to learn 
of the death recently of Mrs. Bee Curtin, 
wife of Michael F. Curtin, 130 W. Center 
St., Akron, who died of heart disease. Mrs. 
Curtin had lived in Akron for 35 years. 
She leaves eight children, all of Akron, in- 
cluding William T. Curtin, proprietor of a 
S. Main St. jewelry store, and who has for 
many years been prominent in jewelers’ ac- 
tivities in Akron. 

Leon Rubin, manager of the Rubin Jewel- 
ry Co., East Liverpool, O., announces that 
elaborate preparations have been made for 
observing the 25th anniversary of the Rubin 
store in East Liverpool. A store-wide sale 
will be held to commemorate the conclusion 
of 25 years’ successful business dealing. 

Trade Extension Week in Youngstown, 
O., observed this week by more than 100 
retail merchants, including 14 of the city’s 
jewelry shops, was probably the most suc- 
cessful special sales promotion yet held by 
retail merchants of the steel city. Hundreds 
of out-of-town shoppers were attracted from 
nearby towns. Heralds announcing the event 
were spread over a radius of 40 miles. All 
merchants participating offered special con- 
cessions in merchandise during the entire 
week, 








The Raymond Jewelry Co. has opened a 
store at 417 Robert St., St. Paul, Minn. 
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Cleveland 


C. W. Jelliff, Mansfield, O., and H, J. 
Higgins, Shelby, O., were vistors in Cleve- 
land recently. 

Wm, C. Marquart, Crestline, O., has pur- 
chaser the stock, business and good will of 
the A. S. Thomas jewelry store and last 
week took possession of the business. 

A meeting of the executives of the Sigler 
Bros. Co. will be held Thursday, May 3, 
to discuss several important matters. It is 
expected that some one will be elected to 
take the late Dewey Sigler’s place as vice- 
president. 

H. W. Burdick, president of the National 
Wholesale Jewelers’ Association, left 
Wednesday noon, April 25, for Cincinnati 
to attend the convention of the association 
that city. Mrs. Burdick accompanied him. 
After the convention Mr. and Mrs. Burdick 
will leave for Signal Mountain, Tenn., where 
they will remain until the middle of May. 
Mr, Burdick took his golf sticks along with 
him and expects to show the residents of 
that city how to wield a golf club. 

Presiding Judge E, D. Fritch, in common 
pleas court, Akron, O., has handed down 
a decision sustaining the demurrer filed by 
the city to the petition of J. I. Morganstein, 
jeweler. The petition sought to enjoin the 
city from interfering with the plaintiff in 
conducting an auction sale of jewelry. The 
city demurred on the grounds that the or- 
dinance regulating these sales had not been 
complied with. Assisting Frank Harvey, 
assistant law director, in arguing the de- 
murrer was Attorney Robert Guinther, 
representing the Better Business Commis- 
sion. 

The H. W. Burdick Co. has re-leased the 
space it now occupies in the Swetland build- 
ing, 1010 Euclid Ave., for another long 
period. Extensive alterations have been be- 
gun which include interior improvements 
and a glass double door entrance, The in- 
terior improvements will provide more space 
for stock to handle rapidly increasing busi- 
ness, The material department taken over 
by the H. W. Burdick Co. from the Bowler 
& Burdick Co. 10 years ago has been dis- 
posed of to Benj. and David Glasser, better 
known among the trade as the Merit Co. 
Frank N. Dietz, who has been active as 
head of the material department for the past 
10 years, will associate himself with the 
Merit Co., together with H. John Tallman, 
who has also been with the department for 
several years: The Merit Co. will occupy 
quarters directly in the rear of the H, W. 
Burdick Co. The deal includes stock fix- 
tures and good will of material department. 
The Merit Co. will move its stock and 
fixtures from its present location in the 
Republic building, and combine it with stock 
and fixtures included in the agreement. 








E. A. Andérson, for the last two and one- 
half years president of the Sundberg Co., 
jewelers and opticians, at 72 Broadway, 
Fargo, N. Dak., has sold his interest in the 
concern to C. G. Sherdahl, secretary and 
treasurer of the company. He plans to de- 
vote his entire time to the Anderson Varn- 
son Optical Co., 108 Broadway, and to 
specialize in optometry and diamond mer- 
chandising. 
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REPORT from 

Washington, D. 
C., last week stated 
‘ that excise tax col- 
lections on jewelry, watches, clocks, opera 
glasses, etc., in March totaled $1,351,964.02, 
as compared with $1,231,453.64 in March, 
1922, an increase of $120,510.38. Receipts 
since July 1, 1922, have totaled $15,859,- 
494.84, as compared to $15,881,992.12 col- 
lected in the corresponding period of the 
preceding fiscal year. 

Translated in terms of sales, this means 
that the business done by jewelers of the 
country in February of this year as reported 
for taxation amounted to $27,039,280.40, as 
compared with $24,629,172.80 in February, 
1922, an increase of over 2,410,000 for the 
month. This is at the rate of nearly $30,- 
000,000 a year, but the chances are that the 
sales from now until Fall will exceed those 
of last year at an even greater rate. 

The jewelry tax has no business to exist 
in times of peace, and it must be repealed 
at the earliest possible moment, but while it 
continues in force it gives us the one means 
we have in hand of determining the exact 
amount of business done by our trade with 
the public. If that is a virtue, the law 
until annulled can claim this as the one 
item on the credit side of its account. 


Tax Figures 
Show Increase in 
Jewelry Sales 





Metric System many years the 


G cet ' business world 
FORRRG Hh PaVOr Hi. looked favorably 
the Business World 


upon the universal 
adoption of the metric system of weights 
and measures in trade and industry, and 
though legalized, it has awaited the uni- 
versal acceptance of merchants and manu- 
facturers before going into effect. There 
is no doubt that the agitation for the uni- 
versal adoption of the metric system, which 
has been increasing in recent years, has de- 
veloped very greatly since the war and in 
the opinion of those behind the movement, 
it is but a question of time when the ad- 
vantages of the universal use of decimal 
measurements will be as apparent to the 
layman as is the advantage of our decimal 
system of coinage, as compared with the 
English pounds, shillings and pence. At a 
recent meeting of the Metric Association, 
the chairman of the Citizens’ Union of New 
York declared that it was as logical to 
break away from the inch, foot and other 
measurements of the English standard as it 
was to break away from the English coin- 
age and that the advantages would be equally 
as great. What may be considered a straw, 
indicating the sentiment in business on the 
subject, was a vote recently cast by hard- 
ware dealers and jobbers in a referendum 
on the question, which indicated that 3,860 
favored the adoption of the metric system 
while but 61 voted in the negative. 

As far as the jewelry trade is concerned, 
the sentiment in favor of the metric system 
seems to be growing from year to year. 
Those who realize the advantage of the 
adoption by the trade of the uniform decimal 
carat of 200 milligrams as a standard for 
gem weights and appreciate how much 
simpler has been the calculation of weights 
since it went into effect, can readily 
see also the advantage in using the metric 
system in the determination of the weights 
of precious metals; in fact, practically no 
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arguments have been advanced in our in- 
dustry against the universal acceptance of 
the metric system beyond the fact that the 
old system has been in existence for many 
years and the change might cause some 
confusion. The experience of the gem 
trade, however, in the adoption of: the: uni- 
form decimal carat appears in no way to 
bear out this contention. 
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Stolen Merchandise will he watched iwith 


interest by importers and others who have 
suffered losses of valuable merchandise of 
recent years as a result of thefts committed 
while the articles were in the custody of 
the Government. For many years, com- 
plaints have been made by jewelers as to 
such losses and while they have felt that 
the Government should reimburse them, the 
opinion has been general that no damages 
could be collected by legal action as it was 
impossible to maintain a suit under the 
statutes. 

The suits just started by the Mark Cross 
Co, and Geo. I. Fox, Inc., however, will 
test out this question and have it answered. 
The attorneys for the complainants claim 
the United States District Courts have full 
jurisdiction under the Acts of Congress and 
the decision of the Supreme Court. The 
‘contention is based on the fact that the 
Government takes the custody of a citi- 
zen’s property for its own purposes to check 
up and ascertain the amount of duty and 
therefore, if it fails to guard the prop- 
erty against theft a liability ensues, as the 
merchandise is not taken for the benefit of 
the importer but solely to enable the Gov- 
ernment to gain what it thinks it is entitled 
to. 

Should these actions be sustained not only 
will the merchants in our industry have a 
chance to be reimbursed for many heavy 
losses that they have suffered in the past, 
but there is no doubt that this will result 
in much greater efforts being made on the 
part of Government officials to stop the 
pilferage and leakage that has been ap- 
parent at times at the Public Stores and 
other places to which the merchandise is 
taken for examination for valuation or 
classification. 





DER the head- 
ing “Lest we 
Forget,” the chairman 
of the Jewelers’ War 
Revenue Tax Committee recently issued to 
the various members of this committee, a 
report on the origin and the activities of 
the body since its inception at the time of 
the outbreak of the war, this being done to 
give the members of the committee full in- 
formation as to what had been accomplished 
in the last six years and how and why the 
work had been conducted that they might 
be able to act intelligently on the proposi- 
tion to relinquish active control of the fight 
to eliminate the present tax on the sale of 
jewelry and turn this over to the committee 
of the American National Retail Jewelers’ 
Association. The committee was called to 
discuss this question at a special meeting in 
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New York yesterday and was in session as 
THE JEWELERS’ CIRCULAR went to press. 

But aside from its value to the members 
of the Jewelers’ War Revenue Tax Com- 
mittee individually, as a document of. in- 
formation, the report issued by the chair- 
man is a valuable compilation of events of 
historical importance which should be kept 
by the jewelry trade for reference in later 
years. For not only does this report tell 
the work of the tax committee but outlines 
in brief the salient facts connected with the 
jewelry trade’s struggle against adverse 
legislation from the day that this country 
went into the World War until the present 
time. The report tells of the formation of 
the Jewelers’ Vigilance Committee and the 
stirring times in those war days when the 
jewelry trade had to practically fight for 
existence against forces, in Congress and 
out, that felt that the dealer in luxuries 
must, for some reason, be suppressed and 
his business ruined in the interests of the 
Nation. 

The report is really the first document 
coming to the trade that assembles in 
logical sequence the facts relating to the 
fight to deprive the jeweler of platinum 
and gold, and the attempts to practically 
confiscate his business in the guise of a 
floor or stock tax, as well as the fight to 
keep the jewelry sales tax down to the 
point where the trade could continue to pay 
it and live. 

How narrowly our industry escaped de- 
struction and how near the jewelers came to 
be sacrificed as martyrs on the altar of 
demagogic agitation and fanaticism, is apt 
to be forgotten in these times of peace, now 
that the hysteria of war conditions has 
disappeared. However, Chairman Roth- 
schild’s simple and straightforward recital 
of these conditions in his report will tend 
to keep them on record and permit the 
jewelry trade in the future to realize what 
our merchants and manufacturers of 1917 
and 1918 had to endure. The caption “Lest 
We Forget” on this report (which appears 
in full on pages 92 to 97 of this issue) is, 
therefore, most appropriate. 


Trenton, N. J. 


The Ingersoll-Trenton Watch Co., which 
at one time operated from 712 Monmouth 
St., Trenton, has filed a certificate of dis- 
solution in the office of the Secretary of 
State by which it discontinued business in 
New Jersey. 

Landa & Co. has been chartered in the 
office of the Secretary of State with Nat 
M. Fruchtman as agent to operate from 156 
Market St., Newark. The concern has a 
capitalization of $50,000 divided into 500 
shares at $100 per share, while the incor- 
porators and the number of shares held by 
each are Bennett Landa, 4; Simon Landa, 
1, and Max H. Harbstman, 10. 

The Triangle Co., 763 Broad St., Newark, 
has been chartered in the office of the Sec- 
retary of State, to operate with Charles 
Frankel as agent. The concern has @ 
capitalization of $50,000 which is divided 
into 500 shares at $100 per share, while the 
incorporators and the number of shares held 
by each are: Thomas C. Rubin, Newark, 
25; Max Kaden, Newark, 25, and Isadore 
Manasse, Irvington, 25. 
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Rosenberg Bros., wholesale jewelers, have 
moved from 103 Canal St. to 36 Forsyth 
St. 

[. Bornstein & Co., importers of diamonds, 
have removed from 93 Nassau St. to 87 Nas- 
sau St. 

The Unique Jewelry Co. has moved from 
125 Canal St. to larger quarters at 70 Ful- 
ton St. 

On May 1 the business of L. Luria & Son 
was moved from 100 E. Broadway to 623 
Broadway. 

Finkelstein Bros., wholesale dealers in 
diamonds, have moved from 87 Nassau St. 
to 15 Maiden Lane. 

Walter ‘Fera, of Fera & Kadison, diamond 
cutters, 1650 Broadway, sailed for Europe 
yesterday (Tuesday) on the Aquitania. 

The local offices of the Waite, Thresher 
Co., in charge of W. B. Peck, have been 
moved from 7 Maiden Lane to 21 Maiden 
Lane. 

H. Zwygart, Inc., importer and Swiss 
watch manufacturers’ agent, has moved its 
business from 71 Nassau St. to the Sheldon 
building, 68 Nassau ‘St. 

Henry Meyer, dealer and broker in dia- 
monds, pearls and precious stones, has 
moved his business from 170 Broadway to 
room 1203 at 527 Fifth Ave. 

E. T. Abbott, of the Potter & Buffinton 
Co., Providence, R. I., spent part of last 
week at the New York office of the concern, 
calling on the firm’s local trade. 

J. Bial & L. H. Bail, wholesale diamond 
and jewelry dealers, 40 Forsyth St., have 
remodeled their quarters and installed a new 
store front, which gives them more space. 

Al. Danenberg, representing the L. Haus- 
ner Co., dealer in watches, pearls and jewel- 
ers’ supplies, 132 Nassau St., has left for a 
trip to the south, where he will call on the 
trade. 

H. Burt, of the Rex Mfg. Co., Providence, 
R. I., was an out-of-town visitor in this city 
last week. Mr. Burt stated that he has no- 
ticed a steady improvement in general busi- 
ness conditions during the past month. 

The New York sales office of the Mara- 
thon Co., Attleboro, Mass., with Murray L. 
Schacter in charge, has been moved from 9 
Maiden Lane, after 20 years in the same 
building, to rooms 1708-9-10 at 15 Maiden 
Lane. 

According to an announcement made last 
week, Charles Kahan and Harold Levin 
have bought the entire stock and fixtures of 
the late Charles Kahan, 9 Maiden Lane, and 
will continue the business in room 706 at 
9 Maiden Lane. 

George Frey, representing the Ballou 
Mfg. Co., Attleboro, Mass., and the A. L. 
Lindroth Co., of North Attleboro, Mass., 
has moved his office from 7 Maiden Lane to 
room 804 at 21 Maiden Lane. I, B. Eck- 
stein, representing Fisher & Co., Newark, 
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N. J., will share part of the office with Mr. 
Frey. 

Sig. Hirschberg, who has been established 
in the downtown district for the past 43 years 
as an importer of diamonds and precious 
stones, has removed his offices from 65 Nas- 
sau St. to the Marcus building, 542 Fifth 
Ave., corner 45th St., where he will con- 
tinue as heretofore. 

The local office of the Baer & Wilde Co., 
with Jerome L. Grant in charge, has been 
moved from 9 Maiden Lane to rooms 1708- 
9-10 in the Silversmiths’ building at 15 
Maiden Lane. The new office, which af- 
fords additional space, was formerly occu- 
pied by the Waltham Watch Co. 

The firm, N. V. D. My., Eduard VanDam, 
diamond importers, 437 Fifth Ave., announce 
that Isador Freedman, their Canadian rep- 
resentative, severed his connections with the 
firm on May 1. The firm of Eduard Van- 
Dam will continue business in Canada as 
heretofore at the same offices, 1608 Royal 
Bank building, Toronto. 

Al. L. Levy, who travels for Julius Wo- 
diska, 2 John St., claims he has discovered 
one of the reasons for the high cost of sam- 
ple carriers. While in Memphis, Tenn., last 
week, he was presented with the engraved 
card of a gentleman of this fraternity which 
gave not only the latter’s name but his 
sobriquet, “Ready Money,” and his head- 
quarters at the Hotel Gayoso. If sample 
carriers are getting wealthy enough to use 
visiting cards, says Mr. Levy, it may be a 
good thing for the stationery trade if not 
for the jewelers. 

An involuntary petition in bankruptcy 
was filed in the United States District Court, 
this city, last Thursday against Joseph 
Schnelwar, manufacturing jeweler and 
dealer in precious and semi-precious stones, 
71 Nassau St. The petitioning creditors 
are Julia Galamberty, who holds a claim 
for $336; R. A. Breidenbach, Inc., $750, 
and M. H. Mann & Co., Inc., $507. The 
day after the petition was filed Judge Mack 
appointed Walter S. Helborn as receiver 


under a bond of $10,000. The assets of the © 


concern are placed at $20,000, consisting of 
stock and outstanding accounts, while the 
alleged liabilities are said to total about 
$40,000. 

Max D. Gusowski, who conducts a gift 
shop and deals in silverware and cut glass at 
771 Westchester Ave., Bronx, filed a volun- 
tary petition in bankruptcy in the United 
States District Court, this city, last Friday. 
Mr. Gusowski lists his liabilities at $4,843, 
which amount constitutes unsecured claims. 
The assets are placed at $1,314 and consist 
of cash on hand, $4.20; stock in trade, $1,200, 
and property claimed to be exempt, $110. 
Among the largest unsecured creditors are: 
Nisenoff & Orenstein, $239; Schmuklers 
Silverware Dept., $137; Nathan Hoffman, 












$800; L. Luria, $117; Louis Batlin, $256; 
A. Cohen & Sons Corp., $404; Eva Lith- 
auer, $750; Arthur Gusowski, $500; Joseph 
Gusowski, $500; Abraham Ash, $281, and E. 
& J. Bass, $200. Last Saturday Judge Mack 
appointed Charles S. Schongood as cus- 
todian of the assets under a bond of $500. 

Ben DeFrece Bernstein, importer and 
manufacturer of watches, 106 Fulton St, 
played the leading role in a musical comedy 
given on Saturday night, April 21, by the 
members of the’ Metropolis Club of New 
York. The name of the comedy was “Tee 
Up” and the setting was the golf course at a 
country club. The performance was a big 
success and was attended by more than 
1,000 members and guests. The comedy 
was acted at the Hotel Plaza owing to the 
fact that the organization’s club house was 
not large enough to accommodate the people 
who wished to attend. In the audience were 
a number of representatives of prominent 
firms in the retail and wholesale jewelry 
business. Mr. Bernstein was featured in 
three songs and dance numbers and was 
given several encores. The evening’s enter- 
tainment included a midnight banquet and a 
dance. 


The first of a series of welfare meetings 
conducted under the auspices of the Mer- 
chants’ Clearing Association, was held last 
Wednesday at the Hotel Pennsylvania. The 
meeting was attended by a large number of 
merchants, and was of an educational na- 
ture, dwelling chiefly upon important legis- 
lation recently enacted affecting various in- 
dustries. N. A. Peikes, the president of the 
association, presided. Mr. Peikes outlined 
the purposes of the association and stated 
that hereafter a number of well-known 
speakers, associated in the various trades, 
will address the members. He also an- 
nounced that for the next meeting he has 
secured the consent of a well-known income 
tax specialist, who was formerly connected 
with the Internal Revenue Department, to 
address the members on important tax legis- 
lation. Julius J. Gans, one of the associa- 
tion’s attorneys, delivered an address, while 
Attorney Andrew Byrne was another 
speaker of the evening. 

The daylight saving season for 1923 start- 
ed in New York and vicinity last Sunday 
morning at 2 o’clock and will continue until 
2 a. M. on the last Sunday in September. 
By virtue of the fact that the Board of 
Aldermen in this city passed an ordinance 
several years ago, the metropolis will ob- 
serve the daylight saving. This action on 
the part of the greater city has caused many 
of the outlying districts in New Jersey and 
Connecticut, especially, to fall in line and 
adopt local ordinances providing for day- 
light saving. Boston and Philadelphia have 
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SOLIDARITY: “The Case That Courts 


Mr. Retailer 


Discriminating jewelers have featured Solidarity 
Gold Cases for OVER THIRTY YEARS— 


Could any higher tribute be paid our product? 
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also adopted the daylight saving schedule 
and it will be observed along the line of the 
railroads connecting these cities with New 
York. A determined effort was made by 
Connecticut, which has a daylight saving 
law, to forbid the devices adopted by the 
people of that State to obtain the benefits 
of daylight saving. A bill was introduced 
in the Connecticut Legislature and passed 
in the lower House, which is largely con- 
trolled by farmers, making it a crime to set 
clocks forward or in any way to observe 
daylight saving hours. This bill was killed 
in the Senate. Daylight saving is observed 
in practically all of the cities and most of 
the larger centers of population in New 
York State under the Optional Law, which 
permits any locality to adopt daylight sav- 
ing by action of its local legislative au- 
thorities. 

Joseph Haskell, formerly at 17 John St., 
is now located at 198 Broadway. 

James Creshkoff, dealer in diamonds, is 
now located in room 1309 at 2 Maiden Lane. 

Max Z. Stein, manufacturers’ agent, has 
moved from 7 Maiden Lane to 21 Maiden 
Lane. 

Jonas D. Duitz, formerly at 71 Nassau St., 
is now located with Andrew Duitz at 24 
Maiden Lane. 

S. Ostrin & Bro., manufacturers of dia- 
mond jewelry, have moved from 108 Fulton 
St. to 74 Lafayette St. 

Emil C. Veeck, dealer in diamonds, pearls 
and precious stones, moved on May 1 from 
68 Nassau St. to 505 Fifth Ave. 

The L. Gismond Co., dealer in diamonds 
and diamond jewelry, has been removed 
from 7 Maiden Lane to 180 Broadway. 

Klipper & Klipper, Inc:, wholesale jewel- 
ers and diamond dealers, have moved from 
62 Maiden Lane to larger quarters at 35 
Maiden Lane. 

L. M. Amerman, dealer in jewelry and 
silverware, formerly located at 7 Maiden 
Lane, is now in new quarters in room 707 
at 9 Maiden Lane. 

The Royal Diamond & Watch Co., for- 
merly located at 35 Maiden Lane, has moved 
to larger quarters on the sixth floor of the 
building at 170 Broadway. 

B. Konijn, of Konijn & Frank, cutters and 
importers of diamonds, 65 Nassau St., 
arrived in this city on the Aquitania after 
an extended trip to the European diamond 
markets. 

The Anchor Jewelry Co., Inc., manufac- 
turer of platinum rings and flexible brace- 
lets, 71 Nassau St., moved its business from 
Room 1102 to Room 603 in the same 
building. 

Sylvan Birnbaum, of Michel Birnbaum, 
diamond importer, 87 Nassau St., arrived in 
this country last Friday on the Aquitania. 
Mr. Birnbaum was on a purchasing trip to 
Amsterdam and Antwerp. 

The United States District Court, this 
city, last week confirmed a composition 
settlement made to creditors by J. Walsh & 
Co., Inc., bankrupt jewelers, 52 E. 14th St., 
on the basis of 20 cents on the dollar. 
Pitzele & Hamburger, importers and cut- 
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ters of diamonds, 170 Broadway, have 
moved their office from the third floor to 
the 14th floor in the same building, where 
they have larger and better accommoda- 
tions. 

The Elder Co., manufacturer of watch 
cases, has removed its local office from 21 
Maiden Lane to room 1802 in the Silver- 
smiths building at 15 Maiden Lane. Otis A. 
Edwards, Jr., vice-president, will continue 
to be in charge. 

Jacques Hirsch, director of Societe 
Anonyme des Usines, Fils de Achille Hirsch 
& Co., Chaux-de-Fondo, Switzerland, is a 
visitor in this country. He is making his 
headquarters with Moise Hirsch, Inc., at 
6 Maiden Lane. 

The unveiling of the tombstone of the late 
Herman Berkowitz, former Hoboken, N. J., 
jeweler, will take place on Sunday, May 6, 
at the Washington Cemetery, Brooklyn, in 
the plot of the New York Jewelers’ Benevo- 
lent Association. 


S. Tancer, of Tancer & Wasserstrom, 
importer of diamonds, 87 Nassau St., is 
leaving today (Wednesday) for Europe on 
the steamship Lapland. While abroad, Mr. 
Tancer will vist the diamond markets of 
Antwerp and Amsterdam. 

The trade was notified last week that on 
and after May 1 the business conducted un- 
der the name of Kavan & Bernhard, former- 
ly at 198 William St., will be located at 102 
Fulton St., where it will be continued under 
the name of Henry Kavan. Mr. Kavan as- 
sumed Mr. Bernhard’s interest shortly after 
the latter’s death. 


Mrs. Sophie A. Condict Carter, widow of 
the late William T. Carter, former member 
of Carter, Gough & Co., New York and 
Newark, N. J., died on Monday morning at 
6 o'clock at her home, 1021 Broad St., 
Newark. The funeral services will be held 
at her late home this afternoon (Wednes- 
day) at 2:30 o’clock. 

According to an announcement made sev- 
eral days ago, A. Shapiro, formerly with 
Shapiro Bros., manufacturing jewelers, 145 
W. 45th St., has purchased the retail jewelry 
business heretofore conducted by George 
Lieberman, 6 Second Ave. Mr. Shapiro will 
take possession next Saturday and will con- 
tinue the business under his own name. 

M. H. Shiman, of M. H. Shiman & Co., 
diamond importers and manufacturing jewel- 
ers, 130 William St., has been in the Euro- 
pean diamond and precious stone markets all 
Spring, and is expected to return to this city 
about the middle of May. The Shiman con- 
cern, which was formerly located at 2 
Maiden Lane, has moved to 130 William St., 
where it now occupies more commodious 
quarters. 

S. Brunner, manufacturer of watch cases, 
who recently moved from 64 Fulton St. to 
154 W. 14th St., held a unique celebration 
in his factory on April 17 in the form of a 
house warming. The factory and office em- 
ployes entertained their friends and cus- 
tomers in the large factory, Mr. Brunner 
supplied a band and refreshments and Mr. 
Epstein, the president of the company, saw 
to it that every one had the best the company 
could give. 

Louis Freund, of Henry Freund & Bro., 
sailed for Europe yesterday (Tuesday) on 
the Reliance. Mr. Freund will be gone un- 
til the early part of July and during his trip 
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abroad will visit the watch markets in Swit- 
zerland, and will also visit Germany, France 
and England. Henry Freund, of the same 
concern, arrived home recently and will 
leave some time this month to visit his ter- 
ritory. A. W. Roubaud, another traveler 
for the ‘Freund concern, recently left for the 
middle west, while Sanford J. Monheimer 
will return soon from a trip through New 
York State and the east. 

More than 200 friends and business as- 
sociates of Charles H. Layng, 21 Maiden 
Lane, gathered at the Imperial in Brooklyn 
last Saturday evening to celebrate the 25th 
anniversary of his establishment in the 
jewelry business. During the course of the 
evening, E. J. Donnelly, the toastmaster, 
presented to the honored guest, on behalf 
of his friends and business associates, a 
silver loving cup of unusual design and 
workmanship, standing three feet high and 
set with Harding blue gems, of which Mr. 
Layng is the originator, Among those 
present were a number of men prominent 
in political circles as well as representatives 
from organizations to which Mr. Layng 
belongs. 

At a meeting of the stockholders of 
Handy & Harman, 59 Cedar St., metal and 
bullion dealers and refiners, and one.of the 
largest concerns in that business, which was 
held April 19, the following were elected 
directors: John F. Harman, Parker D. 
Handy, Harry H. DeLoss, William B. 
Sewell and Walter H. Bennett. At a meet- 
ing of the newly elected board of directors, 
held on April 25, John F. Harman was 
elected chairman of the board; Parker D. 
Handy, president; Cortlandt W. Handy, 
George C. Gerrish and G. H. Niemeyer, 
vice-presidents; J. L. Brush, treasurer, and 
Cortlandt W. Handy, secretary. Harry H. 
DeLoss, who has been associated with the 
corporation for 20 years, is retiring from 
active participation in the management but 
will continue to serve upon the board of 
directors. G. H. Niemeyer, who has been 
chosen as vice-president in charge of sales, 
is president of the National Jewelers Board 
of Trade. He has been with Handy & 
Harman for 20 years, first as a salesman 
and later as sales manager. 

Charles A. Worpe, jeweler, this city, was 
visited recently by a man believed to be a 
clever swindler and forger. This man en- 
tered Mr. Worpe’s store on April 21, carry- 
ing a white poodle dog in his arms and 
asked to be shown a two carat diamond ring 
worth about $800, which he wanted to give 
to his wife for a birthday present. As the 
jeweler did not have any stones large 
enough in stock, he asked the man to call 
the following day. The supposed customer 
came in again and finally made a selection 
and then drew a check on the Equitable 
Trust Co. signing the name “Morris 
Schockner.” He advised Mr. Worpe to call 
up the bank or to have the check certified. 
This the jeweler did and the bank authori- 
ties asked to have the man detained long 
enough so he could be arrested as he was 
a swindler and a forger. Unfortunately, 
the jeweler could not detain the man long 
enough and he got away. This man is said 
to be known to the police and has a criminal 
record. He is described as between 30 and 
35 years old, standing five feet, nine and one- 
half inches tall. 
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Season Sales 
T graduation time the Jeweler 
who features Elgin watches 
sees striking evidence of their 
trade-building benefits for zs 
store. Elgin watches are known. 
They attract trade. The owner of 
an Elgin grves an Elgin because 
he knows it will please the recipt- 
ent. The vast number of satisfied 
Elgin owners always makes for 
. increased Elgin sales. The grad- 
\uation season only emphasizes 
this fact all the more. 


The jeweler who wishes to increase his 
graduation season sales can do no better 
than tofeature Elgin watches in his adver- 
tising, window and store displays. 

This local tie-up with Elgin National adver- 
tising is bound to bring more than satisfac- 
tory returns. Try it this year and you'll 
do it every year. 


Exrcin NaTIonaLt WatTcu Co. 
Elgin—U.S. A. 














B. Bruh, 446 Orange St., has moved his 
jewelry shop to 442 Orange St. 

C. T. Wittstein, of Newark, has been 
granted a patent for a gem setting. 

A trade mark “Albador” has been regis- 
tered by the American Platinum Works of 
this city. 

An addition costing $14,000 will be made 
to the plant of the Irvington Smelting & 
Refining Co. at 374 Nye Ave. 

Mr, and Mrs. Frederick Keer, 602 Clifton 
Ave., expect to go to their Summer home 
at Bay Head about the middle of June. 

Howard & Co., retail jewelers, will move 
into the store next to the Newark Theatre 
on Market St. The store is now undergoing 
alterations. 

Daylight saving, which went into effect 
Sunday, will give retail jewelers in those 
sections of the city where it is customary 
to keep stores open eyénings opportunity to 
do daylight selling when large numbers of 
persons are at liberty and out on the street. 

Incorporation papers have been filed for 
the Hudson Jewelry Co., whose registered 
office is at 31 Clinton St. this city. The 
registered agent is Simon L. Fisch. The 
authorized capital stock is $50,000. The in- 
corporators are Annie and Joseph Gersten 
and Julia Hauser. 

Mrs. Sophie A. Condict Carter, widow of 
the late William T. Carter, former member 
of Carter, Gough & Co., Newark and New 
York, died on Monday morning at 6 o’clock 
at her home, 1021 Broad St., this city. 
Funeral services will be held at her late 
home this afternoon (Wednesday) at 2:30 
o'clock, 

Conrad J. Brotherly, Springfield Ave. re- 
tail jeweler and optometrist, was elected 
president of the New Jersey Optometric As- 
sociation at the annual meeting held at the 
Hotel Berwick, this city. Another Newark 
retail jeweler and optometrist, Henry C-. 
Aurnhammer, was re-elected treasurer. J. 
E. Jaeckel, a Jersey City retail jeweler, 
who is also an optometrist, was elected to 
the executive committee. 

Augustus V. Hamburg was one of the 
four former presidents of the Newark 
Chamber of Commerce who addressed the 
official opening of the new Chamber of 
Commerce building in Branford Pl. It was 
also the occasion of the annual meeting of 
the Chamber. Halsey M. Larter, of Larter 


& Co., manufacturing jewelers, was elected - 


as one of the eight new directors. The 
new board of directors elected Horace A. 
Bonnell, of the Bonnell Motor Car Co., pres- 
ident. Curtis R. Burnett and Mr. Hamburg 
were named with others on the Chamber’s 
arbitration committee. 

Miss Mary Sanford Shanley, of this city, 
and William Lawrence Dempsey, of East 
Orange, were married last week in St. 
Patrick’s Cathedral. The ceremony was 
performed by Monsignor Eugene P. Carroll, 
pastor of the Church of Our Lady of Grace, 
Hoboken, at a nuptial mass said by Rev. 
Wm. B. Masterson, pastor of St. Bridget’s 
Roman Catholic Church, this city. Mon- 
signor Carroll was formerly pastor at St. 
Bridget’s. About 150 persons attended the 
reception which followed the ceremony at 
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the home of the bride’s parents, Mr. and 
Mrs. Bernard W. Shanley, Jr., 993 Broad 
St. The Misses Regina and Ruth Shanley, 
sisters of the. bride, were flower girls, and 
Miss Adele Shanley was maid of honor. 
Among the ushers were the bride’s broth- 
ers, Seton J. and Bernard M. Shanley, 3rd. 
Following the reception Mr. and Mrs. 
Dempsey left for Washington. The bride- 
groom’s gift to the bride was a string of 
pearls, Mrs. Shanley gave to her daughter 
a pearl and diamond bracelet. The bride’s 
father is head of the B. M. Shanley, Jr., 
Co., manufacturing jewelers at 13 Governor 
St. 











Fred J. Dorn, the Genesee St. jeweler, has 
moved into his cottage at Crystal Beach for 
the Summer months. 

The factory of Juergenson & Suttner, 
manufacturing jewelers, is now located at 
28 W. Chippewa St. 

Frank Ehrenfried, Simon Cohen, Charles 
T. Evans and Edward Leininger are among 
those who are planning to attend the State 
convention at Utica on May 28-29. 

James J. O’Grady, who succeeded the late 
George Hoff in the retail jewelry store at 
4 Triangle St., has been accepted as a mem- 
ber of the Buffalo Retail Jewelers’ Associa- 
tion. 

Morris Goldsman, who purchased the stock 
of the E. R. White jewelry store at 1423 
Main St. early last Winter, and who has 
conducted auctions at that location since, 
vacates the premises this week. 

The Amdur Jewelry Co., whose store is 
located at 179 Main St., has filed incorpora- 
tion papers, naming the following directors: 
Florence Rosen, Samuel Amdur and B. J. 
Reisman. The concern is capitalized for 
$25,000. 

Efforts to dispose of the Striker branch 
store at 355 E. Genesee St. having proved 
futile, this store has been closed. Striker 
Bros. will concentrate their efforts in their 
remaining two stores at Grant and Ferry 
Sts. and 1883 Niagara St. 

Alfred O. Bald, secretary of the New 
York State Retail Jewelers’ Association, re- 
turned Saturday from the Connecticut con- 
vention, where he had accepted an invitation 
to lead the group-singing. While there he 
met Edward H. Hufnagel and Harry N. 
Clark, two other New York representatives, 
the former as president of the national asso- 
ciation and the latter head of the State body. 

Final arrangements for the program of 
the State convention at Utica will be made 
this week at an executive session, which 
will probably be held at Rochester and at- 
tended by Harry N. Clark, E. J. Scheer, 
Charles E. Sunderlin, who has charge of 
compiling the program, and Alfred O. Bald. 
Announcement of speakers and plans for en- 
tertaining the delegates will follow the meet- 
ing. 

Favorable action was taken by members 
of the Buffalo Retail Jewelers’ Association 
at a meeting and dinner held at the Lafay- 
ette Hotel on April 26, on the amendment 
to the constitution providing for meetings 
on the third Thursday of every alternate 
month, effective this month. Tentative plans 
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for the annual Summer outing were dis- 
cussed and it was the consensus of opinion 
that it should be held late in June or early 
in July. An invitation has been received 
from the Roycroft Inn, East Aurora, to hold 
the outing at this unique spot, and it is prob- 
able that this place will be selected at the 
next meeting. The following committee was 
selected to make all arrangements: John 
O’Dea (chairman); Frank Ehrenfried, Je- 
rome Scherer, John J. Diebold and Edward 
Leininger. 

William Ehmann & Son, 316 Elk St., 
among the oldest, if not the oldest, retail 
jewelry firm in Buffalo, are looking forward 
to the observance of their 50th business an- 
niversary, the exact date of which is June 1. 
In just what manner this momentous occa- 
sion will be celebrated has not yet been de- 
termined, but it may possibly take the form 
of a reunion of the city’s old-time jewelers, 
perhaps those who, with William Ehmann, 
Sr., founded the Buffalo Retail Jewelers’ 
Association. It is a far cry from the present 
up-to-date establishment conducted by Will- 
iam Ehmann & Son to the little hallway at 
404 Elk St., where William Ehmann, Sr., 
set up his work bench and hung out his 
shingle in 1873. He had arrived in this 
country from Germany, where he learned his 
trade of watchmaker, just two years previ- 
ous, coming to Buffalo from Philadelphia, 
not with the intention of going into business, 
but merely to see relatives. While on this 
visit he was persuaded to make this city his 
home. 





A ball team ‘is been organized among 
the employes of the L. G. Balfour Co. 

William H. Saart, of the Saart Bros, Co., 
has taken up his residence at Lake Miri- 
michi for the Summer. 

All of the local jewelry manufacturers are 
operating their plants this week under the 
daylight saving schedule. 

S. M. Einstein, who is chairman of the 
Park Commission, has made arrangements 
for the opening of the Capron Park Zoo on 
May 30. 

An appearance against the allowance of 
the will of the late Alfred R. Crosby, of 
Attleboro, manufacturing jeweler, has been 
filed in the provate court by Ada B. Luther, 
the testator’s only daughter, 

Business continues good in the local fac- 
tories, especially the jewelry firms which 
make earrings, bracelets and novelties. 
Manufacturers of these articles report that 
many more girl bench-hands could be used. 

The following manufacturing jewelers, . 
who are candidates for election to the board 
of directors of the Chamber of Commerce, 
have survived the preliminary contests and 
their names appear on the final ballot: A. 
A. French, Joseph Rioux, S. H. Garner, 
Max Schweinshaut, L. P. Keller and Harvey 
E. Clap. 





The entire interest of the Crescent Jewelry 
Co., consisting of both the Sioux City, Ia., 
and Fargo, N. Dak., stores have been pur- 
chased by I. Horwitz, of Fargo, N. Dak. 
B. J. Rubel, who is affiliated with the Cres- 
cent Jewelry Co., will continue as manager 
of the South Dakota store. 
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Chicago Notes 


“Sol” Hess, of Rettig, Hess & Madsen, is 
spending a week in New York attending to 
business. 

A. L. Hancock, of the Bassett Jewelry 
Co., is making a three-weeks’ trip through 
the middle west. 

George Wettstein, wholesale jeweler of 
Cedar Rapids, Ia., was in Chicago last week 
visiting the markets. 

George M. Poe, 34 W. Monroe St., is 
spending several weeks, visiting several of 
the southern cities, resting. 

N. T. Sherwood, of the Frank Krementz 
Co., left last Thursday for a two-weeks’ 
business trip through the south. 

Arnold McCabe, of the McCabe-Morris 
Co., spent several days in New York last 
week visiting the New York factory. 

Ed. M. Craft, of the Craft Co., Indianap- 
olis, spent the past week in Chicago calling 
on the trade en route to the Pacific Coast. 

S. Glickauf & Co., wholesale jewelers, 
now occupy room 611 Mallers building, hav- 
ing moved from the 10th floor last Friday. 

J. W. Forsinger, of the J. W. Forsinger 
Co., returned last Thursday from a 10-day 
business trip to Lancaster, Pa., and New 
York. ; 

The Temple Jewelry Co. moved this week 
from room 308 to 302 Reliance building, 
where it will occupy greatly enlarged quar- 
ters. 

Lax L. Silverberg, diamond broker, has 
moved his office from room 502 to 605 Co- 
lumbus Memorial building, where he will 
have larger quarters. 

L. Newhouse, who has made his head- 
quarters in the Columbus Memorial build- 
ing for many years, moved last week into 
room 1004 Mallers building. 

J. P. Stewart, of the C. H. Knights- 
Thearle Co., left last week with a party of 
friends for Excelsior Springs, where he will 
remain for about 10 days, resting. 

The Senn Watch Co. will move this week 
from the 6th floor of the Stewart building 
into suite 518, the same building, where he 
has secured more desirable space. 

L. H. Burnett, Tacoma, Wash., spent a 
couple of days in Chicago last week on his 
way home from the east, where he spent a 
couple of weeks visiting the markets. 

C. B. Norton, of the C. B. Norton Jewelry 
Co., Kansas City, Mo., passed through Chi- 
cago last week on his way to attend the 
wholesalers convention at Cincinnati. 

A. F. Smith, of A. F. Smith & Co., Oma- 
ha, Nebr., was in Chicago for a few days 
last week visiting with friends, en route to 
the wholesalers’ convention at Cincinnati. 





The Nelson-Spencer Co., wholesale jewel- 
er, has moved its place of business from 609 
to room 501 Columbus Memorial building, 
where it enjoys a more desirable location. 

S. Buchsbaum & Co. have moved their 
office from room 403 to room 420 Capital 
building, where they will have larger quar- 
ters. Their shop will remain in the same 
location, 

Jenjamin J. Le Vine, wholesale jeweler, 
moved last week from the sixth floor of the 
Columbus Memorial building to larger and 
more desirable quarters in suite 1004 Mallers 
building. 

Louis Manheimer, of the Louis Man- 
heimer & Son Co., accompanied by his wife 
and daughter, left last week for French 
Lick where he will spend three weeks, 
resting. 

Gene Kiger, of the C. A. Kiger Co., Kan- 
sas City, Mo., stopped off in Chicago for a 
few days last week en route to Cincinnati, 
where he went to attend the wholesalers’ 
convention. 

R. B. Piowaty, Chicago manager for the 
North American Watch Co., returned re- 
cently from a 10-day trip through the south 
and Ohio, stopping at the home office of 
this concern in Mansfield for a day. 

F. A. Kopsa and W. F. Wurzberg, rep- 
resentatives for the Stein & Ellbogen Co., 
spent a few days in Chicago last week fill- 
ing in their stock before starting on another 
trip through their respective territories. 

H. A. Schulze, of the A. Wittnauer Co., 
left last week for a two-weeks’ trip through 
Michigan. J. B. Crawford, Chicago mana- 
ger for this concern, also left last week on 
a trip through Michigan to be gone for a 
week, 

William Cooper, buyer for S. H. Clausin 
& Co., Minneapolis, Minn., was in Chicago 
last week for a few days visiting the mar- 
kets on his way to Cincinnati, where he went 
to attend the convention of the National 
Wholesale Jewelers’ Association. 

Samuel Flower, wholesale jeweler, has 
moved his place of business from room 908 
to 902 Reliance building, where he has se- 
cured additional space. In connection with 
his jewelry business, Mr. Flower has also 
entered into the diamond business. 

F. E. Whiting, Chicago manager for the 
Whiting & Davis Co., has removed his of- 
fice from the seventh floor of the Columbus 
Memorial building into suite 506, the same 
building, where he has taken about double 
the amount of space he has been occupying. 

J. H. Crawford, of the J. W. Forsinger 
Co., returned last week from a three-weeks’ 
trip through the west and reports a very 
satisfactory trip. After spending a few days 
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in Chicago getting his stock replenished, Mr. 
Crawford left for a five-week’s trip through 
the east. 

K. Lucius Taylor returned last Thursday 
from a short business trip through the north- 
west and reports a favorable trip. Upon 
his return to Chicago, Mr. Taylor removed 
his office from the sixth floor of the Co- 
lumbus Memorial building to suite 1104 
Heyworth building. 

Hugh E. King spent several days in Cin- 
cinnati last week attending the convention 
of the National Wholesale Jewelers’ Asso- 
ciation. Upon his return, Mr. King re- 
moved his office from suite 702 to suite 1104 
Heyworth building, where he has secured 
more desirable quarters. 

Friends of Will C. Schumann, of Leu- 
busher-Schumann & Co., will be pleased to 
learn that he is speedily recovering at his 
home from an operation he had performed 
on his ear while in Kansas City a week ago. 
Mr. Schumann was taken ill while out on 
his territory, and came home to recuperate. 

The Parker Pen Co., located in suite 1001, 
22 W. Monroe St., has removed its office and 
showroom to the second floor of this build- 
ing, where it has leased the entire floor. 
This concern moved last August in order to 
secure larger quarters, and has again found 
it necessary to increase its space in order 
to take care of increasing business. 

Samuel Bomash, 5th floor of the Hartford 
building, closed out his entire business the 
first of the month to enter into the real 
estate business. Mr. Bomash is one of the 
best-known jewelers in Chicago, having been 
engaged in the pawnbrokers’ business for the 
past 35 years. His fixtures were sold to 
Brown & Levy, who will engage in the re- 
tail jewelry business at this same address. 

The name of the retail jewelry and optical 
business of M. H. Swift, 190 N. State St., 
has been changed to Swift & Hammerberg. 
Axel Hammerberg, who has associated him- 
self with Mr. Swift, is well known to the 
jewelers in Chicago and vicinity, having 
been connected with the wholesale and re- 
tail end for the past 22 years. For the past 
six years Mr. Hammerberg had charge of 
the Rockford, Ill, store for Olsen & Ebann, 
and prior to that time represented Hamilton 
& Hamilton, Jr., through the northwest. His 
first position was with one of the large mail- 
order houses here, where he worked under 
Mr. Swift as a watchmaker. Mr. Hammer- 
berg is also very active in civic affairs, and 
in 1922 was elected central States commit- 
tee representative of the 12th Congressional 
district of Illinois. 

Edward Lehman, of the Edward Lehman 


(Continued on page 145) 
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Our New Chicago Home 


THE WORLD'S DIFFERENT 
JEWELERS’ SERVICE 


A New home has been created and dedicated to the interest of the Jewelry 
trade at 1445-59 W. Jackson Blvd., Chicago. 


Years of planning and study have made possible this house of Marshall’s, 
which has just ONE PURPOSE—and that is to serve the Jewelers who send 
mail orders to us, and serve them better than has ever been possible before 
in the Jewelry Supply business. 


This New House of over fifteen thousand square feet of floor space is the 
ONLY JEWELRY SUPPLY HOUSE IN THE WORLD devoted exclu- 
sively to Jewelers’ Mail Orders. For the past few months we have been in- 
stalling new fixtures and every convenience in this modern, new, daylight 
building, where all the best and latest systems will be in operation for han- 
dling your mail orders—BETTER THAN YOU EVEN DREAMED POS- 
SIBLE. 


Our Other Chicago house, located in the heart of the “Loop” Business 
district of Chicago, Mallers Bldg., Cor. Madison and Wabash Ave., will take 
care of all counter trade and city sales and for the convenience and reception 
of our out-of-town customers and friends. 


Every progressive innovation, every improved method in the handling 
of the thousands of items in the Jewelers’ Supply business, has been adopted 
in our new plant. We have spent years in building up an organization of 
specialists in the several branches.of our business, and hope to merit a con- 
tinuance of your generous support so that better service may be rendered you. 


WE SELL JEWELERS’ SUPPLIES ONLY 


(Cla 


THE CE. MARSHALL CO. 





CHICAGO 














A* GREATER VALUE "A GPEATER SERVICE 
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Chicago Notes 
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Jewelry Co., Denver, Colo., spent a few days 
in Chicago last week visiting on his way to 
Cincinnati to attend the convention of the 
wholesalers. 

J. T. Montgomery, of M. A. Mead & Co., 
is spending a couple of weeks in the east 
attending to business. 

A. Kahn, Columbus building, left last 
week for the eastern territory and will be 
gone for about 10 days. 

M. Marcovitz, jobber, has removed his 
office from room 1001 to 502 Heyworth build- 
ing, where he will have more space. 

George Goldberg, representing Unter- 
meyer, Robbins & Co., of New York, was in 
Chicago last week calling on the trade. 

Joseph Frank, representing Sussfield, 
Lorsch & Schimmel, returned to Chicago 
last week from a three weeks’ fishing trip 
in Florida. ; 

M. L. Werner, watchmaker to the trade, 
has removed his office from 1420 to 1017 
Reliance’ building, where he has been able 
to secure larger quarters. 

L. H. Schafer, of L. H. Schafer & Co., is 
reported as getting along very nicely at the 
Lake View Hospital, where he underwent a 
second operation last week. 

Hugo F. Ziehm, engraver, moved his shop, 
last week, from the 15th floor of the Hey- 
worth building to more desirable space in 
suite 502, the same building. 

George H. Thomas, Heyworth building, 
returned last week from a two weeks’ trip 
through the northwest and reports business 
in a satisfactory condition there. 

“Joe” Goldstone, of the Blauer-Goldstone 
Co., returned last week from Oklahoma City, 
where he delivered an address before the 
Oklahoma retail jewelers’ convention. 

The Elgin American Co. is now located 
on the sixth floor of the Columbus Memorial 
building, having moved from 29 E. Madison 
St. in order to secure larger quarters. 

“Joe” Berland, of Berland & Schanfein, 
of New York, was in Chicago last week 
visiting with Howard C. Rowbotham, their 
local manager, and calling on the trade. 

A. E. Gregory, auctioneer, 10 S. Wabash 
Ave., returned last week from Grand Forks, 
N. Dak., where he spent the past three weeks 
conducting a sale for P. Girard & Sons. 


Miss Ada Hill, buyer of jewelry, and Miss 
May Johnson, buyer of leather goods for 
Mandel Bros., are spending a couple of 
weeks in New York visiting the markets. 

The Hipp, Didisheim Co. has removed its 
office from 116 S. Michigan Ave. to the fifth 
floor of the Heyworth building, where it has 
secured larger and more desirable quarters. 

David Jeffrey, of Jeffrey & Harris, Min- 
neapolis, spent a few days in Chicago last 
week en route to the east, where he will 
spend a couple of weeks visiting the markets. 

John H. Mather, secretary of the Illinois 
corporation of the Geo. H. Fuller Son Co., 
returned last week from Florida, where he 
has been making his home during the Win- 
ter. 

Max Herz, manager of the jewelry and 
silverware department for Mandel Bros., 
sailed Tuesday of this week for Europe, 
where he will spend several months visiting 
the markets. 
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The Chicago Lapidary Co. has removed 
its office and shops from the 12th floor of 
the Heyworth building to suite 904, the same 
building, where the concern has secured 
larger quarters. 

'F. C. Emerson, Chicago manager for the 
Eisenstadt Mfg. Co., will continue to remain 
in suite 904 Heyworth building, but has 
taken additional space to accommodate in- 
creased business. 

Henry C. Drumm, jobber, is now located 
in his new quarters, suite 502 Heyworth 
building. Mr. Drumm, for the past two 
years, has been located on the 11th floor of 
the Heyworth building. 

The Illinois Watch Case Co. has removed 
its Chicago office from the ninth floor of the 
Heyworth building to rooms 609-10 Colum- 
bus Memorial building, where the company 
will have better facilities. 

Laubinger Bros. is the name of a new 
firm that will do enameling for the trade. 
They will be located in room 1018 Reliance 
building. Jack and Leonard Laubinger are 
the members of the firm. 

E. Shahen, of the E. Shahen Co., 337 W. 
Madison St., returned last week from New 
York and the east, where he spent a week 
visiting the markets and purchasing goods 
for his new jobbing business. 

N. Kramer has entered into the wholesale 
jewelry business and has opened an office in 
suite 910 Reliance building. Mr. Kramer 
formerly was engaged in business for him- 
self, retaining his office at his home. 

Louis Stein, manufacturer, moved on Mon- 
day of this week from 32 N. State St. into 
room 1535 Capitol building, where he is en- 
joying larger quarters. Mr. Stein will leave 
the end of the week for the eastern markets. 

Arthur J. Lewin, of the Helbein-Stone 
Co., left last week for Cincinnati to attend 
the wholesalers’ convention at Cincinnati, 
and upon his return to Chicago, Sunday, he 
immediately left on a 10-day trip through 
the northwest. 

Roman Kosinski, retail jeweler, who has 
been located at 1019 Milwaukee Ave. for a 
great many years, removed last week into 
larger and more modern quarters at 1039 
Milwaukee Ave., just a few doors west of 
his old location. 

Harold C. Waite, Chicago representative 
for the Webster Co., has discontinued his 
office on the 15th floor of the Heyworth 
building, and has taken a display room at 
the Palmer House, where he will make his 
headquarters when he is in the city. 

Bredel & Co., wholesale jewelers, 337 W. 
Madison St., have removed their business 
from the fifth to the sixth floor of the same 
building, where they have larger quarters. 
This removal was necessitated on account 
of the great expansion of their business. 

C. Konrad, who recently sold out his in- 
terest in the firm of Krumrich & Konrad at 
Oshkosh, Wis., accompanied by his wife, 
spent a few days in Chicago last week visit- 
ing with friends on his way to California, 
where he expects to spend several months, 
resting. 

Edward Vail, of the Vail Jewelry Co., 
Wichita, Kans., accompanied by Mrs. Vail, 
spent a few days in Chicago last week en 
route to Washington, where Mr. Vail will 
visit at Annapolis Naval Academy and Mrs. 
Vail will attend the convention of the 
Colonial Dames. 

Charles Fuller and Fred G. Perry, of the 
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Geo. H. Fuller & Son Co., accompanied by 
their wives, arrived in Chicago last week, 
after motoring from the factory at Paw- 
tucket, R. I. They expect to spend a couple 
of weeks in Chicago visiting the local office 
and friends before starting back. 

Harry Bloom has associated himself with 
the Chicago office of Hamilton & Hamilton, 
Jr., and represents this concern through II- 
linois, Wisconsin and Minnesota. Mr. 
Bloom formerly was connected with the 
Blauer-Goldstone Co. He expects to leave 
for his territory some time this week. 

The Nicholls-Lund Co., engravers to the 
trade, located at 6 W. Randolph St., will 
move this week into suite 1018-19 Reliance 
building, where they have taken considerable 
larger quarters. P. Piening, plater and pol- 
isher to the trade, also will move from 6 W. 
Randolph St. into this same suite of rooms. 

John Esslinger, formerly buyer of mate- 
rials for the C. M. Thompson Co., of Min- 
neapolis, spent several days in Chicago last 
week visiting the markets and making pur- 
chases for the new tool and material busi- 
ness he is entering into with A. A. Sheppie, 
which will be located in the Ryan building, 
Minneapolis. Mr. Sheppie resigned his posi- 
tion last week as material buyer for S. H. 
Clausin & Co. 

Among the many visitors in Chicago last 
week were: J. C. Peers, of J. C. Peers & 
Son, Rockford, IIl.; George E. Hanson, 
Rockford, Ill.; Louis Esser, of the Louis 
Esser Co., Milwaukee, Wis.; Samuel Rosen- 
weissen, New Orleans, La.; William D. 
Roeder, Dwight, Ill.; Max Yaeger, of the 
Yaeger, Horwitz Co., Minneapolis, Minn.; 
A. Parker, of the C. W. Roberts Co., Hunt- 
ington, W. Va. 

The Chicago Association of Commerce is 
planning an extensive membership drive 
throughout the city, dividing the different 
trades and placing an individual team captain 
over each division. Arthur L. Fuller, Chi- 
cago manager for the Towle Mfg. Co., has 
been selected chairman of the jewelry and 
optical division, and F. A. Chace, Jr., Chi- 
cago manager of the Robbins Co., as vice- 
chairman. Twenty-four prominent men of 
the jewelry and optical trade have been se- 
lected to assist in securing members. Re- 
ports show that 96 members of the trade are 
already members of the association, and a 
prospective list of 128 more are now being 
worked on. 

Workmen commenced this week breaking 
the wall between the retail jewelry store of 
I. C. Newman, 133 N. Clark St. and the 
store to the north, 135 N. Clark St., so as 
to double the floor space. Extensive re- 
modeling will be done, which will include 
the entrance, show windows, floor, lighting 
system, etc. Three private offices will be 
installed, one to be used as a diamond room, 
the others for a repair room and a private 
office. New walnut fixtures, including wall 
and floor cases, cabinets for the safes, etc., 
which exceed over $12,000, have been or- 
dered and will be installed as soon as work- 
men are through remodeling, which is ex- 
pected to be about the first of June. 

The Great Western Importing Co. is the 
name of a new concern that has commenced 
business at 549 W. Washington Blvd. P. L. 
Getzinger is president and treasurer, Max 
Springer, of Berlin, vice-president, and J. 
M. Olsen is secretary. This concern will be 
the sole distributors of a new Swiss watch 
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movement in the United States, Canada and 
Mexico, and will be ready for business on or 
about May 15. 

Application of the X-ray at a country 
hospital one day last week revealed a dia- 
mond located in the stomach of Mrs. Olive 
Clem, which she is charged with having 
stolen from Hirsh & Elliott, retail jewelers 
at 7507 Cottage Grove Ave. Mrs. Clem is 
accused of first having “palmed,” then swal- 
lowed the diamond after Mr. Elliott had 
exhibited some cut diamonds to her. She 
was intercepted while leaving the store, after 
one diamond was found to be missing, and 
told police she had swallowed it. The X-ray 
was used, and police discovered she had 
swallowed the stone. The stone was ex- 
tracted and is in the hands of the police. 
The case will come up some day this week, 
but Hirsh & Elliott have stated they will 
not prosecute, as this was Mrs. Clem’s first 
offense. 











Mrs. F. B. Carey, Lebanon, O., paid a 
visit to the Queen City during the week to 
look for some new stock for her store. She 
visited the establishment of A. G. Schwab 
& Sons in the Duttenhofer building. 

Edward H. Kahn, of Danville, Ky.; A. 
P. Humphreys, of Bellefontaine, O.; J. M. 
Parker, representing the C. W. Roberts Co., 
of Huntington, W. Va., and Casper Fenzel, 
of Middletown, O., were visitors in Cincin- 
nati last week. 

Lee Loeb, head of L. Loeb & Sons, Os- 
kamp building, 811 Race St., is confined to 
his home, 33 Landon Court, Avondale, with 
the grippe. He suffered an attack of the 
grippe Sunday and was forced to remain at 
home for several days. 

Damage to the extent of $700 was caused 
by fire in the Emrie Optical Co.’s workshop, 
436 Race St., Monday, April 23. It is be- 
lieved the fire started when waste paper blew 
against a gas jet. The fire destroyed lenses, 
a lot of stock and optical records. 

Edwin Bogaert, of the Victor Bogaert 
Co.’s jewelry store, Lexington, Ky., visited 
Cincinnati on his way to New York, where 
he is going on a business trip. One of the 
offices he visited here was that of the 
Schumer Bros. in the Walsh building, 3rd 
and Vine Sts. 

Clarence and Mayo Loeb, members of L. 
Loeb & Sons, 811 Race St., returned to Cin- 
cinnati, Saturday, after a two weeks’ tour 
of the east. The brothers sought new stock 
and new ideas on the tour, returning in time 
to take an active part in the convention of 
the National Wholesale Jewelers’ Associa- 
tion, here. 

Among the visitors at Frohman & Co. 
were Mr. and Mrs. Chase Hofman and 
daughter, Martha, of Springfield, O.; 
Charles Schlenker and Daisy Kline, of 
Eaton, O., and M. Miller, of Fort Worth, 
Tex. The Hofmans came down to see the 
Cincinnati “Reds” play, and later combined 
business with their pleasure trip. 

Mr. and Mrs. B. W. Schwabacher were 
in Cincinnati, passing through here on the 
way to Detroit, where they will establish 
themselves in a new venture. They visited 
A. G. Schwab & Sons, Duttenhofer build- 
ing, where they told of having sold out their 
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jewelry store at Lynch Mines, Ky., and of 
planning to start a new business in the auto- 
mobile city. 

Fred G. Gruen and George J. Gruen, presi- 
dent and secretary-treasurer, respectively, of 
the Gruen Watch Co., have been admitted 
as members of the local Rotary Club. They 
were among more than a score of prominent 
Cincinnatians whose names have been added 
to the Rotary roster. The local club is ar- 
ranging to send a large delegation to the ap- 
proaching international convention of Rotary 
at St. Louis, Mo. 

Two silver loving cups have been pre- 
sented to the Cincinnati Gymnasium and 
Athletic Club by J. Harvey Phillips, of 
the Richter & Phillips Co., 114 W. 6th St. 
The cups will be awarded to the winners of 
the National Championship Doubles hand- 
ball matches to be played at the Shillito St. 
institution. Phillips is greatly interested in 
handball, as he was quite a devotee of the 
game in his younger days. 

Joseph and John Gerwe have again gone 
on the road for Frohman & Co., Harrison 
building, E. 4th St., after returning home 
to attend the wedding of their sister, Mary. 
Miss Gerwe was married to Vincent Palmer 
in Covington, Ky., Monday, and a wedding 
breakfast was served at the Hotel Alms in 
Cincinnati shortly after. Joseph Gerwe is 
traveling through Virginia and West Vir- 
ginia, while the other takes in Kentucky and 
Tennessee. 

George J. Gruen, secretary and treasurer 
of the Gruen Watch Co., was chairman of 
the reception committee that welcomed mem- 
bers of the Ohio Association of Credit Men, 
which met in Cincinnati last week. The 
meeting was one of interest to all credit 
men in the State, as well as other parts of 
the country. One of the principal talks made 
during the meeting was that of J. H. Tregoe, 
secretary-treasurer of the National Associa- 
tion of Credit Men, with headquarters at 
New York, who declared that misused credit 
has been the cause of all depressions suf- 
fered by the United States. 

The largest contribution made to date to 
the Community chest among wholesale or 
retail jewelers is that registered by Fox 
Bros. & Co., second floor of the Harrison 
building, adjoining the Hotel Sinton. The 
brothers. I. Newton, Burton, Alvin H. and 
Oscar S. Fox, turned over $1,200 to the 
chest. The Loring Andrews Co., 117 E. 
4th St., was close behind, with a gift of 
$1,000. The Herman Lange Jewelry Co., 
Vine St., corner of the Arcade; the Miller 
Jewelry Co., in the Greenwood building, each 
gave $100, as did Victor A. Gebhardt, presi- 
dent and treasurer of the Gebhardt Bros. Co., 
Merchants building, 6th and College Sts. 

In an auction sale conducted Monday at 
the Cincinnati Stock Exchange, bonds of the 
Herschede Realty Co. brought a premium. 
The bonds are those of the realty company, 
which is the holding concern for the three- 
story building recently erected for the Frank 
Herschede Co., on 4th St., between Main 
and Walnut Sts. When $10.000 of these 
bonds went on the block at the Exchange, 
Monday, they brought 102% on par value. 
The bonds pay 8 per cent. The holding com- 
pany owns the structure and ground where 
the jewelry company has a greater part of 
the first floor, while the upper stories are 
occupied by the Chamber of Commerce. 
The Herschede store is probably the largest 
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in Cincinnati, and there isn’t a support, 
girder or brace within the store proper, it 
being a solid bit of selling and display space. 

The sum total of six minutes was neces- 
sary to find John Anderson, alias “Galla- 
gher,” guilty of having been one of the gang 
that heldup and robbed ‘Savin’s Liberal Loan 
Office, 30 E. 6th St., March 23, 1922, by a jury 
in Judge Edward T. Dixon’s Criminal Court, 
Monday. After hearing the closing argu- 
ments the jury retired, and bailiffs had just 
got themselves comfortably seated when the 
foreman rapped on the door and announced 
that they had reached a verdict. Anderson 
gave himself up in Austin, Tex., where a 
policeman bought him a meal. He told the 
“cop” of having been in a “$55,000 robbery 
of a Cincinnati pawnshop.” Anderson de- 
cided to stand trial when returned here and 
his case was finished in quick time. Ira Bur- 
ton, negro driver of the automobile in which 
the robbers escaped, pleaded guilty several 
months ago and was sentenced to the Ohio 
Reformatory. Also, Barney Haberman, who 
was convicted and is now in the Reforma- 
tory. The police are still seeking a fourth 
man of the party who made off with most 
of the loot, as the other three claim he 
double crossed them and failed to make a 
proper division of the spoils. Savin has 
since been sued by a number of clients who 
made an effort to recover their goods or the 
equivalent thereof. 











The firm of Mitchell & Norwig, formerly 
located at 318 N. Howard St., has moved 
to its new quarters, 407 N. Howard St. 
occupying more commodious quarters. 

Improvements to the store of Milton I. 
Mervis, Lexington St. and Liberty, have 


been completed. Several salesmen for- 
merly associated with one of the leading 
Lexington St. jewelry stores have joined 
the Mervis sales staff. 

The store of the George Walter Co., Inc., 
was closed several days because of the death 
of Mrs. Walter, wife of the founder of the 
firm. Mr. Walter died two years ago. For 
many years he was one of the city’s leading 
jewelers and his wife took an active interest 
in her husband’s work. 

C. Howard Millikin and James G. Glenn, 
of the firm of Hennegen-Bates Co., 7 E. 
Baltimore St., narrowly escaped serious in- 
jury in an automobile crash here Friday. 
The accident happened at Fayette and Cal- 
vert Sts. when an uncontrolled automobile 
collided with Mr. Millikin’s car. Fortu- 
nately, neither Mr. Millikin nor Mr. Glenn 
was injured. 








Notices have been sent out to creditors of 
the Peoples Jewelry Co., Tulsa, Okla., that 
the concern has filed its petition setting 
forth that it has offered terms of composi- 
tion which have been accepted by the 
majority in number and amount of its credi- 
tors whose claims have been allowed. The 
hearing upon the petition will be held in the 
United States District Court at Muskogee, 
on May 7 at 10 a. M. 
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Archie Tegtmeyer, Grand Ave. jeweler, 
has gone to Hot Springs, Ark., where he 
will spend several weeks vacationing and 
resting up 
Spring. 

Jewelers on Upper 3rd St. have joined 
with other merchants of that business 
section in conducting Dress Up week, a trade 
premotion plan which is to stimulate retail 
business. A prize essay contest will be run 
in conjunction with the week. Only children 
under 15 are eligible to compete. 

Wiliiam J. Boszhardt, of the Boszhardt- 
Possin Co., motored with his family to Fort 
Atkinson on Sunday, making the initial trip 
of the season. The Boszhardt’s have a 
Summer home on Lake Koshkonong near 
Fort Atkinson and spent considerable time 
there during the Summer months. 

W. L. Ballinger, prominent Madison 
jeweler, is one of the recent additions to the 
membership roll of the Madison Association 
of Commerce. Most of the local jewelers 
are now members of the association which 
is one of the most active in the State in 
promoting the welfare of business and civic 
interests. 

Schwanke’s Jewelers, a bowling team 
representing William H. Schwanke, W. 
Water St. jeweler, has been entered ‘in the 
Arcade and City bowling tournaments here. 
The team is composed of members of the 
pennant winners of the Lutheran league and 
is captained by Louis Gollberg, of the 
Boszhardt-Possin Co. 

Fred J. Theleman, 133 2nd St., announced 
an addition to his staff of Arnold Sawotka, 
a gem setter. Mr. Sawotka is an experi- 
enced man and has been working in Mil- 
waukee shops for a number of years. Robert 
Olson, of the Theleman forces, has been 
absent for several days owing to the severe 
illness of his youngest child: 

Thirty retail merchants of the retail 
division of the Chamber of Commerce of 
Beaver Dam have made preliminary plans 
for a campaign of co-operative advertising 
and special sales days. It is planned to hold 
sales at different periods during the year, 
merchants in all lines co-operating in the 
events and in giving them wide publicity. 

Early Spring motorists who drove to Mil- 
waukee from out in the State this week in- 
cluded several well known jewelers. J. B. 
Davis and wife of Lake Mills and R. C. 
Ziemke and wife of Sauk City were among 
those who made automobile trips from the 
western part of Wisconsin on combined 
business and pleasure trips to Milwaukee. 

Among the State jewelers who visited 
Milwaukee during the last week were J. B. 
Davis, Lake Mills; R. C. Ziemke, Sauk 
City; W. S. Sargent, New Lisbon; Thomas 
Bruhy, West Bend; E. E. Ducklow, Wilton; 
George Andrews, of H. E. Pelzer, Waupun; 
Reinhold Hille, Menomonie Falls; Schneider 
Bros., Burlington; and B. Panik, Cudahy. 

A. C. Possin, of the Boszhardt-Possin Co., 
has returned to Milwaukee from a business 
trip to Chicago where he visited jewelry 
manufacturing establishments to make pur- 
chases for the local house. That the jewelry 
business is expanding is indicated, Mr. 
Possin said, by the fact that manufacturers 
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are usually unable to make prompt de- 
liveries on orders at this time. 

In order to make the retail shopping dis- 
trict of Green Bay Ave. more easily ac- 
cessible to persons residing beyond the 
present 3rd St. car line, the Advancement 
Association comprised of merchants along 
Green Bay Ave. has indorsed two separate 
routes for extensions. It is proposed to run 
one line out of the Green Bay road to the 
city limits and the other out the Port Wash- 
ington road to Lincoln park. 

R. F. Weckerle, of O. H. Bingenheimer 
Co., is on a business trip through northern 
Wisconsin in the interests of his firm. He 
reports that business conditions in that ter- 
ritory are improving since the roads are 
opening up after being closed to a more or 
less degree by late Winter heavy snow fall. 
Country trade is again able to come into the 
city and local retail jewelers are well pleased 
with resumption of business on a larger 
scale, 

John G. Umbs, Eleventh Ave. jeweler, 
had an unusual experience last week when 
called upon to issue a marriage license, as 
notary public, to a couple that had been 
married for 25 years and decided to again 
go through the regular ceremony as a part 
of the silver anniversary of their first mar- 
riage. The couple in question, a Mr. and 
Mrs. Ferdinand Feller, decided to obtain a 
license and again go through the marriage 
ceremony performed by the same minister 
who married them 25 years ago and attended 
by the same witnesses of the first marriage 
with this difference that several children 
of the couple were privileged to witness their 
parents marriage 

The first arrest of its kind in eight years 
was made when Milton H. Klopf, jeweler, 
at 990 Kinnickinnic Ave., was charged with 
failure to report the purchase of a second 
hand watch. He was fined $10 by Judge 
Page in district court. It developed that 
the watch was stolen. William Mueller, 
arrested for’ grand larceny by Detective 
Frank Prohaska, confessed to police that he 
had disposed of one watch at the Klopf 
store. “Jewelers must remember that they 
are under the same regulations regarding 
the purchase of jewelry as second-hand 
dealers and pawnshops,” said Dist. Atty. 
Shaughnessy. “AIl such purchases must be 
reported to police headquarters within 24 
hours.” 








Omaha. 


A. F. Smith, head of the A. F. Smith Co., 
wholesale jeweler of Omaha, was in Cin- 
cinnati last week attending the wholesalers’ 
convention. 

S. M. Jolliffe, Villisca, Ia., who sold out 
his business there recently to Roper Bros., 
was in Omaha last week visiting the whole- 
salers on business. 

Lieber & Udall opened their jewelry busi- 
ness at Columbus, Nebr., last week. They 
bought out the Brodfuhrer stock at that 
place, but greatly increased the stock by 
adding new goods. 

Among the retail jewelers from the terri- 
tory who were in Omaha during the week 
were Herman Heitzman, West Point, Nebr.; 
Harry Martin, Lyons, Nebr.; Sam Jolliffe, 
Villisca, La.; Lieber & Udall, Columbus, 
Nebr. 
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Egyptian designs in jewelry have become 
popular in this section, and have already held 
sway for some little time, due, of course, to 
the “King Tut” fad. Women of the middle 
west, who make some pretences of keeping 
pace with the pulse of the times, are as 
alive to the possibilities in creations of this 
kind as they are in the east. According to 
Charles Duff of the Byrne-Duff Jewelry 
Co., Omaha wholesalers, the Egyptian design 
of earrings has had an especially good run, 
and the demand continues brisk. 














TRADE CONDITIONS 


April proved to be a good month fcr the retail’ 
jewelry dealers of Evansville, and they report both, 
their local and out-of-town trade was a great deal 


better than it was last year for April. Indications 
are that there will be a splendid trade during the 
remainder of the year. Merchants believe that 
business in almost every line is steadily improving.. 
The various manufacturing plants in Evansville are 
being operated steadily, and in some instances 
they are running overtime. Collections are better 
than they were a year ago this time, and practically 
no men in Evansville are now out of employment. 
Wholesale jewelers believe that 1923 will bring in 
a much larger volume of trade than 1922. 

Merchants at Winslow, Ind., a town a few 
miles northeast of here, report that there is 
a splendid location for a jewelry store and 
watch repairing shop there. 

The silver loving cup to be awarded to 
the best drilled team of the Knights of St. 
John in their annual State convention to be 
held at Mt, Vernon, Ind., May 13 and 14 
is now on display in the show window of 
the Schlomer jewelry store in that city. 
The cup is the largest ever shown or given 
away in Mt. Vernon and was purchased by 
a committee of Mt. Vernon Knights of St. 
John with money donated by the business 
men of that city. 

Judge Herdis F. Clements, of the Posey 
County Circuit Court at Mt. Vernon, Ind., 
a few days ago overruled a motion made 
by the attorneys for the defense in the case 
of Charles Alderson, alleged “bad man” of 
Henderson, Ky., charged with first degree 
murder. Alderson recently was found guilty 
in the Posey County Circuit Court of second 
degree murder and was sentenced to the 
State prison for life. He is now at the 
prison at Michigan City, Ind., and started 
serving his time. Several members of the 
jury that convicted him wanted to assess 
the death penalty for his crime. Alderson 
is alleged to have stabbed to death Wesley 
Holder, a young retail jeweler of this city 
here last September. The two men had a 
quarrel and agreed to go into the country 
anc “fight it out” and on the way to the 
country it is alleged Alderson whipped out 
an ugly knife and stabbed Holder to death. 
The case was venued to Mt. Vernon be- 
cause of the feeling in Vanderburg county 
against Alderson. It is believed that the 
attorneys for Alderson will let the matter 
drop now, as it is understood no appeal to 
the Indiana Appellate Court will be made. 
Alderson is alleged to have killed two or 
three men in his day but when arrested for 
previous crimes always managed to get out 
of his trouble some way, either by pleading 
self-defense or something else. 















J. Lewis, of J. E. Lewis Inc., has left 
for New York. 

Mr. and Mrs. Henry M. Abrams, 209 Post 
St., are making a tour of southern California. 

Stanley J. Beard, of Mayer & Wein- 
shenk, is covering his territory in northern 
California. 

Emanuel Levy, 704 Market St. has re- 
turned from visiting the factories for which 
he is agent. 

Walter Marble, of the Bugbee & Niles 
Co. and the Finberg Mfg. Co., has just 
left, to continue his Coast trip. 

Ted Huggins, general manager of A. I. 
Hall & Son, managed to attend two conven- 
tions, en route from San Francisco to New 
York. 

J. Stark is on the road, covering part 
of his territory. Jack Lewis has returned 
from a short trip with good reports of 
business. Gordon Otto is in Los Angeles. 

Retail jewelers from various California 
points, calling on the local trade include: 
Jos. Cohn, Marysville, Cal.; Mr. and Mrs. 
Ralph Boland, Fresno, and M. H. Berger, of 
Placerville. 

R. L. Wells, until recently a traveler for 
J. H. Spiro, is going to open a retail jewelry 
store for himself. He has been looking 
over locations and is at present in Long 
Beach, Cal. 

Ed. Willis, one of the travelers for the 
Burr W. Freer Co., has left for the south 
and Park V. Bovyer is making a trip 
through the San Joaquin Valley for the same 
firm, and states that business in that section 
is satisfactory. 

Albert Hansen, who has been dividing 
his time for the past few months between 
San Francisco and Los Angeles, left 
here on April 22 for his home in Seattle, 
traveling by automobile. He will visit 
Portland, en route. 

Emeralds and sapphires are enjoying a 
great vogue, among those who can afford 
them, according to A. B. Tuckey, of H. W. 
Tuckey & Co. Many of them are being 
brought in for re-mounting. A. B. Tuckey 
is leaving for Los Angeles. 
©. A. Starke, treasurer and general man- 
ager of the Starr Watch Case Co., is visit- 
ing the Pacific Coast and was met in Los 
Angeles, on April 22, by J. W. King, Pacific 
Coast representative of the company. Later, 
Mr. King will accompany Mr. Starke to 
this city. 

Henry Horst is starting a jewelry and 
watch-repairing store at 5530 Geary St., 
near Twentieth Ave. He has been with 
a down-town establishment. Mr. Horst is 
an ex-soldier who lost a limb in the World 
War, and his many friends are wishing him 
prosperity in his new venture. 

A. W. Huggins, president of A. I. Hall 
& Son, represented the wholesale jewelry 
trade at the banquet given at the close of 
the convention of the California Gold and 
Silversmiths’ Association, and made a short 
talk. Seven salesmen from A. I. Hall & 
Son attended the banquet, and thereby kept 
in touch with a number of their retail cus- 
tomers. 

Cupid has struck Kee & Kerski’s offices, 
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for Jas. Renwick, the firm’s city man has 
formally announced his engagement to 
Miss Katherine O’Leary. Mr. Renwick 
is very popular with the fair members of 
the jewelry trade, and some of the girls 
say they will wear jet, for mourning. Sam 
Kerski and Fred Lee are in Los Angeles 
on a business trip. 

Manufacturers’ representatives calling 
on the local trade include: Irving Klam- 
pert, of the Benjamin Gross Co., New 
York; H. F. Tourtellot; Mr. Pollitz, a new 
man in this territory, who represents the 
Indra Pearl Co.; W. S. Metcalf, of the 
Plainville Stock Co., and Joe Hyman, of 
Hyman Platinumsmiths, New York, have 
just left, and H. J. Hildebrand, representing 
H. C. Lindol Co., Inc., and Barasso & Blasi, 
is expected early in May. 








Pacific Coast Notes 





Work was started, April 10, on a new 
front for the W. C. Guerth Jewelry store, 
Redlands, Cal. 

Roy J. Dable is now representing the 
Charles E. Hancock Co., Providence, R. I., 
on the Pacific Coast and covers the territory 
from Denver west. 

_Con W. Hesse, Boise, Idaho, who recently 
visited the Pacific Coast, has just put new 
fixtures throughout his store and has other- 
wise brought it very much up to date. 

Plans for the reconstruction of part of 
the O. A. Hesla Co., of Prescott, Ariz., 
have been completed. A mezzanine floor 
will be added and many new fixtures, etc., 
will be installed, making it one of the most 
attractive jewelry stores in the southwest. 

John W. Beard, well-known retail jeweler 
of Martinez, Cal., was married in Fresno on 
April 9 to a local belle. After a short 
honeymoon, the happy couple returned to 
Martinez. Beard established his store some 
years ago and resumed his business after 
service in the army, during the war. The 
bride took a position in his jewelry store a 
short time ago, as a clerk. Cupid did the 
rest. 








Portland, Ore. 


I. Aronson returned recently from an ex- 
tended trip to California. 

J. L. Anderson, Hillsboro, Ore., called on 
Portland friends a short time ago. 

J. P. Jaeger, of Jaeger Bros., visited his 
Summer cottage at Seaside, Oregon, re- 
cently. 

John J. Morse, Pacific Coast representa- 
tive of the Elgin Watch Co., was a recent 
visitor in Portland. 

H. C. Ball, of the Portland office of A. I. 
Hall & Son, wholesalers, is now covering 
his territory by automobile. 

A. S. McIntyre, of the Norris-Alister-Ball 
Co., Chicago, is making a three-week trip 
through the Oregon territory. 

E. C. Norris recently purchased Scudder’s 
jewelry shop in Raymond, Wash. Mr. 





Norris was formerly with the C. F. Paige 
Co., Vancouver, Washington. 

Harry Jaeger, of Jaeger Bros., was a 
member of the cast of the Portland Ad 
Club Follies, which scored a hit, April 12, 
13 and 14, at the Heilig Theater, Portland. 

L. M. Hoyt has opened a new store in 
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Warrenton, Ore., prosperous seaport and 
lumber town. He was formerly engaged in 
the jewelry business in Hillsboro for many 
years. 

William Martineaux, well known in 
jewelry circles in Portland as well as Ray- 
mond, Wash., has opened a new store in 
Vernonia, a promising new lumber center of 
Oregon. 

G. Castendieck, an engraver for many 
years with Butterfield Bros., has just re- 
turned to business following an attack of 
influenza which confined him to his home 
for a time, 

George Butterfield, Jr.. who returned a 
short time ago from a selling trip through 
Oregon, going as far south as Ashland, de- 
clares that he never found business better 
in this territory. 

The A. & C. Feldenheimer Co. will move 
soon to its new store now being remodeled 
in the Pittock block, at West Park and 
Washington Sts. A sale is now in progress 
in the old store at Washington and Park 
Sts. 


The G. Heitkemper Co. featured an 
attractive window display recently, showing 
a fireside scene in front of which sat small 
manikins of Priscilla and John Alden. Tiny 
furniture formed display pedestals for neck- 
laces, rings, brooches and other jewelry. 

Miss Eckstrom, of the H. Eckstrom Co, 
Astoria, Ore., was in Portland recently, 
The various retail jewelers of that city are 
now well provided for in the way of tem- 
porary locations built for them following 
the big fire in the business district, and are 
all doing a good business, according to Miss 
Eckstrom. 

The Oregon Retail Jewelers’ Association 
will hold its annual convention in Portland, 
May 9 and 10, instead of in June as was 
originally planned. The two-day session 
will feature discussion of the jewelers’ excise 
tax, according to Frank Heitkemper, presi- 
dent of the organization. Other important 
matters will be brought up in round table 
discussion. The speakers have not yet been 
announced. 

A. I. Hall & Son has a new office in 
Portland on the same floor of the North- 
western Bank building just a few doors 
from the old headquarters. Removal was 
made April 1, and since then extensive re- 
modeling has been taking place. ‘About 
twice as much space is allowed. The main 
office is being enlarged and arrangements 
are being made for a special display room 
for silverware and for clocks with space for 
shipping. 

Extensive remodeling is being done in the 
Morrison St. store of Isaac E. Staples, 
following the removal of the optical depart- 
ment to an establishment of its own across 
the street. The offices which were located 
on, the mezzanine floor have been moved 
downstairs to the rear of the store. Addi- 
tional space at the front of the store is being 
provided for the watch and jewelry repaif- 
ing departments. The space formerly de- 
voted to the offices on the mezzanine floor 
has been converted into a clock room. The 
Staples store makes a specialty of clock 
repairing and requires plenty of space for 
this work. The new optical establishment 
is in charge of Dr. Bates, and consists of @ 
well fitted office with a modern equipped 
shop on the second floor. 

















James A. Montgomery is reported to be 
gradually regaining his health, but is not 
yet able to leave the hospital. 

C, R. Churchill, of the repair depart- 
ment of Brock & Co., has been confined to 
his home by illness for more than a week. 

Mr. and Mrs. C. A, Vanderberg, 322 W. 
6th St., have gone to San Francisco on a 
motor trip combining business and pleasure. 

Mrs. Lawson, cashier for the George D. 
Davidson Co. for a number of years, has 
resigned her position and retired from the 
store. 

The Yokohama store, 558 S. Hill St. 
carrying a line of Oriental jewelry and 
curios, is closing out its business with a 
special sale. 

The auction sale of Charles H. Clark, 
704 S. Broadway, is progressing well. The 
auctioneers are Chas, H. O’Connor & Son, 
of this city. 

P. I. Sullivan, former city salesman for 
the Meyer & Talbott Co., has taken a posi- 
tion in the silverware department of the 
E. W. Reynolds Co. 

Godfrey Eacret, of Shrieve, Treat & 
Eacret, San Francisco, paid a visit to Los 
Angeles just after the close of the State 
convention in San Francisco. 

I. H. Treister, jeweler, and Joseph Bloom, 
optometrist, 542 W. 6th St., are celebrating 
their second anniversary in their new store, 
dividing their profits with their customers. 

B. T. Williams, 325 W. 5th St., has just 
returned from the Dos Cabezos mines in 
Arizona, in which he has a large interest. 
He reports conditions and prospects there 
are excellent. 


Robert H. Gilmore, representing C. F. 
Sischo & Sons, has returned from a trip as 
far north as Paso Robles. Harry Phillips, 
of the same firm, is home from a trip 
through Arizona and New Mexico. Both 
did good business, 

J. Abramson, 813 S. Hill St., who moved 
last year from 406 S. Broadway to his 
present location, which is well in advance 
of the central business section, reports that 
he is becoming constantly better satisfied 
with his new location. 

J. P. Tait, 329 W. 7th St., went to the 
meeting of the Pacific Coast Gold & Silver- 
smiths’ Association alone in his motor car. 
Returning, he left San Francisco at 2 Pp. M. 
Saturday, and, stopping only at Santa Maria 
for a lunch, reached Los Angeles at 5 a. M. 
Sunday. The distance is 445 miles each 
way. 

The last meeting of the Jewelry Crafts 
Association was well attended. T. A. Fos- 
ter, representing the Angelus Clock Co., 
was received into membership. The present 
total membership is about 80. George H. 
Godfrey and E. C. Sewell were appointed 
a committee to consider plans for a social 
meeting and entertainment for the associa- 
tion. 

M. D. Lipton, 242 Pike Ave. Long 
Beach, has just remodeled and enlarged his 
Store, taking in an adjoining store and thus 
doubling his floor space. He is installing 
new fixtures, putting in plate-glass windows 
and otherwise improving the appearance of 
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the store as well as acquiring more space. 
He has been in business on the Pike for a 
number of years. 

Harry Fox, formerly with Hirst Bros. & 
Co., Roscoe St., Oldham, England, has 
taken a position in the material department 
of the E. W. Reynolds Co. He arrived in 
America only a few weeks ago, came al- 
most directly to California and at once se- 
cured his present position. He has been in 
the wholesale jewelry business for 20 years 
and has had experience in all departments. 

J. M. Hart, buyer for the jewelry de- 
partment of A. Hamburger & Sons, has gone 
to New York on a business trip. During 
his absence Geo. L. Bannister, head of the 
watch department, is taking his place. O. S. 
Balzer, head of the jewelry and several 
other departments, is exvected to arrive in 
New York from Europe about May 1 and 
to reach Los Angeles the middle of the 
month, 

The T, J. Bruner Co. reports that while 
the prices of nearly everything in the 
jewelry line have advanced there is a brisk 
demand, especially for diamonds, which are 
selling as well as during the war. The 
greatest call is for stones of from one- 
quarter to three-quarters of a carat. G. W. 
Bodley, traveler for this company, has just 
returned from a successful trip through 
the San Joaquin Valley. 

Frank E. Randall, buyer for the jewelry 
department of the E. W. Reynolds Co., who 
has returned from his trip through the San 
Joaquin Valley with the Chamber of Com- 
merce excursion party, reports that he found 
conditions very encouraging in that section. 
Recent rains have given assurance of good 
crops and merchants and ranchmen alike are 
optimistic over the prospects for the coming 
year. The party stopped in 20 or more 
towns in the valley. 

Charles Schwenck, for a few years past 
with C. F. Sischo & Sons, has taken a 
position with the Armer & Brown Co. and 
is sharing the management of this company 
with Hoyt Brown, who originated the com- 
pany. Mr. Brown and Mr. Schwenck have 
both been in the wholesale business in Los 
Angeles for about 20 years and are old 
friends, Mr. Schwenck began with the 
E. W. Reynolds Co. and Mr. Brown with 
Meyer & Talbott Co. He served in the 
war in Europe and in a platoon of 35 he was 
one of three of its members who were not 
cut down in a single engagement. 

E. G. Jackson, of the local office of the 
International Silver Co., has just returned 
from a business trip through Arizona, New 
Mexico and Texas with samples of all the 
lines of silver-plated hollowware carried by 
the company, He reports that he had a 
very successful trip. He found the people 
wherever he went very hopeful and condi- 
tions really such as to warrant the expecta- 
tion of prosperity. Except for short trips 
in this vicinity, Mr. Jackson expects to 
remain at home for some time to come. J. 
D. Bridges, of the same office, is about to 
make a trip to Santa Barbara. He intends 
to go to Texas the first week in May. 

The following are some of the out-of- 
town jewelers who have been in Los An- 
geles on business recently: M. D. Lipton, 
Long Beach; F. M. Bryan, Alhambra; R. 
B. Wilson, San Bernardino; Frank S. 
Fisher, Riverside; George B. Witman, 
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Pomona; A. J. Dutton, Anaheim; Frank V. 
Hoffman, Santa Ana; H. B. Walker, Long 
Beach; Mrs. E. T. Stoddard, Whittier; 
J. H. Woolard, Whittier; L. E, Hendrick- 
son and T. R. Canady, Huntington Beach; 
A. E. Brown, Montebello; A. H. Dibbern, 
Glendale; S. B. Clem, Redondo Beach; A. 
L. Leatart, Long Beach; I. Macatee, Lan- 
kershim; C. E. Miller, Van Nuys; Chris. 
Johnston and W. E. Lawrence, Burbank, 
and H. E. Fox., Jr., San Fernando. 

The jewelers from southern California 
who attended the State convention in San 
Francisco report that the meeting was a 
very satisfactory one. Not only was it a 
profitable one from a business point of view, 
but the delegates were most hospitably en- 
tertained, The members from this section 
were especially gratified at the unanimous 
choice of Jas. A. Montgomery for presi- 
dent for the coming year. Much to the 
regret of all his friends Mr. Montgomery 
was unable to attend on account of his 
illness. He is the dean of California jewel- 
ers, having been engaged in the business 
for considerably more than 50 years. Those 
who attended the convention from southern 
California were: Jas. G. Donavan, Geo. A. 
Brock, J. P. Tait, Los Angeles; Armond 
Jessop and John Ernsting, San Diego; B. 
Hartfield, Anaheim, and J. Van Den Akker, 
Hollywood. 

Koke, Slaudt & Livermore, manufactur- 
ers’ representatives, are now well settled in 
their new rooms in the Jewelers’ Exchange 
building on S. Hill St. They have a floor 
space of 60 feet front and 28 feet deep, with 
tile floors, divided into rooms for general 
office purposes, individual offices for sales- 
men, display rooms, etc, All the rooms 
are furnished with fine fixtures and all are 
excellently lighted. A large stock of sam- 
ples—perhaps as large as carried by any 
factory agents in the country—is admirably 
displayed in large wall cases and under 
plate glass. H. W. Slaudt, of the concern, 
has returned from a five weeks’ trip to 
Hawaii and reports that it was very satis- 
factory both from a business point of view 
and as a pleasure trip. He says consider- 
able indignation was expressed there over 
exaggerated reports of tidal waves there 
published in California and other news- 
papers. No damage was done and the most 
known about it there was what was learned 
through those papers. H. L. R. Livermore 
of this company is starting for Seattle, in- 
tending to work back down the coast. 








An artistic and graceful novelty in the 
way of mesh bags, recently introduced by 
the Whiting & Davis Co., was designed 
especially to meet the demand for a dis- 
tinctive high grade article of this character, 
which, while on conservative lines, would 
be appropriate to the present day call for 
things Egyptian. The frame of the bag is 
thin and refined in every detail and has an 
open filigree design which is in keeping 
with the demand of the day for lace and net 
materials. The fringe on the bottom is of a 
conservative Egyptian design. All in all, 
the bag, which is a combination of the old- 
fashioned square bag with a dome-shaped 
produced of the last two years, is one of 
the most beautiful and graceful ever brought 
out by the company and it is expected will 
be appreciated by both trade and public. 
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Waterbury Clocks 


PRE-EMINENT,for WEDDING GIFTS 





clear the air of all purse problems; (5) 
economy of selling overhead through 
minimum expenditure, of selling time 
and effort. 


Before the wedding bells ring out send 
your June Waterbury Clock requirements 
in. Order the special assortment—and 
specify the eye-gladdening, sales-getting 
4-color window display—free upon 
request with assortment order. Other 
powerful sales-assisters for the asking. 


EEPING perfect time with wedding 

chimes, Waterbury Clocks sell more 
quickly, easily and profitably than any 
other item of wedding present merchan- 
dise. For June profits Waterbury Clocks 
are pre-eminent because they carry: 


(1) A strong human selling appeal; (2) 
a distinct “wedding special” note; (3) a 
rich variety of models to satisfy all tastes 
and any decorative home or room back- 
ground; (4) an extensive price range to 


Waterbury Clock Company 


SALESROOMS 
NEW YORK: 137 Centre Street CHICAGO: 215 West Randolph Street 


SAN FRANCISCO: A. I. Hall & Son, Inc., 150 Post Street CANADA: P. W. Ellis & Company, Ltd, 
The Geo, H. Eberhard Company, Inc., 360-370 Fremont Street 31-37 Wellington Street, East, Toronto 


ENGLAND: Ingersoll Watch Company, Ltd.. Ingersoll House, Kingsway, London, W. C. 2 
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Waterbury Majestic Special ZING: 
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Sold by all Good Jobbers 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 
CrrcuLar regarding any advantageous 
device or plan which they are utilizing in con- 
nection with their business. 






















Selling Merchandise for the Home 





Written Expressly for The Jewelers’ Circular. 














BK VERY jewelry store is packed with 
merchandise for home use as well as 
with articles intended for personal adorn- 
ment, yet so seldom does the jeweler ad- 
vertise anything but diamonds, jewelry, 
watches, etc., that one who did not know 
would suppose that they were the only lines 
he carried. 

“IT don’t think that is fair,” some jeweler 
will stand up and say. “We advertise silver- 
ware, toilet sets, glassware, clocks, fine 
china, and a host of other things for the 
home.” 

He’s right, but I used the word “seldom” 
and I'll stand by that word, every time. 
He seldom advertises these lines—exclusive 
of the inclusion of the other lines. 

It is not a wise thing to try to sell a 
woman a diamond ring and a cabinet of 
silver at the same time. It is confusing. 
She wants both, but she can’t for the life 
of her make up her mind as to which she 
desires most. While she is hesitating the 
wearing apparel man advertises some new 
dress fashion and the jeweler’s chance has 
gone glimméring—for a time at least. 

If articles for the home are to be adver- 
tised, advertise them for the home, “for use 
in the home, for the purpose of beautifying 
the home, of making the home more com- 
fortable, as making the home more home- 
like. But—every article of merchandise, or 
every “set” should be specifically advertised. 

Here is a typical advertisement : 


Spring Is Here 

“Every housewife will be engaged 
supervising her housecleaning now. 
She will wish to renovate and renew 
the articles of many rooms. There is 
more silver to be purchased, new glass- 
ware and china, new things everywhere. 
We would suggest that you visit us first 
for the lines we handle, such as silver, 
glassware, china, toilet accessories, 
lamps, electrical appliances for per- 
sonal use, etc., etc.” 


The suggestion is a good one—visit the 
jeweler first. 
advertisement is 


But the fact remains that the 
weak and unconvincing. 





There is no reason given for asking the cus- 
tomer to visit the jeweler first, no reason 
given for visiting him at all for these lines, 
which can all be purchased elsewhere, that 
is, in other shops. 

Suppose we actually go after the business 
of household needs! What have we got for 
the home? It is easier to say what we have 
not got in some cases. All right! Let’s go 
ahead. Here’s the silver cabinet. How 
about that? 

Surely it is a necessity for the home, not 
merely a “gift for the June bride”? Yet 
it is mostly always advertised as a “wedding 
gift,” as being suitable for such a purpose. 

“Have you enough table silver?” the 
housewife might be asked. The ariswer will 
be, “I guess I can get along.” 

“Do your guests wait while the table silver 
is being washed?” would receive quite 
another answer. 

The cabinet of table silver should be ad- 
vertised as a necessity. The prospective 
purchaser should be “shown” how she can 
buy a part of the set at one time, continue 
to add to it from time to time, thus match- 
ing up the pattern she selects, accumulating 
a proper assortment for all occasions. 

In the advertising of holloware the same 
idea should be kept foremost, the “adding 
to the collection from time to time.” 

A year ago a manufacturing firm adver- 
tised this idea in THE JEWELERS’ CIRCULAR 
in words to this effect: 


Collecting Silver 


“A library is not formed in a day. 

“Nor is the home, with rare excep- 
tions, furnished and decorated all at 
once. The pictures, rugs, and objects 
of art are gathered one by one. 

“Similarly, a collection of Sterling 
Silver may be formed little by little, 
until there is a piece for every purpose. 

“Such a collection in the home will 
be an investment in art and in precious 
metal,” 


There are a great many keynotes the ad- 
vertiser can touch when advertising silver- 
ware, The following are offered as sugges- 


tions for the foundation ef silver advertise- 
ments : 

The important part silver plays in the 
furnishing of a home. 

Changing customs have made silver an 
intimate companion in the home life—it is 
no longer a “treasure” brought out only on 
“state occasions.” 

It adds a cheery note to the furnishings 
of the sideboard and at family meals. 

A touch of silver here and there, such as 
dainty vases and graceful candlesticks helps 
to transform the house into an artistic home. 

Silver is a necessary adjunct to the ar- 
tistic home of today. It is no longer con- 
sidered as merely a luxury, but as a 
necessity. 

Cut glass is not selling today as in some 
former years? Why? ls it because there 
are no good examples of this art? Perhaps 
the desire for change is responsible for the 
falling off of sales, but it is also probable 
that the lack of advertising is the cause. 


Fine china is more popular than ever. 
How do you sell it? Bring it out when 
someone calls for it? That’s the usual way, 
but it is really a poor way, an inadequate 
way of getting sales. Why, often, the cus- 
tomer changes her mind as she views the dis- 
play, and decides to buy something else. 
Why not force sales of fine china? 

Some of the methods and arguments used 
to sell silver may be used to sell fine china. 
But there are a dozen reasons for buying 


fine china where the advertiser will find 
one in advertising silver. 

Like silver, fine china is a_ necessity, 
nowadays. The advancement in artistic 


learning of the last generation is showing 
a tendency towards the use of beautiful 
things-to the exclusion, often, of the more 
useful which have little to recommend them 
in an artistic way. Value lies in art. The 
beautiful design, in form and in color, is 
more important than the actual wearing 
qualities of an article. This is manifest in 
the china itself. The finest, daintiest, most 
artistic china is the most fragile. 

How would an advertisement worded 
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graphically arranged. 


Ideal Advertising Medium 


To display business card or illustrated advertise- 
ment, having the strong feature of being in steady 
use. 
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something like the following appeal to the 
customer ? 


Make Your Tea Wagon a Thing of 
Beauty 


You wouldn’t think of using the tea 
wagon without a linen tray cloth of the 
finest materials and embroidered in a 
beautiful design. Does your tea service 
look out of place on the tea wagon? 
Lots of china suitable for the table is 
entirely out of place on the tea wagon. 
Let us show you our newest collection 
of china purchased for this purpose. 


A great deal of educational advertising 
can be done by the jeweler—and should be 
done, if he expects to get the business. 

There is hardly a room of the house, not 
even excepting the kitchen, that he cannot 
help furnish from his stock. But a general 
advertisement stating this fact will not sell 
much merchandise. He will do a better 
business by advertising articles and mer- 
chandise suitable for each room—one room 
at a time, at that. 

The kitchen—electrical appliances, cas- 
seroles, etc. 

The dining room—silver, china, glass, etc. 

The living room—candlesticks, lamps, 
vases, objects of art, etc. 

The library—book ends, vases, bric-a- 
brac, etc: 

The den—humidors, smoker’s sets, ash 
trays, etc. 

The guest room—toilet articles, candle- 
sticks, electrical curlers, bed-warmers, hot 
water heaters, vases, etc. 

The bed room—as mentioned for the guest 
room, but here the jeweler can be more 
specific. The boy’s room, the girl’s room, 
the man’s room, the woman’s room, etc., can 
each be used as a special topic of an ad- 
vertisement. : 

The opportunity for advertising and sell- 
ing these articles as necessities by the 
jeweler is legion. He should not try to 
cheapen his lines at all, but rather to educate 
the public to the value of beauty and art 
in home furnishings. 

Besides advertising the needs of each 
particular room in the home he may ad- 
vertise each particular article for each 
room. 

“The candlestick makes a home out of a 
house.” That is a splendid text to take for 
many sermons on the candlestick. Teach 
the people who do not know how to decorate 
their homes correctly and you open a mar- 
ket for the lines you sell. If the mantel of 
the fireplace can be cleared of much of its 
cluttering bric-a-brac and a couple of artis- 
tic candlesticks and an artistic clock placed 
thereon the jeweler will have performed a 
public service—and sold the candlesticks and 
the clock, for his own private benefit. 

Study the home needs and it will be found 
that there are a thousand leading strings 
from the many homes of the community to 
the many wonderful works of art and utility 
in the jeweler’s shop. 





Some men succeed because they are 
destined to, but most men because they are 
determined to. 
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Timely Window Displays 








Written Expressly for The Jewelers’ Circular 














ie anticipation of the recent display of the 

product of a large silver manufacturer, 
held at the U. S. Grant Hotel in San Diego, 
Cal., with the various local dealers co- 
operating in the show, the store of J. Jessop 
& Sons had a special window display which 
drew much attention, not only for the 








THE value of giving real atmosphere to a 
display, when featuring an article, was 
demonstrated recently by the Jaccard Jewel- 
ry Co., St. Louis, Mo., in exploiting Mah 
Jong sets. 
The enthusiastic response noted with the 
first showings of this game, rather indicated 


‘- "MUCH TASTE MANIFESTED IN THIS DISPLAY BY JESSOP & SONS, SAN DIEGO, CAL, 


variety of wares in place but for the general 
attractiveness of the arrangement. 

The jewelry concern issued specially en- 
graved invitations to attend the showing of 
the sterling silver from the manufacturer’s 
several factories. The invitations were sent 
to a selected list of names secured from the 


that interest here should prove worth while, 
if cultivated. So, when the store received 
a special order of Mah Jong sets, on which 
an additional price feature was made, it was 
decided to start these out with a special dis- 
play, exploiting the Chinese influence. 
Stores of all types here in town have 





A POPULAR GAME USED AS THE MOTIF OF THIS EXHIBIT BY JACC ARD’S, 


rolls of the more exclusive clubs of the 
cities of San Diego and Coronado. 

At the show at the Grant Hotel, repre- 
sentatives were present much of the time 
from the local stores, and one evening a 
special talk was given to members of the 
sales forces by Joseph D. Little, New York. 
Mr. Little, each day, was present to inform 
any guests concerning sterling silver and 
answer any inquiries concerning historic 
pieces, as to their probable dates and 
makers. 


ST, LOUIS, MO, 


shown these sets, to be sure, but a window 
display devoted entirely to Mah Jong, and 
especially featuring it, was something of an 
innovation; and a most successful one which 
started the sales off strong. 

The large window was decorated and 
lighted with lanterns, both large and small, 
these having the real color scheme of the 
window, black and vivid colorings. Decora- 
tions of small figures, poster cards with 
Chinese symbols and figures, fans, beads, and 
all sorts of things which might give a 
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No. 3690—Individual ash ae 
tray 3%” in diameter. 

Engraved Crystal and Ster- 
ling Silver, $1.50 each, 
net. Amber Glass and 
Plated Gold (over Silver), 
$1.75 each, net. 





Your customers will be quick 
to appreciate the unusual decor- 
ative value of this individual 
ash tray of luminous Hawkes 
Crystal and Sterling silver. It 
also comes in Amber Glass and 
Gold (plated over silver). 
Both yield that same “better- 











Another 
Captivating 
Gift Piece! ae PG... 


: HAWKES GLASS ? 
rts 


Rock Crystal 
Glass 
a Se 
” = = Moun s 
than-usual profit that charac- Decorated Geld 
terizes the whole Hawkes line. Glass 
; Decorated 
Order just a few of these trays Enameled Glass 
as a try-out and place them on = 
display in your window. We'll ey Se 
: onograms 
ship the day your order reaches Engraved and 


uS. 


Gold Decorated 
Colored Glass 
Old English and 


T. G. HAWKES & COMPANY Posted Glace 


Corning, New York 


Odd Matchings 


Inventors and Pat- 

















le Pacific Coast Office: 140 Geary Street, San Francisco, California. entees of Hawkes 
Canadian Representative: R. G. How, 118 Coristine Bldg., Montreal, Canada. Famous French 
Dressing Mixing 
bottle. 
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“FABER UTICA” TRUNKS 9-13 Maiden Lane, New York 


Every kind of case or tray that your 
salesmen may require. 


It is to your interest to use 


RUECKERT’S Sample Cases, 
Trays and Trunks. 





NO. 2157 
RIBBON BRACELET WATCH CASE 


Rueckert Manufacturing Co. | 


Providence, R. I. 
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SMALL ! 
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OUR WORKMANSHIP AND QUALITY ARE UNSURPASSED. 





‘azz AEEN-POINT “cern | 


Neatest Waldemar or Sautoir Pencil on the market. Finished 
engine turned, chased or plain in Sterling Silver. 12K 1/20th, 
14K Gold filled and 1/10th Silver plate. 

We also make the largest 
line of lingerie clasps in the - tthe tea A 74 
world—all sizes, shapes and : 
designs. Made in 10K, 14K, bE 


10K 1/20th Plate and Sterling, 
brocaded, engine turned, en- —_ = 
graved, pierce lined and 


striped inlaid. Note lingeries 4/ 
Nos. 10 and 11. This is the j 
newest pat. hinged Lingerie 


Clasp with a double hump. 

No rivets. Will firmly hold JO 

the thinnest piece of silk as 9 
well as the thickest lingerie. 

0. R. Johnson Co. 


Auburn, Providence, R. I. k , tive. i 
ASK YOUR JOBBER FOR SAMPLES. 
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Chinese atmosphere. Several of the sets in 
various sizes were included in the window, 
with the small ivory pieces also grouped to 
form the miniature wall. Two tiny dolls, 
and half a dozen small figures with parasols, 
two large parrots and other Chinese items 
added to the Chinese effect and made the 
brilliant colorings more vivid against the 
black of the background and the white of 
the cards and ivories. 

The sets were valued at $30, but were 
offered as a “special” at $25. The volume 
of sales is proof that the display idea was 
a good one, according to Walter B. Jaccard, 
of the firm, who is in charge of the depart- 
ment featuring the Mah Jong sets. Mr. 
Jaccard is enthusiastic over the idea of mak- 
ing a real Oriental window, when featuring 
anything of that type. 

nn « : 
WINDOW display which was used 
with much success by Wm. Forstrom, 
3307 N. Clark St., Chicago, IIL, is illus- 
trated below. The window is 12 feet long, 
7% feet deep and 12 feet high. Platforms 
seen in the display had a foundation of gold 
trimmed with grey and blue. The platform 
was built of composition and wood. 

A general line of merchandise was shown 
and the display was made for a whole month. 
The fireplace was built of beaver covered 
with tile wall paper. Grey silk was used for 
the trimming, the color scheme being gold, 
blue and royal blue trimmed with grey. 

Mr. Forstrom does considerable newspaper 
advertising and sends out manufacturer’s 
literature regularly. The entire trim was 
made and designed by Harry G. Freyvermuth. 








Said a darky to his friend in a small 
town down in Mississippi: “Sam, suppose 
you got a notice from de Ku Klux, what 
would you do?” , 

“Man, I reckon I'd 


finish readin’ dat 


notice on de train.” 
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Three-Minute 
Selling Talks 


Written Expressly for 
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Remembering the Groom as Well as the 
Bride 

S a departure in selling appeal, a jeweler 

in New England arranged a window 
last June which made an appeal to “Re- 
member the Groom as well as the Bride.” 
To ilfustrate this the window was arranged 
with a display of gift articles suitable for 
the groom in the way of watches, picture 
frames, motoring articles, cameras, vacuum 
bottles, etc. 

In order to introduce a little novelty 
into the presentation a large calendar pad 
representing the month of June was included 
in the rear of the window. Just 30 sugges- 
tive gifts were included, allowing one ribbon 
to extend from a gift displayed to each date 
in the month.—C. T. H. 


A Good Luck Window 


LTHOUGH most simple in its get-up, 

the display described proved convenient 
in a small window. It was a horseshoe made 
out of cardboard and about two feet high. 
After being cut out in the proper shape it 
was carefully covered with velvet. Pinned 
on the velvet were a number of scarf pins, 
emblems and other small novelties, each of 
a symbol that represented good luck, such 
as four leaf clover designs, and emblems of 
that nature. A small card included in the 
window called attention to the exhibit as a 
“Good Luck” display, and it commanded 
more attention with the result of better sales 
than if they had been placed in the window 
ina haphazard manner.—C. T. H. 
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Soliciting Business by Telegram 


HAVING been favored with a good ship- 

ment of silver-ware of exceedingly at- 
tractive design, and well known quality, one 
of the enterprising jewelers in the east sent 
a telegram to a list of 200 people. These 


“people represented real live prospects in- 


cluding many engaged couples and others 
having interest in silverware. To this list 
a telegram was sent by Night Letter rates, 
calling attention to the limited number of 
these sets which were offered’at an alluring 
price. Out ‘of the 200 telegrams sent, 42 
sales were secured. The few remaining 
sets were sold quickly by other means to 
the result of a quick turnover, which while 
producing the jeweler only a small profit 
on account of the prices offered, was never- 
theless reckoned as very excellent advertising 
and received most favorable comment. An 
automobile dealer some time ago also used 
this method of arousing quick interest by 
telegram, with much success—C, T. H. 


A Window Clock Display 


UST a little simple twist helped one 
jeweler to bring quite a bit of attention 
to his rather small main display window. 
It was a window set up rather high and on 
the floor of the window which was almost on 
a level with the gaze of onlookers, he placed 
one clock—but this clock was placed spside 
down! 
Accompanying it was this sign, quite self- 
explanatory : 
You wouldn’t turn your clock upside 
down. In similar reasoning do not 
upset your personal engagements with 
inaccurate time. Let us mght your 
clock. Inspection free—C. T. H. 








Thieves entered the store of A. D. Sea- 
man, 146 Broadway, Schenectady, N. Y., 
recently and secured a number of wrist 
watches and other articles. They gained en- 
trance to the place through a back window 
which they broke. The articles taken are 
valued at about $100. 














AN ATTRACTIVE WINDOW 











DISPLAY OF WELL-CHOSEN GIFTS BY WM. FORSTROM, CHICAGO 
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USE THE BLUE BOOK 
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Display Windows Reflect 
Your Stores Character 


Do yours give an accurate reflection? Do 
they convey the best possible impression of 
the store that is behind them? A Kawneer 
Solid Copper Store Front will make them 
do so. It will give the public a correct 
ge of fied eld of _ gpg ; 
you sell and the high standards on whic ws 
you conduct your business. THE NORRIS, ALISTER-BALL CO. 
je WHOLESALE JEWELERS 
, 58 East Washington St. CHICAGO 








The favorable impression a Kawneer Front 


gives of your store has a direct bearing on \ "Ld 


your sales. People will come in just because 
The Bow-Knot 








the appearance of your store strikes them 
right. Once inside, your merchandise and 
your sales people complete the sale. More- 
over, your Kawneer Front will show off 
whatever you put in your windows in a way 
that is bound to bring added sales and profits. 


Free Book of Designs 


This book shows types of Kawneer Solid 
Copper Store Fronts now in use by success- 
ful merchants in many lines of business. 
May we send you a copy? The coupon 
below, attached to your letterhead, brings 
one without obligation. 


Kawneer 


SOLID COPPER 


CLIP AND MAIL TODAY! 


2430 


Samples Sent Upon Request 


fads, Unassembled 





The Kawneer Company, 
1408 Front Street, Niles, Michigan 


One-Piece Shank 


SIMSON BROS. 


125 Canal St. New York 


Gentlemen:—Please send me a copy of your |” 
latest Book of Designs. 


Name 


Address. 
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Inviting Pearl Displays 








Written Expressly for The Jewelers’ Circular 




















PEARLS are so lovely that it seems as if 
ANY window display that featured them 
would be attractive, and yet this is not true. 
All their natural charm demands a fitting 
environment. 

A dainty setting for pearls was recently 
arranged in one of the small windows of 
Robinson’s of Los Angeles, A mat of black 
velvet with a silver cord in border effect, 
just fitted the size of the floor. A hand- 





DISPLAY BY THE J. HERBERT HALL CO., SAN 
FRANCISCO, CAL. 


some wall mirror leaned against the black 
velvet curtain in the background. Before 
the mirror were two slender pink candles, 
an artificial bouquet of pink roses, and a 
fluffy pink satin-and-lace boudoir pillow. 
Pearls and white kid gloves were on the 
pretty cushion. Within three jewel cases of 
pink and white satin, nestled strands of 
fine pearls. Other strands were placed 


cially effective with its long, heavy black 
velvct drapes, over which trailed delicately- 
hued oyster shells strung on narrow ribbons 
of pastel shades, A vase of real pink roses 
and numerous strands of pearls were placed 
on onyx pedestal, vividly visible in contrast 
against the jet-black curtain, Most jewelers 
would not have space for so elaborate a 
display, but the same idea can easily be used 
on a smaller scale, with a doll model in- 
stead of the life-size figure. 

A miniature fountain made with strands 
of pearls, and colored lights flashed on it 
for night display, is a beautiful idea. 

As for advertising through newspapers, 
the pearl has symbolism and history quite 
sufficient to make its written presentation as 
interesting and artistic as the display of its 
beauty in windows. There are two types of 
advertising concerning the pearl—the prac- 
tical and the poetical, each equally good. In 
one we learn of the place of the pearl in 
the life and literature of the ancients, in 
the other we are advised of the sound judg- 
ment of investing in pearls. 

Can YOU glean a suggestion from “the 
other man’s ways” of “Out West?” 








A Strange Indian Clock 





Ore of the strangest of all clocks is 
found in India and is called the 
“Resurrection Clock.” It has no dial, a 
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Jewelers’ Show Cards 





THE qualities of a good show-card are 

not hard to enumerate. They comprise 
conciseness and definiteness for the substance, 
and attractive simplicity and legibility in the 
style. It should be remembered that a show- 
card is primarily an announcement; the pur- 
pose of an announcement is to deliver a 
message, and whatever obscures or makes 
that message of secondary importance, has 
no place in a show-card, 


The subject-matter of. a show-card may 
be as short as will permit a comprehensive 
statement, but not so long as to include in- 
cohesive facts.. It need not be a curt ar- 
restor of attention of the “Hey, you!” vari- 
ety. Indeed many signs intended that “they 
who run may read” have no further effect. 
They leave no lasting impression. In par- 
ticular they are unsuited to the jeweler’s 
putposes. An interesting summary of some 
phase of his business attracting the attention 
of a more leisurely wayfarer means more to 
him. An attractively simple show-card in 
a diamond window giving a resumé of the 
advantages of investing in diamonds, or some 
pertinent facts concerning them forcuses at- 
tention because it is informative and of con- 
crete interest. Such a card may contain 
considerably more matter than is commonly 
seen on casual announcements and still be a 
good show-card. Generalities are usually a 
waste of sign-board. To label a windowful 
of jewelry “Holiday Presents,” is too naive 
to require comment. “Latest Styles,” “New- 
est Patterns,” etc., etc., are stock phrases 
that mean nothing amid a display of mer- 
chandise. The goods tel] the story. The 
successful show-card is explanatory and in- 
terpretative, as if, in fact, some representa- 
tive of the business were at one’s elbow, im- 
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TWO MORE INVITING PEARL DISPLAYS BY BULLOCK’S AND ROBINSON’S STORES, RESPECTIVELY, BOTH OF LOS ANGELES, CAL. 


attractively on the black velvet mat. It 
was exquisitely “feminine.” 

Bullock’s of Los Angeles gave an unusual 
amount of space to pearls, in a colorful dis- 
Play that occupied one of the spacious Broad- 
way St. windows. At the right and left 
side were black velvet circular mats with 
tacks of various heights suspending many 
strands of pearls. Also a candle-like floor 
lamp whose standard was partially veiled 
by many yards of pink tulle. At the right 
side was a figure of a pretty girl in white 
party frock of sheer organdy. She held one 
strand of pearls in her hand, and wore an- 
other strand. The background was espe- 





gong being suspended in its place. Beneath 
this gong, scattered on the ground, lie 
enough skulls and bones to make 12 com- 
plete skeletons. 

At one o'clock, enough bones to form one 
skeleton come together with a snap, the 
skeleton springs up and seizes a mallet and 
strikes the gong one blow. This done, . it 
returns to the pile and again falls to pieces. 

At two o’clock two skeletons spring up 
and strike two blows. So each hour is 
struck until at noon and midnight all 12 
skeletons assemble and strike the gong, one 
after another, and. again fall to pieces.— 
The Inside of the Case. 


parting in a few well-chosen words the 
necessary information regarding the mer- 
chandise, 

A show-card should if possible, be epi- 
grammatic. That is, its announcement 
should be made crisply and to the point. 
But if necessary to expand and make a 
lengthened statement, it may well serve if 
only it be made interesting. A show-card 
descriptive of goods displayed therewith, de- 
scribing process of manufacture, or offering 
illuminating facts to the layman, if it be well 
worded, is a capital attraction even if in 
somewhat extended form. Pictures of the 


(Continued on page 177) 
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June is the month of 
gift-giving—a harvest 
month for La Cross! 


ITH graduation 

and wedding days 
just around the corner, 
now is the time to fea- 
ture La Cross Mani- 
cure Sets for gifts. 


To help you win this 
special trade at a small 
outlay of money, we 
have selected the 
twenty best selling 
sets at popular prices 
for La Cross assort- 
ment No.6. They are 
made up in the stand- 
ard white handles; 
and in shell, amber, 
ivory on amber, and 
shell on amber, to meet 
the big demand for 
novelty sets. 


Complete assort- 
ment No. 6 costs you 
$65! Retails at 
$112.50—73%._ profit 
on cost, 42% on selling 
price! 

This large assort- 
ment of best sellers is 
subdivided into the 
following smaller 
assortments: 

No. 634—16 sets (costs you 
$43.65) 


No. 6%,—12 sets (costs you 
$27.65) 


No. 614— 6 sets (costs you 
$13.30) 


Of unquestioned qual- 
ity, these attractive sets 
present a _ strong. sales 
appeal that will bring you 
quick profits. 



































Ask your jobber for one of 
these assortments! If he 
cannot supply you, write us 
direct. 


SCHNEFEL BROTHERS 
Newark, N. J. 


La Gross 


MANICURE 
IMPLEMENTS and SETS 


+ 
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Fashion hath 
decreed that 


CRYSTAL 
CARNELIAN 
and 


LAPIS 


direct from the Land of 


Tut-Ankh-Amen 


WILL be the season’s specialty 





We are headquarters for 


Everything in Stone Necklaces 





Be Well Supplied With 
CRYSTAL, CARNELIAN and LAPIS 
The Demand is Big 


Giuseppe D’Elia, Inc. 
45 W. 34th St. New York 











THE EASIEST TO ASSEMBLE 
Ring Findings 


that typify the very 
latest fashions in 


18 Karat White Gold 
Platinum 


and all other colors and karats 


FY yv yj 


A Few of Our Side Pieces. 


Made to Meet the Requirements of Particular 
Ring Manufacturers 


14 Karat Finding Co., Inc. 
64 Fulton St. New York 
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Written Expressly for The Jewelers’ Circular by Robert Francis Nattan. 
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Are You Ready for Sterling Silver Week Association are illustrated in this department. 
Now all together for the great concerted This special campaign was prepared by 
effort for Mothers’ Day and national the latter association in co-operation with 
sterling silver week. Several stimulating the Sterling Silverware Manufacturers’ 
articles embodying selling suggestions have Association and the A. N. R. J. A. 


Ale. No IS! Page—Newwpaparn, £925 


“To Her Whose Heart Is My 
Heart’s Quiet Home, 
7o-My First Love—My Mother” 


TTHERHOOD is the one vocation in 

which age brings added honor and no 

lessening charm. No tame or glory that 
a woman may achieve in science, arta, or letters can 
raise her to a more exalted place. 


From the gnets thar follow the first little stumbling 
steps and on through after days, it 1s the Mothers 
of all races who bear the brunt of strife, smile 
through a blindness of tears and sorrows that our 
own troubles may be made the smaller by comparison. 
Most fitting symbol of her staunch place in the world 
1s the “Gift That Lasts” —tife bit of yewelry that will 
outhve nations, that carries with it the 

of umperishable worth, and around which may cling 
the sentiment of a lifetume. 

The gift from your yeweler’s you give your Mother 
on this “Mothers’ Day” will be one of her most 
chenshed p ions. In i hable beauty it will 
perpetuate the of this hallowed day. 


Bie iis THAT LAST ad 


In this Space Set Names of 
Jewelers Running this Advertisement 
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MAY BE USED IN ANY SIZE FROM 4 COLUMNS UP BY ADJUSTING THE OUTSIDE BORDER 





been published in the storekeeping depart- In a letter sent out by the Publicity 
ment in previous issues of THE JEWELERS’ Association, suggestions are given for 
Cigcucar. handling the campaign. First, a campaign 





A few examples of advertising cuts which may be run in its entirety, co-operatively 
May be procured by any retail jeweler by the leading jewelers of a city; second, 
from the National Jewelers’ Publicity it may be conducted individually by the 
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leading jeweler in the city after presenta- 
tion to the other jewelers; third, it may be 
divided among a number of jewelers, each 
of whom may run one or more of:the adver- 
tisements over his own name. The cam- 
paign is scheduled to start May 7. The 
circulars distributed by the association give 
suggestions for using certain advertisements 
on different dates. L. H. Copeland, of the 
National Jewelers’ Publicity Association, 
167 E. Ontario St., Chicago, has charge of 
the movement. 


Slogans, Headlines and Catch Phrases fo: 
Use During Sterling Silver Week 


Here are some timely slogans, contributed 
by A. E. Edgar, available for show window 
cards, newspaper ads, etc., etc. 


Sterling Silver, the Gift of Gifts 
for the June Bride. 

Sterling Silver for everyday use. 

Sterling Silver for utility, beauty 
and intrinsic value. 

Sterling Silver for the gracious 
home. 

Sterling Silver is a, paying invest- 
ment. 

Sterling Silver makes you proud to 
use it. 

Sterling Silver makes the dinner a 

_ sincere tribute to the guest. 

Sterling Silver has permanent 
worth. 

Sterling Silver to be enjoyed daily. 

Sterling Silver for the home where 
real rugs, real furs and real gems are 
an everyday enjoyment. 

Sterling Silver Cups for the sterling 
child. 

Sterling Silver tea service, the pride 
of the housewife. 

Sterling Silver is always dignified, 
always rich and always in perfect 
taste. 

Sterling Silver harmonizes with the 
best in any home. 

Sterling Silver affords the hostess 
as much satisfaction as the guest. 

Sterling Silver is no longer a 
treasure but a necessity. 

Sterling Silver inspires culture and 
refinement. 

Sterling Silver is not a matter of 
ounces—here are beauty, excellence 
of craftsmanship and artistic design 
as well. 

Sterling Silver has a value all its 
own. 

* * * 

The editorial style of advertising is fol- 
lowed with good results by P. A. Kolstad, 
an enterprising jeweler of Palestine, Tex. 
Mr. Kolstad works diligently in co-opera- 
tion with the American National Retail 
Jewelers’ Association and other organiza- 
tions that have been urging truth in adver- 
tising. One of Mr. Kolstad’s recent ad- 
vertisements consisted of a reproduction of 
part of the code of ethics which the National 
Association has prepared. The effect of 
such advertising will, undoubtedly, be the 
building up of much good-will which is the 
very foundation of success in the jewelry 
business. An editorial on the Kolstad store 
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3 Genuine Diamonds 4/100 ea. 
Looks and Wears 


Like PLATINUM 
20Kt. 


White Gold 


$25.00 
This “i Reg. Trade Mark Real Platinum 
guarantees you genuine diamonds. without diamonds 
same price. 


EE. BUFFALO JEWELRY MFG. CO. 


“The Mail Order House’’ 
Brisbane Building Buffalo, N. Y. 





pap ©” of the Business 


SOLID GOLD EMBLEM ELGIN 
25 Year Case, Green Gold Filled Movement 
- 12 Size 


Thin Model 





Fancy Sil- 
ver Dial 


to Retail 
$25.00 


ad in your 
local paper 
and get 
results, 








Men that fail come from the ranks of the Non-Advertiser. Play safe and 
Advertise. Write for our Free Cut Service. 


2 GENUINE DIAMONDS 4/100 Each 


Solid Gold 
14kt.White 
Gold Top 
Genuine 
Hope Ruby 
To Retail 


$25.00 


Send us the ——— 
name of the This <i Reg. 





Trade Mark 








nearest jeweler guarantees you genuine diamonds, 


and the ring will 
be sent for in- — 
spection. to the retail jewelers 


FREE Sis ‘os! 2s, “ius 


Watches 


WRITE for WHOLESALE PRICE 


All orders are being turned over 




















IMPORTED SOLID NICKEL 


Chains and Fobs 


We have secured the sole distributing rights of several of 
the largest manufacturers of this class of merchandise and 
are now in a position to show you a complete line. If you 
are not handling the D. & B. Line of imported nickel goods, 
it will be to your advantage to do so. We also have a cheap 
line of filled and fire gilt vest, Dickens, and Waldemar Chains. 


D. & B. IMPORT COMPANY 


162 West 34th St. New York 
Represented by Pacific Coast 
East & Middle West Chicago Is. Adler 
B. B. Guth L. M. Graubarth 57 Post Street 
1108 Heyworth Bldg. San Francisco 


























also 
Latest Creations in All Stone 





15 West 34th St. 


Real StoneNecklaces 


Reproductions of Egyptian Voeue 
Carnelian, Lapis, Turquoise, Amber, Jet MM - 
Combinations. | | Apex Jewelry Mig. Co., Inc. 


42 Walnut St., Newark, N. J. 


BORRELLI & VITELLI 












































MAKERS OF 


New York. Ladies’ Fancy 20K. White and 14K. Green 








Gold Stone Rings and Diamond Mountings. 

















The abuve cut shows how 
neatly Deer Teeth look 
when moun 











ELK TEETH 


Genuine (mow scarce and 
high), Deer Teeth (small), 
Imitation Elk Teeth. Each la- 
beled correctly, on Memo. 


Novel, unique Rings, Brooches, etc. 
14 K. solid gold, grapevine design, 
beautifully made and very taking. 
Made in the great “Gold Belt’’ of 
the Black Hills, So. Dakota. Sell 
well everywhere. 

Synthetic Rubies and Sapphires, 
Aquamarines, Garnets, Tourma- 
lines, Topazes, Amethysts, etc., 
all faceted; all the leading Cabo- 
chon cut semi-precious Stones. 
Whol Memo to Jewelers and 
Manufacturers—Price free. 


L. W. Stilwell 


Importer, Deadwood, So. Dakota 











Price List 


The Largest Wholesale Jewelers 
in the East 





Send for Special 


Aisenstein-Woronock & Sons, Ine. 
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20-22 Eldridge St., New York Pris 
38 Years’ Successful Merchandising 
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THE BUYERS’ DIRECTORY §*' 


Price $1.00 


The Jewelers’ Circular, 11 John St., New Y 
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Retail Advertising Department. 





appeared in the same issue and read as fol- 
lows: 
A GOOD STORE 
Truth in advertising has become the rule now 
with reputable stores. There have been times, 
perhaps in the past, when merchants, at least 
sme of them, thought it necessary to use many 
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adjectives and much extravagant language in ad- 


IR@COPHM 
Announcing NATIONAL 
STERLING SILVER WEEK 
with interesting exhibits 
at your jeweler’s 


NATIONA 


Vlertins \iler 











Your jeweler will heve on exhibmnon during Sterling 
Siiver Week, all kinds of antique and modern Sterling 
Silver im clamic end in new designs 9 reasonable prices 
He gledly will place hw expert knowledge ot your 
dispeai 


ISeh 
BES 


bd 


SET NAMES HERE OF JEWELERS 
(Ztneano THIS ADVERTISEMENT ) 





@RIGINAL ADAPTED FOR USE IN SPACE OF 4 
COL, x 144 LINES 


wertising their wares. But the successful merchant 
tho knows he must meet the same customers day 
mand day out through the years, has learned from 
gperience that nothing can succeed in his busi- 
mss except honesty and service. There have 
ome to be certain understood ethics in business 
hat are respected by all good stores. A _ local 
ore, Kolstad’s, has put these business rules into 
bression in an ad. in today’s Herald. ‘They are 
rth repeating, because the Herald believes they 










¢ 
MOTHER'S DAY 
Greate caring Silver 


Tne prayers he learns at his Mother's 
knee are the man’s safeguard in life. It 
was the concentrated appreciation of the 
grown-ups of the Nation that established 
Mother's Day —the outstanding Sunday 
of the year for her, the day when Gifts 
carry to her an expression of the sentiment 
that never is forgotten. 


A gift of Jewelry will express not only 
the sentiment, but its enduring quality 
It may be a valuable jewel-set ornament 
or a bit of silver for her tea table. 

Your Jeweler will give you cheerful 
expert counsel and show you an infinite 
variety of Jewelry Gifts to suit a multi- 
tude of tastes and means. 


Set names here of Jewelers 


[HAT LAST running this sdesslonane? 


BO 
COPY SUGGESTED FOR MOTHER’S DAY 


esent the modern business spirit. These rules 


business are: 


ork ‘This store subscribes to the following declara- 


0 do our full share in promoting all things 
are for the good of the community. 

© deserve the patronage of this community by 
tring service based upon the highest standards 
truth and honor. 

To earn, establish and maintain a reputation for 
maximum values and one price to all. 
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“To adjust promptly any cause of dissatisfaction 
and endeavor to make every purchaser a satisfied 
customer. 

“To avoid any exaggeration or misrepresentation 
in word or inference so that a customer will ex- 
pect more -in goods, quality or service than we 
actually deliver. 

“To advise every customer in regard to each 
purchase as we would wish to be advised were 
we the purchaser. 

“To make every transaction a stone in the 
foundation of confidence, without which no busi- 
ness can be permanently successful, 

“To endeavor to apply the principles of the 
golden rule to our everyday business transactions.” 

A business conducted along that line is a safe 
business to deal with. The Herald is persuaded 
that Palestine has a large number of such business 
concerns. A town is fortunate where the business 
men have such a high code of ethics. 


* * * 

May allows the jeweler to advertise a 
number of appropriate gifts for many 
occasions. June weddings, of course, offers 
special oppertunity and the advertising 
should be started at once. A suggestion 
for a June wedding ad is this: 


Memorable June Gifts 


June, the month of brides and roses 
is a fitting time for the nuptial cere- 
money and our store is the fitting place . 


IRSCOPA 
Gifts of STERLING SILVER 





’ NATIONA She will recewe preces of modern Sterling 


Sliver reflecting her own dey sad its needs m im shio- 





Nerding iver 
WII 


May 





SET NAMES HERE OF peemaee 
RUNNING THIS ADVERTISEMENT 








ANOTHER ADVERTISEMENT FOR STERLING SILVER 
WEEK PREPARED BY NATIONAL JEWELERS’ 
PUBLICITY ASSOCIATION 


at which to purchase the gift for such 
an occasion. Our stock this year is 
especially noteworthy. 

Whether one desires a gift for the 
bride, the groom, the bride’s maid or 
the best man, we have a varied col- 
lection at prices to suit every purse. 

We shall be glad to give you sug- 
gestions and assist you in every way 
in making a suitable selection. 


Graduation time too must not be forgotten 
and the sweet girl graduate, as well as the 
boy, should be remembered in the advertis- 
ing. A suggestion for an advertisement for 
the girl follows: 


Remember Her 
When She Graduates 


’Tis sweet to be remembered on 
Graduation Day and the Graduation 
Day gift is one which will long be 
remembered. A keepsake from your 
jeweler will be especially appreciated. 








161 


Our assortment of stock is varied 

enough to suit every taste and every 

pocketbook. Come in and let us help 

you select a gift. Here are a few 

suggestions : 

(Price list of suggestions here in bold type.) 
x * x 


Carved wedding rings are meeting with 
much favor and these should be advertised 
intensively. The symbolism of the carved 
ring has made quite a favorable impression 
and increased its popularity. Just a thought 


Watches 


Jewelry 





A PERSISTENT ADVERTISER OF NEW YORK 


which might be worked into use is the 
following : 


“Carved Wedding Rings 
for the June Bride” 


OUR designs just received are as 
beautiful and fresh as the touch 
of Spring itself. We have a great 
number of designs from which you 
may make your selection. Every de- 
sign is symbolical of an affectionate 
thought which will make the nuptial 
ceremony all the more affectionately 
remembered. 


Please the Bride 


With the thought underlying the 
purchase of one of these rings which 
are real symbols of love and faithful- 
ness. 


. A great number of ideas have been pub- 
lished from time to time in the Storekeep- 
ing Department of THE JEWELERS’ CIRCULAR 
for timely window displays for the gradua- 
tion and wedding season. If you have some 
of these pasted in your scrap book, apply 
them at once. A timely show window is 
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SAPPHIRES EMERALDS 


Oriental Australian Synthetic 


All shapes and sizes in stock, ready to 
be furnished and set in your mountings. 





Quality—Service—Craftsmanship 


LOUIS BEITCHMAN 


LAPIDARIES—SETTERS 
108 Fulton Street New York City 





Modern Mercantile Co., le. 


Advances on Customers’ Accounts 


High Grade Business Notes Purchased 
Mortgages and Commercial Paper 


299 Broadway New York City 
Telephone Worth 7392 








Specializing to 
K. KORONES 
the Jewelry Trade Pres. 








OUR COMPLETE LINE OF ATTRACTIVE 
Cameo Jewelry 


Brooches—Rings—Pendants 
Will meet your approval on 


inspection. 
25Mm. $5.00 45Mm. $ 9.00 
30Mm. 6.00 50Mm. 10.50 
35Mm. 7.00 55Mm. 12.00 
40Mm. 8.00 60Mm. 13.50 


Memo Selection on Request. 


A. R. GAROFALO 
Importer of 
Coral—Cameos—Novelties 


72 Bowery New York 





The Merle Bracelet Attachment 


Made in Platinum and engraved or 
paved with diamonds to match any 


ia watch. 
iy se a Made in 18K. & 14K. White, Gow reen, 
or Yellow 10K. and Sterling 

Plain or Engiaved to fit -_ enndh 
or wrist for man or wom 

Practical — Beautiful — Well Made— 
Easy to Adjust—and worn with com- 
fort either around the wrist or out- 
side the glove. 


Miles ahead of the ribbon or any flexible bracelet. 


Sells on Sight Wherever Shown 
Send for illustrated price list. 


The Merle Manufacturing Company 
608 Title Guarantee Building LOS ANGELES, CAL. 


Some territory still open for live wires to carry as a side line. 
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(Patents Applied For) 








On Platinum and Gold 
JEWELRY 


Jos. DeNatale & Bro. 


82- 84 Nassau St. Phone: John 3116. New York City 


#*, Engravers and Carvers 














canine FNGRAVING zezsac 
ALLEN 9 ROLL EEN, 


SOLFULION ST oe ME VAARKLZTTY 
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ARTHUR JOHNSON MFG. CO., Inc, | 
{ 14-16 Church St., New York 











on 


IDEA 


Send for 
Samples. 


28 School St. 
Boston, Mass. 








* Engraved Reproductions ¢ Actual Hand Work " 








es. BADGES N 
Ss i Setiage, ME;D ALS 


orden ol Pins 
INTERBORO MEDAL and BADGE CO. 
| TURGENSEN, Prop 123 Fifth Ave., NEW YORK 















The Protection Ring Guard 


Has No Points to Catch or Scratch 


EASY TO PUT ON 
Made in UK Yellow and White 








The Lion Safety Pin Clutch Co. 


Pat. Feb. 20, 1917 100 W. 21st St., Room 411, New York 





Pat. May 2, 190)| 








Cutters and Importers 
of 
Precious Stones 





The Superior Lapidary Co. 


62 West 45th Street, New York 


Phone Vanderbilt 6479 


Cutting from Rough 
Our 
Specialty 
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beth inviting and profitable. A show win- 
dow tuned up to the different seasons of the 
year can do much to destroy the old idea 
that the jewelry business is only a seasonal 
business. Show timely merchandise in an 
immaculate window having at least some- 
thing suggestive of the occasion, whether 
it be graduations, weddings or something 


News From Jaccard’s 


HE exquisite earrings 
illustrated are made of 
wonderfully clear crystal,’ 
hand-carved in France and 
mounted with gleaming 
bjack onyx. These earrings 
dnd the pendants and rings 
on the same order which we 
display, are exclusive Jac- 
card creations which our 
patrons expect to find here. 








and Other Solid Silver 


The faultless thete of the Co- 
lonial period is exemplified 
im the graceful dosign of this 
charming thfee-piece Coffee 
Set of solid silver, an ideal 
wedding gift Other solid 
silver gift 4 are bow ts. 








be salts and peppers, 
water pitchern, bread tiavs and sandwich plates Our displas~ 
@f table silver are superl, the largest in the cicy 


Heather Stationery 
Ts the Newest Fashion 


Metiowed brown writing paper in twu sizes, with 
envelopes. long 01 square, most attractively hned 
with red and gold, biue and silver, black and gold 
such are the fascinations of Heather Stationery. 
~—the last word in correspondence distinction. 


Curtung Polly Wees 
—for perty favors flaunt the most gorgeous of 


tropical colorings, from their tall gilded perches. 
Fach 60c 

Polly Score Pads, charmingt. colorful, each 20c 
Polly Taily Cards, pretty ws can be, the dozen, 35c 





Diamond-Studded W rist Watches 


The supreme desire of every women who loves fine jewelry— 
and few are those who do not+-is 2 surpassing beautiful Wrist 
Watch of platinum, studded with diamonds. All desires of this 
nature can be fylfiiicd at Jaccard s, where diamond watches of 
the loveliest designs are displayed, with few or many diamonds, 
slene or bined with em 





ds or sapphires. $75 to $1800 


Fashionable 
Ring Mountings 


Your diamonds and other 
jewels will give you so much 
: more pleasure and satisfac- 
tion if you have them remounted in fashionable settings of 
platinum or white gold. We have a wonderfully complete dis- 
piay of beautiful fing Mountings in the very latest designs, 
Many encrusted with emeralds or sapphirea. In platinum, from 
$40 to $1265. In white gold, from $7 to $25. 








Mail Orders Promptly Filled. 


Write for Our Bookfet of Beautiful 
Solid Silver 


-| Jaccards 


THIS ST. LOUIS FIRM ALSO BELIEVES IN IN- 
CREASING TURNOVER BY JUDICIOUS 
ADVERTISING 


5 YOUR BIRTHDAY [8 
MARCH ‘Then 
Dicodstone or St. Sto 
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tle, Use your newspaper space carefully 

and wisely and with copy evincing real 

thought and selling instinct, and sales are 
nd to increase. 

Lambert Bros. are persistent advertisers 
and one of their recent announcements is 
shown on page 161. The original occupied 
4 space 814 inches, double column. 

Jaccards, St. Louis, Mo., are also liberal 
Wsers of advertising space. The accom- 
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panying advertisement was used in a space 
of 12% inches, double column. The stock 
advertised is rather miscellaneous. It has 
also heen found quite resultful to advertise 
one thing at a time accompanied by prices. 
The stock advertised, of course, should be 
displayed in the show window. 





Advertising Jewelry 





By A. Tremayne, London, Eng. 


AN advertisement becomes an advertise- 

ment only when it is read. Out of 
each thousand readers of the publication in 
which a particular advertisement appears, 
perhaps only one-fourth glance at it, and, of 
that fourth, one-tenth are interested. The 
problem is to make the copy sufficiently at- 
tractive to be sure of the attention of at 
least one reader in four, and convincing 
enough to turn not less than one reader in 
forty into buyers. 

Advertising jewelry is a difficult proposi- 
tion, because with all the romance, the his- 
tory, the literature and the charm of jewelry, 
sentimentality does not make it one jot the 
more desirable. 

Examining the subject and analyzing it 
with brutal decision, one is forced to several 
novel and surprising conclusions. Jewelry 
is seldom bought for its own sake, and it is 
very seldom bought for wear by the actual 
wearer. These facts complicate the matter 
and confuse the layer down of hard facts 
and regular rules. 

Ninety-five per cent. of all jewelry sold 
is worn by women; 80 per cent. of the total 
is paid for by men. These figures are esti- 
mates based on inquiries among retailers of 
varying grades. What do they mean? They 
mean that the advertiser must address his 
words to one person and his figures to an- 
other. He must fascinate the lady into 
wanting his goods and argue the man into 
paying for them. 

Wearing jewelry also adds so much charm 
to womankind that men are pleased to buy 
it for them, and the buying of it gratifies 
the vanity of men by advertising their 
worldly prosperity. 

Advertising a simple proposition, such as 
clothes, can be done by simple and direct 
means. Clothes are worn for warmth and 
decoration; add value or price and here are 
all the arguments. The selling points are 
easy. But jewelry! Jewelry is worn be- 
cause its use is an historic and social con- 
vention. (Witness the engagement ring and 
the wedding ring.) It is worn for sheer 
snobbery and display; it is worn for joy, 
and it is worn for vanity. Seldom is it 
worn from necessity, as are clothes or boots ; 
often it is worn because it is safer thus from 
pilfering hands than if left at home. 

It is bought as a sacred rite; it is bought 
as a social and domestic duty; it is bought 
under compulsion; it is bought as a bribe, 
and it is bought in a delirium. Sometimes, 
but, alas! not often, it is bought wisely and 
soberly as an investment. Seldom does my 
lady opine that her brooch is worn out, or 
out of date, and she needs a new one. Sel- 
dom when she thinks “it is a fine day, let us 
go out and buy something,” do her steps lead 
to the jeweler; the draper gets the money. 
My lady does not “shop” at the jeweler’s; 
she goes there to choose, afterwards honor- 
ing somebody with the privilege of paying. 
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Here is the problem. And here are the rea- 
sons for its complexity. Herein, also, might 
many an advertiser find the reasons why his 
advertising does not pay so well as he thinks 
it should. 


Although advertisements written with the 
above facts fully in view may not pull better 
than advertisements written by instinct and 
in ignorance of them, the advertiser who 
has studied the work from all points will 
make fewer mistakes. He will find his task 
easier and ideas more freely obtained. 

Inspiration is useful, but not necessary. 
Classify the articles into Useful, Pretty, 
Valuable; bought by men, bought by women, 
bought for use, bought for wear, and bought 
to satisfy social demands. Such classifica- 
tions, in addition to assisting in the prepara- 
tion of “copy” will assist in the laying down 
of an advertising policy and in the selection 
of the lines to advertise. 

The means of advertisement for a jeweler 
are countless. There are the great national 
dailies and weeklies, the high-class and ‘popu- 
lar periodicals, directories, etc. The sub- 
urban and provincial men have their local 
dailies and weeklies, their local railway sta- 
tions and cars, their sports gatherings and 
social functions, their theaters and movies, 
their streets and posting stations. 

Each vehicle is important and all should 
be examined; but the printed word, pre- 
sented in an attractive and readable form in 
a buyer’s favorite paper or magazine, brings 
the best results. 

It is a first axiom of advertising not to 
go into the newspaper without a supply of 
catalogs or printed matter of some sort to 
back up such advertising. Every inquiry 
will call for a price list or catalog. Even 
if it does not, and one is fortunate enough 
to have a line which can be offered and sold 
direct, a catalog of other goods in stock 
should be sent with the reply. This is just 
ordinary common sense, but it needs empha- 
sis at this point. 

An advertising campaign should be planned 
complete in advance, and all the literature 
should be available. 

There is a fatal disposition to wait to see 
if an article sells before getting a stock, only 
to find the wholesale house is out of it when 
the demand comes. 


The value of direct advertising is actually 
immeasurable. It usually does all the ad- 
vertiser sets out to do—and more. If a 
watch is the advertised line and the watch 
sells, the advertiser is satisfied and considers 
he has done well. Generally he will have 
done better than he knew, the indirect re- 
sults being often far greater than the direct. 

Advertising jewelry, and the goods a 
jeweler sells, is profitable, and can be made 
very profitable, if the right articles are se- 
lected, the right media used, the right illus- 
trations and copy written, and the organiza- 
tion completed in advance. The jeweler 
should collaborate with his advertising man 
to the fullest extent and leave nothing to 
chance if he would ensure success by the 
most simple and economical means. 








W. F. Van Arsdel, who has been asso- 
ciated with Joe Lucas, a jeweler at Orange, 
Tex., for the past 23 years, has resigned his 
position to engage in the jewelry and gift 
shop business at Athens, Tenn. 
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Many Easy Sales and Extra Profits 


if You Use this Sales Idea: 


For Outdoor Use 


Why Risk Your 


Expensive Watch? 


and this Birch Bark Display Fixture: 


VERY year hundreds of thousands of people buy 
sturdy, reliable, low-priced Ingersolls because they 
don’t want to risk their expensive watches. 


This is a custom in every community in America—includ- 
ing yours. 

You can get these sales by displaying the fixture pictured 
above in your window and by mentioning the idea to every 
motorist, sportsman, vacationist, and every other likely 
prospect who comes into your store. 


This idea is the central idea of an immense Ingersoll ad- 
vertising campaign appearing in 75 different magazines, 
including back covers in full color, full pages and other 
large space in such magazines as The Saturday Evening 
Post, American Magazine, Elks’ Magazine, Hearst's, 
Literary Digest, etc., etc.; and, in addition, in leading 
metropolitan newspapers, 








Fixture 
FREE 


The fixture pictured above 
is a real sales maker. Full 
color, heavily mounted 
and embossed. So fine a 
job that many people 
think it is genuine birch 
bark. 


Displays five watches and 
ties up with the big In- 
gersoll “Birch Bark Cam- 
paign.” 

Ask your jobber, the In- 
gersoll salesman, or write 
us direct. 





INGERSOLL WATCH CoO., Inc. 


New York Chicago 


San Francisco 
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Autuor’s Note—Realizing that there is a scarc- 
ity of competent watchmakers employed or en- 
gaged in the jewelry business, this article is writ- 
ten at the request of the technical editor for the 
purpose of interesting the younger generation in 
the selection of watchmaking as an occupation. 
Among the mechanical occupations, watchmaking 
stands pre-eminent as a clean, profitable business, 
eliminating the monotonous routine of many other 
lines. The watchmaker has invariably been hon- 
ored as the highest exponent of human mechanical 
skill, and delicate precision instruments of every 
description come within the scope of the watch- 
maker’s ability. It would be impossible to operate 
our vast industrial system without the aid of 
accurate time pieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as_ watch- 
making generally comprises the manufacture of 
watch movements. However, the name, “watch- 
maker,” in the jewelry business, is invariably 
applied to one who repairs watches, and a com- 
petent watchmaker or watch repairer should be 
able to make practically any part of the different 
kinds and models of watches now in use. 

If the remarks contained in this article are ‘‘old 
stuff” to the competent workman, we trust that 
it will be considered in the same spirit in which 
it is tendered, viz.: that of interesting and im- 
parting information to the beginner.—L. B. P. 





(Continued from Technical Issue of April 4) 


Question.—How shall we proceed to lap 
the spindle to a fine finish and correct di- 
mensions to fit the bearings? 

Answer.—We shall require a special lap 
for the spindle in order to obtain a satisfac- 
tory finish. The lap may be made of hard 
brass and is shown in Fig. 72. The dimen- 
sions are one and one-half inches in length, 
three-quarters of an inch wide and one-half 
inch thick. It should be accurately finished 
to the proper dimensions, as such a lap may 
be used for many special jobs. A is a posi- 
tion pin about 1/16 in diameter, B is an 
adjusting screw, and C is a locking screw. 
Each of these screws are % by 40 thread. 
The holes should be drilled so that they will 
all be upright. When we have the position 
pin fitted and the screws made and fitted, 
then we may drill the small hole at D. The 
large hole, which is used for lapping, should 
be bored to the proper diameter to just fit 
over the spindle. In order to make a true 
lap, we should face off one side of the lap 
flat and true, then attach it to a cement brass 


and bore the hole. Then, before we remove 
the lap from the cement brass, it should be 
faced off true. With such a lap, we may 
lap right up to a shoulder. While this is 
not essential in lapping the spindle, it is es- 
sential in lapping the shell end of the spindle, 
which will require a similar lap with a 
smaller hole. The lap for the shell end of 
the spindle may be made at the same time, 
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then we can finish the spindle complete at 
one setting. 

Assuming that we have the laps com- 
pleted, we may mount the ‘spindle in the 
lathe, just as we do for grinding. A good 
lapping compound for such work is made by 
mixing eight parts vaseline and one part 
flour emery for rough lapping. For fine 
lapping, use 16 parts vaseline to one part 
flour emery. When lapping wash the spin- 
dle and lap frequently with gasoline to re- 
move the fine steel chips that are produced. 
When gauging or trying the spindle for a 
fit, we should always cool the spindle to 
room temperature previous to making the 
measurements, as when the spindle is heated 


it will always measure slightly in excess of 
the size at normal temperature. Frequent 
trials for fit should be made, and all such 
trials should be made at normal temperature 
and with the spindle and bearings absolutely 
clean and free from dust. When the spindle 
will enter one of the bearings slightly, it 
should be oiled freely and small amount of 
diamentine applied and the spindle run into 
the bearings at low speed. In this manner 
a very accurate fit may be obtained and the 
diamentine will also produce a very fine 
finish. 


The shell end of the spindle should also 
be lapped smooth and to fit the shell which 
is inserted in the knob. The lap for this 
purpose is made just the same as the spindle 
lap. The steel bushing in the pulley should 
be lapped to make a good fit on the spindle. 
While it is not essential that the pulley be 
lapped, still it requires only a few moments” 
time to lap it, and it makes a much neater 
job than boring the hole to fit the spindle. 

Question.—How shall we proceed to 
zrind the 2° taper on the end of the spindle 
which is to carry the laps? 


ANSWER.—It is very essential that the 2° 
taper on the end of the spindle be accurately 
ground and concentric with the body of the 
spindle, and the proper method of grinding 
this taper is with the spindle turning in its 
own bearings. We shall require a lap chuck 
as an accessory to our pivot polisher. The 
lap chuck is simply a solid chuck with a 
plug which protrudes about three-quarters 
of an inch and is used for making and tru- 
ing all laps which are used in connection 
with the pivot polisher. The taper plug of 
the lap chuck is usually 2°. Our first step 
will be to turn up a brass plug about one- 
half inch in diameter and as long as the plug 
of our lap chuck. Then we bore out a hole 
in the brass plug until it fits the lap chuck 
accurately with no perceptible side shake. 
We may use this brass plug as a gauge in 
connection with grinding the 2° taper on the 
end of the spindle. 

We shall also require a wheel for grind- 
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ing the end of the spindle, and the Alundum, 
grain 120, grade M, is quite suitable for this 
purpose. 

This wheel should be mounted on a brass 
boss and bored out to fit the lap chuck, then 
turned true on face and edge with a dia- 
mond tool. Incidentally, the tapers on 
traverse spindle grinder, pivot polisher and 
lap chuck should be identical so that all will 
interchange. 

Assuming that the gauge and wheel have 
been prepared, then we may place the pivot 
polisher in position, with the spindle set for 
approximately 2°. In this case we use a 
small pulley from the countershaft to the 
pivot polisher spindle to obtain a low speed, 
while the lathe head should be run at a high 
speed. 

With the finger-piece, we may adjust the 
feed as required to bring the spindle in con- 
tact with the grinding wheel, which should 
be run in the opposite direction from the 
spindle. Then we may feed the spindle 
across the edge of the wheel and grind the 
taper end. We should proceed very care- 
fully with this grinding and make frequent 
comparisons with the test gauge. The first 
grindings will likely show some variation 
with the test gauge. We may correct this 
as required by shifting the spindle until we 
are able to grind the correct taper. 

QuestTion.—What type of laps are re- 
quired in connection with the pivot polisher. 

ANSwWerR.—An assortment of laps that are 
suitable for most requirements in staff mak- 
ing and pivot polishing are shown in section 
in Fig. 73. A is a bell metal lap with square 
corner and is used for grinding a square 
shoulder, such as a train wheel pivot. The 
pivot is then polished with a celluloid lap of 
similar shape. B is a bell metal lap with 
rounded corner, which is used for grinding 
balance staff pivots and is also followed with 
a celluloid lap of similar shape. C is a 
brass boss that is used as a mount for dia- 
mond charged copper laps, boxwood, alu- 
minum or any special laps. D illustrates a 
lap of this type mounted on the boss, C. 
A hardened steel roller which is set in a soft 
steel handle is used for charging the copper 
laps with diamond powder. This is illus- 
trated in E. 

The simplest method of making the laps 
and wheel mounts, is to have them roughed 
out on a large lathe. The laps may be 
turned up as a solid rod, % of an inch in 
diameter, with a 3/16 hole drilled through 
the rod; then cut off lap blanks about 5% 
of an inch in diameter. The wheel mounts 
may be made in the same manner and to the 
same dimensions. Then, all we need to do 
is to hold one of the blanks in a wheel 
chuck and bore it out to a 2° taper to fit our 
lap chuck. With the slide rest set at the 
proper angle it is a simple matter to bore 
out all blanks to fit the lap chuck. The 
wheel mounts may be reduced at the back, 
as shown in C. Then we may place each of 
the laps and wheel mounts on the lap chuck 
and finish as shown in Fig. 73. 

When the laps have been properly shaped, 
they should be cross-filed in order to hold 
the abrasives to better advantage. For this 
purpose, we shall require a cut 6, double- 
cut file, which should be used for this par- 
ticular purpose and no other. The laps are 


cut away in the center and on the face to 
enable us to cross-file them as required and 
keep them true and in proper condition for 
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good work. To cross-file the laps on the 
edge, we simply hold them between the 
thumb and forefinger and file~them lightly 
from end to end, turning them around 
slightly with each stroke. With careful at- 
tention, we may cross-file the laps on edge 
and face and leave them practically as true 
as when they were turned. 

The copper laps are turned up of heavy 
sheet copper about an inch and a half in 
diameter by % in thickness. They are then 
bored out to fit the boss on the wheel mount 
and soft soldered in place. Then the lap 
may be turned as smooth as possible and 
finally lapped dead smooth on a cast-iron 
lapping plate. To charge the copper lap 
with diamond powder, a small amount of 
diamond powder and oil are applied to the 
face of the lap and rolled into the copper 
with the hardened steel roller. It is better 
to apply several small amounts of diamond 
powder and roll it thoroughly into the lap, 
than to apply a large amount at one time, 
as in that case much of the powder is wasted. 

It is a good idea to have various grades 
of diamond charged copper laps, as they are 
quite useful for special jobs. There is no 


noe 





167 


a small amount of 15-minute carborundum 
powder and oil to the lap. The base of the 
pivot-.polisher..may .be raised a trifle on one 
side by inserting a small piece of paper un- 
der the shoe. Then we run the lathe at low 
speed and the lap at high speed and produce 
the rayed lines on the work. Any desired 
finish may be produced with a little prac- 
tice. The edge of the wheel may require 
chamfering. In that case, we use No. 2 or 
No. 3 diamond lap and set the spindle at an 
angle and quickly bevel and polish the cham- 
fered edge. Spotting and narrow rayed 
lines may be produced by using very small 
laps; simply tapers, to fit the inside taper 
hole of the spindle, and charged with car- 
borundum powder. Such laps may be made 
of brass, tortoise shell, etc. 
(To be continued.) 





Horological Annual for 1923 





(THERE has just been issued the “annual 

of horological and jewelry manufactur- 
ers” for the year 1923. This book, which is 
published under the direction of G. Tardy, 
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known abrasive that will produce as keen a 
cutting edge as diamond powder. If we 
make up three copper laps and charge them 
with No. 1, No. 2 and No. 3 diamond pow- 
der, we can handle any special job that is 
required. Two boxwood laps made up to 
the same dimensions as the copper laps and 
used with No. 4 and No. 5 powder will do 
the very finest of polishing on either hard- 
ened steel or jewels. To attach the box- 
wood laps to the brass wheel mount, we 
may turn them up to fit the boss and then 
use about six small screws inserted from the 
back of the wheel mount, but not run clear 
through the boxwood lap. A boxwood lap 
mounted in this manner will scarcely ever 
work loose. An aluminum lap may be made 


up and attached to the brass wheel mount” 


in the same manner. Such laps are used 
for raying stem-wind wheels of the exposed 
type. 

A sample of the work which may be done 
with the copper, boxwood and aluminum 
laps consists of finishing a ratchet wheel 
and main wheel where a particular finish is 
desirable. We will assume that the above 
wheels have been made and require finishing 
to match other parts in a fine movement. 
The work is mounted to run true on a brass 
cement chuck. Then we place the aluminum 
lap on the pivot polisher spindle and apply 


Paris, France, contains nearly 500 pages of 
useful information, particularly helpful to 
importers and exporters. There is also 
given an abundance of helpful technical in- 
formation. Résumés are included of trade 
regulations in a number of foreign countries. 
Lists of different manufacturers in various 
countries are also valuable. 





Things that Have Blasted Promising 
Careers 





A soft snap. 

Being somebody’s pet. 

Being held in a position by influence, 
instead of earning it. 

Being pushed, leaning upon others, de- 
pending upon others for influence, waiting 
for something favorable to turn up, trying 
to get the most without trying honestly to 
earn it. 

Depending upon luck or a pull. 

Trying to be somebody else. 

Getting into a position which he could 
not honestly fill, which he didn’t have the 
training, the education, the preparation to 
fill. 

Getting a job does not always mean that 
one is able to fill it, and has ruined many 
a career.—Novelty News. 
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GREATER ACCURACY 


METRIC GAUGING 


CROWN Giss rgrtnntd 


MADE IN FRANCE 


The Metric Graduations being so much finer than the 
divisions of the 16th gauge, the glasses run closer to size 
and are more accurate and uniform than is the case with 
the old 16th glasses. 


The Metric Gauging of Watch Glasses 
by 10th Millimeters 
















is RECOMMENDED by the 










Bureau of Standards Crown Metric 
Watch Glass Gauge 






Department of Commerce leo 
| - Diameters and 
fin Circular No. 43, dated Washington, Heights 







January 24, 1921 


The following quotations are taken from pages 35 and 37 of Circular No. 43: 


“The systems upon which the gauging of watch making it possible to secure a better fit in 
glasses is based are in need of revision.” placing a glass into a watchcase. 


Many watch glasses are manufactured in metric 
sizes and are sold in ligne sizes to satisfy the 
habits of the retail trade in the United States. 
On the continent of Europe metric sizesare used. 


“The metric system of gauging is recommended (b) 
for use in preference to the ligne and its division 
into sixteenths for the following reasons: 








(a) The step, or change in diameter, between oon (c) The ligne as a unit of length is obsolete except 
secutive sizes in the tenth-millimeter system is in a few industries and among them it is falling 
less than the corresponding steps for glasses into disuse; the millimeter is universal in most 
gauged by lignes and ‘sixteenths,’ thereby commercial countries.” 


Referring to the illustrations on page 36 of watch glass labels showing the 10th millimeter and 16th size, the Bureau 
states: 


“This system of labeling is recommended by the Bureau of Standards as the most satisfactory for the present, 
at least so long as the ligne sizes are used in appreciable quantities.” 


On page 37 the Bureau of Standards publishes a Conversion Table of the 16th sizes and their correct 10th millimeter 

equivalents. 

_ The 2 cabinets can be ar- 
| ranged either by placing one 
on top of the other or side 
by side. 


Crown Watch Glasses 


are labeled strictly in accordance with the 


BUREAU OF STANDARDS 
TABLE OF 1!6th AND METRIC SIZES 


METRIC GAUGING DOES NOT NECES- 
































SITATE CARRYING A LARGER STOCK! 
— 
In furthering The Bureau of Standards’ Recom- i=] 
mendation we have designed and offer CABINETS a 








with compartments numbered and _ arranged 
metrically, Also the Crown Metric Gauge for 


Diameters and Heights.—See Cut at top of page. TWO-UNIT METRIC 
CABINETS (10 DRAWERS) 
Write for SPECIAL OFFER Prospectus 


Crown Metric Watch Glasses, Metric Gauge, Metric Cabinets (10-drawer and 2-drawer) and 
Complete Metric Watch Glass Combinations 


Sussfeld Lorsch & Schimmel 


153 West 23rd St. Importers New York 
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Watchmakers Recently Certified 
by the Horological Institute 
of America 














5 falas tage are sending inquiries 
every day asking “How can I be cer- 
tified?” A recent investigation into condi- 
tions in an outside industry showed the 
great demoralization that is going on among 


CANDIDATE 


Elmer C. Becken, 
Macon Alva Brock, 
William S. Gulvin, 

K. T. Gurtovoy, 
Edwin G. Lankheet, °* 
Joseph H. LeBlanc, 
Salomon Manheim, 


Morris 


EMPLOYER 


Lebolt & Co., 

Bradley Horological Institute, 
Rosenbloom & Co., 

S. Kind & Sons, 

Williams & Co., 

E, E. Frank’s, 

G. W. Fairchild & Sons, Inc., 


CERTIFIED WATCH MAKER* 

Here are the names and employers of 
candidates granted the degree of certified 
watchmaker by the Horological Institute of 
America, March 19, 1923: 


ADDRESS 


Chicago, IIl. 
Peoria, Ill. 
Rochester, N. Y. 
Philadelphia, Pa. 
South Haven, Mich. 
Worcester, Mass. 
Bridgeport, Conn. 


Bert McCarty, Beckwith-Range Jewelry Co., Tampa, Fla. 
E. Howard Phillips, M. Greenwold, Parkersburg, W. Va. 
L. K. Sivertson, L. Levin, Fargo, N. D 


Allen Teed Westlake, Jr., 
G. F. Wikander, 
Clarence E. Williams, 


mechanics in that line simply because there 
is no means of differentiating the capable 
from the incapable. The result is that that 
particular industry is flooded with worth- 
less mechanics whose inability is hampering 


CANDIDATE 


John H. Bacon, 

Carl M. Barnes, 

Charles Everett Bellamy, 
Walter J. Davis, 
Marshall Chester Hannah, 
Harrison M. Huff, 
Kearney Jones, 

Arleigh R. Kerr, 
William Walter Logue, 
Charles P. Martin, 

John Oliver Myhre, 


Allen Jay, 


Odell’s, Inc., 
Simon Bros., 


Reco Mfg. Co., 
Wells & Wikander, Inc., 
Ray G. Newcomer, 


EMPLOYER 


Ralston & Smith, 
R. D. Worrell Jewelry Co., 
Walter J. Davis, 


Kearney Jones, 
Walter O. Plummer, 
R. W. Little, 
Charles P. Martin, 
Bernstein Bros., 


Long Island City, N. Y. 
New Haven, Conn. 
Emmett, Idaho 


JUNIOR WATCHMAKER 
The following are the names and em- 
ployers of candidates granted the degree of 
junior watchmaker by the Horological In- 
stitute of America, March 19, 1923: 


ADDRESS 


Richmond, Ind. 
Butler, Pa. 
Mexico, Mo. 
Bremerton, Wash. 
Yeo Fang 

, Ind. 
Elgin, Ore. 
Lander, Wyo. 
Cumberland, Md. 
El Paso, Tex. 
Des Moines, Ia. 


Albert J. Noyes, S. L. Rogers, Bangor, Me. 
William J. Reuba, Simon Bros., Gary, Ind. 

Arthur G. Rider, Fred P. Carter, Binghamton, N. Y. 
Theodore O. Sandberg, Lowell, Wash. 

G. H. Sherrill, C. A. Wolf, Topeka, Kan. 


Charles G. Smith, 
Aram H. Soghigian, 
Carl M. Struss, 

E. W. Tilley, 

John B. Vaughan, 
Charles L. Waits, 
Hardee L. Williamson, 


the capable men. In other words, the 
conscientious capable man suffers for the 
inability, negligence and carelessness of the 
unprogressive class. 

As time goes on the number of applicants 
for certification among watchmakers will 
increase and the Horological Institute of 
America, therefore, deserves the support of 
every member of the trade. No more 
beneficial movement was ever started in 
behalf of the industry and it can only con- 
tinue by generous support. Many watch- 
makers who are now not especially inclined 
to take the steps necessary for certification 
will change their minds later on. To have 
a certificate from a recognized, authoritative 
source testifying to one’s ability is some- 
thing devoutly to be wished, therefore, the 
sooner certified the better. Certification 
means progress. 


E. W. Till 


Keller & George, 


Carl M. Struss, 
illey, 
Atkins & Vaughan, 
Gruen Watch Co., 


Charlottesville, Va. 
Chicago, Ill. 

West Hoboken, N. J. 
Kimberly, Idaho 
Louisa, Ky. 
Norwood, O. 

El Paso, Tex. 





*This degree “Certified Watchmaker” is the 
second degree of proficiency. These men are now 
eligible to apply for certification as “Certified 
Horologists,”” which is the third and highest degree 
certified to by the Horological Institute of America. 








“What time next train go to Washing- 
ton?” a traveling Chinese asked the railroad 
information clerk. 

“Two-two,” replied the official. 


“You no understandee,” insisted the Celes- 
tial. “I know the train go too-too. I no 
ask how he go; I ask when he go!’— 
World Outlook. 


* * * 


An Irishman was visiting the Zoo. He 
saw over the kangaroo’s cage the sign: “A 
native of Australia.” “My God!” he mut- 
tered, “me sister married one of them.” 
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Metals and Their Alloys 





“Metals and Their Alloys,” a modern 
practical work dealing with metals from 
their origin to their useful application—both 
individually and as parts of alloys—used 
where strength, ductility, toughness, light- 
ness, color, hardness, cheapness, conductiv- 
ity, or bearing properties are demanded. 
By Charles Vickers, specialist in melting, 
alloying and casting metals; technical ad- 
viser to manufacturers of non-ferrous cast- 
ings; non-ferrous editor of Foundry and 
Metallurgical Editor of Brass World. 
Partly based on the third edition of “Metal- 
lic Alloys,” by William T. Brannt. Illus- 
trated by 110 engravings. Published by 
Henry Carey Baird & Co., Inc., 2 West 45th 
St., New York, 


THIS volume is certainly one of the most 

complete, practical and thoroughly 
compiled works on the subject in any lan- 
guage. It contains information, facts and 
data of interest to various craftsmen, in- 
cluding jewelers, metallurgists and metal 
workers, The text covers the preparation, 
properties and uses of alloys of every de- 
scription and for numerous purposes. The 
book is partly based on the valued “Metallic 
Alloys” by Brannt, but the revision has been 
very thorough. The scope of the volume, 
moreover, has been enlarged. The number 
of illustrations in the old work has been 
doubled and now includes sectional views 
of special and particularly interesting ap- 
paratus used in removing the various metalg 
from their combinations; halftones and 
drawings of furnaces for melting metals 
and alloys; microphotographs showing the 
structure of alloys and some of the im- 
purities which they may contain. Formulas 
that are widely used are also presented and 
in a manner easily intelligible. The reviser 
of the work, Charles Vickers, has had 40 
years’ experience as a practical foundry- 
man. 

In the beginning are given in simple lan- 
guage the physical and mechanical purpose 
of metals, their classification, etc. Lack of 
space prevents enumerating the contents of 
the various chapters. Any jeweler, how- 
ever, will find enough valuable information 
in the book to repay him well for adding 
it to his library. 








A negro soldier in France retreated when 
they reached the firing line, threw away his 
rifle and made the best tire he could to- 
wards America. 

“Halt!” rang out a voice, “where are 
you going?” 

“Well, who are you, boss, that’s askin’ 
me ?” 

“T am the Major General.” 

“Oh,” said the soldier, “I did not know I 
was so far back.” 

* . . 

“Get out and stay out. What made you 
think I wanted my portrait enlarged?” 

“Everybody told me you were a small 
potato.”—Louisville Courier-Journal, 

+ . * 


Wife (tearfully): You have broken the 
promise you made me. 

Husband: Never mind, my dear. I’ll make 
you another.—London Answers. 
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WATCH GLASSES 
None Better! 


FOUR FUNDAMENTALS: 
GAUGE, FLEXIBILITY, QUALITY AND FORM 
TELL THE STORY 


BEWARE OF SUBSTITUTES 
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{* is a great satisfaction to have grown 
with a city for half a century, to have 
watched its development and to have played 
a real active part in its civic development 
during all those years. Such has been the 
experience of George W. Spier, of Wash- 
ington, D. C., the founder and first presi- 
dent of the Horological Institute of America, 
which holds its next meeting May 9, at the 
headquarters of the National Research Coun- 
cil in that city. The photograph shows the 
institute’s founder as he is now, recuperat- 
ing or rather battling bravely against a stub- 
born illness, as he has been doing for sev- 
eral months, but withal, giving his whole 
thought to the worthy work to which he has 
devoted the greater part of his life. 

Mr. Spier was born March 28, 1854, in 
3ueckeburg, near the city of Hanover, in 
northern Germany. His father was Cantor 
Johann Heinrich Spier, superintendent of 
public schools and a singer of national repu- 
tation. The family consisted of 10 children, 
and for 25 years there was never a happier 
home life anywhere, until a typhus epidemic 
struck the city, killing the father and oldest 
son within two weeks, and laying low every 
member of the family. 


Young Spier had been prepared for an 
academic career, but this calamity changed 
everything and, owing to his natural me- 
chanical bent, it was decided to apprentice 
him to a master mechanic and chronometer 
maker who had settled from Hamburg in 
the neighborhood Hansa-town, of Stadthagen. 
Here young Spier spent four years and fin- 
ished his apprenticeship -by making a pre- 
cision clock as his masterpiece. 

As soon as he received his certificate as 
an expert watch maker, he set sail for the 
United States, and landed in Hoboken on 
June 8, 1872. Two days later, in company 
with a young friend, he entered the histori- 
cal Maiden Lane, and on the same day se- 
cured a position uptown and went to work 
the next morning. It so happened that he 
bought some material and opened an account 
with the firm of Lissauer & Co. on the same 
day, and through all the long years he has 
remained a customer of that old establish- 
ment. 

Mr. Spier used to live opposite Stevens 
Institute of Technology in Hoboken, and 
took private lessons from one of the pro- 
fessors for nearly a year. He then carried 
out his long intended wish to settle down in 
the nation’s capital, which had always im- 
Pressed him as being a city of many attrac- 
tions. Fifty years have passed since his 
coming. He married a Washington girl, 
Miss Olga Marie Hesselbach, who was once 
associated with Alexander Graham Bell, in 
welfare work, raised a family, and has been 
closely connected in every way with the city’s 
social and scientific life. He always took 
much civic pride in his city and says that if 
he had to select again (as a young man) a 
Place to settle down, it would be his present 
tity. Mr. Spier made many friends among 
the city’s eminent men of science in whose 





research work and labors he has always 
taken keen interest. 

A few weeks after General Grant was in- 
augurated for the second time, March 4, 
1873, young Spier arrived in Washington 
and immediately assumed a responsible posi- 
tion. For 18 years he was associated with 
some of the best concerns. On July 15, 1890, 
he opened his own jewelry store at 310 
Sth St. N. W., where the establishment 


is still located and from which he has re- 
tired, leaving the business practically in the 
hands of the organization which he had built 








GEO. W. SPIER, PRESIDENT OF THE HOROLOGICAL 
INSTITUTE OF AMERICA, RECUPERATING 
FROM A STUBBORN ILLNESS 


up and of which Herman Richards, manager 
for many years, is now proprietor and suc- 
cessor. 

It is characteristic of Mr. Spier that he 
built his success upon the slogan, “A satis- 
fied customer is the best advertisement.” To 
his clerks he always preached, “In this store 
the customer has the right of way.” The 
business grew from year to year until the 
organization consisted of five watch makers, 
one jeweler and a porter. When Mr. Spier 
retired, the head watchmaker had been with 
him 32 years; the son of the head watch- 
maker, now in business for himself, 15 years; 
the head salesman, 29 years, and the other 
employes from 22 years upward. Even the 
colored porter had been in his employ more 
than 20 years. 

As soon as Mr. Spier opened his store, 
he joined the Board of Trade and became a 
charter member of the Chamber of Com- 
merce and the Merchants’ and Manufactur- 
ers’ Association. He was for two years presi- 
dent of the Jewelers’ Society of the District 
of Columbia, and took great interest in the 
development of a co-operative spirit among 
the jewelers of the country. He was one of 
the originators of the early closing move- 
ment. At one time the stores were kept 
open until nine o’clock every night, except 
Saturday, when they were not closed until 
11 p. m. He believed that more business 
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could be done by reducing the hours. of 
labor, and with this in view, started a pow- 
erful agitation, appealing to the public to 
shop earlier. This was done in 1885, and 
created an entirely new vision of commer- 
cial life, which today is so far progressed 
that most successful stores in the city keep 
open only about nine hours. 

On Feb. 13, 1920, Mr. Spier was appointed 
on the staff of the Smithsonian Institution, 
as custodian of watches. On May 20, 1920, 
he submitted the following report to Carl 
W. Mitman, Curator of Mechanical Tech- 
nology, United States National Museum, in 
the hope of bettering and dignifying the 
science of time+keeping: 

“To safeguard an important industry 
and to promote the science of horology 
the following suggestions are made: 

“To establish ‘The National Horo- 
logical Society’ under the guidance of 
the Smithsonian [nstitution. 

“1. To promote the sciénce of time- 
keeping. 

“2. To unite all persons interested 

into one national organization. 

“3. To establish a system of horo- 
logical schools. 

“4. To confer degrees of efficiency in 
practical and theoretical knowledge of 
time-keeping. 

“5. To establish headquarters in the 
national capital. 

“6. To erect a suitable building in 
Washington known perhaps as ‘The 
Time Building,’ showing the develop- 
ment of the art of time-keeping from 
the earliest period to the present day. 

“7. To create a proper understand- 
ing by the public of the value of cor- 
rect time-keeping in the economic life 
of the country. 

“8. To collect objects 
the history of time-keeping.” 


illustrating 


Shortly afterwards the powerful aid of 
the National Research Council was secured 
and under its auspices the Horological In- 
stitute of America was permanently estab- 
lished on Oct. 20, 1921. 

Mr. Spier has been called the founder of 
the Horological Institute, and was unani- 
mously elected first president. He has often 
expressed the opinion that a great many 
people have worked for the same idea for 
many years. Alfred G. Stein, of New York, 
told him that 20 years ago he attempted, 
with the prestige of his great house, to estab- 
lish a Horological Institute, but had to give 
up the idea, as few would take an interest 
in the movement at that time. 

Since the death of his wife, Mr. Spier has 
not enjoyed good health. On Jan. 7, 1922, 
he suffered from a severe automobile acci- 
dent and at the request of his physicians is 
taking a long rest cure at the Washington 
Sanitarium in Takoma Park, D. C. 
Through all his suffering his chief thought 
has been for the institute. 

On Oct. 7, 1922, after more than 55 years 
of active business, Mr. Spier retired per- 
manently, but will continue his duties as 
custodian and collector of watches for the 
United States National Museum. 

It is rather interesting to note that to 
Mr. Spier belongs the honor of supplying 
the only watch which Congress ever 
awarded, the usual custom being to give 
something else as a testimonial. 
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The merit of Watch Crystals is 
their snug fit. 


K. K. is the Watch Crystal which 
stands for steady pressure and 
requires the least time in selec- 
tion of the proper sizes. 


It is a pleasure to see K. K. Watch 


Crystals fitted into a case; how 
snugly they snap into position. 


Write for illustrated booklet and samples. 
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[Answers are also solicited from our readers to the questions published on this page.] 
No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 3903.—-How Does Oil Get 


on Small Hairsprings?-J have so many 
bracelet watches come in with oil on the 
hairsprings. Some of these are jobs that I 
have recently cleaned, and it seems that this 
will happen no matter how careful I am 
with my work. Can you tell me how this 
occurs and what I can do to avoid it?— 
G. H. P. 

Answer.—If you will examine these 
watches very carefully with a strong glass, 
you will find that in most cases there is 
some oil on the rim of the center wheel. 
This is usually caused by excessive oiling 
of the mainspring and third pinion hole. In 
many bracelet watches, the center wheel 
hangs well over the balance and spring, and 
it is a very easy matter to get oil on the 
hairspring in such cases. This same condi- 
tion can and often does happen in larger 
watches, but does not always cause trouble, 
as the springs are much stiffer and the coils 
do not always cling together as they do in 
the smaller watches. Obviously, the remedy 
in such cases is very careful attention to oil- 
ing. The mainspring should have just 
enough oil to make a light filmy coating 
over the surface of the spring, but not a 
drop or two of oil carelessly thrown onto 
the spring, as we see in some cases. Then 
the winding wheels should be oiled in the 
same manner, just enough oil to produce 
smooth action and with no excess to run 
off and cause trouble. The jewels should be 
oiled with the aid of a double glass and be 
sure that the oil is retained right around 
the pivot. If there is the proper amount of 
oil applied, it will be held where it is re- 
quired by capillary attraction, but if too 
much oil is applied, it will run away from 
the pivot. In a short time you will have a 
dry pivot hole and the oil will also spread 
to some other part of the watch where it 
will cause trouble, such as you have with 
the hairsprings. 

Question No, 3904.—Stone Cutting and 
Polishing. —J want to put in machinery for 
cutting and polishing agate, black onyx and 
some of the semi-precious stones that are in 
use at the present time. I would like to know 
if agate and such stones can be cut by using 
a steel disk and carborundum powder with 
water or kerosine, or if I would have to use 
a steel disk charged with diamond. Also, 
aged can I obtain the proper machinery ?— 

F 


Answer.—Most stones can be readily cut 
on a cast-iron lap with carborundum pow- 
der and water. Never use oil for stone- 


cutting, as it does not produce a clear sur- 
face. The cast-iron lap should be of smooth, 
&tay iron with no bubbles or blowholes in 
The best results are obtained if the 


Same, 





lap is turned true and stoned smooth on the 
spindle on which it is to be used. Such laps 
may be made interchangeable, but they must 
in that case be used on taper spindles so 
that they will center and run true. The best 
work is always produced if the lap runs 
dead true. A horizontal lap is the most 
efficient, as it is much easier to apply the 
abrasive, which must be frequently applied 
in small amounts to obtain the best results. 
Also, such a lap may have a rim placed 
around the edge to keep the surplus material 
from scattering all over the bench. This 
is not so easily handled in an ordinary lathe 
head. With a horizontal lap, the powder 
can be supplied with a funnel arrangement 
that will allow any desired amount to fall 
on the lap as required. 

A stone may be conveniently handled by 
cementing it to a small rod with gum shel- 
lac. While the cast-iron lap is suitable for 
roughing, a lead lap is usually used for fine 
grinding. The lead lap is usually made up 
with the addition of a small amount of cop- 
per (from 1% to 5%) to harden it. Such a 
lap will produce a very fine, smooth surface. 

To polish such stones, a wood wheel made 
up with the end of the grain as the acting 
surface may be used with pulverized pumice 
stone or 30-minute carborundum powder 
and water. Also, putty powder may be used 
in some cases. 

If you wish to take up stone-cutting as a 
business or a side line, your supply house 
can obtain machines that are made for this 
purpose, all set up and ready for use. 

Question No. 3905.—Mounting Car- 
buncles in Rings and Brooches.—We 
have quite a number of carbuncle shape sets 
brought in for mounting in rings and 
brooches in plain burnished bezel style. 
Will you kindly explain a method whereby 
the correct length of wire or stock can be 
cut to get a good fit for the stone. We buy 
a V-shaped bezel stock for charms which 
gives us the same trouble as to sizing, with 
the additional trouble of burnishing the 
edges around the set. What is the best 
method to follow in doing such work?—H. 
& Co. 

Answer.—An accurate method to follow 
in mounting carbuncles in rings is to roll out 
a piece of sheet lead to the same thickness 
as the stock that is to be used for the ring 
bezel. In making such rings, we usually 
dap up a cup-shaped piece for the under 
side of the stone and the shank is soldered 
to this cup-shaped piece. Then we make a 
bezel of fairly heavy stock that is to be 
soldered to the cup-shaped piece and then 
burnished over the stone. The principal 
difficulty in such cases is to get the bezel of 
the correct size without the necessity of 
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altering it one or more times in order to 
obtain correct sizing. If we use paper to 
gauge such a stone and then cut the gold 
stock to the same length, we cannot be as- 
sured of a correct fit, as the gold stock may 
be thicker than the paper, and the method 
fails for this simple reason. But if we use 
lead of the same thickness as the gold stock, 
we may measure the stone carefully around 
the edge, then straighten out the lead and 
cut the gold to the same length. The lead 
can be pressed close around the edge of the 
stone and permit very close measurement. 
The gold stock should be cut to the proper 
width to allow burnishing over the stone, 
then cut off to the exact length as shown by 
the piece of lead. After this gold stock is 
soldered and shaped up to fit the stone, it is 
placed on the cup-shaped piece and soldered 
in place. After the shank is attached and 
the ring rounded up, a slight amount of 
trimming around the inside of the bezel will 
allow the stone to fit correctly into the seat. 
The same method may be followed in mount- 
ing carbuncles in charms. This is actually 
an easier job, as we do not have to bother 
with soldering a shank in place. 

Question No, 3906—Soldering Specta- 
cle Frames.—] have so much trouble pin- 
ning spectacle frames in place on.a charcoal 
block’ when soldering them. It sometimes 
takes me almost an hour to do such a job. 
How do the expert workmen go about such 
a job?—G. M. 

ANSWER.—We never use a charcoal block 
when soldering spectacle frames. It is sel- 
dom necessary to remove more than one lens 
when soldering. Instead of scraping the 
joints clean, we scratch brush them with a 
brass brush on the lathe, using a weak sal 
soda solution on the brush. The joint may 
be cleaned in this manner quicker than you 
can read this. Then we place a small piece 
of solder on one broken part and flow it, 
simply to hold the solder at the required 
point. Then we hold one of the broken 
parts in each hand and grip the blow-pipe 
in our teeth and, by the way, a hard rubber 
mouthpiece fitted to the blow-pipe is a big 
help. It may seem a bit difficult at first 
to solder a frame in this manner, but it is 
well worth the effort, and a little practice 
with some old frames will soon demonstrate 
that this method is very efficient. Do not 
try to hold the frames “freé hand,” but rest 
your elbows on the bench to steady your 
nerves. After soldering, the job may be 
boiled in pickle for a few moments and the 
finish restored by scratch brushing. Such 
a job may be scratch brushed in a jiffy, and 
it answers well enough for spectacles, and 
there is no rouge to be washed off, which, 
of course, saves time. Five to 10 minutes is 
ample time for doing such a soldering job, 
and there is then a profit in the job. 

Question No. 3907—Heating Syn- 
thetic Sapphires.—/s it necessary to re- 
move synthetic sapphires from a ring mount- 
ing when hard soldering? It often makes 
much extra work, especially with the odd 
shapes we have at present.—H. H. 

Answer.—You need not remove such 
stones if you observe certain precautions. 
Apply boracic acid so as to cover the entire 
surface of the ring, then place some borax 
paste and solder where it is needed, and 
heat carefully to flow the solder. Allow it 
to cool thoroughly, then boil off and finish 
as usual. 

















THE JEWELERS’ CIRCULAR 































This entire building used ex- 
clusively by the Horological De- 
partment of Bradley Institute. 


At present there are 245 students 
in attendance, about evenly 
divided between civilian and 
Federal. Several of these are 
woking on their third year. 


One of our latest catalogues will 
prove of interest to you. 
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Get the Bradley Way 


MAKE YOUR ARRANGEMENTS AT ONCE with the Horological 
Department of Bradley Polytechnic Institute for a course in Watch- 
work, Jewelry or Engraving, to begin as soon as possible, as every 
day that you are not attending Bradley will be money lost, if you 
really anticipate taking this course. 





3radley has thousands of students scattered all over the country and 
many working in foreign countries. We have thousands of the very 
highest class recommendations and a few of them are contained in 
the catalogue which we furnish free of charge. 


A thorough organization ; a system that has been worked out by years 
of experience in handling thousands of students, adopting some special 
line of work, eliminating things that were not of the utmost impor- 
tance. Doing things finally adopted and doing them well has been the 
means of putting Bradley in the very forefield of Horological Insti- 
tutions. 


‘Bradley Horological with its increased facilities is bigger and better 
than ever. In its thirty-six years of existence this great school has 
turned out scores of the best workmen of which the country can boast. 
Figure your affairs so that you can be with us this year, if not im- 
mediately just as soon as possible. 


BRADLEY HOROLOGICAL, Peoria, Illinois 
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5 So. Wabash Ave. 





THOMAS J. 


| Ds De) Der. -ae OE © 


REFINERS 


] 
Sweeps, Polishings, Gold, Silver, green egold—plates, wire: | 
| 
| 
| 
J 


and solders in 10Kt., 1l4Kt., 


Platinum and Plated Scraps. ee clas and 
red golds. DEE GOLDS 


MANUFACTURERS = | fuss sh 


Platinum and White Gold Wedding I 
Ring Blanks. Fancy White Gold 


Mountings. Selections Sent on Request, 


CHICAGO 317-319 E. Ontario St. 


Refining and Manufacturing Plant: 















TELEPHONE 7583 BARCLAY 


JOHNSON MATTHEY & CO., LTD. 
Hatton Garden 
London, E. C., Eng. 


Official Assayers and Refiners to the 
Bank of England 





CABLE ADDRESS, MATTHEY, NEW YORK 


JOHNSON MATTHEY & COMPANY, Inc. 


BULLION MERCHANTS 
CHEMISTS AND METALLURGISTS 


Dealers in Platinum, the Precious Metals and Rare Earths 


36th Floor 
Woolworth Building 
New York 

















May 2, 1923. 
































May 2, 1923. 


THE JEWELERS’ 











Gold Alloys and Some Imitations 
as Compounded in England 








Written Expressly for The Jewelers’ Circular by ‘‘Electrographer,’” London, England 

















BEFORE going on to write about some 
of the lesser known alloys, it may be 
useful first of all to incorporate in this 
article, just for easy reference and com- 
parison, the standard alloys of gold: 


Karat ...cece “222 2% HS 7 

Gold ...ccece 94° 23 20 18 13 9 7 parts 
Giver wcsceve — ff 2 8. 34%. 8 game 
Copper ..-+-- — 1 2 3 610% 9 parts 


Weight: 1 oz. 19 dwt., 18 dwt. 17-12 gr., 16 dwt. 
13-12 gr., 12 dwt. 12 gr. 


The weights here given represent the 
same bulk throughout, so that a bangle 
weighing one ounce of pure gold would be 
but 12 pennyweights, 12 grains in seven- 
karat gold, although of exactly the same 
size in every respect. It is this difference 
in weight of the inferior golds that has 
thrown many a man off his guard when 
offered certain sham gold alloy goods by 
swindlers. The fact that the weights of 
these may easily be counterfeited by alloys 
having a similar appearance and in some 
cases withstanding the acid and other tests 
has accounted for the success of many a 
swindle. 

Before going on to write of these bug- 
bears of the trade it may be as well to 
redeem the title of this article by dealing 
with one or two gold alloys that have been 
found useful to legitimate workers in 
precious metals. Although these are not 
standard alloys they have been used for 
various purposes with success. For instance 
the red gold that finds so much favor in 
the South American republics can be got 
by a mixture of 75 per cent. gold to 25 
per cent. of copper. This-is quite a good 
gold and is, of course, not dear. It colors 
well and is of good weight, but the coloring 
should be deeper than for high standard 
qualities, when the wearing gives greater 
satisfaction to those who like a deep tint 
of gold. 

A good alloy having a more yellow ap- 
pearance, therefore useful for purposes for 
which the above would be useless, is com- 
pounded of a mixture of gold 57% per 
cent.; silver 1414 per cent.; and copper 28 
per cent. This is not such a rich mixture 
as before but it has an appearance many 
people would prefer. It takes a good 
medium deep coloring and burnishes up 
well. It is a pretty good alloy for latped 
work and is fairly strong and hard wearing 
for chains, Another point in its favor—it 
solders well. It has proved to be a useful 
alloy for larger work and to give satisfac- 
tion in wear. 

Quite a different alloy to either of the 
above is what some people call platinum 
gold but has no gold in it. The name was 
Probably given on account of a resemblance 
to a mixture that was more popular when 
Hatinum was much cheaper than it has been 
of late years and this was an ingredient in 
alloys of gold. Needless to say this never 
was cheap while the first mentioned, now 
to be described, was not very expensive. 

Gold 75 per cent. is brought to a molten 


state in a crucible when 25 per cent. of iron 
wire, that has been previously annealed 
twice, is added. When thoroughly incor- 
porated by stirring with an iron rod, the 
whole may be poured into moulds of any 
shape desired. This metal has a remarkable 
elasticity, can be beaten almost as thin as 
pure gold or drawn into wire having a 
ductility and tenacity that makes it useful 
for a variety of purposes. For brooch pins, 
scarf pins and similar goods it is about 
the best high grade metal mixture there is. 
It also makes a good chain metal. 

A word must be added about the coloring 
of this metal. It does not behave so well 
as some of the alloys previously referred 
to. It is best brought up to a standard 
color by means of the gilding bath. Its 
wearing capacity is better and more uniform 
if the coloring is not too high to start with. 
It is not an easy alloy to treat with acids, 
the scratch brush is more useful and al- 
though it takes the burnisher very well the 
lustre is not so deep and the polishing mop 
answers as well as anything to finish with. 

Dead dipped or matted work is_ best 
avoided on this alloy unless the latter is 
got by the sand blast when a very good 
effect can be obtained—as good as on most 
gold alloys and better than on some with a 
high copper content. 

Although the writer has some hundreds 
of recipes for alloys of all kinds this part 
of the subject must now be drawn to a close 
with a recipe for a solder for gold work 
that has proved most useful. This is com- 
pounded of 22 karat gold, 52 per cent.; 
silver, 25 per cent.; copper, 23 per cent. 
This is not a cheap solder but it is a good 
one for high grade goods being of a color 
that goes well with gold of fine color. Most 
people in the trade using much solder have 
their own favorite recipes and it may serve 
but little purpose to give others here. 

The remaining space may be more profit- 
ably used if a little consideration is now 
given te the second part of the subject 
comprised in the title. Imitation golds have, 
at one and the same time been a benefit 
to some branches of the trade and a bugbear 
to others. One of the latter was a mixture 
that was about too much some years ago 
when platinum was a comparatively inex- 
pensive metal to what it is today. This 
alloy was composed of copper, 65% per 
cent.; platinum, 32 per cent., and silver 2% 
per cent. As it withstands the acid test 
even when the acid is boiling it can be 
realized it gave a good deal of trouble to 
pawnbrokers, jewelers and police for some 
time. 

The writer remembers nearly falling a 
victim to this alloy at the time when it 
was about. A man walked into the store 
and tendered a fairly substantial gold seal 
for sale. The acid, of course, had no effect 
on it but feeling still a trifle dubious about 
it, the opinion of the boss was asked. After 
a moment or two spent in examination the 
boss went up to the man and said: “When 
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you come back with a policeman you can 
have this back, not before.” The man 
started to remonstrate when the boss asked: 
“Am I to fetch a policeman or you?” The 
man went out and was never seen again, 
the seal proving to be made of an alloy as 
given above. Many people were victimized 
by this mixture which has disappeared with 
the high price of platinum, but would be 
sure to come back again if this metal ever 
came down to anywhere near its old value 
as many of us would like to see it do. 


Another and similar alloy that was about 
a little too plentifully, somewhere near that 
time was one composed of copper, 67 per 
cent.; platinum, 28% per cent.; zinc, 4% 
per cent. This is a good looking alloy 
superior to 15 karat gold in appearance, 
defying the acid test and. coloring up well 
in the gilding bath. For any legitimate 
pu) pose this is a useful alloy, but at present 
prices of metal too expensive to be of much 
practical utility. These acid defying alloys 
are more trouble than they are worth very 
often in their actual effect on the market 
with the inexperienced. They are not liked 
by the trade and if revived at any time in 
the future will meet with no kindlier re- 
ception than they have in the past. 

An alloy that is useful for the jeweler 
and occasionally employed in the making 
of cheap goods is composed of copper, 70 
per cent., aluminum, 20 per cent., and silver 
10 per cent., gives a very useful imitation 
gold, good enough :to please the wearer and 
not sufficiently good to deceive the jeweler. 

Another good imitation gold alloy not 
likely to give trouble from deception is 
made from copper, 67 per cent.; aluminum, 
17 per cent.; tin, 10 per cent., and zinc, 6 
per cent. This is a cheaper mixture than 
the one just given and for some purposes it 
answers the same purpose. It is, of course, 
presumed that all the metals are pure, mere 
commercial brands of the white metals 
mentioned above are useless for jewelers’ 
alloys. Aluminum, if not guaranteed quite 
pure, may contain one or two per cent. of 
iron, with which it readily alloys itself, 
and this would spoil the alloy in several 
ways. Again the zinc may contain one or 
two per cent. of lead and no jeweler need 
be told the havoc this would play in the 
finishing if certain methods only were to be 
used, Having referred to several imitation 
gold alloys perhaps it is only fair, in con- 
clusion, to give a good hard solder for 
them, or at least serviceable for most of 
such mixtures, One of the best is made up 
of copper and zinc each 47 per cent. and 
silver 6 per cent. This is a rather pale 
alloy and does not suit the color of a deeper 
gold or imitation. For these many working 
jewelers prefer a heavier copper content. 
Bismuth or tin should not be used in hard 
solder. 


One of these is composed of copper, 60 
per cent.; zinc, 30 per cent., and silver, 10 
per cent. In, making any alloys or solders 
having a high zinc content, it is always 
advisable to melt the highest temperature 
metals first (in this case, the copper and 
silver) and also add about a teaspoonful 
of boracic acid.., When these metals are 
thoroughly melted together the zinc should 
be added and the contents “swilled” around 
in the crucible to effect a thorough admix- 
ture, then quickly poured into the ingot. 
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GOLD SOLDERS 


For 14, 18 and 20 Kt. White Gold. 
High, Medium and Low Flowing 
Qualities. Color, that of the gold 
itself and positively holds, can be 
hammered and sized with perfect 


results. 
Samples on request. 





Alloys for 18Kt. White Gold 


No. 200 Palladium White gold alloy. 
A metal produced with our alloy plus 
several dwts. of Palladium resulting in 
the PERFECT GOLD and the medium 
solder to match. 


Platinum and Platinum Solders 


In plate and wire form. 


GOLDS in Plate and wire form. 


The General Alloy Co., Inc. 


188 N. J. R. R. Ave. NEWARK, N. J. 





Save Time and Money 








By using Genuine Watch Material. It is cheaper 
in the long run. You can double your profit in 
your repair department. Buy your Material from 
the house which carries the largest and most com- 
plete stock of Genuine Material. 


Look At Our Prices 


Genuine Elgin Balance Staffs .......... Per doz. $1.41 
Genuine Waltham Balance Staffs ....... Perdoz. 1.88 
Genuine N. Y. Standard Balance Staffs .. Perdoz. 1.40 
Genuine Elgin Hands, Hour or Minute ..Perdoz.  .30 
Genuine Waltham Hands, Hour or Minute Perdoz.  .35 


Swiss Bracelet Hands, 2 doz. on card .......... 35 
Superfine Watch or Clock Oil, Special ......... 35 
Bracelet Crowns, Gold Filled, Yellow, Green or 
er rn Perdoz. 2.00 
Same with Jewel Sets ...........esee0. Perdoz. 2.50 
Willson Goggles, ten pair on card, retails $1.50 each, 
DME icnccrnbusicsdabenesacens Percard 5.00 


The above prices are Net thirty days, to rated jewelers. 
We want your Mail Order business for everything in the 
line. Impossible to enumerate all the specials we have 
to offer. A trial order will convince you. Orders filled 
from any catalogue. 


J.H. Mednikow & Co. 


119 Monroe Ave. Memphis, Tenn. 
































Sweep Smeliters a Bullion Dealers 
LELONG-KENDICK 
Manufacturers 


sneet_White Gold—wire 


six—Platinum Solder—craces 


All Cotors—Gold Solder-—aii Karats 


Anodes-9994 Sj lver—sSoider-Wire 





PLATINUM—PALLADIUM 
PALLADIUM WHITE GOLD 
IRIDIUM—IRIDIO-PLATINUM 
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Newark 


Halsey, Marshall 
New Jersey 


and Nevada Sts. 


““Everything in Precious Metals ’”’ 


Telephone 1014 Mitchell 














Refiners 


Gold 
Silver 
Platinum 








HANDY @ HARMAN 


31 Gold St., New York City Bridgeport, Cenn. 
SHIP TO EITHER PLANT 
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[Patents Granted by the United States. 
The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 





UNITED STATES PATENTS 


Issue of April 17, 1923 


1,452,058. BOX-LINK CHAIN. Warren E. 
Witu1s, North Attleboro, Mass., assignor to 
Wallace G. Franklin, Clarence W. Fisher, and 
Elton B. Fisher, Co-partners doing business 
as E. I. Franklin & Co., North Attleboro, 
Mass. Filed May 27, 1922. Serial 564,157. 
1 Claim, 

A box-link chain made up of a multiplicity of 
open ended boxes carrying a jewel socket to one 
side of the box and a hook at each end of the 
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box, bent toward the other; an endless connecting 
link between opposed hooks upon adjacent box 
links, having spacing pins projecting from the 
sides of the links between the opposed ends of 
the sides of the several box links and lying in 
line with the bottom of the jewel socket adjacent 


thereto, 
DESIGNS 
62,221. PEN OR PENCIL CASE. Frank J. 
Kristorek, St. Paul, Minn., assignor to 
Yo 
tT 
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Paul, Minn. Filed 
501,821. Term of 


Brown & Bigelow, St. 
Sept. 19, 1921. Serial 
patent 3% years. 

62,222, EARRING. Beatrice C. Lurxins, Mont- 





clair, N. J. Filed Jan. 2, 1923. 
Term of patent 3% years, 


Serial 4,800. 
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62,226. FINGER RING, PIN, BROOCH, OR 











SIMILAR ARTICLE. Jvutitus Wopisxa, New 





York. Serial 439,305. 


Filed Jan. 22, 1921. 
Term of patent 3% years, 








Jewelers’ Show Cards 





(Continued from page 157) 





same character. may be used to advantage. 
But it should be remembered that the best 
show-card is the most adapted to rapid read- 
ing, so its matter should be sketchy and not 
in the form of a technical treatise. 

The style of the best show-cards tends to 
simplicity. It is obvious that an announce- 
ment intended to catch the vagrant eye 
should not be encumbered by ornament that 
only serves to confuse the view. Beware 
of “artistic’ show-cards. What is wanted 
is the work of a good sign writer, who can 
inscribe clean, legible statements on an un- 
embellished sign board. This is the prime 
requirement. Whatever follows is a matter 
of taste, but anything that counteracts its 
admirably direct results defeats the aim of 
an effective advertisement. Shun the atroc- 
ities of tinsel “holiday” cards, sanded back- 
grounds, “airbrush” work and the like. 
Remember it takes an artist of uncommon 
gifts such as are not usually found in the 
ranks of sign writers to employ art in a 
show-card. This is not to say that there is 
not a good deal of clever and interesting 
work in this field of artisanship, but it is 
marked more by its reticences and restraints 
than by its creative talents. 

But the sine qua non of the successful 
show-card is legibility. Without it the 
show-card is even less than sounding brass 
and tinkling cymbals. Eccentric and archaic 
lettering and other efforts to darken counsel 
should be taboo. Bad spacing, crowding 
and similar faults are a vexation to the 
beholder, and certainly no encouragement 
to readers. 

Do not encumber a show window with a 
multiplicity of signs. They are not window 
decoration, and some otherwise very pleas- 
ing jeweler’s displays have been spoiled by 
them. ‘Consider a fine lawn with signs 
“Keep Off the Grass,” “Beware of the Dog,” 
“Private Grounds” scattered in conspicuous 
places, and it will give you a comparative 
example. Don’t use show-cards in a hap- 
hazard fashion, just to show you’re alive. 
Concentrate on some particular subject and 
make it as persuasive as possible. The 
winning show-card “makes ’em stop! makes 
’em read! makes ’em buy!”—S. R. 
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“Peace Through You” 


By Jean BurcHFIELpD WILLIAMS 
yous you have more than this un- 
seemly strife 
For gold? Some lasting good that might 
be wrought 
In heaven or earth, as through this phase 
of life 
The nations grope? It has been said, “God 





thought, 

And love was born.” Where’s love, I’d like 
to know, 

When all the world is rife with war and 
famine, 


When nations, kings, and men will ever go 

Knee-deep in blood to murder, plunder, 
rapine ? 

Oh, harrowing times! When all the na- 
tions kneel 

To God for life, yet seek each other’s death! 

Is God so base, while angels sing your weal, 

Will He compassion you, and let the breath 

Of Hell, with vengeance, flame o’er all your 
foes? 

Oh! if the angels hear these groans and cries, 

If they look down and see these bitter woes, 

Their hearts must break and tears must dim 
their eyes. 


When all these frenzied nations show their 
greed, 

Still talk of war, you wail with lamentation ! 

Can you not see that all this warring 
breed,— 

That Statesman, Prince, or King, or fight- 


ing Nation 

Is but your baser self? Great God! you 
brawl, 

And hate, and fight—whatever woe you 
bring— 


In mine, in shop, in home; nor is this all: 
Had you the power, you’d be, yourself, a 
king. 


You'll never see a world-wide dawn of peace, 

Till you, as man to man, in thought and 
deed, 

From anger, hate, and petty strife shall 


cease ; 
Till from your heart you tear this purblind 
greed, 
That buys your wealth but gives your soul 
as fee. 


Would you, O man! be master of the king? 
Then you must worthier, wiser be than he 
Who, for a pot of gold, this woe doth bring. 


Know this! Man thinks and chains or liberty 

Is his reward. This truth let Joy-bells ring: 

Man’s thought is power; and freedom comes 
when he 

Thinks love supreme. 
bring 

The peace you crave. Oh, let the love within 

Yourself come forth; then you'll not pray 
in vain; 

And from our midst will vanish shame and 
sin 

And dreadful war, and peace will come 
again. 
—From The Master Mind, Los Angeles. 


’Tis love alone will 








Stanley Zuzal has purchased the property 
at 53 E. 3rd St., Dunkirk, N. Y., where it 
is understood he will open a jewelry store 
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REFINERS and SMELTERS 


Precious Metals 


PLATINUM 





In all Degrees of Hardness Welded on Gold in all Ratios 
Works: General Office: 
NEWARK, N. J. 24 JOHN STREET 
BROOKLYN, N. Y. NEW YORK 





Every Process Carried Out Under the 
Supervision of One of the Firm 


SWEEP SMELTERS, 


BIRMINGHAM, ENG.. 








LIENHARD & CO. 


La Chaux-de-Fonds. (Switzerland) 
Special Trade of the Factory 


All kinds of Brocading and Engine Turning Machines for Jewelers, 
Silversmiths, Goldsmiths and Watch Case Makers. 

Circular, Oval and Rectilinear Work. 

New Machines to cut Steel Dies, embossed or hollow work. 
Panto-Graveur to engrave letters and to divide pieces of precision. 
Automatic Lathes to cut Disks for numbering machines, etc. 








Sew atenight line engraving and Firm known all over the world for the construction of engraving 
or gar ol machine and engine-turning machines. 
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Mr. and Mrs. Howard L. Carpenter spent 
the past week in New York and Atlantic 
City. 

The Savoy Mfg. Co. is the style under 
which Henry Goldshine has started in bussi- 
ness at 26 No. Main St. 

Eugene Abbott, of the Potter & Buffinton 
Co. was in New York the past week on 
business for that concern. 

Louis Lyons, of the Lyons Mfg, Co., of 
this city, was a business visitor in New 
York and vicinity last week. 

Mr. and Mrs. John Shepard of this city 
were presented to President Harding at 
Washington on Saturday last, 

The Hatch Co., stone setters, have re- 
moved from 100 Fountain St. to larger 
quarters at 661 Westminster St. 

Maurice J. Karpeles was in New York 
and vicinity the past week on a business 
trip, en route to the middle west. 

G. H. Emerson is increasing his facilities 
for watch repairing at room 221 in the 
Howard building, 171 Dorrance St. 

W. H. Goodgeon, accompanied by his 
wife, of Westerly, spent a portion of the 
past week in this city and vicinity. 

Elydia M. Tondreau and Jennie Gordon 
have started in business under the firm name 
of the Marian Mfg. Co., at 36 No. Main St. 

H. J. Hildebrand, of H. C. Lindol & Co., 
this city, is on an extended trip to the 
Pacific Coast and was in San Francisco last 
week, 

Mr, and Mrs. Russell Grinnell and family 
are at their farm in Exeter, R. I., for two 
months after spending the Winter in Wood- 
stock, Vt. 

The manufacturing property at 72 Bates 
St. owned by George Berkander has been 
sold and will be converted for use in an- 
other line of business. ; 

An attachment against property of the 
Pilgrim Novelty Co. filed March 8, 1922, 
in favor of James Sion for $100 was dis- 
charged the past week, 

Ernest L. Fuller, secretary of Theodore 
W. Foster & Bro. Co., has the sympathy 
of the trade in the recent death of his 
father, Charles E. Fuller. 

Frank Healy, Referee in Bankruptcy, has 
issued notice that the final dividend in the 

vtter of the Kescot Mfg. Co. will be de- 
clared May 5, payable on and after May 15. 
Plans have been completed for a new 
jewelry factory building to be erected on 
Eddy and Briggs Sts. for the Cook, Dun- 
~ Smith Co., now located at 85 Sprague 

t. 


‘Billie’ Lamb and Arthur Lindquist, of 
the Chicago office of George H. Fuller & 
Son Co., are spending a couple of weeks at 
the firm’s factory, 151 Exchange St., Paw- 
tucket, 

Horace Remington & Sons have sold four 
lots of land on Bucklin, Cromwell and 
— Sts. in the Elmwood section to 
ohn I. Corley, Henry J. Laird and James 
Goldmay, y yJ J 
R. fire on the estate of the late James A. 
oster at Warwick Neck on Friday threat- 
ened the large stock barn, but was ex- 
tinguished before reaching the building. 
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The damage to the estate, however, was 
considerable. 

J. A. Foster & Co., corner Weybosset and 
Dorrance Sts., is installing one of the larg- 
est radio broadcasting sets in the city. It 
is expected that it will be in operation in 
another week. 

Walter R. Callender and Samuel M. 
Nicholson were elected vice-presidents of 
the Providence Society for the Prevention 
of Cruelty to Animals at the annual meet- 
ing held last Tuesday. 

The executor’s inventory of the personal 
estate of the late Samuel H. Bailey filed 
in the Municipal Court on Tuesday showed 
a valuation of $25,778.50, which was or- 
dered accepted and recorded. 

The first and final account of Mrs. Ella F. 
Grant, executrix of the estate of the late 
George H. Grant, was filed in the Municipal 
Court last week, showing no balance. It 
was allowed and ordered recorded. 

The Ralph Ring Co, has taken the fac- 
tory formerly occupied by the Warwick 
Sterling Co., 36 Garnet St., and has removed 
thereto from 70 Ship St. The concern will 
have nearly double its former space. 

The National Mail Order Co. is the name 
of a new firm consisting of Anthony Bello 
and Stanislas Boucher, that has started in 
business at 83 Sutton St., this city, for the 
conduct of a general mail order business, 
specializing in jewelry. 

Fire, caused by burning leaves, destroyed 
a three-car garage on the estate of J. L. 
Thornton at’ Warwick Neck late Friday 
afternoon. The caretaker on the estate had 
set fire to some leaves, but due to the strong 
wind was unable to control the flames. 

The Fashion Novelty & Jewelry Co. is 
the style of a new concern that has begun 
the manufacture of a general line of white 
metal and rhinestone goods at 24 Calender 
St. The business is owned by Joseph Mill- 
man of this city and Hyman Edelstein, of 
New York. 

A special meeting of the creditors of 
Troob & Dubin, Inc., was held the past 
week at the office of the Referee in Bank- 
ruptcy, Frank Healy, in the Turks Head 
building, at which the receiver’s claim for 
compensation amounting to $46.98 and ex- 
penses of $50.86 were allowed. 

Among those who attended the 32nd an- 
niversary and ladies’ night of Doric Lodge 
of Masons last Friday evening were: Adel- 
bert E. Place, Gen. Herbert S. Tanner, 
Charles O. Dechau, William H. Mason, 
Maurice Sandager, Norris G. Abbott, Al- 
bert W. Claflin, Alpheus S. Place. 

Police were called to the residence of Max 
Granitz, corner of Elmwood Ave. and 
Mawney St., about midnight Tuesday and 
found a 15-year-old boy who had forced an 
entrance through a broken window during 
the family’s absence. The boy was sent to 
the Sockanosset School during his minority. 

An addition in the shape of an “L,” 75 
by 30 feet, is being built to the Dunn Bros. 
building, corner of Eddy and Baker Sts., 
for the accommodation of the Cathedral 
Art Metal Co., which occupies the entire 
first floor of the main building. The new 
section will be used as a stock and shipping 
room. 

A fire in an air shaft on the first floor 
of the Callender building, Callender St., 
which started from an unknown cause 
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shortly after 6 o'clock Tuesday night of 
last week, did slight damage, fortunately 
being discovered before it gained much 
headway. The building is occupied by 
manufacturing jewelers and allied trades, 

A voluntary petition in bankruptcy was 
filed in the United States Court for the Dis- 
trict of Rhode Island on Thursday by Ar- 
thur E. Austin, gold refiner, the schedules 
filed showing liabilities of $3,726.75 and his 
assets as $3,346.40. The petitioner is a 
son of the late John Austin, who for many 
years conducted a refinery business in this 
city. 

Among the jewelry buyers reported in this 
city and vicinity during the past week were 
the following: R. Seligman, of the Seligman 
Jewelry Co., Seattle, Wash.; Mr. Herz and 
Miss Hill, of Mandel Bros., Inc., Chicago; 
Mr. Marcouiller, of W. T. Grant Co., Inc., 
New York; Philip Stern, of New York 
city; S. H. Block, of S. H. Block & Co., 
Columbus, O. 

Archibald Silverman, of Silverman Bros., 
has been elected chairman of the Palestine 
Foundation Fund, which will begin its cam- 
paign in this city May 8, for funds for the 
building of the Jewish homeland. Mrs. 
Archibald Silverman is associate chairman; 
Samuel Magid, treasurer, and Bernard 
Goldowsky and Charles Silverman, members 
of the advisory board. 

Considerable additional floor space will be: 
available at the plant of George F. Ber- 
kander, corner of Broad St. and Lexington 
Ave., when the work now under way is. 
completed. An addition to the packing and 
shipping room will increase that department 
by about 1,500 square feet, and two bays 
that are being built on the length of the 
main factory will give 5,000 square feet 
more space. 

The store of Philias Auger, 506 Clinton 
St., Woonsocket, was entered by means of 
false keys last Sunday and property valued’ 
at more than $100 stolen. This included’ 
watches, watch chains, fountain pens and’ 
pencils, and a pearl necklace valued at $25. 
Two men, Edward J. Fontaine, 20 years 
old, and Ernest Cloutier, 19, were arrested 
for the break and each held under $1,000° 
to await the action of the grand jury, whem 
they waived examination in the Twelfth 
District Court. 

The contract has awarded for the building 
of the new home of the Jewish Orphanage 
of Rhode Island in this city. Archibald’ 
Silverman is president of the institution; 
Joseph Samuel and Leon Samuels are vice- 
presidents, and Milton Sulzberger is treas- 
urer. Walter S. Lederer is chairman of the- 
committee in charge of the orphanage, with 
Joseph Finberg, of Attleboro, as one of his 
assistants, while Leon Samuels was general” 
chairman of the committee for the raising 
of the building funds in this city, and Archi- 
bald Silverman for the campaign in the 
State. 

Arthur L, Aldred, of Gladding’s, has been 
elected a member of the executive commit- 


tee of the Providence Better Business 
Bureau. In the appointment of committees 
Charles A. Blake, of the Boston Store 


(Callender, McAuslin & Troup Co.), was 
named as chairman on membership; James 
E. Roosa, of The Shepard Stores, on plan 
and scope; William H. Thurber, of Tilden- 
Thurber Corp; James B. Leeman, of* 
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over 30 years we have speciali 
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today—NOW —for free circu 





L Such as is here depict- 
edin genuine photo- 
graphic reproductions 


of a case repaired by our expert mechanics stands out 
as a beacon light in forceful blazonry in attestation of 
the + > work turned out by this house. For 


restoration to original shape of seemingly worthless 
cases and have builded a reputation for superior work 
surpassed by no other watch case repair house in the 
country. Irregardless of how badl 
may be, we restore it to its original shape speedily and 
accurately, ar and a gapeciell solicit work refused by other 

culties incident to successful 


WATCH CASE REPAIRING 


Work by mail or ym receives the same painstaking 

tin, and you can safely expect to 

receive the same coustoces treatment which has for so 

wag 6 tne De py ~~ no | powes. Our prices are 

rig € only a fair and le; 

AS IT REACHED US actual cost of the job. We don’t 
goose that laid the golden ile f cxpedt y you to come back, and so treat you according] vary Sesoes of workis absolutely guaranteed to be right. Send 
and pri You" "ll ork. 


timate profit to the 


list, or, better still, favor us with a trial order. 


> BECKER-HECKMAN CO, (r¥=ecJGBCACO, —E 


upon the complete 


attered up a case 






AS IT LEFT US 


OURS IS THE HOUSE THAT 
“DELIVERS THE GOODS” 





elieve in killing the 
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Gold, Silver 


and 


Platinum 
Refiners and Assayers 








T. B. HAGSTOZ @® SON 
709 Sansom St., Philadelphia | 











ANNOUNCEMENT 


Mr. Jeweler 


50 to 100% Profit 


GIFTS, Other Than Jewelry but Adaptable to a 
Jeweler’s Stock. 


Practical French Novelties 


Exclusively Designed in Gold Lace and French Trimming. 


Vanities, Trays, Dresser Sets, Fancy Work Baskets, Doll 
Nite Lamps, Telephone Slates, Etc. 


Your first order will convince you Write for price list Today 


WINTER’S JEWELRY ENCRAVING 
AND NOVELTY CoO. 


343 W. North Ave. Chicago, II. 




















Files, Jewelers’ Tools and Supplies 


Telephone Cortlandt 5222 


a eek] F ILES 


AMERICAN-SWISS FILE & TOOL CO.’S 
AMERICAN GAS FURNACE CO.’S 


Gas Eee ro for Melting, Annealing, Enamel- 
ing, Hardening, Assaying, Etc. Positive Pressure 
Sand Blast Blowers. 


Anchor Tool & Supply Co., Inc. 


Formerly Tool and Supply Dept. of 
E. P. REICHHELM & CO., Inc. 


24 JOHN ST. 33 NEW YORK 






























NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 
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for the bank, office and school. 
Write us for full information 
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1 North State St. Chicago 
Established 1842 





The finest Tower Clocks in the world are made by 
The E. Howard Clock Company of Boston. Also a 
very complete line of substantial and accurate clocks 3 


THE E. HOWARD CLOCK CO. 


373 eee St. Boston 309 Broadway, New York 


om: Crucibles 


J. 2 H. BERGE fiw Yoru Gt 
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THE BUYERS’ DIRECTORY 
Price $1.00 
The Jewelers’ Circular, 11 John St., New York 





























Have You Tried Us Vat? OS ne 2S em foe. L. HAUSNER CO. 
e a Be ee earn eee. $2.25 


: : ; Our Asst. No. 58—8 Dozen Bracelet Watcl 1 m ork 

A Trial Order will convince you that we one Mon, _— Fe Index.......... a $1.90 — -_ — “~- , yd be 
F ve : ir Asst o 1— ross Roller Jewel ors an ewelers 00 

are in a position to fill your material orders ae or ee cies . $3.00 terials, Supplies, Findings, V. T. F. 


at the lowest market prices with prompt and ur. Asst. No. 4-6 Dozen Asst. Amer. Watch Glasses and Jewelry Boxes. 
efficient service. Balance Jewels in Settings .................. $4.00 We carry a complete line of Deltah Pearls 
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Browning, King Co., and Albert Pfeifer, 
of Pfeifer’s, on Better Business Week, and 
Leon Samuels, of J. Samuels & Bro., Inc., 
on publicity. 

Joseph H. Lee, as executor of the estate 
of the late Asa H. Richmond, on Friday 
filed his account with the Municipal Court 
showing a personal estate of $394.07, which 
was ordered received and recorded, 

The first account of Fred A. Otis as 
executor of the estate of the late Henry 
W. Harvey, of Harvey & Otis, was filed in 
the Municipal Court last Friday, showing 
a balance of personal estate of $421,460.62, 
which was allowed and ordered recorded. 

Andrew Arabian has been granted a per- 
mit by Inspector of Buildings Brown to 
erect a one-story building at Acorn and 
Norwood Ave., Norwood, for jewelry manu- 
facturing purposes. The granting of the 
permit followed a spirited protest before 
the Warwick Town Council. 

Fire of unknown origin caused several 
hundred dollars damage in the manufactur- 
ing jewelry plant of the Rex Mfg. Co., on 
the fifth floor of the six-story building at 
14 Blount St., at 1.15 o’clock last Saturday 
morning. Patrolman Gannon saw the re* 
flection of the blaze through the windows 
and sounded the alarm. By the time the 
firemen arrived, however, the sprinkler sys- 
tem had commenced to operate and the 
flames were quickly extinguished, most of 
the damage resulting from the downpour of 
water. Harold Bromley, watchman in the 
building, said that he had examined the 
rooms on the fifth floor, in his rounds of 
duty, about nine minutes before the fire 
was discovered, and found everything in a 
satisfactory condition. The building is 
owned by the Rex Mfg. Co. and among 
the other tenants are the Armour Mfg. Co., 
the Imperial Knife Co. and the Kinney Co. 











_ Mr. and Mrs. C. E. Sunderlin have moved 
into their new home on East Ave. 

The Rochester Retail Jewelers’ Association 
will hold the regular monthly meeting on 
May 10. 

Philip Present has leased his five-story 
building on Clinton St., S., for a long term 
to J. A. Ward. 

David Present’s removal sale of jewelry 
and other merchandise in the store at Main 
St. E., and Water St., was concluded Mon- 
day, April 30. Mr. Present has leased 
quarters on the first floor of the same build- 
ing, where he will open a jewelry store in 
May. 

Early Wednesday morning the plate glass 
in the show window of Marks & Abramson, 
64 State St., was broken and a tray of em- 
blem rings and three white gold watches 
were stolen. The loss is estimated at $500. 
The firm has a burglar alarm installed in 
the store, but for some reason the alarm did 
not go off. 

_ Gamler’s jewelry store, 3 Clinton Ave., S., 
is holding a closing-out sale during the 
month of May. The store is located in the 
Whitcomb Hotel property. The hotel, which 
has been running since 1859, was closed 
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April 23. The property was purchased by 
Mr. Odenbach, who has planned extensive 
alterations. 

Mr. and Mrs. J. O’Keefe, Summerville 
Boulevard, are preparing to take an exten- 
sive automobile trip this year through the 
west. Mr. O’Keefe recently sold his jewelry 
business on Lyell Ave. 
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James S. Blake is in Seattle for two 
weeks. He is one of a party of four friends 
who long have planned to make the trip. 

April 28 and early Sunday morning fol- 
lowing were harvest days for many jewelers 
and watchmakers in this city, who were 
called upon to advance thousands of public 
and other clocks to comply with the day- 
light saving law. All the timepieces were 
put forward an hour. 

Charged with stealing 19 watches and a 
scarf pin, Bert W. Congdon, of Nashua, 
N. H., was arraigned in the Dedham Court 
yesterday and held for the Grand Jury in 
$2,000. The police allege that in company 
with two other young men Congdon entered 
the jewelry store of George F. Howe, in 
Norwood. 

Jewelry valued at more than $500, consist- 
ing of loose diamonds and watches, was 
stolen from the store of H. P. Brunelle at 
236 Worthington St., Springfield, shortly 
before daylight April 21 by thieves who cut 
out a small hole in the corner of the show 
window. The proprietor believes that the 
thieves were aided by a girl whom he saw 
hanging around the store late the night be- 
fore. 

Employes of the Waltham Watch Co. 
were given a substantial increase in wages 
April 30. The raise applies to foremen and 
clerical workers, as well as factory hands. 
The raise was made effective in the Quincy 
and Gardner branches of the company. 
Officials worked out a new wage plan to 
equalize the rate of wage paid for the same 
labor and thus have done away with some 
differences which previously existed. 

Tentative plans for the annual convention 
of the American National Retail Jewelers’ 
Association were made at the Boston city 
club, April 25, when the executive commit- 
tee met and went into the question at some 
length. The convention is to be held in 
Providence the last four days in August. 
Another meeting of the committee is to be 
held in New York shortly when details of 
the program will be more fully outlined. 

The Goldland Jewelry Co., Washington 
building, is planning to establish direct and 
permanent connection with the diamond cen- 
ters of Europe, and for that purpose has 
sent Edward Goldstein, a member of the 
firm, to look over the ground. He sailed 
April 28 on the Nieww Amsterdam with the 
well wishes of a large number of members 
of the Boston trade. He will be in Europe 
for two or three months on this mission. 








The Paramount Jewelry Co., Oklahoma 
City, Okla., is offering creditors 25 cents 
cash in full settlement. The assets are re- 
ported to be $10,196 and the liabilities are 
given as $18,264. 





J. Clare Crawford, president of the 
Jewelers’ 24-Karat Club of Pittsburgh, ex- 
pected to leave the South Side Hospital on 
Monday of this week. Mr. Crawford has 
been in the hospital for some time. 

A. J. De Roy, of Jos. De Roy & Sons, 
who has been in Atlantic City for some time 
endeavoring to recuperate from illness, is ex- 
pected to return to Pittsburgh this week, 
having greatly recovered his health. 

A well-known downtown jeweler has been 
having considerable merriment out of a little 
joke he has been playing. He has been put- 
ting worthless stock certificates in the grips 
of traveling men without their knowledge. 
The certificates are for a concern now out 
of existence. 

Joseph Reichblum, Steubenville, O., who 
was in Pittsburgh last week buying goods, 
announces that conditions are very good in 
his district, that mills are operating steadily, 
with plenty of orders on hand and men 
making good wages. 

Francis J. Keatung, of the Grogan Co.,; 
was in Geneva, Switzerland, last week, hav- 
ing gone to Europe regarding the watch 
question and to buy merchandise. He spent 
some time in Paris, keeping tab on latest de- 
signs and other business information. He 
is expected home some time the early part 
of this month. 

J. Alexander Hardy, of the Hardy & 
Hayes Co., is back from a six weeks’ trip 
to Daytona, Fla., and the country in that 
section. Mrs. Hardy has not been well and 
at the present time is in Atlantic City, going 
there after their arrival home from the 
south. Mr. Hardy anticipates a good Spring 
and Summer business and his concern is all 
set to enoy it. 

No little interest was manifested here 
Tuesday night in the formal opening of the 
enlarged establishment of the Jos. Horne Co., 
many jewelers being present to witness the 
unveiling of 18 “bridal windows” and for 
the inspection of goods from 7.30 to 10.30 
o'clock. Pearls were used very tastefully 
in the bride’s window. There was a con- 
siderable display of jewelry and “gifts that 
last,” several windows being used to show 
what the bride received. The firm offered 
four prizes for the departments attracting 
the most attention from the standpoint ot 
the public, and merchandise men _ were 
brought on here from Chicago, New York, 
Cleveland, Boston and elsewhere to make the 
awards. 








Departmental control of stores was advo- 
cated by James W. Fisk, Milwaukee, Wis., 
in a lecture on store management before the 
retail merchants of the Association of Com- 
merce at Racine. He showed the advisa- 
bility of each department keeping its own 
record. Mr. Fisk advised the retailers to 
take advantage of discounts on bills when- 
ever possible and in that way take extra 
profit. Bonus for increased sales made by 
an employe was advocated. Retailing on a 
one price basis builds up the stability of a 
concern, Mr. Fisk said, and contended that 
the day of haggling in retail buying has 
practically passed much to the advantage of 
business. 
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Rolling White Gold 
Platinum 
Gold, Silver 
Copper, Brass 


Made easier when you have 
LEIMAN' BROS. 


Multiple Geared Power—Plus 


Smooth running, mirror finish 


ROLLING MILLS 





A _ self-contained 
power unit 
that runs like a 
watch. Smooth, 
velvety work. 
Ease of opera- 
tion is amazing. 


Single and 
Double Units 


Hand or Motor 
Operated. 





60-62 Lispenard St. 


LEIMAN BROS. New York 


Makers of good machinery for 35 years 


WE HAVE MOVED 
47 10 S. WABASH AVE. ~ 
The Silversmiths Bldg. 


To Serve You Better 


Silverware and Mesh Bags 


REPAIRED & REPLATED. Restored Like New. 
An Old Firm in a New Home. 


Stace 


WARTZ & CISK 


10 SOUTH WABASH AVENUE 
Dad CHICAGO 











Bronzes—Metal Artware 





Send the Job to Us and Get an Estimate. 
If it can be repaired we can do it. We 
guarantee to please you. 


GILBERTSON & SON 


Silversmiths 


5 So. Wabash Ave. CHICAGO, ILL. 








| Throw your worn out Tiffany Rings in the 
melting pot. SEND THEM TO US. We 
will make them look like new for 75c and up. 


M. J. Stern & 
| Brother 


} Repairing and Special 
Order Work for the |j 
| Retail Trade 


61 BEEKMAN ST. 

| New York City 
UP TO % CT. $0.75 | 

UP TO &% CT. 1.00} 

UP TO 1 CT. 1.25] 

UP TO 2CT. 1.50 






SPECIAL SHAPE WATCH CRYSTALS 


Manufactured in our own plant 
24 HOUR SERVICE 
Our Method Assures Perfect Fitting 
Prices quoted on finished and unfinished crystals 
REPUBLIC WATCH CRYSTAL co. 
209 So. State St. (Room 1202) CHICAGO 








Blood Pressure in Ocular Work 


By Eugene G. Wiseman. 267 pages; illustrated, 
with 19 engravings. Price, $2.50. 


The Optical eo Company 
11 John Street : : New York 








Fine Piercing Cutters 


TO O LS Bending and Watch Case Tools 


FOR THE TRADE Hubs, Forces and Dies 
By Newark’s Progressive Tool Maker 


JOSEPH C. BIEN 


24 Scott St. NEWARK, N. J. 








C.W.BUTTS, Inc. *4 "7" 


Manufacturers of 


Crowns, Pendants and —_ 


We make a specialty of white gold crowns and bows, and are 
prepared to make very prompt deliveries of same for bracelet watches 














{ SAL - HYDE } 


— 
TRADE MARK REGISTERED U.S PATENT OFFICE. 








PLATINUM, COLD and SILVER PLATING SALTS 


A Concentrated Salts for Electro- Plating in Gold, Silver, Platinum, Copper, and for Stripping. 
Sal-Hyde Platinum—only material giving perfect white platinum finish, color and wear to 
yellow or white gold, producing correct results under all conditions and temperature. 

81 Nassau St., New York 
Mfrs. of Polishing Motors, Plating Dynamos, Generators, Demagnetizers and Plating Salts 


THE W. GREEN ELECTRIC CO., 


VERY INEXPENSIVE: 
VERY PROFITABLE: 
VERY INTERESTING: 
VERY SIMPLE: 

ALWAYS PERFECT _—_— 


The Buyers’ Directory 


Price, $1.00 





The Jewelers’ Circular Publishing Co. 
11 John St., corner Broadway, New York 












































ae of 
. AC? Of \ 


» 





Se 





o> 










OES 


DO, 





eek 





LAS ee SAS SS) SS Od SS i 


5) 
<> 


PRIVIF? PE 


Ae 








SARS SS Sc 





« 
*& 






~ 






KE 


DES 





( 


